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Experience 180° lie-flat beds 
to Hone Kong, Shanghai & San Francis 


only on Jet Airways. 





» Get enticed to sweet slumber on your way to Hong Kong, Shanghai and San Francisco aboard our Premiére, with the cozii 

"' . *of 180? lie-flat beds. Complemented by ambient mood lighting and 'Sleeper Suit'. For entertainment, engage in movies, 
and games on our award-winning in-flight entertainment system. Adding to your pleasurable flight is our delectable cuisine ` 

` select beverages. You can also enjoy this comfort on your way to Brussels, London, New York, Singapore, Kuala Lumpur and ` 


. So the next time you want to fly in peace and calm, call 1800 22 55 22*/3989 3333, your travel agent or visit jetairways.cc 
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ITH CLEAR SIGNS OF A US ECONOMY-LED GLOBAL 
slowdown and an unprecedented rise in com- 
modity, including food grain, prices all round, 

how bad are things going to be for the Indian economy? 

Predictions by most analysts point to a slower GDP 

growth. Inflation (7.41 per cent at the end of March) 

is causing concern. Consumer demand has been soft- 

ening in some sectors and cost of funds for industry is 

high. All this together spells bad news for the economy, 

right? Well, as part of our cover package we polled 151 

CXOs in Delhi, Mumbai, Bangalore and Hyderabad be- 

tween April 4 and 10. The results of that survey were 

pleasantly surprising. The mood in India Inc. is upbeat 
and the majority of those polled expects things not to be 

that bad, after all (check out The cxo Poll on page 66). 

In fact, they aren't. And that explains our cover 
headline, Why the Slowdown Won't Kill You. Our 
package opens with a story, by Associate Editor Shalimi 
S. Dagar, that explores what lies ahead for GDP growth, 
inflation, interest rates and investment. The second story 
is on the Indian stock market, which, as we all know, - 
has lost a massive 24.5 per cent since January 8, 2008. ~ 
Yet, even there, things may not be as 
bad as they may first seem. After 
all, the slowdown we are-talking 
about here is a drop in GDP growth 
from last year's 9.4 per cent to a 
little above 8 per cent, a rate not 
very many economies of the world 
today can dream of. A third story 
looks at what a stronger rupee can 
do to exports (our finding: it may hurt but exports 
could still groweat a robust 25-30 per cent this year), 
while a fourth story looks at what rising inflation can 
do to consumer demand. 

We took four leading headhunters and got them to 
brainstorm ick 25 managers who they thought 
were,the hottest young talent in India Inc. for Br's fifth 
Hottest Young Executives list. The criteria were simple: 
they had to be under 40 and they had to be extraor- 
dinary at what they do. Associate Editor Shamni Pande 
coordinated the brainstorming session and helped 
draw up the initial shortlist from which the 25 were se- 
lected. Turn to page 114 to see the people to watch in 
corporate India in the coming years. 

Commercial banks are getting a new breed of riv- 
als—large non-banking financial companies. 
Increasingly, some of these NBFCs are muscling in on 
what traditionally has been bank territory by offering 
retail products like home loans, car/bike loans, personal 
loans and wealth management services. In Licence to 
Bank (page 88), Associate Editor Anand Adhikari 
looks at how the rise of the NBFC is changing the dy- 
namics of the financial services market. 


Sanjoy hanyan 
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Slowdown Worries 

There are clear signs that the economy is slow- 
ing down. GDP growth will slow from 9.4 per 
cent in 2006-07 to about 8 per cent in 2007- 
08. But at that rate, India will still remain the 
world's second-fastest growing economy. So, 
the fine print isn't as alarming as the screaming 
headlines. What does this mean for the econ- 
omy as a whole, for exports, for consumer de- 
mand, for job creation and salary increments? 
Plus: CXO poll on state of the economy. 
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This Grass is Greener 
IITians are increasingly opting to stay back in India. 


Q&A with Robin Bew, Editorial Director, The 
Economist Intelligence Unit. 
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Godrej's New Colours 
The 110-year-old iconic logo gets a makeover. 


Going with the Wind 
The Tatas have spent $23 billion on 125 buyouts 
since 2002. 


Creative Karma of Craig Davis 
JWT's creative boss wants ads to engage, 
not interrupt. 


Kingfisher's New Flight Path 
Vijay Mallya's bird is all set to fly abroad, with 
some delay. 


A Bitter Pill 
Will Orchid's Raghavendra Rao keep or lose 
his drug company? 


The Ageing of ISB 
Its one-year programme is attracting a larger number 
of older students. Blame it on its quick payback. 


Capacity Glut? 


Hero Honda ramps up output in a falling market. 


Hyderabad Hurrah 


DuPont is banking on its India knowledge centre. 


Osian's Canvas 


An art/auction house that's worth over Rs 800 crore. 
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AICTE, which is supposed to regulate 
higher education in the country, is a 
sclerotic, bureaucratic organisation 

that is, instead, vitiating the atmosphere 
of technical education in India. 
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163 How to Save the Earth 


[Inspired solutions for some of the world's 
most intractable problems. 
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Reliance Money's CEO Sudip Bandyopadhyay 


88 Licence to Bank 
Large NBFCs, such as Reliance Capital and 
Indiabulls, are giving banks a run for their 
money in many of their traditional segments. 


94 Sanmar's Big Bang 
- . The Chennai-based 
] d PVC-to-foundry-to- P 
engineering group is F 
making up for lost | 
time with more than 
$1 billion in invest- J 
ments, which should 
nearly triple its 
revenues by 2010. 


102 BHEL's Problems of Plenty 

The PSU power equipment major is sitting on 
: orders worth Rs 85,500 crore, but is plagued 
j by tardy implementation that is holding back 
incremental capacity addition. 


—— ipie n LBL AA en. gem OO w Nt ee — 2 -~j — ` — Ami aren 
` t i —_ 


Bee-keepers at work 


169 Printed Circuit 
170 Treadmill 





Chairman N. Sankar (r) 
with his son Vijay 
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From (I to r) Pawar, Mukherjee, Guha and Ghosh 


176 People 
MONEY Mudra Group's Bobby Pawar; ArcelorMittal’s 
Malay Mukherjee; Venkatramani Sumantran, 
Executive Vice Chairman, Hinduja 
Automotive; Dileep Choksi, former Vice 
Chairman, Deloitte Haskins & Sells; Pradeep 
Guha, CEO, Zee Entertainment Enterprises; 
and Sam Ghosh, CEO, Reliance Capital. 


LEADERSHIP SPOTLIGHT 


178 Shyam S. Bhartia, Chairman & MD, 
Jubilant Organosys. 
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Innovation is Essential 

THE COVER STORY ON INDIA'S MOST 
Innovative Companies is very 
encouraging for those who are 
investing in innovation. Indian com- 
panies must focus not just on 
reducing costs, but on bringing 
innovation in delivery and produc- 
tion as well. Many Indian companies 
are at it and several others are com- 
ing up with different business mod- 
els. With vision, effort and will, 
India can emerge as a one-stop shop 








j A BT-MONITOR GROUP STUDY 


In Top Gear 
THE FEATURE, IN THE DRIVER'S SEAT 
(Br April 20, 2008) showcased 
how business expansion exercises 
are taken seriously by the Tata 
Group under the leadership of 
Ratan Tata. In recent times, JLR 
(Jaguar-Land Rover) is the second 
big-ticket overseas acquisition by 
the Tatas. These signify the coming 
of age of Indian corporate giants. 
The Tata Group's experience, 
knowledge base and talent pool 
will definitely enable it to over- 
come the teething troubles it will 
doubtless face in this difficult ven- 
ture. It is perhaps the only car 
manufacturer in the world that 
makes inexpensive, affordable ve- 
hicles, like the Nano, as well as 
high-end ones now that it owns 
JLR. Tata has redrawn the con- 
tours of the car business globally. 
He is, in fact, in top gear with his 
well-crafted deal towards an 
all-inclusive car portfolio—from 
Nano to JLR. 

B. RAJASEKARAN, tbrougb e-mail 


Need for PDS 

THE FEATURE ON INFLATION, 
Soaring Through the Ceiling (BT 
April 20) shows how inflation is 
eating into our savings. The rise in 
the prices of essential commodities 


10 BUSINESS TODAY MAY 4 2008 


for manufacturing in the world. 


JACOB SAHAYAM, through e-mail 


— 





is the direct result of the wrong 
economic policies of the UPA gov- 
ernment. The present situation is 
also a result of retailers making a 
huge profit by arbitrarily increas- 
ing their margins. The govern- 
ment must ensure that farmers 
and vegetable growers get the 
right prices for their products and 
that middlemen do not charge 
usurious margins. One alternative 
is retail shops controlled by the 
government where prices 
are controlled. 

MAHESH KUMAR, through e-mail 


Broadband: What Now? 

THE NEW TECHNOLOGIES IN INTER- 
net access you mentioned in the 
story The Connectivity Wars (BT, 
April 20, 2008) will hopefully 
make internet access easier for all. 
Although availing internet at 
homes has become affordable, the 
service is still poor. Download 
speeds are always lower than the 
promised speed. Moreover, a 
broadband connection is not a 
cheaper option-as is often made 
out. Then, there is always a cap on 
downloads. The internet is a major 
source of knowledge and infor- 
mation and is a must for students 
and others. But in India, it is still 
an expensive affair for the public 


at large. The scenario in small 
towns in the country, and partic- 
ularly, in the newly formed states, 
is bad. One still has to wait for 
months for an internet connection. 
Even the presence of private phone 
companies has not brought in any 
major change. 
MAHESH KAPASI, through e-mail 


In Need of Big Push 

THESE ARE DIFFICULT TIMES. 
The stock markets are volatile, 
the wholesale price index is 
touching new highs and there’s 
concern about corporate earn- 
ings. So, it comes as a whiff of 
fresh air to find that some deal 
makers and entrepreneurs are 
still hopeful (Dark Clouds on 
Dalal Street, Br, April 20, 2008). 
In the recent past, there was 
much hype about new IPOs 
hitting the market, but some 
companies have had to postpone 
their public offers due to lack of 
liquidity in the market. Perhaps 
one needs to be patient and 
adopt a wait and watch policy 
before taking a call. We hope 
that Fils return soon with a 


vengeance. 
A. KUMAR, through e-mail 
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DREAM OF THE GAIN. 





Don't let risks stop your export business 
from going further. ECGC gives you the confidence 
to challenge the limits of achievement. 


C2 ISO 9001: 2000 Certified 
(For Head Office and 49 Branches) 
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You focus on exports. We cover the risks. 
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AR No. 128 


“YOU CAN ALWAYS DO MORE, Se 
YOU CAN ALWAYS DO BETTER.” 


Ashwini Deshpande. Founder Director & Principal Designer, Elephant Design, Pune. 


When you're starting your own business, giving your 100% is not enough. Multi-tasking 

holds the key to success. As a designer, businesswoman, writer and academician, | play 

many roles every day. That's what led my company to become India's premier design 

house. And that's what | appreciate most in my newest HP printer. Created by the world i 
leader in printing, the HP OfficeJet All-in-One saves precious time and money with its 

multi-functional print-scan-copy-fax features. While giving me the freedom and flexibility 

to do what | do best - design the future. 





MULTI-FUNCTIONALITY | 
HP OfficeJet 5610 All-in-One | 
Print, Fax, Scan, Copy. 

Up to 20/13 ppm (BIk/Clr)', 

100 page memory fax?. 

Rs. 9,449* 


SMS “HP’ to 57575 Call 3030 4499 (from mobile, prefix your STD code) or 1800 4254 999 (toll free, from MTNL/BSNL lines) 
Visit hp.com/in/officejet E-mail in.contact@hp.com 
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VERSATILITY 

HP OfficeJet 4355 All-in-One 

Print, Fax, Scan, Copy, Phone. 
+ Up to 20/14 ppm (BIk/Clr)!, 

200 page memory fax?. 

Rs. 6,999* 





OFFER ON HP INKJET PRINTERS* 


Now available 
off-the-shelf for *Offer valid on all HP inkjet/officejet printers and all-in-ones purchased from HP Authorised Reseller between 27th Feb. to 30th April 2008. Customer to post copy of purchase invoice 
Printer serial no. to: HP Celebrations Offer, C/o. Evolve Brands Pvt. Ltd., 94, Shambhu Dayal Bagh, Old Ishwar Nagar, Opp. Okhla Industrial Estate, New Deihi 1 10020. Valid entries are 


given in hp.comv/in/printerpromo shall apply. Offer not valid in Tamil Nadu. Offer valid for end users only. * To know more about HP Care Pack E-mail at peace.of mind. hp.com 'Der 
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Cautious, But Optimistic 


AUTION IS BACK IN BOARDROOM DISCUSSIONS IN 
p India. There is still optimism, but ir- 
rational exuberance—a phrase popularised by Alan 
Greenspan, former chairman of the us Federal 
Reserve—has, for all practical purposes, gone out of 
the picture. Perhaps, for the best. According to the 
International Monetary Fund (IMF), the world eco- 
nomic growth is poised to slow down to 3.7 per 
cent—the lowest in nearly five years, as developed 
economies battle the R word. India, intertwined 
with the world more than ever before, is also seeing 
its own growth estimates getting revised downwards 
from highs of 8-plus per cent to between 7 and 8 per 
cent for the year 2008-09. And it seems that slack- 
ening demand is not the only thing that is circulating 
through the world economy. It is also high food, fuel 
and metals inflation. 

Global factors are stoking inflation in India, too. 
A combination of policy measures (such as not in- 
creasing retail fuel prices) has partly insulated India 
from the worst of global inflation. Nevertheless, at 
7.41 per cent in the week ended March 29, the 
increase in wholesale price index (wr!) has signalled 
political worries ahead of several state assembly 
polls. Prime Minister Manmohan Singh recently 
pointed out that inflation threatens the constituency 
for reforms. It is expected that the central bank will 
signal higher interest rates and pull the brakes harder 
on the economy. There may be contentions on how 
slow India will grow. The silver lining appears to be 
in the fact that even drastic cutbacks in estimates pre- 
dict a growth at the very least of 7 per cent. And that 





Inflation woes: Consumers bear the brunt of it all 


for an economy flirting with the $1-trillion (Rs 40 
lakh crore) mark is still a pretty good growth rate. 

It would do us well to remember that the 9 per cent 
growth phenomenon is a fairly recent one for India. We 
do not have the pipeline in terms of physical and human 
capital to cope with this growth. This has become ev- 
ident in the dearth of infrastructure and the steep 
salary increases, both of which blunt India’s edge in the 
global market place. Perhaps a little breather in the 
breakneck pace of growth is not unwelcome. It will give 
us time as an economy and a nation to adjust to new 
priorities, to think and plan big. As the Finance Minister 
pointed out recently at the Lee Kuan Yew School of 
Public Policy in Singapore, India has no option but to 
aim to grow at a high rate over the next 
10-20 years. So, let us reform and be back with Version 
2.0 of Booming India. 
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Wooing Africa: India is leaving no stone unturned 
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Dollar Diplomacy 


IPLOMACY IS NOTHING BUT WAR BY OTHER MEANS. 
Dui principle, first propounded in the 
Mahabharata, gained popular acceptance across the 
world after it was incorporated in Niccoló di Bernardo 
dei Machiavelli’s “realist” political treatise, The Prince. 
It is not known whether the Florentine political philoso- 
pher was exposed to the ideas contained in the Indian 
epics, but that is not the point of this editorial. The point 
lies elsewhere. 

India’s economy is jogging along, despite the media 
hype about a slowdown. But India Inc. needs crucial 
raw materials that are available only in other countries. 
Rather belatedly, the Government of India is waking up 
to the economic potential of diplomacy. The India- 
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Africa Forum Summit is the first serious attempt by 
India to tailor its foreign policy to fit the remit of its eco- 
nomic requirements. The country desperately needs oil, 
iron ore, bauxite, uranium and other natural resources 
to keep its growth engine ticking. And India Inc. is 
spreading its net far afield in search of these resources. 
But frequently, its efforts are being stymied by the 
absence of a coordinated “public-private” strategy. 

Other countries—most notably China—don't suf- 
fer from such policy paralysis. There, the so-called 
"corporate sector" is simply an extension of the gov- 
ernment. So, large state-owned companies—like 
Sinopec, CNOOC and PetroChina—face little difficulty 
in ^winning" contracts in countries that have already 
been "softened" up by official Chinese largesse. 

This is where Gor is finally waking up to reality. The 
announcement, by Prime Minister Manmohan Singh, 


of a more than $500-million (Rs 2,000 crore) package— 
comprising direct aid, export incentives and invest- 
ments—to assist African nations develop is a step in the 
right direction. 

But much more needs to be done. 

First, the government needs to clearly spell out its 
geopolitical goals and declare Africa, Central Asia, 
South East Asia and South America as thrust areas. 
Then, it should use its massive foreign exchange reserves 
to “buy” influence, if necessary, in these countries. 
Many will argue that this is nothing but a replay of the 
game played by the European powers from the 17th 
century onwards and that it goes against India’s “prin- 
cipled” foreign policy positions since Independence. 
That’s a lot of balderdash. Countries don’t have friends 
or ideologies; they only have interests. The government 
is belatedly realising this. Now, it should act fast. 








Act Decisively 


AKE THIS LITTLE TEST. ASK YOURSELF A SIMPLE QUESTION: 

what is my ethnic identity? Now, ask five other 
people from different backgrounds and social groups the 
same question. Chances are that you'll get answers 
that range from sub-national identities (“I’m 
Maharashtrian, Bengali, UPite, etc."), to caste (Pm a 
Brahmin, OBC, etc.), to religion (Pm Syrian Christian, 
Muslim, Buddhist, etc.). There's an equal chance that 
some of your respondents will say: “I’m an Indian. Any 
other identity I may have is inconsequential.” 

The difference in the perceptions of these two sets of 
Indians is now threatening to break out into a full- 
scale war. Inter-religious and inter-caste “wars” have been 
around for long. Now, Raj Thackeray’s shrill and stri- 
dent espousal of the Maratha cause is threatening to 
open up the fault-lines that exist on the third “front”. 
Then, other less reported, but no less strident, “sons-of- 
the-soil” movements exist in several other states, most 
notably Karnataka, Orissa, Tamil Nadu and Jharkhand. 

There can be no two ways about it. The country as 
a whole belongs to all its citizens and no one—least of 
all an unelected demagogue—has the right to decide 
who will stay where. Already, rabble-rousing politicians 
in Karnataka have launched an agitation against the 
large presence of people from other states in 
Bangalore's IT sector. They haven't found much trac- 
tion and so, remain at the fringes of even local politics, 
but that may change if, heaven forbid, Raj Thackeray's 
"movement" leads to the expulsion of a large number 
of Kannadigas from Mumbai. 

India is a vast country and it is reasonable to expect 
multiple, and even mutually exclusive, strands of 
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Time to act against agitations: Before it's too late 


thoughts and ideologies to coexist. That's perfectly 
acceptable. What isn't is the use of brute force and co- 
ercion to push one's ideas down the throats of unwilling 
people. At a time when India is belatedly fulfulling its 
latent economic potential, and attracting even expat tal- 
ent by the thousands, such extra-constitutional intra-na- 
tion restrictions can play havoc with the economy. 

There are laws to bring transgressors to heel. But the 
state government's of Maharashtra, Karnataka and 
Tamil Nadu (where there's an anti-Kannadiga agitation 
on) have failed to implement them. That is scary. The 
central government's pussy footing on Jarnail Singh 
Bhindranwale in the early '80s and the still incipient 
Ayodhya movement half a decade later created two 
monsters that threatened to tear the country apart. 
Left unchecked, Thackeray's agitation could snowball 
into something so nasty that those two, by comparison, 
will seem like walks in the park. 

Our humble plea: nip these agitations in the bud. m 
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This Grass Is Greener 


IITians are increasingly opting to stay 
back in India. TEJEESH N.S. BEHL 





Home sweet home: An increasing number of IITians are staying put in India 


SHISH BHAT, AN ELECTRICAL ENGINEERING GRADUATE FROM IIT 

Mumbai’s 2006 batch, decided to opt out of placement inter- 

views to focus on his own entrepreneurial ambitions. IdeaForge, a 
producer of environment and customer-friendly technologies, was 
born as a partnership of three IITians. “One of the partners, Rahul Singh, 
is a batchmate while another, Ankit Mehta, is a year senior," says Bhat, 24. 
Interestingly, only Mehta has some prior work experience. Singh also re- 
fused a job offer, from Lehman Brothers. 

There's another interesting trend: an increasing number of IITians 
are opting for careers in finance armed with only an engineering 
degree and with no grounding in finance. Saurabh Panigrahy, a civil en- 
gineering graduate from irr Delhi's 2005 batch, soon found out that 
the big bucks actually lay in finance. So, after a short stint at Oracle, he 
joined BA Continuum Services, a subsidiary of Bank of America, as 
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The fortnight’s burning question. 


IS THE INDO-US 
NUCLEAR DEAL AS 
GOOD AS DEAD? 


No. Manish Tiwari, 
Spokesperson, 

Indian National Congress 

The government is committed to 
the civilian nuclear deal with the 
US. It has been our endeavour to 
seek a consensus on major for- 
eign policy decisions, and that is 
why there is some delay. The deal 
will help India meet its power gen- 
eration targets. 
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an analyst. *I realised that there were more opportunities in the 
financial services sector than in technology or engineering. 
Besides, you don't need to have specialised knowledge at the an- 
alyst level—just the ability to work in a high pressure environment 
and an ability to crunch numbers," he reasons, when quizzed about 
the mismatch between his education and profession. 

Both Bhat and Panigrahy represent a growing breed of IIT 
graduates choosing career options in India over job offers abroad— 
either as entrepreneurs or in sectors far removed from their skill 
sets, such as finance and consulting. A recent Evalueserve survey 
says as much—while 35 per cent IITians moved abroad in the 1964- 
2001 period, the figure has come down to 17 per cent in the years 
since 2002, reflecting the promise held out by the boom in the 
Indian economy. Says Alok 
Aggarwal, Chairman and 


What IITians Want 
Career and other goals have changed over time. a ae Meme uin 
ompared to the perio 
siis 1964-2001, when consult- 
Company ing and financial services 
Entrepreneurship were choices of only 9 per 
Tech/Engineering cent of the respondents, in 


within non-tech 
company 


the period 2002-08, the cor- 
responding figure has 
zoomed to 30 per cent.” 
Justifying the reason for 
hiring irrians directly after 
graduation—as opposed to 
picking them up after they 
become MBAs, as many of 
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Preterred Career Destinations them do—Manisha Girotra, 
US 9 MD and Chairperson (India), 
India UBS, stresses their superior 
mathematical and analyti- 

UK cal skills. *They have a head 
China for numbers which comes 
. M5 in handy in financial serv- 
Ones Was ices," she points out, while 


conceding that hiring an en- 
gineering graduate minus 
an MBA from a top-notch 
institute also works out 
cheaper for recruiters. 
What is also holding 
back the IITians from going 
overseas—especially to the 
Us—is the economic slow- 
down there and the disillusionment with the overall quality of life 
in that country. In fact, the survey clearly states that while 60 per 
cent of those graduating in the years 1964-2001 thought the us 
and other developed countries offered better career opportunities, 
in the batches from 2002-2008, including the one passing out this 
year, the figure was down to 51 per cent. A majority, of course, 
also cited their desire to be closer to home and family as a reason 
to stay put. Home sweet home? Increasingly so, for the IITians. 


E Responses of IIT Graduates, 1964-2001 

E Responses of IIT Graduates, 2002-2008 

* For IIT graduates, 1964-2001, Other = Civil services, 
marketing, manufacturing; for IIT graduates, 2002-2008, Other 
= R&D (non academic), socio-political activities, 
manufacturing, civil services 

** For IIT graduates, 1964-2001, Other = EU, Australia, 
Middle East; for IIT graduates, 2002-2008, Other = 
Switzerland, France, The Netherlands 


Figures are percentage of respondents — Source: Evalueserve 
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"More Indian MNCs 
than Chinese" 


OBIN BEW, EDITORIAL DIRECTOR, 

The Economist Intelligence Unit, 
recently visited India to announce its 
on-ground operations here. He met 
Business Today’s Deepti Khanna Bose 
to discuss EIU’s plans. Excerpts: 


Why is the Economist Intelligence Unit 
entering India now? 

We work with several Indian compa- 
nies overseas, and, over the past 
decade, have noticed a sea change in 
how foreign businesses perceive India 
and how Indian businesses look at the 
rest of the world. That is what 
prompted us to ramp up our presence 
in this market. 


What is your focus area in India? 
Earlier, the Indian market was rela- 
tively small. But that has changed dra- 
matically over the last few years. 
Foreign companies now view this as a 
very attractive market, and Indian 
companies are venturing abroad. So, 
we're seeing major Indian MNCs, far 
more than you see in China, trying to 
address opportunities in the rest of 
the world. Our job is to help them. 


What does this mean for the EIU in terms 
of business? 

An increasing number of foreign busi- 
nesses are seeking our support in 
India. More exciting for us, though, 
are Indian businesses saying they want 
our support in other markets, which 
also means we need to have on- 
ground operations close to where 
they're headquartered. 
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The CorpExcel Awards are back again. With another opportunity to showcase the powe 
your 'big thinking’. Hurry! Send your entry and get the recognition you deserve! 


Entry forms available at all CorpBank branches. 
Or log on to www.corpbank.in or our Knowledge Partner at www.jkshim.ac.in 





Open to all - Not just CorpBank customers | Toll Free No.: 1800 1024 554 


1. SMEs - Categories: Food & Agro-based * Textiles & Apparels * Machine Tools & Fi 
e Chemicals & Petro Chemicals * IT&ITeS Sector e Auto Components * Drugs & Pharmaceuticals 
Packaging * Gems & Jewellery * Others 2. Micro Enterprises [All Categories] 3. Mid-Corporates [All Categ 


| 


Knowledge Partner Process Validator Marketing Partner 





| Rush your _- 
«i 4| HARIBHAKTI GROUP & , entry today! ~~ 
Justice K. S. Hegde Ensuring flawless process, always endfoend A» » | 
Institute of Management = 
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Buybacks Back in Vogue 


HE TURMOIL IN THE STOCK MARKET IS PROVING TO BE A BOON FOR 
Tos companies. The crash in stock prices has prompted several 
companies like Reliance Energy (REL), Patni Computers, Gujarat 
Flurochemicals, Great Offshore, Madras Cements and JB Chemicals to buy 
back their shares from the market in order to prop up their sagging 
prices, boost investor confidence and increase the underlying valuations 
of their stocks. Left unsaid, the exercise also raises promoters' stakes in the 
companies concerned. REL, part of the Anil Dhirubhai Ambani Group 

(ADAG), has offered to buy back 
IN MOP- UP MODE shares worth up to Rs 2,000 
crore in a bid to curb volatility in 
its share price and improve its 
valuation. The REL board has de- 
cided to buy back up to 4.5 per 
cent of the company’s fully di- 
luted equity in two tranches of 
Rs 800 crore and Rs 1,200 crore. 
According to a statement issued 
by the company, this will lead 
to an improvement in REL’s earn- 
ings per share and other financial ratios. Similarly, Gujarat Fluorochemicals 
has offered to buy back up to 10 per cent of its equity from the market. 
Patni Computers’ board has also approved a buyback of 5 per cent of its 
share capital and earmarked Rs 237 crore for this. 

Says Gaurav Dua, Head of Research at Sharekhan: “Companies are do- 
ing this to reduce capital; and secondly, during bearish times, a share buy- 
back is a good way of restoring investor confidence.” 

ANUSHA SUBRAMANIAN 


atout 








What Goes Up... 


BI CHAIRMAN O.P. BHATT MAY TALK ABOUT WANTING TO INCREASE 
lending rates, but his bank was among the first to cut home loan 
rates by 50 basis points last month. It isn't the only one. Several banks 
have done so over the last few weeks. But Mukund Hari Jhachak, Head 
(Retail Banking), Bank of Baroda in Chennai, says: “I expect the general 
trend of reducing rates to continue." Besides, real estate prices are stabil- 
ising in metros, and this should come as an incentive for newer borrowers. 
Most PSU banks mobilise deposits at 8.5 per cent to 9 per cent and lend at 
between 9.5 per cent and 10.5 per cent, particularly for home loan sizes 
under Rs 20 lakh. However, with in- 
flation continuing to rise, banks could 
find the going tough. “Our bank has 
not resorted to rate cuts and we have 
maintained out PLR at 14 per cent since 
May 2007," says P.T. Kuppusamy, 
Chairman, Karur Vysya Bank. Despite 
the odd naysayer, for home loan bor- 

rowers, the reprieve is for real. 
NITYA VARADARAJAN 


CHEAPER LOANS 





Figures in basis points denote amount of rate cuts 
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NOTEBOOK 





ESPITE THE TALK OF A SLOW- 
[) down in the economy, PC 
sales in the country con- 
tinued to rise on the back of a 
strong growth in the notebook 
market and a buoyant household 
sector. According to a study by 
IMBB, commissioned by hard- 
ware industry forum MAIT 
(Manufacturers' Association of 
Information Technology), total 
sales in the October-December 
2007 period were 1.75 million 
units, up 26 per cent compared 
to the corresponding quarter of 
2006-07. 


UNABATED GROW TE | 





Notebook sales continued to 
boom, crossing the 500,000- 
unit mark for the first time, but 
PC sales were tepid, growing 
just 4 per cent year-on-year and 
declining 7 per cent sequentially. 
The household market was the 
main sales driver in the third 
quarter, even as newer segments 
such as SMEs, education and 
retail stepped up PC purchases. 
Aggressive pricing by PC ven- 
dors has also helped improve 
PC penetration, especially in the 
households and SME segments, 
says Vinnie Mehta, Executive 
Director, MAIT. 

The survey covers 400 ven- 
dors and re-sellers across India. 

RAHUL SACHITANAND 
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Kisne Sikhayi India Ko 
Investment Ki Bhasha? 





UTI Mutual Fund 
Let's plan to get rich 





Our nation-wide network of 79 UTI financial centres spans the length 
and breadth of the country. With more than 8 million investors* 
: | one of the largest in the Mutual Fund industry, we have created wealth 
for a major portion of the investing population. Little wonder then, 


India not only invests with UTI, but speaks the investment language. 


- UTI Mastershare «UTI Masterplus » UTI Equity Fund  * UTI Balanced Fund 





— $MS:INDIAto5676756 EMAIL: invest@uti.co.in www.utimf.com 
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What is it? It's a system 
that will allow users to 
instantly "tag" their im- 
ages with location in- 
formation on their 
Global Position System 
(GPS) receivers if GPS 
data is available. 


What does that mean? 
Well, according to some 
mobile phone manu- 
facturers, it will allow you to sort images according to where they were taken. 


(tions 


That's it? Not quite. Later this year, users of mobile phones with GPS and maps 
will be able to get directions to a place just using the GPS co-ordinates embedded 
in an image. So, in future, if your friends send you the picture of a popular 
hotspot, you can ask your mobile phone to show you how to get there. 


Who will offer this service? Nokia will launch this service on its new N78, N96 
and 6220 devices later this year. 


How much will it cost? As of now, nothing. 
KUSHAN MITRA 
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ECONOMY 


STATUS: $906 (Rs 36,240) per 
ounce on April 9, 2008 


Shining Bright zs 


906 
790 780 99 


Nov.'07 Dec.'07 Jan.'08 Feb.'08 Mar.'08 April '08 


Month-end gold prices in London market in $ per ounce 
except *, which is the closing price on April 9, 2008 


Source: BT research 


IMPACT: As the US subprime crisis 
spooked the world's equity markets, 
gold, a traditional safe haven asset, 
moved sharply up and touched an all- 
time high of $1,038 (Rs 41,520) on 
March 17 this year, but has corrected 
since then. This makes gold more af- 
foradble for people, especially in this 
part of the world. 


STATUS: Rs 2,935 crore in 
February 2008 


Following the Market 


1,891 
1,979 





Oct '07 Nov 07 Dec.’08 Jan.'08  Feb.'08 
Figures are first-year insurance premiums of all 
companies in Rs crore Source: IRDA 


IMPACT: The total premium collected by 
the insurance sector fell from Rs 3,124 
crore in January to Rs 2,935 crore 
the following month, mainly due to 
the panic in the stock market. If the 
stock market continues to slide for 
some more time, the life insurance 
industry may witness a slowdown. 
COMPILED BY ANAND ADHIKARI 


Because business class isn’t 
necessarily the best way to fly. 





Presenting the new HSBC Platinum Credit Card. Never settle for less. 


Different people have different journeys to make. For those who prefer the road less travelled, HSB 
presents the Platinum Credit Card. A card for the select few who never settle for the ordinary but 
the best. And invariably find it. 


° Complimentary Mont Blanc pen" e Special health and wellness benefits 


Enhanced Rewards Programme e Exciting offers on international airlines 
e Exclusive holiday packages 


i E > Call (city code) 3030 1800 from any mobile p wv 
PM ILU EI > Call 1800 11 2882 (toll free) from MTNL / BSNL lines HSB 4 " 
d VISA > SMS «Platinum» to 575750 I 


b Visit www.hsbc.co.in The worlds local ban! 








*On receipt of annual and joining fees. All features and benefits are subject to terms and conditions. Issuance of credit cards is at the sole discretion of HSBC 
Issued by The Hongkong and Shanghai Banking Corporation Limited, India. 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





THRUST ON MARKET REFORMS 


HE GOVERNMENT IS PUSHING AHEAD WITH KEY 
jo apital market reforms. On top of its agenda is a 
proposal to peg the minimum public float at 25 per- 
cent for all companies. A senior official at the 
Ministry of Finance told pr: *We are considering it 
very seriously. We feel it will make the markets 
more investor-friendly." At present, the minimum 
public float can be kept at 10 per cent under some conditions. 

The thinking in government circles is that an increase in the free 
float will prevent price manipulation by a few players and lead to bet- 
ter price discovery. 

[t's also felt that it will allow retail investors to have a greater share 
in the wealth generated by Indian companies. 

RISHI JOSHI 


ROADMAP FOR NUMBER PORTABILIT Y 


OBILE NUMBER PORTABILITY (MNP), 
which allows consumers to change 
their service providers and still retain their 
old mobile numbers, may become a reality 
by June 2009. This is the recommendation 





GEARING UP FOR MNP 


m Number portability to be 
Introduced by June 2009 


m TRAI wants an independent 
Clearing House Administrator 
to oversee the process 


India (TRAD. To ensure a smooth transition 

aaa - to the new regime, TRAI has forwarded to 

m Friction between TRAI and the Department of Telecom (DoT) a pro- 
Dol might delay MNP posal to appoint an independent MNP 
introduction Clearing House Administrator (MCHA), 

which will oversee the process. However, given the friction between 

the TRAI and the DoT, don't expect any action on MNP soon. 

KUSHAN MITRA 





TAX BREAK FORIT COMPANIES 


ITH THE SOFTWARE TECHNOLOGY PARK OF INDIA (STPI) SCHEME 
likely to be phased out next year, the government could extend 
tax holidays to rr companies under the industrial park scheme. It offers 
a 10-year income tax holiday to developers who set up industrial parks 
between April 1, 2006 and March 31, 2009. The industrial park devel- 
opers are eligible for 100 per cent tax deduction. The minimum area 
stipulation under the scheme will be revised to accommodate IT com- 
panies. It's likely to be reduced to 14, 000 sq. mt from the earlier limit 
of 50,000 sq mt. This new policy initiative is reportedly at the behest of 
the Prime Minister's Office. 
RISHI JOSHI 
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of the Telecom Regulatory Authority of 


TALEBEARER- 


INFLATION WOES ` 


OFFICIALLY, THE FINANCE MINISTRY 
mandarins are busy as a bee 
firefighting inflation. But de- 
spite the public posturing, pri- 
vately, officials are a worried 
lot. A senior bureaucrat, who is 
part of the government's think 
tank on combating inflation, 
told BT: "This time inflation is 
a result of supply side pres- 
sures and not much can be 
done about it immediately." 
All the big announcements, 
therefore, are nothing but offi- 
cialese for helplessness. 

RISHI JOSHI 


TURF WARS 

THE COMMODITY EXCHANGES ARE 
busy lobbying the govemment to 
scrap the commodities trans- 
action tax (CTT) proposed in 
the Union Budget in 2008-09. 
They claim that volumes have 
already come off significantly 
since the announcement. The 
Forward Market Commission, 
too, has made a pitch to the 
Cabinet Committee on Prices 
on the issue. Though Agriculture 
Minister Sharad Pawar (below), 
we hear, is backing the move to 
do away with CTT, the Finance 
Ministry has yet to oblige. Yet 
another example of inter- 
ministerial turf wars? 


SHALINI S. DAGAR 





helping you 
relish life 
beyond targets 
and deadlines 


Come, discover this refreshing signature 
experience across 3 great Sarovar brands 


spanning over 35 delightful hotels pan-India. 


CX i] 
SAROVAR PREMIERE SAROVAR PORTICO lillukka 


5 star bremium hotel 3/4 star business hotel Economy hotel 


Nobody covers India like we do!!! 35 hotels and more... 


CX 
SAROVAR 


HOTELS & RESORTS 


Mumbai: (022) 6635 0800. New Delhi: (011) 2638 3851/2/3/4/5. Bengaluru: (080) 4115 3344/5588/5599. 
Chennai: (044) 2826 5566/6644/4488. Kolkata: (033) 2228 7301/0301 


www.sarovarhotels.com Toll Free Reservations: | 800 111 222 
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DEBASIS PALIT 


NEWS 


RAGHUPATI SINGHANIA 





JK Tyres' Singhania: A tireless campaigner 


HERE'S A NEW LEADER IN THE INDIAN TYRE MARKET. 
[ahina Singhania, Vice Chairman and 
Managing Director, JK Tyres, recently acquired 
Tornel, a Mexican tyre maker with an installed ca- 
pacity of 6.6 million tyres, for Rs 270 crore. This 
will take JK Tyres' annual capacity to 15 million 
units and make it India's numero uno tyre maker. 
Apollo Tyres, which was #1 till now, has a ca- 
pacity of 8-10 million tyres. _ 

Singhania has almost single-handedly pulled 
his company out of the mess it had got into in the 
1990s, when it sank deep into debt of several 
hundred crores. Of course, he was helped in no 
small measure by the boom in the Indian automo- 
bile sector. But to his credit, he was among the first 
to identify and focus on new and profitable niches 
such as truck and tractor radials. 

The Tornel acquisition will not only give JK Tyres 
additional capacity but also an entry in the lucrative 
Latin and North American markets. Singhania has said 
that he will utilise Tornel's 282 sales outlets in the 
Western Hemisphere to distribute the JK Tyres brand 
as well. Then, he plans to invest Rs 430 crore to ex- 
pand domestic capacity, too. Rising rubber prices 
notwithstanding, things are looking good for him. 

However, despite his recent successes, 
Singhania's greatest contribution lies elsewhere—in 
JK Tyres' determined support of Indian motor sport. 
Every successful Indian racing driver today, includ- 
ing Narain Karthikeyan and Karun Chandok, has been 
groomed and supported by JK Tyres. And that has 
been in no small part due to Singhania's own inter- 
est in motor sport. | 
KUSHAN MITRA 
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NUMBERS OF NOTE 
100,000 per cent: The inflation rate in 


Zimbabwe, which makes its currency virtually worth- 
less. Four out of five Zimbabweans are unemployed 


1 19. Researchers per million people in India, com- 
pared to 1,564 in China, 2,706 in the UK, 4,605 in 
the US and 6,807 in Iceland, according to the United 
Nation's Human Development Report 2007-08 


20,000. Backlog of bags not cleared at 
London's Heathrow Airport, due to a faulty 
baggage-handling system, in the eight days 
since its new Terminal 5 opened 


Rs 66,728. Delhi's per capita income in 


2006-07 compared to the national average of 
Rs 29,672, according to data released by the 
Delhi government recently 


Rs 1 ,000 crore: The amount Indians spent on 
extra services—like music, wallpapers, cricket scores, 
games, and net surfing—on their mobile phones 

last year. The number is expected to reach 

Rs 6,800 crore by 2010 


Rs 58,000 crore: The value of agricultural 


produce that is wasted every year because of lack of 
refrigerated transport and cold storage facilities, 
according to a Rabo India Finance report 


£500 billion (Rs 39.5 lakh crore): The amount 
the current global credit crunch will cost the world's 
banking system, according to the International 
Monetary Fund 


300 million: The number of Indians who now have 
mobile phones, making India the #2 mobile market in 
the world. About 8 million new subscribers are being 
added every month 


Rs 65,000 crore: Investments lined up by 


companies like Reliance Industries, Videocon, Moser 
Baer and Signet Solar to set up semiconductor and 
microtechnology units in India 


32.91 million: Number of motorcycles 
sold in Asia in 2006, 
compared to 2.75 

million in Latin America, 
2.47 million in Europe and 
1.85 million in North 
America 
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ELGI AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS| 


> Textiles > Power » Cement » Construction & Mining » Pharmaceuticals » Food & Beverages » Leather 
> Automotive » Engineering » Chemicals 


Oil-free Rotary Compressors 

Oil-flooded Rotary Compressors 

Portable Rotary Compressors 

Oil-flooded & Oil-free Reciprocating Compressors 











ELGI EQUIPMENTS LIMITED | 


Singanallur, Coimbatore - 641 005, India Tel: +91 422 2589555 Fax : +91 422 2573697 enquiry@elgi.com www.elgi.com 


Branch Offices: Ahmedabad - 26583736 Bangalore - 22240674 Bhopal - 2578281 Chennai - 28586699 Hyderabad - 27768326 | 
Jaipur - 2375595 Kochi- 2360155 Kolkatta- 22834270 Mumbai- 28591905 New Delhi - 25153644 Pune- 27145288 Tiruchengode- 257137 | 
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6.1 per cent). The US CPI io 
not include food and energy. 


Every month, 500,000 " 
quotes are taken for” 
512 goods and services 
from 27,500 establish- "$ 2 
ments for the purpose Ad d Strangely, recreation 
of calculating the CPI. A | (15.3 per cent) is given 
The weightages are — the highest weightage, 
not available. dern followed by transport 
Eo (15.2 per cent), restaurants 
and hotels (13.8 per cent), 
and housing and household 
services (11.5 per cent) 
in the UK's consumer 
price index. 


HOW THE WORLD India is the only major country in the world that 
M EASU RES measures its inflation rate according to the Wholesale 
Price Index; most others do it on the basis of the 
i N FLATI O N Consumer Price Index. Here, we take a look at how this 
important statistics is calculated worldwide. MANU KAUSHIK 


World Growth Slows As Advanced Economies Stumble 


World growth will slow to 3.7 per cent in 2008, as a result of the financial crisis in the US, says a recent International Monetary Fund report. Emerging economies 
are likely to weather the storm better, but they, too, will have to share the pain, albeit to a lesser degree. 





The Fallout | Resilient economies 
Growth forecasts for most advanced economies have been marked down; many emerging economies are also slowing : Growth in emerging and developing economies is 
but will maintain above-trend growth. |: slowing, but it is still above trend. (Per cent change) 
Current projections Current projections | 10 - 
2006 2007 2008 2009 2006 2007 2008 2009 ua 
World output 5.0 49 37 38 Canada 28 27 13 139 | TTT 
Advanced economies 3.0 27 13 13 Emerging economies 7.8 79 67 66 TOM s= 
TheUs 29 22 15 06 Africa 59 62 63 64 | —— ELLA 
Euroarea 28 26 14 12 Sub-sahara Africa 64 68 66 67 ; 4° LLE 
Germany 2.9 25 14 10 Central & Eastern Europe 6.6 58 44 43 2 - 
France 20 19 14 12 Rusia 74 81 68 63 | 
lay 18 15 03 03 China 11.1 114 93 95 [^ cana Emerging Latin West  Emergim 
Spain 39 38 18 17 india 97 92 79 80 | Asia America Asia e 
Japan 24 21 14 15 West Asia 58 58 6l 6.1 | 
TheUK 29 31 16 16 Western Hemisphere 5.5 5.6 44 3.6 — | aa (gires for 2006-08) 


Figures are annual growth rates in per cent ' CIS: Commonwealth of Independent states 
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China 

n China, food gets a weightage of 34 per cent, 
followed by entertainment, education and 
stationery (14 per cent), housing 
(13 per cent), transportation and 


communications (10 per cent) 
and healthcare (10 per cent). 
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change in the average 
traded in wholesale ma 
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WHY ISN'T CPI 
USED IN INDIA? 








World growth is expected to improve only in 2009, but there is 
a 25 per cent chance that the global economy will record 

3 per cent or lower growth in 2008, equivalent to a global 
recession, says an IMF report. 

Continuing inflation worries, particularly in the wake of increasing 
commodity prices, large current account surpluses, and the 
uneven pattern of exchange rate movement around the world 
are the other downside risks. 

The rapidly globalising emerging economies have so far been 
less affected by financial market turbulence and have continued 
to grow at a rapid pace. This group is led by India and China. 
Growth across all emerging and developing regions will remain 
above trend. 

China and India, which grew at 11.4 per cent and 9.2 per cent, 
respectively, in 2007, are projected to grow at 9.3 per cent and 
7.9 per cent, respectively, in 2008. 
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TO BE PRECISE 


“India, which always used last year’s fashion to 
dress itself up, is becoming the knowledge 
centre of the world” 


Alok Sharma, Chief Executive of the US-based Telsima, the leadin 
WiMAX tech provider in the world, in BusinessWeek online 


“This is a 360 degrees, in a circle, back to my 
roots, because this is my business instinct, this 
is the Marwari in me showing up and asking 

me if I smell the money or not” 

Manish Kejriwal, MD (India), Temasek Holdings, in Mint 


“Every company needs to develop a defensible 
niche and smaller companies need to ensure 


that they are not following *me-too' strategies” 
Ganesh Natarajan, Chairman, Nasscom, in DNA 


“We do not have any hostile takeover intentions” 


Malvinder Singh, CEO, Ranbaxy Laboratories, on Ranbaxy acquiri 
shares in Orchid Chemicals, in The Economic Times 


"Every country in the world is facing an up 
surge in inflation. China's inflation rate is about 
9 per cent, much worse than ours. We should 
recognise that this is a global phenomenon" 


Montek Singh Ahluwalia, Deputy Chairman, Planning Commission, in 
Indian Express 


“To be honest, I am a fan of the ‘cola wars 
as everybody calls them, and they are a good 
thing. There has always been a Pepsi versus 
'the other guy' battle" 


Simon Lowden, Global Chief Marketing Officer, PepsiCo, to 
Times News Network 


“I hold market fundamentalism primarily re- 
sponsible for the current financial crisis. This is 
a man-made crisis and is a result of this false be- 
lief that markets correct their own excesses. 
That is the job of the regulator. And the 
regulators failed to perform their job” 

George Soros, Chairman, Soros Fund Management in moneycontrol.c 


“We are not committed to using Indian 
resources. We will go where we find the 
right skills at the right price” 


Virender Aggarwal, Head, Satyam Asia Pacific and Middle East 
in Forbes 
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APPOINTED: 
Ganesh Natarajan, 
Deputy Chairman & 
Managing Director, 
Zensar Technologies, 
as Chairman of NASS- 
COM for the year 
2008-09. Pramod Bhasin, President & 
CEO, Genpact, has been elected 
Vice Chairman of NASSCOM for the 
current year. 





FALLEN: By 23.4 per cent, India's 
gold imports, to 592 tonnes in 2007- 
08, following the sharp rise in gold 
prices, reports the Bombay Bullion 
Association. It says that imports in 
March 2007 halved to 27 tonnes 
compared to the figure for March 
2007. India, the world's largest gold 
consumer, usually imports 700-800 
tonnes of gold annually. 


RANKED: At #50 among 127 coun- 
tries, India on network readiness in 
2007-08, by the World Economic 
Forum (WEF). WEF conducts an an- 
nual survey of countries and publishes 
a Network Readiness Index. The coun- 
try has fallen six places from its 44th 
position out of 122 countries last year. 


ANNOUNCED: By the government, 
JUST WONDERING ... 





a one-year extension of the income 
tax holiday for export-oriented units 
(EOUs) under Section 10B of the 
Income Tax Act. It will move an 
amendment in the Parliament on this. 
Reliance Industries is expected to be 
one of the biggest beneficiaries of this 
move as it converted its refinery at 
Jamnagar into an EOU in 2007-08. 


IDENTIFIED: By C.B. Richard Ellis, 
a leading UK-based real estate services 
firm, india, as the most sought-after 
emerging market in a survey of 300 
global retailers. About 27 per cent of in- 
ternational retailers surveyed opened 
their first store in India last year or 
are planning to do so soon. The survey 
reveals that 40 per cent of retailers 
expect emerging markets to fuel their 
growth over the next five years. 


RULED: As constitu- 
tional, by the Supreme 
Court, the 27 per cent 
quota for the other 
backward castes 
' (OBCs) in centrally 
funded institutions of 
higher education from the coming ac- 
ademic year, which was announced 
amid much controversy by Union HRD 
Minister Arjun Singh in 2006. 


HAT HAPPENED TO THE NEW COMPANIES 

Act that was scheduled to be in- 
troduced in the Budget session of 
Parliament by Union Minister for 
Corporate Affairs Prem Chand Gupta? 
Well, the Bill is being given “final touches” 
by the ministry and is likely to be intro- 
duced in the monsoon session of 
Parliament. The new Act, which will re- 
place the existing Companies Act, 1956, will bring about wide-ranging 
changes, starting from the way companies are registered. It will also en- 
sure better disclosures, penalise non-compliance with stiff penalties, stim- 
ulate entrepreneurship by permitting, among other things, one-person 
companies and empower small shareholders by allowing class action 
suits. All these provisions are part of the recommendations made by the 
Expert Committee on Company Law, alsa called the Irani Committee, 
which was chaired by Jamshed J. Irani, Director, Tata Sons, in 2005. 
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It's Raining FDI 
Inflows are rising exponentially. 
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HE INDIAN ECONOMY MAY BE 
IESU signs of slowing 
down but foreign investors 
still seem to be sold on the country's 
growth story. Foreign direct invest- 
ment (FDI) inflows in February 
2008 stood at $5.67 billion 
(Rs 22,680 crore), a massive in- 
crease of 712 per cent over the 
corresponding month last year. The 
country received FDI worth $20.13 
billion (Rs 83,320 crore) during 
April-February 2007-08, an in- 
crease of 7O per cent over the figure 
of $11.88 billion (Rs 47,520 crore) 
in the corresponding period of 
2006-07. This is the highest FDI 
flow into the country during any 
year. Says D.K. Joshi, Principal 
Economist, Crisil: "It's a reflection of 
the confidence that foreign investors 
have in the India growth story." 
The top five sectors attracting 
FDI (during April 2000 to December 
2007) are services, computer soft- 
ware & hardware, telecommunica- 
tions, construction and automobile. 
Mauritius is the top source of FDI, 
accounting for 45 per cent of the to- 
tal inflows ($20.1 billion), the US is 
next with over 9 per cent ($4 bil- 
lion) and the UK follows, with about 
8 per cent ($3.4 billion). Says 
Joshi: “Going forward, | expect more 
inflows into infrastructure where 
the opportunities are huge. The re- 
tail sector is also expected to 
emerge as another focus area if the 
government opens it up.” 
RISHI JOSHI 
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BT-SYNOVATE REAL ESTATE POLL 
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Is this the right time to buy that dream house you've dreamt of for so many years? 
Will it be wise to invest your surplus cash on that new commercial property coming 
up next door? And, should you park your hard-earned money in a villa in that small 
town you read about last week? The second Business Today Buyer's Guide to Real 
INDIA'S Estate answers all these, and other, questions that you've been dying to ask but 
didn't know who to ask them of. Then, the issue also includes advisories from the 
NO | country's leading experts on how to do up your houseright from design, to interiors, 
s to lighting, painting and wiring. 


Plus: Overviews of and buyer's guide for the 5 metros, Hyderabad and Pune * Special 
Report on SEZs * The investment opportunities in small-town India * Step-by-step 
guide to getting a home loan * BT-Synovate Realty Poll. 
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India's Pharma Industry: Growing and How 


Driven primarily by rising population and increasing middle class income, drug sales 
in India are projected to grow at 8 per cent, much higher than most other large 
markets, says a new report. 
India's pharmaceuticals industry on course for expansion. Sales, Euro billion 

20 —  —— ——— e | — 1,000 





800 


à a = =n Uv ied Num —— 39 _ = 4 
š 2006 2007 2008 2009 2010 2011 2012 2013 201 2015 " 
Wi India, left ™ World, right 








India: Third most important pharmaceuticals 
market in Asia*, but its share has fallen 


Share of 2006 sales % Share of 1996 sales % 
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Drug sales are Export surplus* 
growing fast in Asia up ives for India in 10 years 
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* From pharmaceuticals exports Source: Deutsche Bank Research 
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Godrej’s New Colours 


The 110-year-old iconic logo gets a makeover. KRISHNA GOPALAN 


T IS MAKEOVER TIME FOR THE 

110-year-old Godrej brand. 

The famous Godrej logo, 

which is actually founder 
Ardeshir Godrej’s signature, will 
now look different. The signature, 
which so far has been red in 
colour, will now have maroon, 
green and blue. “It was important 
for us to review what consumers 
think of the brand. The objective 
has been to make it contemporary 
and relevant,” says Adi Godrej, 
Chairman, Godrej Group. The ex- 
ercise has cost the group well over 
$1 million (Rs 4 crore). 

The new look logo has been 
designed by UK-based brand con- 
sultant, Interbrand. According to 
Godrej, the thought of giving the 
logo a new look was conceived 
around three years ago. “We ap- 
pointed Interbrand a year-and-a- 
half ago. For a long time, the logo 
was visible in various colours and 
around three years ago, we stan- 
dardised it to red,” he says. A 
team that was put together— 
called the Strategic Marketing 
Group (SMG)—headed by Godrej's 
daughter, Tanya Dubash, 
Executive Director and President 
(Marketing), Godrej Industries, 
worked closely with Interbrand 
during the exercise. Interbrand, 
in the past, has worked on brands 
like Samsung and Barclays. 

Interestingly, there was never a 
question of having a new group 
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Bright coat of paint: Adi and Jamshyd Godrej with the new logo 


logo. “It is a difficult process since 
the logo is used in many places. 
We decided to therefore stick to 
the original logo and just make it 
more contemporary," says Jamshyd 
N. Godrej, cousin of Adi, and 
Chairman, Godrej & Boyce. He 
adds that there would have to be a 
“strong, overriding reason to 
change the logo.” The exercise for 


the moment has been restricted to 
just a new look logo. “We have 
not done a valuation for the Godrej 
brand. A year ago, Brand Finance 
in UK valued Cinthol, Godrej No. 
1, Ezee, Fairglow and Godrej pow- 
der hair dye at Rs 2,600 crore,” 
says Adi Godrej. 

The way forward will be to 
strengthen the key businesses of the 


group and there are some pretty 
interesting plans. The property busi- 
ness, for instance, which has dou- 
bled in terms of turnover over the 
last three years, will continue to be 
on the fast track. *We want to dou- 
ble in size for several years. More 
people today can afford residential 
housing," says Adi Godrej. He 
points out that the growth in the 
property business has been a “pleas- 
ant surprise." Godrej Properties will 
eventually become a company that's 
listed on the stock exchanges, al- 
though it may be too early to get 
into specifics at this stage, he says. 
Other businesses too, like fast-mov- 
ing consumer goods (FMCG) and fur- 
niture, are looking at ambitious 
growth numbers. *Our growth in 
the furniture business has been 
driven partly by the boom in the 
IT and ITES industries," points out 
Jamshyd Godrej. 

For fiscal 2007, the Godrej 
Group reported a turnover of $2.2 
billion (Rs 8,800 crore). Godrej 
says the group is targeting a 
growth of 25-30 per cent per an- 
num in the time to come, both 
through the organic and the inor- 
ganic routes. It has been reported 
that the FMCG business is planning 
a foray into new categories like 
oral care. Adi Godrej says there 
are a lot of factors that have to 
be considered before taking the 
plunge. “We must have a technical 
and a marketing advantage. We 
could also end up acquiring some 
smaller brands that are No. 3 or 4 
in their category,” he adds. 

For the moment, the reposi- 
tioning of the brand seems to be 
the big story and Adi Godrej is 
clear that there are many benefits 
that will accrue. “It is important to 
determine how the various busi- 
nesses will help the brand and how 
the brands, in turn, will work well 
for the businesses,” he explains. 

Quite clearly, the new look logo 
could kick-off the next innings for 
the Godrej Group. 


From Khanna to Roshan 


Godrej’s Cinthol gets a new emissary. 


VID WATCHERS OF DOORDAR- 
shan in the '80s (the state- 
owned broadcaster used to be the 


only ‘channel’ back then) would re- — 


call Bollywood matinee star Vinod 
Khanna, riding a horse, frolicking 
on a beach, in an ad for Cinthol 
soap. After Khanna, other famous 
brand ambassadors followed, in- 
cluding Imran Khan, Shah Rukh 
Khan, John Abraham and Akshaye 
Khanna. Two decades after Vinod 
Khanna’s iconic ad, you have an- 
other actor riding a horse, jumping 
off buildings, riding water scooters 
et al to sell more than just Cinthol 
soap. Last fortnight, Godrej 
Consumer Products Limited (GCPL) 
re-launched Cinthol with 
Bollywood heartthrob Hrithik 
Roshan as brand ambassador. GCPL 
also launched a new range of 
Cinthol talc, deos and soaps. 
“Every once in a while, a brand 
must be invigorated. We expect 
the Cinthol brand to grow by 20- 
25 per cent after the re-launch. 
GCPL, too, will grow at similar 





Going with 
the Wind 
The Tatas have spent $23 billion 
on 125 buyouts since 2002. 


HE YEAR IS 2003: AFTER A FEW 
(Bade years, Tata Motors and 
Tata Steel are back in the limelight 
because of their respective turn- 
arounds. Tata Motors has been on 
a cost-cutting drive in the last three 
years, in the process shaving off 
Rs 1,000 crore on that front. 
Volumes of vehicles sold have 
jumped 30 per cent. Tata Steel be- 
comes the cheapest producer of 
steel in the world, and has declared 





Roshan: Cinthol's fresh face 


rates," says H.K. Press, Executive 
Director and President, GcpL. On 
a consolidated basis, GCPL’s rev- 
enues stood at about Rs 1,000 
crore for 2007-08; Cinthol con- 
tributes about Rs 200 crore of 
this. Cinthol would have a 2 per 
cent share in the Rs 5,500-crore 
market for toilet soaps. 

Press is confident that despite 
rising input costs and bitter com- 
petition in the FMCG sector, GCPL 
will be able to register robust 
growth. 

T.V. MAHALINGAM 


a record profit of Rs 1,012 crore 
(for 2002-03). The top 12 compa- 
nies of the Tata Group are con- 
tributing over 80 per cent of the 
group's turnover and profits. 
Acquisitions on the domestic front 
are on in right earnest, with the 
group spending $737.1 million in 
acquiring stakes in Indian compa- 
nies in 2002 alone. Ratan Tata, 
you would think, is content. 

Not quite. Chastened by the 
downturn in local markets in his 
flagship businesses, Tata wonders 
how the risk of a domestic slow- 
down could be successfully coun- 
tered; also the Tata Group is a colos- 
sus back home, but is it significant 
enough overseas? 

After all, other than TCs, which at 
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that time was responsible for 20 
per cent of group revenues coming 
from abroad, the Tatas lacked any 
presence worth mentioning in global 
markets. The first overseas Tata of- 
fice was established in 1907 in 
London, followed by Tata Inc. in 
New York in 1956; but that hardly 
made the Tata Group international. 
By 2003, however, Tata knew it 
was time to make globalisation a 
key strategic imperative for some 
of the key companies. 

The Group Corporate Centre 
(GCC), which is the decision-mak- 
ing body that defines and directs 
the business endeavours of the Tata 
Group, focussed on creating, mon- 
itoring and driving performance 
through various strategies. Members 
of the the Gcc, which comprises 
Ratan Tata, J.J. Irani, Arun Gandhi, 
R.K. Krishna Kumar, R. Gopala- 
krishnan, Ishaat Hussain, N.A. 
Soonawala, Kishor Chaukar and 
Alan Rosling, have been actively in- 
volved in the group’s gobal M&A 
initiatives. Result? A spate of inter- 
national acquisitions, right from 
Tetley Tea in the UK, Daewoo Cv in 
Korea, Anglo-Dutch steel giant 
Corus to, last month, two of the 
world's most famous luxury car 
brands, Jaguar and Land Rover. 
According to Thomson Financial 
estimates, since 2002 the company 
has spent close to $22.8 billion in 
acquiring stakes in 125 companies, 
both domestic and international, 
and shelled out another $229.49 
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million in deal fees alone. 

According to Premal Parekh, 
Partner and Head of Mergers & 
Acquisitions (M&A), Ernst & Young, 
the $50-billion (estimated revenues 
March 2008) Tata Group has al- 
ready started behaving and acting 
like a global company. *In another 
five years, apart from the manage- 
ment leadership, most of the group 
would have a global profile," Parekh 
says. Already 37 per cent of the 
group's turnover is coming from 
overseas markets. 

Of course, the biggest challenge 
for Tata is to make the big-ticket 
acquisitions work. After all, as 
Thomson Financial data reveals, 
there's plenty of debt that needs to 
be paid off—total debt financing 
since 2002 stands at $27.8 billion. 

*One of the biggest challenges 
that the group might foresee in the 
near future is integrating the recent 
acquisitions into its various busi- 
nesses. A lot also depends on how 
the global situation unfolds as the 
credit crisis in the US market might 
have some impact on some of their 
businesses," adds Parekh. The chal- 
lenges notwithstanding, it's evident 
today that the Tata Group has 
emerged as an Indian multinational 
on the global stage. 

PALLAVI SRIVASTAVA 





Creative Karma 
of Craig Davis 


JWT's creative boss wants 
ads to engage, not interrupt. 


E'S BEEN A BISCUIT MAKER, A 

bartender, law student, fashion 
show producer and a truck driver, 
among others. But as JWr's global 
Creative Director, Craig Davis is 
better known as the ‘big-picture 
guy’ in the ad world. Recently in 
India to attend the Goafest 2008, an 
ad industry awards jamboree, Davis 
let his brethren know what he 


RACHIT GOSWAMI 


thinks is wrong with advertising 
as it exists. Possibly causing some to 
choke on their fenis and pina co- 
ladas, Davis in his session com- 
plained that the advertising com- 
munity was not as generous it 
should ideally be. Before the par- 
ticipants could start pulling their 
wallets out, Davis explained what 
he meant. “Creative people have 
limited themselves, and gotten com- 
fortable with limiting themselves, to 
just interrupting entertainment, 
rather than engaging the consumer 
within the entertainment itself,” 
he complained. “Instead of engag- 
ing the audience, recycling and 





sneaking on other people’s audi- 
ences seem to have become the 
mantra for many,” the Australia- 
born chided. 

What would he have the ad 
creators in the industry do? 
“Create new media and create bet- 
ter content” in a rapidly evolving 
media environment. Those who 
do so will be the ones that “es- 
cape the trap of bad karma”, Davis 
explained. How is India doing on 
his measures? “I have been a fre- 
quent visitor to India over the last 
two years and what I have seen is 
that the quality of thinking and 
the quality of execution has gone 
up and you can see that in films 
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such as Nike (cricket in traffic; a 
JWT creative that won an award at 
Goafest 2008) and Happy Dent 
(by McCann) that have been made 
here and that have the potential 
to travel around the world," he 
says. Speaking specifically of JWT’s 
work, Davis says he's happy but 
never content. "We are on a mis- 
sion here to make sure that we 
have big brand ideas in place," he 
says. In the ad business, that counts 
as good karma. 

ANUSHA SUBRAMANIAN 
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Kingfisher’s s 
Flight Path 


Vijay Mallya's bird is all set to 
fly abroad, with some delay. 


N AUGUST 26 THIS YEAR, 

Deccan will turn five. An im- 
portant milestone in the life of a 
troubled low-fare carrier, but that's 
not why its new owner, UB Group's 
Vijay Mallya, is looking forward to 
the event. Rather, it's the fact that on 
turning five, Deccan will be able to 
fly international routes—something 
that Mallya's other airline, full-serv- 
ice carrier, Kingfisher, isn't allowed 
to do because it doesn't have five 
years of operating history as gov- 


Mallya: 
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A Laptop, and More Techies 


HCL Infosystems and Microsoft expand tie-up. 


AST FORTNIGHT, TECH GIANT 

Microsoft and HCL Infosystems 
announced a slew of initiatives. 
For starters, HCL has unveiled a 
laptop in its MiLeap Series, which, 
it says, is the lowest-priced lap- 
top in the world to run Microsoft 
Windows xP. At Rs 16,990, the 
laptop runs on Windows xP 
Home, has a 30-GB hard disk drive 
and is broadband ready. The ear- 
lier version of MiLeap came with 
Linux as the operating system for 
Rs 14,990. *According to market 
surveys we conducted, more than 
80 per cent of our consumers said 
that they would like to have a 
low-priced laptop from the 
MiLeap series to be loaded with 
Windows software," says Ajai 
Chowdhry, Chairman and CEO, 
HCL Infosystems. “India has sold 
about seven million PCs as com- 
pared to China's 32 million Pcs last 


ernment regulations demand. But 
Mallya's flight path won't be as 
smooth as he expected it to be. For 
starters, the Ministry of Civil 
Aviation, which is the lord of Indian 
skies, has asked Deccan to start its in- 
ternational services from November, 
and not August end as Mallya had 
been planning. The rationale given: 
August falls under the end of the 
summer season schedule and with 
operations starting mid-schedule, 
only a limited number of slots would 
be allotted. While November marks 
the start of the winter schedule, the 
summer schedule runs its course 
from April to November. 

Then, Mallya, who is said to be 
sparring with Deccan's original pro- 
moter G. R. Gopinath, is keen that 
the airline that becomes the uB 
Group flag-bearer should be 


* Kingfisher, which the world knows 


year. We have a large scope for 
growth. The Windows operating 
system used in MiLeap has been 
specifically designed for this proj- 
ect alone," he added. 

HCL Infosystems also plans to 
train over 50,000 students in 
Microsoft technology over the 
next three years in 100 centers 
across the country. There are al- 
ready about 60 such centres in 
the country. It is estimated that 
India will face a shortage of 2.3 
million tech professionals by 2010. 
In addition, both companies will 
set up a Center of Excellence in 
HCL’s Noida facility, which will 
employ more than 500 software 
professionals to create, design and 
deploy Microsoft technology-based 
solution frameworks across ver- 
ticals such as telecom, banking, 
and financial services. 

T.V. MAHALINGAM 


more as a beer brand than an airline. 
But that would be possible only if 
Mallya changes Deccan's name into 
Kingfisher. It shouldn't be a big issue 
(Like rival Naresh Goyal's Jet 
Airways, Mallya can always have a 
‘Lite’ version of Kingfisher), except 
that he has spent upwards of Rs 60 
crore on rebranding Deccan (ear- 
lier known as Air Deccan) as 
Simplifly Deccan. That's a lot of 
money to write off, but it seems 
Mallya may have no choice. *In the 
next 3-4 months you will see Deccan 
getting another brand makeover, 
which may not have the word 
‘Deccan’ in its name at all,” says 
Rajesh Verma, Executive Vice 
President, Kingfisher Airlines. As 
probably Mallya reckons, a few tens 
of crores is small price to pay to get 
his famous bird to fly abroad as well. 

PALLAVI SRIVASTAVA 





Our nearest competitor 
Is not our competitor. 


According to the latest ABC report, Malayala Manorama has grown by 
a whopping 49,372 copies. To become, yet again, India's largest regional language daily, 
with a total circulation of 15,89,823 copies. As for the nearest competitor, 
interestingly, it's not another Malayalam daily. 


Average net paid sales of 
top 2 regional language dailies in India 



























Publication - | Total Circulation | 
Malayala Manorama | |5,89,823 | | 
Eenadu 176028 — Malayala €^ Manorama 
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Will Orchid's Raghavendra Rao 
keep or lose his drug company? 





OR KAILASAM RAGHAVENDRA 

Rao, the promoter and 
Managing Director of Chennai- 
based Orchid Chemicals & 
Pharmaceuticals, problems began as 
2007-08 drew to an end. On 
March 17, a private equity investor 
in Orchid, Bear Stearns (which 
went bankrupt and was taken over 
by JPMorgan) suddenly offloaded 
all its Indian holdings—including 
one million shares of Orchid 
Chemicals. The Orchid scrip, 
which was trading at Rs 200 levels 
then, started falling rapidly. 

As the stock dropped below Rs 
180, margin calls were triggered for 
Rao, who had pledged his own 7 
million shares with stockbrokers 
Religare and Indiabulls to fund an- 
other 3.5 million shares that he 
was planning to acquire in the 
open market. Rao had borrowed 
Rs 80 crore for this purpose. He 
could not meet the margin calls, 
and, consequently, 5.6 million 
shares were offloaded in the mar- 
ket at around Rs 140 to meet the 
margin requirement. Rao's holding 
in Orchid fell to 17.06 per cent 
as on March 31, 2008, from 22.76 
per cent in March 2007. 

In the first week of April, even 
before Rao could recover from 
this shock, Solrex Pharmaceu- 
ticals, a Ranbaxy group company, 
started mopping up the depressed 
Orchid shares from the market 
and ended up accumulating as 
much as 12.8 per cent. This move 
was construed by many as a hostile 
takeover attempt by Ranbaxy, 
though its Chief Executive Officer, 
Malvinder Singh subsequently de- 
nied it. Rao himself did not go 
beyond the cryptic remark *what- 
ever has happened has happened, 
but we will fight to the end." 
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In the discomfort zone: Orchid's Rao (left), with Ranbaxy's Singh mopping up stake 


Analysts remain divided on the 
possible outcomes of this battle. 
Will there be a hostile takeover, or 
a negotiated buyout of the pro- 
moter's stake? Can this actually 
be an attempt by Ranbaxy to “arm 
twist” Orchid into contract man- 
ufacturing Ranbaxy’s products? 
Says Himanshu Varia, Head, 
Institutional Sales, Asit C. Mehta, 
Investment Intermediates, a 
Mumbai-based securities firm: 
“While Ranbaxy has done this (ac- 
quiring strategic stakes in compa- 
nies and enhancing contract man- 
ufacturing business with them) in 
the past, a near 13 per cent stake 
in Orchid is too large for (the pro- 
moter’s) comfort. However, if 
Ranbaxy does acquire Orchid, the 
exercise will be expensive." 

Nath Balakrishnan, Senior 
Research Analyst at Spark Capital 
Advisors, agrees that an outright ac- 
quisition will be very expensive. 
According to him, there are too 
many overlaps in product lines be- 


tween the two companies. “Just 
the lure of Orchid’s ANDA 
(Abbreviated New Drug Applica- 
tion) filings in the US market may 
not be attractive enough for 
Ranbaxy to go down the hostile ac- 
quisition route,” says Balakrishnan. 

Ranbaxy, after acquiring 15 
per cent, will have to make an 
open offer for another 20 per 
cent. This could take its acquisi- 
tion cost to more than Rs 450 
crore, he estimates. Then, Orchid 
has Rs 800 crore of debts and Rs 
800 crore of FCCBs (which were is- 
sued in February 2007 and will 
mature in February 2012). The 
company also has a large equity 
base of Rs 65.8 crore. 

If Ranbaxy wants to buy Rao 
out, it is unlikely that he will agree 
(if at all he decides to cash out) 
until a very good offer comes his 
way—that would have to be well 
above Rs 360 per share. In such a 
case, the acquisition cost for 
Ranbaxy will increase even fur- 
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Guess who grew 


the biggest. 


According to the latest ABC report, Malayala Manorama has grown by a huge 49,372 copies. 
The biggest gain for any Malayalam daily. Growing consistently month after mont! 
to reach a whopping | 6,40,009 copies in Dec. '07. And become, 


yet again, India's No. | regional language daily. 















Dec-07 1640009 


Nov-07 1609765 
Oct-07 1598256 
Sep-07 1577111 
Aug-07 1568518 


Jul-07 1546029 
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23828371 yad = 
Average net pdid edt of Malayala Manaraná Nobody delivers Kerala better 


Source: ABC Jul-Dec 2007. Total average net paid sales of Malayala Manorama Daily in India - | 5,892,823 copies. Average net paid sales of Malayala Manorama published from Kozhikode | 
Bangalore - 23,000, Chennai - 10,364, Kozhikode - | ,22,623, Mumbai - 21,894, Kannur Edn - 1,06,672, Kochi Edn - 2,46,429, Kollam Edn - 1,31,265, Kottayam Edn - 2,91,59 
Malappuram Edn - 98,604, New Delhi Edn - 13,649, Palakkad Edn - 98,558, Thrissur Edn - !,57,025, Trivandrum Edn - 1,61,558 
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The Ageing of ISB 


Its one-year programme is attracting a larger number of 
older students. Blame it on its quick pay-back. 
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GE IS FAST CATCHING UP WITH 
che seven-year-old Indian 
School of Business (ISB). Consider 
this: the percentage of higher age 
group students is steadily increas- 
ing in the class profile of this in- 
ternational business school in 
Hyderabad. In the just graduated 
Class of 2008, out of a total of 
422 students, the share of the 
youngest lot—22 to 25 years— 
is down to 18 per cent from 49 
per cent (in the 21-to-25 age 
bracket) five years ago. It is also 
the case in absolute numbers, as 
five years ago the class strength 
was only 169. In the Class of 
2008, 4 per cent of all students 
were above 35 years against just 1 
per cent five years ago. 

“While this is not the result 
of any conscious decision on our 
part, I must say that we are ag- 
gressively looking for people 
with more experience and this is 
a reflection of the fact that more 
and more people with greater 
experience are joining the ISB,” 
says Ajit Rangnekar, Deputy 
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ISB students: Back to school to augment professional experience 





Dean of the school. 

What attracts such students to 
ISB? *It is because people of a 
higher age group have a greater re- 
sponsibility and cannot afford to 
take a lot of time off for an MBA 
and, therefore, IsB’s one-year pro- 
gramme fits them best," says Dr 
Vishwa Kirti Sharma, 34, a stu- 
dent of the Class of 2008. He is an 
orthopaedician, and is joining “a 
healthcare major" and will be in- 
volved with marketing. In fact, 
Sharma's batch is quite unique in 
that it has 10 doctors and, typi- 
cally, most are over 30. What is 
also interesting is that almost no 
one among them seems to want to 
go back to treating patients. 
Instead, they are taking up man- 
agement roles in companies in sec- 
tors as diverse as healthcare and 
private equity. According to ISB, 
they have all been able to snag 
salaries five times what they were 
earning when they entered the 
school. That's surely a reason too 
why ISB ticks. 

E. KUMAR SHARMA 





ther, he says. 

Then, the us market, though- 
lucrative, is a very tough one to 
operate in and a buyout of Orchid 
will not be a walk-through for 
Ranbaxy from the investment 
returns point of view. *The two 
companies don't really complement 
each other," Balakrishnan adds. 

What are Rao's options? He 
claims to have institutional sup- 
port for now thanks to the com- 
pany's good performance, but he 
still has to pay Rs 72.4 crore in 
August this year to convert the 3.5 
million bonds into equity, for 
which he had received approval 
in February 2007, at a rate of Rs 
202 per share. Rao had paid Rs 
10 crore upfront for this. This 
should take his holding back to 
around 22 per cent. He has share- 
holders' sanction to convert 5 mil- 
lion bonds into equity. But con- 
verting the entire lot, experts say, 
will trigger an open offer (as he 
will cross the creeping acquisition 
limit of 5 per cent per year) and re- 
quire him to fork out a further Rs 
250 crore at least. 

"We don't know what Solrex's 
mandate is. If it is just making an 
investment, it can make a pile of 
money by just offloading Orchid 
shares at a later date," he says. At 
16 times its 2008-09 multiple, 
Orchid's share is valued at Rs 375. 

Then, there could be a reluc- 
tant understanding between the 
two players to increase contract 
manufacturing for Ranbaxy from 
Orchid's state-of-the-art plants. 
In fact, Orchid recently forayed 
into Japan and is set to make in- 
roads into Europe. *We have 
supplied drugs to Ranbaxy in the 
past—but only those drugs for 
which we don't have exclusive 
contracts with our existing buy- 
ers," says C.B. Rao, Joint MD, 
Orchid. 

The last word has not been 
said on this issue yet. 

NITYA VARADARAJAN 
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Hero Honda ramps up 
output in a falling market. 


HE COUNTRY AND THE WORLD'S 

largest two-wheeler company, 
Hero Honda, could have got a big- 
name politician to inaugurate its 
new plant in the holy city of 
Haridwar in Uttarakhand. Instead, 
it chose the patriarch of the Hero 
family, Brijmohan Lall Munjal, to 
officially inaugurate its third facil- 
ity amidst a cacophony of sound 
and a dazzling laser show. How- 
ever, the new facility, with an ini- 
tial capacity of 500,000 units, 
which will rise to one million units 
by the end of 2008, is going on- 
stream just as the Indian two- 
wheeler industry has ended its 
worst year in over a decade. 

Motorcycle sales declined 11.9 
per cent during the year ended 
March 2008. Hero Honda, which 
will see its installed capacity across 
its three plants climb to about five 
million units once the new plant 
is completed by the end of 2008, 
realises that the scenario isn't as 
rosy as it was. "The industry has 
had to face several problems— 
among them, rising commodity 





Hero Honda's plant: Still gung-ho 
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Boom Time at BEML 


The PSU is flooded with orders from Metro Rail projects. 


HE LAUNCH OF NEW METRO 

Rail projects in Bangalore, 
Hyderabad, Chennai, Mumbai, and 
Kochi and the expansion of the 
existing ones in Delhi and Kolkata 
have brought happy tidings for the 
public sector BEML. It clocked rev- 
enues of Rs 273 crore from the 
rail and metro business segment in 
2007-08, a more than 100 per cent 
increase over the figure of Rs 
105.48 crore in the previous fi- 
nancial year. BEML CMD V.RS. 
Natarajan is, naturally, bullish about 
the sector. *Our entire Bangalore 
coach factory will be dedicated to 
the manufacture of metro coaches," 
he says, adding that BEML’s order 
book has been bolstered by Rs 
1,366 crore worth of orders from 
Delhi Metro for 192 standard 
gauge coaches. *We will complete 
the order before the Common- 
wealth Games," he adds confi- 
dently. BEML is also negotiating with 
Mumbai Metro for 120 coaches. 

The total market for metro 
coaches is estimated at Rs 10,000- 
12,000 crore. BEML competes with 
the likes of Alstom, Siemens, 
Bombardier in the market for 
metro cars. But it may have an 
ace to trump them with. “Our de- 


prices and the refusal of banks to 
extend credit to motorcycle buy- 
ers—over the last year," admits 
Hero Honda Managing Director 
Pawan Munjal, but adds that he is 
optimistic about the year ahead. 
"The incentives announced in the 
Budget, particularly the tax breaks, 
and the expected implementation of 
the Sixth Pay Commission report 
wil! be good for the two-wheeler in- 
dustry,” he says. 

But with a capacity of five mil- 
lion units, and with only restricted 
access to the export market, thanks 


DEEPAK G. PAWAR 





sign team is trying to bring down 
the cost of metro cars from Rs 
7.5 crore each to around Rs 5 
crore," Natarajan says. 

Then, orders for regular coaches 
from the Indian Railways are also 
continuing to pour in. BEML sup- 
plied 430 coaches to the railways 
last year; this figure will rise by 
170 this year. The PSU, meanwhile, 
is also entering the projects space. It 
plans to vie for high-speed rail proj- 
ects between the city centres and 
the new airports in Hyderabad and 
Bangalore “on a BOOT (build-own- 
operate-transfer) basis”, says 
Natarajan. BEML, then, like its 
coaches, is truly going places. 

K.R. BALASUBRAMANYAM 


to it being part of the Honda family 
worldwide, Hero Honda may well 
struggle to run its plants at or near 
full capacity. Despite Munjal’s op- 
timistic predictions, most analysts 
believe that the market is unlikely to 
recover in the first half of 2008-09. 
But for now, Honda Motor 
Company (HMC) is happy with the 
situation. Says Fumihiko Ike, Chief 
Operating Officer, Asia-Pacific, 
HMC, who was present at the inau- 
guration: “This has been a great 
success for Honda as well as Hero.” 
KUSHAN MITRA 
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Hyderabad 
Hurrah 


DuPont is banking heavily on its 
India knowledge centre. 


T CALLS ITSELF A SCIENCE COMPANY 
lc wants to increase its “market- 
facing innovations for the global 
marketplace." For the us-based 
$29.4-billion (Rs 1,17,600-crore) 
DuPont, India will play a crucial 
role in that endeavour. That's why 
it has chosen to set up its first 
knowledge centre in India on the 
outskirts of Hyderabad. Recently, 
Thomas M. Connelly, Executive 
Vice President & Chief Innovation 
Officer, DuPont, visited the knowl- 
edge centre that's expected to be 
ready soon. “I expect the DuPont 
Knowledge Center to be a global 
Centre of Excellence for DuPont. 
This will enable us to increase our 
‘speed to market’ with products 
that come out of our R&D and in- 
novations pipeline, not only for 
India but also for other growth re- 
gions.” DuPont, which began as an 
explosives company 200 years ago, 
has today emerged as a global agro- 
chemicals giant with operations 
across 70 countries. It offers a wide 
range of innovative products and 
services for markets that include 
agriculture and food, building and 
construction, communications, and 
transportation. 

Connelly, who has been to India 
several times over the past 15 years 
and sees dramatic acceleration in 
the last five years, says: “Today less 
than 40 per cent of our sales are in 
the us.” About a fourth of DuPont’s 
sales come from emerging markets. 
Connelly points out that the com- 
pany is working more closely with 
its customers and spending more 
research dollars on new products 
and services than just on increas- 
ing productivity of its existing units. 
“Two-thirds of our R&D resources 
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are working on growth (read: new 
offerings in terms of products and 
services). Today, he says, the com- 
pany is already hitting its initial 
goals of 6 per cent revenue growth 
and 10 per cent profit growth; over 
the next 2-3 years DuPont is look- 
ing at between 6 and 8 per cent 
revenue growth and 10-13 per cent 
profit growth; and it is working to- 
wards ensuring that new products 
get to peak sales in 2-3 years as 
against 4-5 years earlier. 

The mission of the DuPont 
Knowledge Center in Hyderabad, 





DuPont's Connelly: He is banking on 
the centre to increase ‘speed to market’ 


according to its Director, Homi 
Bhedwar, is to work in some of the 
cutting-edge disciplines of science. 
There is a unique combination of re- 
search skill-sets, with agri-biotech 
specialists and industry biotech sci- 
entists getting to work under one 
roof. Research outcomes are not 
just aimed at global markets but are 
also designed to be relevant to India. 

The centre has already started 
working out of its leased facility on 
some of the cutting-edge areas of 


agricultural biotech, industrial 
biotech, material sciences and nano- 
technology. It is also leveraging 
some of the learnings in technology 
gained from its centres abroad. The 
aim is to use that to leapfrog and 
drive innovation. The centre is to be 
the second-largest research and in- 
novation centre of DuPont outside 
the us. It is being designed to house 
600 scientists in a unique ambience 
where various streams of researchers 
can exchange thoughts and also 
work seamlessly with the other 
global centres of DuPont. 

Some of the unique things that 
the centre will initially get involved 
in include: developing unique traits 
of seeds—say with improved 
drought tolerance or improved ni- 
trogen uptake. The focus in indus- 
trial biotech is on renewable re- 
sources for energy or biofuels—but 
with use of Indian feedstock. Work 
in nanotechnology could hover 
around how to extend uv degra- 
dation of some plastic products. 
Cutting edge, indeed. 

E. KUMAR SHARMA 





Sole-searching 
Times 


Reebok India’s unique model 
could be an eye opener globally. 


HARSUGUDA IS A SMALL TOWN ON 
J the western front of Orissa. 
According to a 2001 India census, 
Jharsuguda’s population is 75,570. 
The male-female ratio is 52:48. 
Reebok claims to do business worth 
Rs 5 lakh per month from this city. 
Jharsuguda is just one of the 203 
cities of India in which Reebok is 
present. “There is a huge market 
in small towns, specially in Tier-II 
and Tier-III cities. We have been 
ahead of the other players in recog- 
nising the growth in smaller cities 
too," says Subhinder Singh Prem, 
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Managing Director, Reebok India. 
The depth of Reebok's India oper- 
ations is reflected in the numbers. 
The company says it is growing at a 
compounded annual rate of 30 per 
cent for the past 3-4 years; in 2007, 
it says, it crossed Rs 900 crore in 
sales. *Before the end of this year 
we will touch the Rs 1,000-crore 
figure," says Prem. Reebok closed 
2007 with around 600 stores in 
more than 200 cities; it plans to 
add 200 more in the current year. 

So, while Adidas (into which 


Osian's Canvas 
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Reebok's Prem: His company’s footprint extends deep into Tier-Il and Tier-Ill cities 


Reebok was merged in 2005) is busy 
planning a new strategy which will 


An art/auction house that's worth over Rs 800 crore. 





Osian's Tuli: Going hammer and tongs 


ARCH WAS A GOOD MONTH 

for Osian's, India's leading 
auction house and archive for 
the contemporary arts and cin- 
ema. Sales of Osian’s ‘Indian 
Modern and Contemporary art’ 
auction touched Rs 30.28 crore. 
The average lot price registered 
was Rs 31.22 lakh; 77 per cent of 
the 126 lots were sold. 

A couple of days earlier, 
Osian's also announced that it 
had signed an agreement to sell a 
minority stake to Dubai-based 
private equity investment firm 
Abraaj Capital. The transaction 
for Rs 80 crore for a 9.4 per cent 
stake in Osian's values the com- 
pany at Rs 840 crore. Osian's 
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share price, which has been pri- 
vately placed since 2001, has 
grown at an approximate cumu- 
lative average growth rate of 85 
per cent, to reach Rs 1,600 dur- 
ing the latest transaction. 
“Abraaj is our fiftieth investor. 
We will be the first cultural insti- 
tution in the world ever to go pub- 
lic late next year,” says a proud 
Neville Tuli, Founder-Chairman 
and CEO of Osian’s. Tuli believes 
that the art market in India will be 
largely insulated from the tremors 
the financial world is experiencing 
right now. Explains Tuli: “After 30 
years of public auctions across the 
world, you have barely a market 
for 200 artists; of these 200, 40 
constitute 90 per cent of the mar- 
ket. Of those 40, about 10 consti- 
tute half of the market. So after 
125 years, you have 10 people’s 
work that creates liquidity in the 
market. Once you have crossed 
that threshold, you will sustain 
value... come hell or shine.” Tuli 
says that the market for art in 
India which was about a million 
dollars in 1997 has grown to about 
$350-400 million (Rs 1,400- 
1,600 crore) today. 
T. V. MAHALINGAM 


define Reebok's brand positioning, 
Prem is planning out a course dif- 
ferent from the parent company, 
which might become a model for 
other emerging markets. Along with 
small cities, Reebok is also focussing 
on the women’s and kids’ market. 
The company recently launched 
Reebok Junior and Reebok Women 
stores in several metros. In 2003, 
when Reebok first came up with an 
exclusive sports salwar-kameez in 
knit fabric for women, the range 
bombed. Reebok learned its mis- 
take and decided to treat the 
women's range as a new brand in it- 
self. Prem wants to position the re- 
cently-launched boutique style for- 
mat store for women—Reebok 
Women's World—as a lifestyle store 
for women. Late last year, Reebok 
launched its first women's store in 
Gurgaon and the company plans to 
take this number to 20 by year-end. 
Recently, Reebok commissioned 
designer Manish Arora to come up 
with a complete line of high-end 
garments and accessories that can 
be showcased at the Paris Fashion 
Week. RBK Fish Fry Collection 2008 
is an exclusive lifestyle range de- 
signed by Manish Arora that's priced 
between Rs 6,000 and Rs 60,000. 
“We have been the leading sports- 
wear retailer for long. We now want 
to be present in both the perform- 
ance and lifestyle segments," says 
Prem, who wants to grow the share 
of the India business to global 
turnover from 5 per cent currently 

to 10 per cent in 5 years. 
PALLAVI SRIVASTAVA 
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SLOWDOWN 


It May Hurt, 
But Not Kill 


Yes, rising inflation coupled with a moderating economy 
does signal a cyclical slowdown, hut India's long-term 
growth story is still intact. «4.5 s. pacar 
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T WAS AN IRONIC SITUATION THAT 

wasn't lost on Prime Minister 

Manmohan Singh. Last fortnight, 

even as he accepted the Agricola 

Award from the Food and 
Agricultural Organisation for alleviat- 
ing poverty and hunger, he had a word 
of caution for all those gathered at 
Delhi’s Vigyan Bhawan, the venue for 
the award function. “We...are deeply 
concerned about rising commodity 
and food prices. Sharply rising food 
prices can slow down poverty allevia- 
tion, impede economic growth and 
retard employment generation...and 
diminish the constituency for economic 
reforms,” he said. 

It was a grim assessment from 
someone widely considered the archi- 
tect of India’s economic reforms and 
currently entrusted with running the 
country. But these are extraordinary 
times, not just for India but the whole 
world. At no time before in world his- 
tory has inflation and economic down- 
turn combined to produce what the 
International Monetary Fund’s 
Managing Director, Dominique Strauss- 
Kahn, recently described as being 
“caught between ice and fire”. “The 
world economy in the last six months 
has behaved between these two risks— 
too cold and too big a slowdown in 
growth, too hot and the risk of infla- 
tion,” he said. 

Put simply, a banking crisis in the 
us, still the world’s economic engine, 
has coincided with a global and un- 
precedented rise in prices of com- 
modities—ranging from oil to steel to 
even food grains—thanks to hungry 
new consumers such as China and 
India, and diversion of food crops to 
produce ‘greener’ bio-fuels. As a re- 
sult, as Singh pointed out in his speech, 
for the first time, there is a direct link- 
age between oil prices and food prices, 
“making food policy extremely com- 
plex as well as uncertain”. 

In India, too, inflation is taking its 
toll. And not on account of food alone. 
Take steel, for example. “Steel sup- 
pliers are quoting prices that are valid 
for just three days,” says Atul Punj, 


Chairman of engineering and con- 
struction firm, Punj Lloyd. “It’s a situ- 
ation I have never come across in my 
30-year career,” he says, aghast. Ishaat 
Hussain, Finance Director, Tata Sons 
(holding company for Tata group com- 
panies), agrees that the escalation in 
prices—up 40-50 per cent in just five 
months—is somewhat unreal. “Had 
somebody forecast this sort of a price 
rise a year ago, I would have thought 
that person is a little daft. It is un- 
precedented,” he says. 


From Exuberance to Equanimity 
But then much of what has happened 
in India in the past few years has no 
precedent. That includes the blistering 
economic growth of over 9 per cent 
seen during 2005-06 and 2006-07. 
Compare that to the average growth of 
3.5 per cent clocked in the '80s or 
around 6 per cent in the '90s. 
However, this growth is now moder- 
ating to a still impressive but slower 
pace due to the tighter monetary pol- 
icy last year. Official estimates expect 
2007-08 to show 8.7 per cent growth. 
More slowing down is expected (see 
Not So Bad) in response to the global 
slowdown. IMF predicts a global eco- 
nomic growth rate of 3.7 per cent. 
"Recession in the Us and elsewhere 
will cost India about 1 percentage 
point in growth rate," says Arvind 
Panagariya, Professor of economics 
at Columbia University. 

Yet, inflation is clearly the single 


largest challenge threatening the econ- 


omy at present. Inflation, based on 
wholesale prices, has moved up almost 
vertically over the last two months, 
driven by a combination of higher 
prices of food items such as edible oils 
and oilseeds, and dearer oil and metals. 
At 7.41 per cent for the week ended 
March 29, it is already way above 
Reserve Bank of India's tolerance level 
of 5 per cent. And the road ahead too 


NOT SO BAD 


Even the worst case estimate puts 
GDP growth at 7% for 2008-09. 


Institution GDP Estimates 
for 2008-09 (%) 


Oxus Investment 9.0 
Deutsche Bank — 8.4 
UBS 8.2 
ADB 8.0 


IMF 71.9 
Lehman Brothers 7.6 
HSBC 7.0 
JP Morgan Chase 7.0 
Morgan Stanley 7.0 
“For year 2008 





"Inflation is not a major economic problem. 


It is a political problem" 


Adi Godrej/ Chairman/ Godrej Group 
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THE BULL AND THE BEAR 





Surjit Bhalla of Oxus Investment Research says 
the Indian economy will grow 9 per cent in 
2008-09. Robert Prior-Wandesforde of 
HSBC puts that figure at 7 per cent. While both 
believe in the long-term structural growth of 
India, here's how they differ on key variables. 


INFLATION 

RP-W: WPI inflation will continue 

to move up, reaching 8 per cent as lag 
effects of higher international food and 
energy prices continue to come through. 





IVHVS 'S IAVM 


seems tough. Asian Development 
Bank's outlook for 2008 warns 
that inflationary pressures will 
persist as the local supply of food 
grains and vegetables is expected 
to remain tight in the coming 
year due to subdued sowing of 
the winter crop in 2007 and pos- 
sibly, the summer crop in 2008. 

Saumitra Chaudhuri, eco- 
nomic advisor to rating agency 
ICRA and a member of the Prime 
Minister's Economic Advisory 
Council, concurs. ^The full im- 


to be felt," he says. Add to it 
buoyant private consumption 


backed by strong wage gains, - 


income tax exemptions, debt 
waiver for farmers in the 2008-09 
Union Budget, high prices for 
cash crops, and pay hikes for civil 
servants. No surprise then that 
economists like Standard 
Chartered Bank's Senior 
Economist Suchita Mehta expect 
the average WPI number to float 
over 6.5 per cent over the coming 
year. Others such as HSBC's econ- 


SB: Commodity inflation will come down 


as the harvest season plays out and 


international prices cool down following an 


easing of global growth. 
INTEREST RATES 


RP-W: The next RBI move will be a cut but 
not for a long time. The full impact of the 
interest rate tightening effected in late 2006 
and early 2007 still to be felt as there is 
usually a time lag of 12-24 months. The 


Indian economy is leveraged to a greater 


extent than ever before. 


SB: Interest rates in India are among the 


pact of food price inflation is still ^ omist, Robert Prior-Wandesforde, highest in the world, and there will be cuts 
believe it could hit a high of over at some point in time. We seem to have 
8 per cent. dosed 2007-08 at 8.7 per cent growth in 


spite of high interest rates, so there is every 
reason to believe in 9 per cent 
growth in the current year. 


DEMAND 

RP-W: Spending has softened in some 
areas. Inventories of unsold goods 
continue to rise. Pockets of weakness 

are likely to spread. 

SB: Demand is still quite robust as there is 
growth in per capita income. 


INVESTMENT 

RP-W: Investment growth will 

continue to outpace the economic 

growth, but at a slower pace. 

SB: Investment growth continues to 1 
be robust. 


BOTTOM LINE 
Keep the faith. India still rocks. 


Given the political impera- 
tives, the pressure on the gov- 
ernment and the central bank is 
mounting. While the government 
has reduced import duties on 
items such as edible oils and 
banned exports of other prod- 
ucts, economists usually are wary 
of fiscal responses to fighting in- 
flation. And as the next round 
of measures, several economists 
expect RBI to hike the cash re- 
serve ratio by 50 basis points in its 





“Availability of funds is not a problem, hut cost of funds 
is a concern. At some point, it should start to bite" 
ishaat Hussain/ Finance Director/ Tata Sons 
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credit policy announcement on 
April 29. 

Yet, as Joshua Felman, Senior 
Resident Representative at the 
International Monetary Fund, says, 
higher rates are hardly a solution. 
“Tt (inflation) is a different animal 
compared to what we saw last year. 
It has more to do with global sup- 
ply side constraints.” And mostly, 
those are only fixed over time. 

Planning Commission member 
Kirit S. Parikh concedes that there is 
no magic bullet to kill inflation in 
the current circumstances. “It is 
certainly higher than what we like. 








Yet, if the world market prices do 
not come down and if the scope 
for tariff reduction is exhausted 
then we shall certainly have to live 
with higher inflation for sometime.” 
Parikh believes fiscal measures are 
the best option given that further 
rupee appreciation to counter the 
imported inflation could hurt 
exporters and quicken foreign 
capital inflows (thus, stoking infla- 
tion some more). 


The Inflation-Growth 
Trade-off 

Inflation by itself, says Adi Godrej, 
Chairman, Godrej Group, “is not a 
major economic problem. It is a po- 
litical problem.” Godrej isn’t the 
only corporate chieftain who is con- 
fident of economic growth. A 
Business Today-Synovate poll of 
151 CXOs across major cities reveals 
that the mood is remarkably upbeat 
(see The cxo Poll on page 66). Yet, 
when prices start moving up, the 
simplest way to curb them is by ei- 
ther increasing supply or lowering 
demand, and usually the former is 
harder to do. Therefore, policy mak- 
ers tend to resort to the latter option 
by increasing interest rates. Not sur- 


“H world market prices don't come down and the scope for 
tariff reduction is exhausted then we shall have to live with 


higher inflation for sometime" 


Kirit S. Parikh/ Member/ Planning Commission 
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prisingly, then, most economists ex- 
pect the central bank to signal higher 
interest rates, although calibrated 
to suit the situation. 

For companies, rising interest 
rates is hardly good news, since 
that means higher financing costs 
not just for them, but also their 
customers. And rates in India are al- 
ready at elevated levels compared to 
other major economies. For in- 
stance, the Us Fed rate is at present 
at 2.25 per cent, while the European 
central bank's benchmark rate is 4 
per cent. In India, the repo rate is at 
7.75 per cent, translating into rates 
of 9 to 9.5 per cent even for blue- 
chip companies, up from 6 to 6.5 
per cent a couple of years ago. 

While higher commodity prices 
are squeezing corporate India's mar- 
gins, continued high interest rates 
can hit profitability as well, affecting 
its ability to invest. Foreign money, 
which fuelled the boom in the stock 
markets, now seems to have turned 
shy and extremely risk-averse. After 
the external commercial borrow- 
ings window was narrowed last 
year, spreads have widened—al- 
most doubled in some cases. Low- 
cost financing, evidently, is not 
available. *Availability of funds is 
not a problem, but cost of funds is 
definitely a concern. Conventional 
economic logic says that at some 
point, it should start to bite," says 
Tata's Hussain. 

A clear indicator of this is in 
terms of the primary issuance mar- 
ket, where valuations are under- 
going a sea change. According to 
industry chamber Assocham and 
primary market tracking firm, 
Prime Database, as many as 20 
companies, which were planning 
to collectively raise Rs 3,718 crore, 
have deferred their IPOs. Plans of 
another 44 companies to raise Rs 
31,000 crore may also be tem- 
porarily shelved (see Sympatbetic 
Sensex on page 68). Says IMF's 
Felman: *Projects that were predi- 


cated on the availability of cheap fi- 


nance may be hit." Yet, investment 
commitments towards infrastruc- 
ture projects and large industrial 
investments—like in steel and tele- 
com—will continue. IMF's Felman, 
too, agrees. *Despite the down- 
sides, India remains very profitable 
to do business with. The profit 
growth may slow down, margins 
may be compressed, but the profits 
and the margins are still pretty 
high. As long as that is true, firms 
will continue to invest," he says. 
The investment rate at the end of 
2007-08 is expected to be a healthy 
36.3 per cent, quite close to East 
Asian countries, up from the mid- 
20s a few years ago. 


Still a High-growth Market 
Higher interest rates are affecting 
select sectors such as two-wheel- 
ers. However, industry leaders 
broadly agree that the aggregate 
demand is not hit too hard (see 
Cautious, But Optimistic on page 
74). HDFC's Executive Director 
Renu Sud Karnad is confident of 
growing HDFC's home loan ap- 
provals and disbursements by 25 
per cent each year. HDFC's loan ap- 
provals and disbursements for the 
first nine months of 2007-08 were 
a healthy 30 per cent and 28 per 
cent, respectively. 





Real GDP 89 84 78 74 76 73 81 84 91 75 85 
Agriculture 37 32 25 30 30 30 30 30 33 49 33 
Industry 81. BÀ 20 12 72 173 85 85 55 72 SB 
Services 103 105 98 90 90 90 95 100 105 92 10.0 

Non-food credit 23.6 232 222 23.7 244 269 254 270 25.6 244 26.1 


Wholesale price index 44 34 51 65 69 70 54 41 
Repo rate (96) 7.75 7.75 7.75 7.75 7.75 7.75 750 725 7.75 7.75 7.25 
6.00 6.00 6.00 6.00 6.00 6.00 6.00 6.00 6.00 6.00 6.00 


Exchange rate (INR/USD) 39.7 39.4 40.0 39.6 39.4 39.0 381 373 394 390 35.5 


Reverse repo rate (% 


SATISH KAUSHIK 





“Despite the downsides, 
india remains very profitable 
to do business with. The 
profits and the margins are 
still pretty high” 

Joshua Felman/ Representative/ IMF 








Pradeep Jain, Chairman, 
Parsvnath Developers, says that 
there has been a slowdown in spec- 
ulative demand but genuine end- 
users continue to buy affordable 
houses. The real problem is not 
demand but pricing, according to 
Gaurav Dalmia of Landmark Land 
Holdings. “On the surface, demand 
figures may seem low, but if one 
looks below the surface, the real 
problem is pricing, not demand,” 
he say. “Think of this another 
way—if prices of Honda Accord 
were raised from Rs 15 lakh to Rs 


REVVING DOWN A BIT 
Lehman Brothers — quU ? i Som pe x in 2009. 


Consumer price index is a simple average of indices for industrial workers, non-manual employees 
and agricultural labour. Fiscal deficit is for central government. 


Source: Lehman Brothers 
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25 lakh over 2-3 years, and fewer 
people bought the Accord, would 
this mean demand is slow or that 
the price is unreal?" 

Yet, this slowing down is hardly 
unexpected or a disaster. 
Economists had over the past 
couple of years debated the sus- 
tainability of India's growth. HSBC's 
Prior-Wandesforde, for instance, 
believes “that India was never in a 
position to sustain 9-10 per cent 
growth rates and is still not in a po- 
sition to do so, given its chronic in- 
frastructure bottlenecks and 
educational deficiencies.” 
According to him, part of the rea- 
son for the success was cyclical 
and that is now tapering off. 

And it is not just physical con- 
straints of raw materials and cheap 
finance but even human capital 
that is hitting firms’ ability to cater 
to present demand. Punj of Punj 
Lloyd, for example, points out that 
salary revisions in his company 
have become a quarterly affair 
from an annual ritual two vears 
ago. "These are good problems to 
have for the economy as a whole," 
he says cheerfully. 

And a moderation of growth 
from 9 per cent levels to between 7 
and 8 per cent is not necessarily 
bad. And, of course, there are econ- 

omist bulls such as Surjit Bhalla 
of Oxus Investment Research 
who believe the economy will 
grow at 9 per cent this year. “I 
have always been bullish and 
have been proved correct ear- 
lier,” he says. His premise for 
what seems like an optimistic 
projection rests on two critical 
points—that, at some point, 
higher interest rates and com- 
modity prices will come down 
globally. “If we could push to- 
wards 8.7 per cent in the year 
gone by with interest rates among 
the highest in the world, then 
we can easily push for 9 per cent 
growth in the coming year," he 
adds. Amen. 
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THE CXO POLL 


49 | Despite the pervasive talk of a global 
slowdown, the mood in India Inc. is. £n 
remarkably upbeat. A BT-Synovate poll. 3 
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Figures in bold indicate percentage of respondents agreeing with individual statements DK/CS: Don't know/Can't say 
The survey was conducted between April 4 and 10 across Delhi, Mumbai, Bangalore and Hyderabad, and polled 151 CXOs on their outlook for H1 2008-09. 
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If the brands you always wanted 


were on SALE, 
What would you do? 


Would you eagerly go out and get them, or would you sit back 
nervous and unsure, too afraid to buy? 

The stocks of some of India's best managed companies are 
currently selling at a discount to their fair market value. 


Instead of being bearish, should you not be tigerish? 














SMS Tiger to 575758, dial toll-free 1-800-22-7500 
or call 39707500 and get an exclusive report 
on "Eight Stocks to Buy in this Market" 







Sharekhan 


www.sharekhan.com 
This is the time to be Tigerish! 
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The Indian stock market is sneezing because the 


US has caught a cold. Otherwise, especially at the 
current prices, D-Street still offers perhaps the 
best high-growth bet. CLIFFORD ALVARES 


ROM THE HEADY DAYS OF 

2007 to the fears of a 

bear market, how quickly 

sentiments change. Just a 

few months ago, things 
were going right for the Indian stock 
markets. It seems that doomsayers 
needed a mere 26 per cent correc- 
tion in the Sensex—from January 
11, 2008, to the current levels of 
15,695—+o find a voice. True, the 
global sell-off, particularly in emerg- 
ing markets, has wreaked havoc on 
the domestic market. But the India 
story is still intact. 

That said, the stock market's 
patchiness is not going to disap- 
pear overnight. The reasons are 
many, but the foremost is the fear of 
inflation that threatens to squeeze 
the growth rates of Indian compa- 
nies. Inflation increases the cost of 
production and tightens the profit 
margins of companies, and that will 
put pressure on the return on equi- 
ties. It also puts pressure on do- 
mestic interest rates and the central 
bank to tighten domestic liquidity, 
which further hurts corporate prof- 
itability. All this could see the Indian 
economy go through a lean patch in 
the coming months. Says R 
Sreesankar, Head (Research), IL&FS 
Investsmart: ^The economy is going 
to pass through a tough scenario 
of high inflation in the coming 
months, and whatever monetary 
measures get taken will take time to 
trickle down.” 

It’s hard to see the stock market 
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rebounding immediately. Among 
the major events that investors are 
keeping a close watch on is the 
coming corporate earnings season 
and, thereafter, over the next quar- 
ter, the monsoon and the indus- 
trial production numbers. Says 
Nilesh Shah, Deputy MD, Prudential 
ICC Mutual Fund: “The worst may 
not be over. There is a fair amount 
of event risk that could keep the 
market subdued for some time.” 


Temporary Relief 

A major relief to investor has been 
the improving production numbers 
in February 2008, up by 8.6 per 
cent, compared to an increase of 
5.8 per cent in January 2008. 
Encouragingly, capital goods 
bounced back to 10.4 per cent 
(compared to 2.3 per cent last 
month). After hitting a low of 


When Will the Bulls Return? 
The stock market has lost 24.5 per cent 
since January 8, 2008. 





April 11, 2007 

A Jan. 20, 2008; Sensex 17,734.68 
The market loses 1,408 points as global investors dump 
emerping markets on fear of credit crises 

© Apri 4, 2008; Sensex 15,343 

inflaton rises to 7 per cent, spooking the markets further 
Source: BT research 


April 10, 2008 


UMESH GOSWAMI 





14,738.71 on March 18, 2008, the 
Sensex has rebounded and is show- 
ing signs of consolidating at cur- 
rent levels of 15,695. A BT-Synovate 
poll of 151 cxos across major cities 
reveals that 82 per cent of them 
expect corporate earnings in the 
first half of 2008-09 to be at par 
with or better than those in the 
same period last year. A majority 
(40 per cent) also expects the Sensex 
to stay within the 16,000-18,000 
range, while a not-so-insignificant 
29 per cent says the Sensex will 
top 18,000. And only 9 per cent of 
them think Fils will pull out, with an 
overwhelming majority saying that 
they will remain cautious but in- 
vested, and perhaps even return 
later this year. 

But the big foreign investors, 
instrumental in setting the market 
trend, are wary of a looming Us re- 
cession. A global liquidity squeeze, 
driven by a massive de-leveraging 





due to the subprime crisis, is also 
not making it any easier for in- 
vestors to raise resources. Big for- 
eign banks have been instrumental 
in raising resources to invest in 
emerging markets, particularly India. 
But the effects of a credit unwinding 
are forcing them to withdraw credit 
for leveraged buyouts or equity in- 
vesting in emerging markets. Says 
IL&FS Investsmart’s Sreesankar: 
"Global liquidity, which had been 
increasing, has now hit an air 
pocket, thanks to what is happening 
in the Us. Liquidity is important for 
the expansion of the PE multiple. 
But we are now in a phase of PE 
contractions. " 

On the other hand, the us re- 
cession is going to hit global growth 
rates and also put pressure on the 
profitability of American compa- 
nies, which threatens to spark a 
fresh wave of analyst downgrades. 
Says Andrew Holland, MD, DSP 
Merrill Lynch: *Analyst forecasts 
for companies impacted by the us 
recession have to be reduced, and 


that'll have an impact on the global 
markets. That will have a short- 
term impact on Indian markets." 


Bargain Prices 
But there is one positive that is hard 
to ignore: valuations. The correction 
in the stock market has bought the 
valuations from bubble zone to fair 
value zone (see Indian Equity...). 
But given the short-term uncer- 
tainties, investors may be a little 
wary of committing too much to the 
market. Another heartening sign is 
that many domestic investors have 
not pulled out from the markets in 
a major way. Despite a severe cor- 
rection, investors have actually 
shown faith in the market by pour- 
ing in Rs 4,685 crore in March 
2008 into equity growth schemes. 
Many are actually waiting for the 
market to correct and consolidate 
before making their moves. 

But over time as the immediate 
pressure of the event risks reduces, 
the market should also warm up 


to the idea that India's growth is do- 





Towards 


risk tit 


AGAINST THE MARKET 
Inflation: Rising inflation puts growth at risk 
iui contacts, which, in tum, cold pit pres 


sure on earnings growth of companies. That will 
oring sinc nes qn gutem. 


mestically driven. Growth in India, 
for now, is not completely decou- 
pled from the us, but India should 
be able to weather the us slow: 
down, thanks to the rising domestic 
consumption. And over time, as 
foreign investors find that India is 
holding out on its own, they might 
begin to invest back in India. 

Stock markets eventually reflect 
the economy. And the Indian econ- 
omy is still going strong. The global 
slowdown could shave off a couple 
of points from the Indian growth 
rate, but big banks like Citigroup 
maintain that India will clock 7.7 
per cent growth in 2008-09 (see It 
May Hurt, But Not Kill on page 
60). Says Sreesankar: “India’s GDP 
growth is on a sound footing. So, 
the earnings growth, largely from 
services and manufacturing, should 
remain steady." Investors will begin 
to notice that sooner or later. 
Echoes Prudential icici’s Shah: “We 
are still in a bull market." 

In other words, it's only a mat- 
ter of consolidation. 
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Slower, 


But 


Growing 


A stronger rupee is hurting exports and it may 
hurt some more. But total exports may still rise 


by 25-30 per cent this year. RISHI JOSHI 


OR AN EMBATTLED GOV- 

ernment, cornered on the 

issue of rising prices, 

there has been little to 

write home about on the 
broader macro-economic indica- 
tors recently. The only silver lin- 
ing then seems to be the surge in ex- 
ports in the second half of 2007-08. 
Before Union Commerce and 
Industry Minister Kamal Nath for- 
mally announced the trade num- 
bers on April 11, a sanguine Com- 
merce Secretary G.K. Pillai told Br 
that “exports in fiscal 2008 are un- 
likely to be far short of our target of 
$160 billion". He was right. Exports 
in 2007-08 are estimated at $155 
billion. ^We now feel that $200 bil- 
lion in 2008-09 is perfectly achiev- 
able," Pillai added. Interestingly 
enough, industry body cii shares 
the government's optimism. Its re- 
cent survey of top industry honchos 
revealed that India Inc. is confident 
of touching $200 billion in 2008-09 
despite a strong rupee. 

However, the mood at the 
Federation of Indian Export Organ- 
isations (FIEO) is sombre. À despon- 
dent G.K. Gupta, President, FIEO, 
feels that the government has not 
yet focussed on the bigger picture. 
Says Gupta: "The strong growth 
in exports clocked in recent months 
is largely accounted for by petro- 
leum products, engineering and 
gems & jewellery, which have seen 
a sharp spike in input prices of raw 
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materials like crude, steel and gold. , 
So, the value realisations have gone š 
up, but there has been little growth š 
in export volumes." 

FIEO contends that Indian ex- 
porters are still going through a 
rough patch and are now being hit 
by the double-whammy of a dearer 
rupee and a us slowdown. Inter- 
national rating agency Moody's, 
too, has predicted tough times 
ahead for Indian exporters. In a 
recent report, it has forecast that 
“a strong rupee will temper the ex- 
pansion of India's export sector". It 
further argues that decelerating 
global demand, particularly from 
the us, India's largest foreign market, 
will weigh on export growth in 
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2008. The economic survey also 
gave a similar warning. Says Sheeba 
Kapil, Associate Professor (Finance), 
Indian Institute of Foreign Trade 
(IFT): “As long as the Us economy is 
slowing down and the rupee is ap- 
preciating, the outlook will not be 
very bright for exporters". 

The sector worst hit by the ru- 
pee appreciation is the IT industry. 
From a 5 per cent share of a $33- 
billion total Indian exports in 1996- 
97, the IT sector ramped up to 25 
per cent of the $120 billion total ex- 
ports from India in 2006-07. This is 
a compounded annual growth of 
35 per cent over a 10-year period, 
making it the fastest growing and 
the biggest export-oriented sector in 
the country. But a weakening Us 
and its dollar meant that the rr 
companies were forced to lower 
their revenue guidance last fiscal. 
In its latest report, research firm 
Forrester says: ^The Us market for 
technology goods and services will 
experience a significant slowdown in 
growth in 2008, to less than 3 per 
cent from 6 per cent in 2007." Says 
Som Mittal, President, NASSCOM: 
"The rate of growth will be im- 
pacted and there could be reduction 
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in new projects for Indian compa- 
nies, though ongoing assignments 
will not be affected". NASSCOM esti- 
mates exports growth for 2008-09 
to be at least 20-22 per cent, com- 
pared to 28 per cent last year. 

In merchandise exports, tex- 
tiles and leather have been the most 
severely impacted by a stronger 
rupee, with exports estimated to 
have shrunk in the last fiscal. What 
really hurt exporters is the fact that 
currencies of other Asian countries 
didn't harden as much as the rupee 
did against the dollar. The end re- 
sult: Indian exporters lost business 
to countries like China, Bangladesh 
and Pakistan, since both their order 
books and margins were impacted. 
Says Sudhir Dhingra, CMD, Orient 
Craft (a garment exporter): *Most 
retail stores in the Us and Europe 
operate in highly competitive and 
price-sensitive markets. With the 
rupee appreciation making Indian 
goods more expensive, they have 
simply shifted their business to 
other countries." Adds D.K. Nair, 
Secretary General, Confederation of 
Indian Textile Industry *We lost 
a great opportunity last year to win 
market share from Chinese comp- 
anies, who have seen a steady rise in 
prices of their products with sharp 
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wage increases in the country. But 
the rupee appreciation worked agai- 
nst us." Things won't change in a 
hurry since May to November is a 
lean season for exporters. To com- 
bat the slowdown, exporters are 
mulling new strategies like shifting 
to higher value-added products and 
tapping markets outside the us. 


Bucking the Trend 
The leather industry, though, is in- 
sulated from a Us downturn—65 
per cent of the leather product exp- 
orts are to Europe. But they are still 
hit by the rupee appreciation as al- 
most 70 per cent of the invoicing is 
done in dollars. Says Mukhtarul 
Amin, Chairman, Council for 
Leather Exports: “We are now try- 
ing to increase invoicing in other 
currrencies. We are also trying to 
break into newer, underpenetrated 
markets like Romania and Ukraine, 
where there is less competition." 
While textile and leather ex- 
porters are bearing the brunt of a 
stronger rupee, other export-inten- 
sive sectors like engineering are also 
feeling the pinch. Engineering com- 
panies, for instance, have been af- 
fected by the rising costs of inputs 
like crude and steel. This, along 
with the stronger rupee (about half 
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Rising home loan rates is his major concern 
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Optimistic 
Rising inflation will hurt some consumers for 


sure, but consumption per se is growing, 
thanks to the wider affluence a strong economy is 


creating. sHAMNI PANDE 


HE SRINIVASANS ARE PRETTY 

| much an archetypal Indian 
middle-class family. Living in 
Chennai, this family of four is yet to 
feel the stings of inflation. However, 
the savvy family is alert to this 
creeping economic malaise and 
knows that it can potentially upset 
their neatly calculated budgets and 
plans. "My wife, Meera, thinks we 
took a floating-interest housing loan 
at a very inopportune time, two- 
and-half years ago. This was done in 
the hope that the economy was 
growing and that rates would come 
down further. Now, our worry is 
about interest rates going up. If it 
touches 10 per cent things will get 
very difficult for us as this loan 
sucks up almost 50 per cent of my 
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take-home (salary)," says Srikanth 
Srinivasan, 40, who works as 
Deputy General Manager at Tvs & 
Sons. He has two children aged 8 
and 4 years and, evidently, his 34- 
year-old wife has some very sharp 
observations on household expenses 
and the way her friends and family 
tend to think about their house- 
hold resources. 

What might be escaping many 
economists is already being felt and 
perceived by Meera. *While we are 
being watchful of any extra expen- 
diture, my wife feels that many of 
her friends and relatives who have 
postponed home buying decision 
are actually left with more money to 
splurge on other things like a com- 
puter, yoga class or even going in 


REASONS FOR 


CHEER 





A host of factors is buoying 
marketers' optimism. 


e The Sixth Pay Commission should 
ut over Rs 30,000 crore in the 
ands of 5.5 million consumers. 


e Farm loan waivers of Rs 60,000 
crore should partly cushion the 
impact of poor agri-growth. 


@ Reduction in import duties on 
edible oils and other food items 
should help maintain retail prices. 


e Manufacturers would rather 
compromise on profit margins 
than let demand suffer. 


€ Until prices correct in big-ticket 
items such as housing, consumers 
may spend on smaller items. 


@ While some jobs are being lost 
in the textiles industry, others are 
continuing to create jobs. 


e Blue- and white-collar employees 
in the private sector are projected 
to get decent pay hikes. 


for a test-tube baby, which might 
cost them up to Rs 1.5 lakh. We, on 
the other hand, are being careful, 
although we have not cut back on 
any area of consumption thus far," 
says Srinivasan. 

Consumers like Srinivasan are 
sure to wait and watch. In a country 
of a billion-plus people, the real 
middle-class (if it were to be de- 
fined, as the NCAER does, as families 
earning between Rs 2 lakh and Rs 
10 lakh a year) constitutes 13 mil- 
lion households or 50 million peo- 
ple. This section is unlikely to be 
affected by moderate hikes in 
inflation. Then, there are a large 
number of people—more than 500 
million—at the bottom of the pyra- 
mid and still at subsistence level. 
They aren’t on the radars of too 
many marketers and, hence, impact 
overall demand very little. That 
leaves another 400 million or so 
who are still working their way up 
into the middle class. This segment, 
which most likely is catered to by 
players in the unorganised sector, 
will have to make certain trade-offs 
to manage within its budget. 
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Inflation Hit 
Loath to increase prices fully to re- 
flect the increase in input prices, 
some companies—especially FMCG 
marketers—are playing around with 
pack sizes. “Some of the large FMCG 
companies are decreasing the quan- 
tity or packet size of products while 
keeping the prices constant,” says 
Kishore Biyani, MD & CEO, Future 
Group, which operates discount re- 
tailer Big Bazaar. “That definitely 
doesn’t help customers and we have 
not yet found a common ground 
with multinational companies on 
how to arrest price rise and help 
customers,” he adds. 

A keen observer of consumer 
behaviour, Biyani reckons that when 
prices increase, consumers dig into 
their savings and the same time try 
to maintain their total expenditure 
at existing levels. “Under such cir- 
cumstance, the first thing they cut 
back on is high-ticket impulsive 
purchases,” he says. At his stores, for 
example, Biyani finds that cell 
phone sales are slowing, possibly 
because consumers are de- 
ciding against upgrading 
their cell phones as often as 
in the past when inflation 
was more benign. 

Auto companies too 
find the going tougher. 
“Although this is not the 
general situation, at the op- 
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Auto Sales Are Down... 
Sales of two-wheelers have 
taken a battering, but car 

sales are up. 
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Executive Officer, Marketing and 
Sales, Maruti Suzuki. Two-wheeler 
manufacturers are worse off, as 
some banks are even slow-pedalling 
loans to ‘riskier’ consumers. 


Hope Makes Good Breakfast 
But industry watchers and analysts 
believe that key indicators are not 
dim yet despite and pulls and pres- 
sures. Most of them think that the 
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government already cutting income 
tax slabs and approving the Sixth 
Pay Commission recommendations 
would put more money in the hands 
of people, helping them counter any 
small jumps in prices. Also, across 
segments, competitive pressures have 
not allowed industry to bring on 
price hikes: “Most are waiting for 
someone to take the lead," says V. 
Ramachandran, Director (Sales & 
Marketing), LG Electronics India. 
While that may be the case, 
companies are not too badly off. 


“We have not seen any slowdown 


in our markets as of now. In any 
event, with our brand portfolio and 
our strategy straddling the pyra- 
mid, we believe that we have brands 
to cater to all income segments," 
says a spokesperson at Hindustan 
Unilever. Adds Hemant Mehta, 
Senior VP, IMRB: *We do not find 
the number at this point showing 
any difference or lag in FMCG con- 
sumption." According to him, 
there's usually a time lag of three 
months before any indications be- 
come apparent. IMRB has the largest 
household panel of 75,000 in the 
country. In fact, a BT-Synovate poll 
of 151 CXOs in major cities reveals 
that 55 per cent of them expect 
consumer demand to grow in H1 
2008-09, while another 28 per cent 
expect it to remain at current levels. 

Wider product offerings and or- 
ganised retail may also help con- 
sumers battle the inflation monster. 
And ironical as it may seem, infla- 
tion may also help bring 
another huge segment— 
farmers in rural India— 
into the consuming class 
by raising their incomes. 
Eventually, what marketers 
and retailers are betting on 
Is India's burgeoning pop- 
ulation. If the economy 


erational level, some sec- 
tions (read: dealers) have 
felt that the time for closing 
an enquiry has increased," 
says Mayank Pareek, 


grows even at 7 per cent, 
millions of new consumers 
will come into the market 
and keep marketers both 
busy and happy. 
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Employee's Market, Still 





Jobs are being lost in some sectors, but a variety of others is creating new 
ones, besides which salaries are rising handsomely. risHi josu: 


OW WILL THE SLOWDOWN 
impact India's job market? 
Not equally. Those sec- 
tors whose fortunes are closely 
linked to the fate of the global 
economy are already feeling the 
heat. For instance, IT and ITES com- 
panies have revised their recruit- 
ment plans. According to estimates 
by TeamLease Services, a staffing 
solution company, in the first quar- 
ter of 2008, hiring slowed by 50 
per cent in the IT industry com- 
pared to the same period in 2007. 
Says Sampath Shetty, Vice 
President, TeamLease Services: 
*Even big players have frozen re- 
cruitment, choosing to wait and 
watch the situation in the us." 
For the moment, companies are 
looking to cut costs by boosting 
productivity through higher utili- 
sation rates. At the junior level, 
companies are believed to have 
drawn up retrenchment plans if the 
situation in the US deteriorates. 
Increments, too, are expected to 
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Fresh jobs are being created and there's room for more 





get impacted. Says NASSCOM 
President Som Mittal: “Last year, 
companies were giving hikes of 15- 
20 per cent. Now we are likely to 
see wage moderation with incre- 
ments coming down to single 
digits." ITES companies too have cut 
down on fresh recruitments. 
TeamLease estimates that hiring is 
down by over 30 per cent this year. 

Manufacturers in export-intensive 


NO SLOWDOWN IN SIGHT 


Barring export-driven sectors, 
industry is still recruiting. 


@ Fresh jobs are being created in 
most sectors that depend on 
domestic consumption 


@ FMCG, retail, media and 
entertainment, in particular, are 
seeing aggressive recruitment 


@ Robust increments are being given 
to retain talent across sectors 


€ IT and ITES companies have pared 
recruitment, but are still doling 
out (decent) hikes 


units like textiles, leather, engineer- 
ing have also seen huge job losses in 
the past one year, largely due to a 
dearer rupee. While the Federation 
of Indian Export Organisation doe- 
sn't expect massive lay-offs in the 
future, it also does not expect em- 
battled exporters to start hiring soon. 


New Jobs 

However, the job situation in the 
rest of the economy seems still fairly 
robust. Fresh jobs are being cre- 
ated across senior, middle and jun- 
ior levels even as companies make 
frantic efforts to retain the best tal- 
ent in sectors like FMCG, financial 
services, telecom, retail, media and 
entertainment, which primarily de- 
pend on domestic consumption. 
Says Santrupt Misra, Director (HR), 
Aditya Birla Group: *Most com- 
panies are still going ahead with 
their expansion plans. The job mar- 
ket continues to be as vibrant as it 
was last year." 

TeamLease estimates that on an 
average, across these industries em- 
ployees are being given healthy in- 
crements of 15-20 per cent. Says 
Anil Koul, Executive Director, 
Omam Consultants: *The biggest 
challenge for organisations is to 
keep attrition down." Adds Padmaja 
Alaganandan, Business Leader 
(Human Capital), Mercer: *To in- 
crease accountability, companies 
have recently started to increase 
the variable component of the com- 
pensation through annual bonus 
and other long-term incentives." 

For the moment, then, the job 
market appears to be expanding. 
And market watchers expect the 
momentum to sustain in the short to 
medium term even if economic 
growth tapers off marginally. 8 
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AICTE, which is supposed to regulate higher education 
in the country, is a sclerotic, bureaucratic organisation 
that is, instead, vitiating the atmosphere of technical 
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education in India. rsi JOSHI 


HE HYDERABAD-BASED 

Indian School of 

Business (ISB) recently 

added another feather 

to its already crowded 

cap: it was ranked #20 in a list of 
Top 100 business schools in the 
world by London's Financial Times. 
A Chinese business school was at 
#11; four European schools were 
among the top 10, and the rest were 
from the United States. No other 
Indian business school, not even the 
iconic Indian Institutes of Manage- 
ment (IIMs), made it to this elite list. 
Ironically, ISB is not recognised 

by the All India Council for 
Technical Education (AICTE), the 
statutory body in charge of planning 
and regulating the coordinated de- 
velopment of management and 
technical education in the country. 
In fact, ISB has not even sought 
AICTE approval. In a guarded 
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response, ISB Dean M. Rammohan 
Rao says: "We did not approach 
AICTE for approval as it doesn't have 
rules to recognise short-duration 
programmes, which we offer." 

Management consultant 
Gurcharan Das is more blunt, and 
puts the issue in perspective. 
"ISB doesn't want accreditation 
from AICTE because it (AICTE) will 
then start interfering in its course 
content, batch sizes, student in- 
take, and even the sizes of their 
buildings. I spoke to a top AICTE 
official, who scornfully dismissed 
ISB, saying its fees were too high 
and that it doesn't even have a 
permanent faculty." 

Cut to Mumbai’s S.P. Jain 
Institute of Management and 
Research (SPJIMR), another busi- 
ness school that is ranked among 
India's best. The institute has had 
a tough time convincing AICTE of- 





RAJKUMAR 


ficials about its expansion plans 
over the years. It took eight years 
for it to get AICTE approval for its 
proposal to increase student in- 
take from 120 to 180 for its regu- 
lar two-year MBA programme. 

Then, AICTE has refused to recog- 
nise its dual-degree programme, 
which it launched in 2004 in col- 
laboration with Virginia Tech, a 
leading Us university. In a novel ex- 
periment, Virginia Tech agreed to 
offer a Master's degree in informa- 
tion technology (IT) by bringing its 
faculty to India. The two-year pro- 
gramme is already a success. The 
first batch of 29 students, which 
graduated in 2006, recorded 100 
per cent placements. This year, the 
average salary of the graduating 
batch of 63 students was Rs 11 lakh 
per annum, and recruiters included 
big names like IBM, Wipro, TCS and 
Infosys Technologies. 


The institute had applied for ap- 
proval for this programme in June 
2005, but the AICTE Executive 
Council refused to recognise it, de- 
spite the fact that an expert com- 
mittee set up by it to study the pro- 
posal had recommended approval. 
AICTE officials declined to comment, 
and Acting AICTE Chairman R.A. 
Yadav refused to respond to sev- 
eral phone calls, faxes and e-mails 
from Business Today on this, and 
various other questions. M.L. 
Shrikant, Chief Executive and Dean, 
SPJIMR, doesn't pull his punches. 
*AICTE tried to arm twist and co- 
erce us into seeking its approval for 
the course. We were told that our 
existing programmes would be dere- 
cognised unless we did so." 


A Law Unto Itself 


These are not isolated incidents. 
The whimsical and arbitrary func- 


tioning of AICTE has increasingly 
come under the scanner. In the 
past, it has been often accused, 
with good reason, of approving 
institutions with questionable cre- 
dentials even as some of India's 
premier institutes have found it 
difficult to gain recognition. 
Stung by the public outcry 
against the functioning of this 
premier body, the HRD ministry, 
under which AICTE functions, 
has belatedly woken up to the 
crisis on its hands, and has set 
up a high-powered committee 
headed by Professor Yash Pal to 
review the functioning of AICTE. 
The 22-member committee will 
critically assess its role *keeping 
in view the emerging demands of 
access, equity, relevance and qual- 
ity of higher technical and uni- 
versity education.” Says 
Ashish Rajpal, CEO, iDiscoveri, a 


The Council is a statutory body... 


It is a division of the Ministry of 
Human Resource Development 


It is in charge of approving private 
institutes in technical and business 


Established in 1945, it became a 


statutory body in 1988 
Responsible for regulation and 


planning of technical education in 


Accreditation done by the National 
constituted by AICTE 


..and its mandate is to regulate 
education in 


Management 
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Media reports highlight how the engineering college run by AICTE's 
Acting Chairman Ram Avtar Yadav's (above) brother-in-law 
received quick approval to increase seats 


social enterprise dedicated to re- 
viving education in the country: 
"What we need is inspirational 
policies to promote management 
and technical education. AICTE has 
failed to evolve a broader vision to 
promote quality education." 


The Background 
AICTE was set up as an advisory 
body way back in 1945, i.e., even 
before Independence. During the 
early years after Independence, 
technical education in the country 
was rolled out with the approval 
of the Council and the govern- 
ment. But from 1980s onwards, 
the technical education space wit- 
nessed unplanned and unregu- 
lated growth, pushed mainly by 
the private sector—without the 
approval of the government or 
AICTE—particularly in south India. 
This forced the government's 
hands, and AICTE was made a 
statutory body in 1988 for plan- 
ning, formulating and maintaining 
norms and standards. 

But this failed to arrest the 
trend. The government-appointed 
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WHAT AILS TECHNICAL 





EDUCATION IN INDIA 


AICTE is primarily responsible for the 
sorry state of affairs. 


Accreditation procedures followed by 
AICTE are non-transparent, arbitrary 
and sometimes dysfunctional 


Many colleges and educationists 
openly charge AICTE with corruption 
end bribe-taking 


Faculties at many technical institutes 
lack proper qualifications and AICTE 
has done nothing to enforce minimum 
standards 


Many colleges have sub-standard 
course content with the result that they 
ere unable to meet the skilled. 
manpower requirements of industry; 
again, AICTE has nothing in this regard 


Private colleges charge excessive 
tuition fees, but AICTE has failed to act 
against them 


Unplanned and unregulated growth of 
technical institutions, especially in 
the private sector 


Institutions mushrooming in pockets; 
there's a glut in some markets and 
& shortage in others 


U.R. Rao Committee, which 
reviewed the performance of AICTE, 
Observed in its report in 2003: *A 
serious situation has arisen in recent 
years because of the mushrooming 
of a large number of private tech- 
nical institutions and polytechnics. 
Barring some exceptions, there is 
scant regard for maintenance of 
standards." Says Sam Pitroda, 
Chairman, National Knowledge 
Commission (NKO): *The challenge 
is to consistently monitor quality as 
more colleges are set up to pro- 
mote technical education." — ' 


A Total Failure 


Nowhere is AICTE's failure more 
apparent than in the sphere of 
engineering education. The 
Council determines the require- 
ments for new universities as well 
as colleges and their programmes, 
and outlines curriculum standards 
and norms. It also accredits pro- 
grammes through the National 
Board of Accreditation. Over the 
last 20 years, there has been an ex- 
ponential growth in the number of 
technical colleges operating across 
India. Between 1990 and 2008, 
the number of engineering col- 
leges has risen from 337 to more 
than 1,300 (of which, almost 
1,000 are in the private sector). 
This exponential growth has led to 
a host of problems, particularly 
those related to finding properly- 
trained faculty, and this, in turn, 
has led to a general decline in ac- 
ademic standards. 

Even more damning is the fact 
that although accreditation is 
mandatory, less than 10 per cent 
of institutions offering technical 
education are actually accredited. 
The data appears to reveal a 
general lack of belief, and a di- 
rectionless drift, in the 
accreditation process. Then, in- 
stitutions cannot wait indefinitely 
for accreditations to come 
through. Says Atul Chauhan, 
Chancellor, Amity University: 


RAJKUMAR 


MUSHROOMING GROWTH 


Technical education institutes have grown exponentially across India, but most are not 
accredited, and many of them don't meet the minimum standards. 


Architecture 


Applied Arts 
E Crafts 


650 


“AICTE measures quantity, not qual- 
ity. During inspections, it wants 
details about things like the size of 
faculty and classrooms. But what 
matters to students is the quality of 
education and AICTE hasn't done 
enough in this regard." Adds 
S.S. Pabla, Director, Manipal 
Institute of Technology: “There 
are engineering colleges that do 
have the basic infrastructure in 
place, but they lack guidance. AICTE 
can play a key role here as a facil- 
itator but, instead, it comes across 
as a body focussed more on li- 
censing and regulation." 

In management education, too, 







“We did not approach AICTE for approval as it doe 


No. of Inst. 


BN 653,290 FR 
121,867 





mm Student intake Source: AICTE 


AICTE's performance leaves a lot to 
be desired. There are about 1,000 
AICTE-recognised B-schools, which 
produce more than 70,000 gradu- 
ates every year, the second-highest 
in the world after the Us. However, 
only a handful is sanctioned by the 
National Board of Accreditation— 
a pointer to the poor standards of 
management education, outside of 
the IIMs, the XLRIs, the SPJIMRs and a 
few others, in the country. 


Corruption all Around 

To compound matters, AICTE has 
often buckled under pressure from 
promoters of private technical in- 
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recognise short-duration programmes which we offer” 
M. RAMMOHAN RAO/ Dean/ Indian School of Business (ISB) 
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stitutes with political connections. 
Says Y.C. Halan, former Resident 
Editor, Financial Express (Delhi): 
“Many business schools are run by 
politicians. Due to political pres- 
sure, AICTE has granted recognition 
to many colleges that do not meet 
the standards. Many recognised in- 
stitutions have sub-standard facul- 
ties, non-existent libraries, sub-op- 
timal computer facilities and poor 
industry linkages. Many of them 
also charge high fees. AICTE has sel- 
dom initiated action or withdrawn 
approvals to such institutions.” 

But more than these shortcom- 
ings—each a damning indictment of 
the way it functions—it is the cor- 
ruption charges against top AICTE of- 
fice-bearers that have dented its 
credibility. Even Acting Chairman 
Yadav is under the scanner. There 
are allegations that the approval 
process, in many cases, is non-trans- 
parent, and leaves considerable 
scope for corruption. 

Says Pabla of Manipal Institute 
of Technology: *There is certainly 
a widespread impression that ex- 
traneous considerations colour 
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UNDER THE SCANNER 


Snir or officials, specialy te Acting 





e sting Chairman Ram - T Yadav isi in 





engineering college run by his brother- 
in-law rin ua mee SEN 
sm. zu. 


Yadav was the sien of a avin 

inquiry by the HRD Ministry after 
allegations that he was drawinga ——— 
-salar m 1 AICTE and a | pension from m 








Harish C. Rai, an muy the : 
| Ernte and Technology Section of 
ICTE, is under investigation by his — 
3 kie employer, Guru Gobind Singh 
 Indrapras University, for allegedly Cp 
3 manipulating his son's nen in an 
entrance examination — 








AICTE's approval process." Shrikant 
of SPJIMR feels his college might 
have been targeted because “we 
don't accept ‘recommendations’ 
for admissions from anybody". And 
Amity group, whose PGDBM 
programme was derecognised by 
AICTE in 2005, accuses it of not ap- 
plying its mind to the issue. To 
prove his point, Chauhan says: 
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“The challenge is to consistently monitor quality as more colleges 
are set up to promote technical education" 
SAM PITRODA/ Chairman/ National Knowledge Commission (NKC) 


“The courts subsequently held that 
AICTE was wrong and quashed its 
orders." As mentioned earlier, 
AICTE's Yadav refused to respond to 
BT’s queries. 

Yadav himself is in the eye 
of a storm. In the past, he has been 
accused of claiming a double salary. 
He faced a vigilance enquiry for 
drawing a monthly salary from 
AICTE along with a monthly pen- 
sion from Delhi University (he took 
voluntary retirement from a 
teaching post at the Faculty of 
Management Studies in 2004). The 
status of this case is not known 
since neither Yadav nor the vigi- 
lance officer investigating the mat- 


A SEVERE INDICTMENT 


The government-appointed U.R. Rao 
Committee’s 2003 report was 
unsparing in its comments on AICTE. 


@ “Scant regard for maintenance of 
standards” in private technical institutions 


@ It's a matter of concern that most of the 
students study in non-accredited 
institutions, it said 





@ Emphasised that accreditation should 
_ be mandatory 





@ Expressed concern that technical 
education in India has expanded beyond 
_ sustainable levels 





@ Pointed out the extreme shortage of 
qualified faculty 


ter were available for comment. 


The Way Forward 

So, what is the road ahead for 
AICTE? NKC’s Pitroda has called for 
its role to be redefined. He has 
proposed an Independent Regula- 
tory Authority for Higher 
Education for bodies like AICTE 
and the Medical Council of India 
(MCI), limiting their roles to that of 
professional associations. Says Sunil 
Bahri, Executive Director, NKC: 
“The role of AICTE should be to 
nurture institutions. It should focus 
on issues like faculty development 
and curriculum. Even accredita- 
tion should be assigned to other 
agencies.” Other analysts agree 
with NKC’s line of thinking. Says 
Das: “Regulators should only en- 
sure that institutions provide 
mandatory disclosures on the in- 
ternet about their courses, faculties, 
fees, and facilities. Professional rat- 
ing services should evaluate col- 
leges the same way as CRISIL rates 
companies. This will make the sys- 
tem credible and competition will 
take care of the rest.” 

The ball is in the government’s 
court. But given the political in- 
fluences and pressures at work, 
will it really sum up the courage 
to act? It must, if India is to fulfil 
its potential as the world’s knowl- 
edge backend. m 
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Infinite Possibilities... 
... through Affordable Productivity 


HP LaserJet MFPs: Assured Productivity You Can Attord 












roductivity is defined by the maximum output for a 
given input of resources. For a Small to Medium- 
sized Business (SMB), high productivity is crucial 
for achieving your business success. You strive for 
greater speed, performance and productivity, and are constant- 
ly on the lookout for solutions that will give you the edge in a 
competitive marketplace. Yet you face unique challenges due 
to limited resources and budgets. 

This is why many SMBs are turning to Multifunction Print- 
ers (MFPs) to provide them with the productivity they need. 
MFPs make good business sense — they combine the func- 
tionality of up to five separate devices into a single, effective 
device that costs less. But with so many MFP options in the 
market, what sets one model apart from another? 





HP MFPs: Productivity Embodied 

Introducing the new HP LaserJet M1120n and 
M1522 MFP series. Bearing class-leading tech- 
nologies that were once only available in high- 
end enterprise devices, they promise to deliv- 
er the productivity boosting performance that 
your SMB needs at prices that offer excellent 
value for their powerful capabilities. 


Your 5 Star Assurance 
Take advantage of HP's limitless innovation 
available in the new HP LaserJet M1120n and M1522 
MFP series! 
Cembining-légendary HP LaserJet printing performance, 
 Qualitfkand Faves with class-leading scanning, copying - 
faxi in an aff Biagio nockage. the HP Lasers 
AFP sei ee all II the valties ofa 





érin ing innovation, et 
e nd reliability. 


CRI HP MFPs? 





vA: twork ready - a must have in today's business environment! Save 
_ time and enhance productivity with the ability to print scan & fax" over 
t * Instant on technology — get printing and copying in seconds. Goodbye 
ee, 


*HPr j sales support — enjoy total piece of mind when 
cu choose India's largest selling* MFP brand 





“select models ‘source IDC 









onds from PowerSave mode. For small print jobs of three to 
five pages, this enables a Time to Completion (TTC) rate that 
is nearly three times as fast from PowerSave (standby) mode 
than devices without it and saves up to an amazing 50% in 
power costs. 

+ HP Instant-On Copy — HP’s Instant-On Copy increases 
productivity by letting users begin their scans and copying 
jobs almost immediately. This drastically reduces scanning or 
copying time, unlike conventional scanners that have fluores- 
cent tubes which require a warm up time. HP Instant-On Copy 
utilizes LED technology that consumes four times less energy 
in idle mode and 1.4 times less energy in copy mode, helping 
to reduce power consumption. 


Best User Experience 
* Easily manage HP LaserJet MFPs with an intuitive 
control panel that includes a two-line, high-resolu- 
tion display. It allows users to follow simple in- 
structions and troubleshoot any issues without 
, having to seek IT help. 
| * HP Smart Printing Technology and 
Easy Printer Care — With HP's Smart 
Printing Technology, the toner print car- 
tridges have smart chips that are designed to 
work with the MFP to automatically optimize 
print quality. HP Easy Printer Care software also 
works with the cartridges’ smart chip to let users know 
how much each MFP has printed, how many LC main 
es it can print using its ca an [to 
, cally i issue alerts when 










your MFPs! Save po configuring new" 
HP LaserJet MFPs With HP’s Universal riny] 
is a single, common software driver | 1 ‘HP LaserJet 
printing devices. The universal print driver can be easily 
downloaded from www.hp.com 

* Web JetAdmin — The award winning HP Web Jetadmin 
is an easy-to-use web-based software tool for remotely config- 
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MFPs make good business sense — they combine 
the functionality of up to five separate devices into 
a single, effective device that costs less. 

The best part is all HP MFPs are network ready 
which means these multiple benefits can be 
enjoyed from every desktop 


uring, monitoring, troubleshooting and managing HP LaserJet 
printing devices. With it, SMB IT technicians can save time by 
remotely managing networked HP LaserJet MFPs from their 
web browser and even save costs by controlling user permis- 
sions for access, printing limits and colour printing. For a free 
download visit www.hp.com today 


Quality and Reliability 
* The highly affordable HP LaserJet M1120n and M1552 MFPs 
are built on legendary HP LaserJet technology. So you can be 
assured of industry-leading performance, quality and reliability 
that are the brand promise of HP LaserJet technology. 

* HP Spherical Monochrome Toner - 





HP's spherical mon- 






Mmpressive looking, 
high quality prints with the HP LaserJet MI 1 I20n and M1552 
MFP series. This patented toner consists of “consistently -sized, 

round toner particles that are composed ofa wax core for even 
melting during the printing process. These increase the preci- 

sion of toner placement to deliver bold, crisp text and sharper 
images. In addition, they take. 15% less power to melt, saving 
on power consumption. 

* HP printing devices MA PC Magazine Readers' Choice 
Award for service and reliability for 16 straight years. 

* It is also comforting to that HP LaserJet MFPs are 
backed by HP's award-winning customer service and support. 


ochrome toner enables you to achieve ` 














giving you assuranee Qt rapid and hassle-free resolution of any 
issues that may arise. i = 
Moria Produetiviy 

Priced from o R 17,899 the new HP LaserJet M1120n 
and M1522 Series give you the most advanced, produc- 


tivity- boosting technologies and features in the most afford- 
£ ible HP LaserJet MFPs that you can rely on to help your busi- 
^ne s achieve infinite risas. 








* HP's Most affordable 
network ready mono 
LaserJet MFP 

e increase productiv- 
ity with fast print 
and copy speeds up 
to 20ppm, and scan 
speeds up to 12ppm. 

* Enjoy quick printing 
with priority jobs or 
special media with SR 

` 10 sheet priority in- — — —- 

put tray and 250-sheet mt 















Perform complex tasks quickly ! | 


| "powerful 230 MHz 
Srocessor and 32 MB device memory. 


Ñ 
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, HP's Most affordable LaserJet MFP 
with fax . 

Increase. productivity with fast print 
and copy speeds of up to 24ppm. 
Enjoy enhanced fax capabilities 
with fax speeds of up to 33.6 kbps, 
generous 300-page digital storage, 
secure private receive fax feature 
and convenient Fax/Tel that auto- 
matically distinguishes between 
voice or fax calls. 

PC Fax feature saves paper and time by sending faxes directly 
from PCs without needing to have them printed out. 

Quickly manage and process multiple documents with the 50- 
sheet ADF, 125-sheet output bin, 10 sheet priority input tray 
and 250-sheet multipurpose input tray. 

Perform complex tasks quickly with a powerful 450 MHz proc- 
essor and 64 MB device memory. 








- HP Boost Your Business Productivity Contest 


Now you can bring the innovation and reliability of HP’s mulii-funetion devices to your business for free! 
. Take part in HP’s Boost your Business Productivity Contest and you can win an HP MFP as part of a 


Special productivity package. 


AN | you have to do is log on to www.hp. com/in/multifunction/new and dii. write to HP in up to 500 





rds your experiences in dealing with multiple devices for faxing, scanning, copying and printing and 


d ow you feel an HP LaserJet MFP will help the situation in maximizing your productivity. 





y fortnight, one lucky winner will receive an HP LaserJet MFP with a 3 year warranty, 1 year free 


E ne i Upg lies and installation and on-site support for c one a a Business Productivity Package that is 







- designed to give your business a boost! — 
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N EARLY MARCH, RELIANCE 
Capital surprised the market 
with an announcement that it 
was entering the microfinance 
segment—it said it would 
lend to microfinance institutions 
(MFIs) that would then advance 
money to self-help groups and poor 
people at the grassroots level. On 
the face of it, this initiative wasn’t 
novel, except that it came from a 


Taking on the Banks 


non-banking finance company 
(NBFC) in a segment that most banks 
are still reluctant to enter. 

Then, 18 months ago, when 
over a dozen banks evinced interest 
in taking over the beleaguered 
United Western Bank (UWB), one 
bid attracted more attention than 
the others—it was from Indiabulls 
Financial Services (IBFSL). UWB fi- 
nally went to IDBI Bank, but these 


Large NBFCs are muscling into banks’ territories. 


Net Worth’ 





Branch Network 


Banking Services Provided 





two examples—about a year-and- 
a-half apart—show the rising am- 
bitions of NBFCs in the financial 
services space. “We do have bank- 
ing ambitions, but our business 
model is independent of whether or 
not we get a banking licence,” says 
Gagan Banga, CEO, Indiabulls 
Financial Services. 

These two aren’t isolated exa- 
mples. NBFCs are aspiring to become 


Reliance Capital 5,800 10,000 outlets spread Home loans, gold retailing, vehicle loans, wealth 
across the country — management services and loans against properties 

Indiabulls Financial 3,620 640 branches in SME loans, loans to builders, high value personal loans and wealth 
300 cities . management services 

Cholamanadalam 326 180 branches inas Wealth management services, home nani personal iii ind 

DBS Finance many locations vehicle finance — — | 

Sundaram 871 150 branches Home, car and commercial vehicle "n 

Finance in as many locations 


*Figures in Rs crore 
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Reliance Money’s Bandyopadhyay: 


Tapping 


one-stop shops for all financial serv- 
ices, and, in the process, coming 
into direct competition with sched- 
uled commercial sector banks, es- 
pecially in the private sector. “NBFCs 
are now looking at the financial 
services business in a much more 
holistic manner than before,” says 
Praveen Kadle, CEO of the newly 
set-up Tata Capital. Adds Atul 
Pande, Managing Director, 
Cholamandalam pss Finance: “The 
difference between banks and NBFCs 
is narrowing and the scope of regul- 
atory arbitrage is getting increas- 
ingly diluted.” 


New Verticals 
NBFCs are now offering products 
like credit cards, housing loans, SME 
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loans, demat services, online and 
offline broking services, and also 
distributing MF and insurance 
schemes—which were traditionally 
done only by banks. This is in 
marked contrast to the situation 
prevailing only a few years ago when 
they focussed mainly on merchant 
banking, hire purchase and leasing 
and small ticket consumer loans. 
Helping this growth is their 
business model. Unlike banks, they 
cannot access cheap money through 
current and savings accounts, but 
this disadvantage is more than off- 
set by their low operating costs. 
For example, NBFCs don't have to 
make provisions for Cash Reserve 
Ratio and Statutory Liquidity Ratio. 
“Then, their larger presence in 
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avoid using direct sales agent 
focus on interacting directh 
customers. This, 
layer of costs. 
The ambitions of NBFCs 
exemplified by IBFSL. 
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New Kids on the Block 


Several large business houses are | 
entering the NBFC segment. 





Tata Capital x 
After the Tata Finance fiasco, the 
House of Tata is back in the fi- | 
nancial services business. It has | 
placed Praveen Kadle, who was 
earlier CFO of Tata Motors, in 
charge of the venture. 


Future Capital Holdings 

Kishore Biyani has big dreams in 
the financial services sector. 

He is eyeing everything from 
selling insurance to advancing 
consumer loans. Former Goldman | 
Sachs CEO (Institutional 
Business) Sameer Sain is heading 
the new venture. 








Kishore Biyani, K. M .Birla and Rahul Bajaj 


Birla Finance 

Kumar Mangalam Birla is all set 
to revive his financial services 
business and has roped in 
former Prudential Asia CEO Ajay 
Srinivasan (who launched 
Prudential’s operations in as 
many as nine countries) to 
revamp the group's financial 
services sector strategy. 


Bajaj Finance 
Rahul Bajaj is considering a 
separate financial services 
business that will include his 
group’s two successful insur- 
ance ventures and its auto 
finance arm for his younger son | 
Sanjiv Bajaj. If that happens, 

the group may expand into other | 
lucrative areas like private 
equity, investment banking and 
asset management. 








Source: B7 Research | 





services business" 





"We have already seen momentum building up in our financial 





PANKAJ RAZDAN, Deputy CEO, Aditya Birla Financial Services 


than 100,000 transactions per 
month and are next only to India 
Post in money transfers,” says 
Sudip Bandyopadhyay, CEO, 
Reliance Money. Then, Reliance 
Money is also among the top 5 in 
the industry, including banks, in 
mutual funds mobilisation space. 
“We mobilised over Rs 10,000 
crore in 2007-08," he says. 


New Players 
The growing opportunity in the 
NBFC segment is attracting many 
new players. The Tata Group has 
revived its financial services business 
and Kishore Biyani’s Future Group 
is also entering the sector in a big 
way. “We have already seen mo- 
mentum building up in our financial 
services business," says Pankaj 
Razdan, Deputy CEO, Aditya Birla 
Financial Services, which recently 
roped in Ajay Srinivasan, former 
Chief Executive (Asia), Prudential 
Plc, to scale up its business. Kadle of 
Tata Capital, meanwhile, is banking 
on the largely untapped SME market. 
“We are tapping business partners 
in the Tata Group ecosystem, like 
suppliers, service providers and dis- 
tributors, with whom we share a 
long-standing relationship,” he says. 
Today, NBFCs are benchmark- 
ing themselves against banks in 
terms of service, quality of man- 
power, reach and research. “The 
favourable regulatory environment 
places NBFCs in a better position 
than banks in several lines of busi- 


RACHIT GOSWAMI 


ness,” says a banker. In gold retail- 
ing, for instance, NBFCs are allowed 
to buy back the gold they sell; this 
is not permitted for banks. “Only a 
miniscule minority of customers 
actually returns to sell the gold they 
buy from us, but the fact that we’re 
willing to buy back the gold pro- 
vides customers with a comfort fac- 
tor,” says Bandyopadhyay. 
Similarly, in the life insurance 
space, a bank can tie up with only 
one insurer whereas NBFCs can have 





“Our business model is 
independent of whether or not we 
get a banking licence” 


GAGAN BANGA 
CEO, Indiabulls Financial Services 


INVASOD LIHOV?M 


ETE, KA AA 


wogədedyiq MMM :931Isq9AA WOO JEdea}|iqMojul :[i&u-3 '0£/620 0997 GS6t 68EZ-HZL-L6 (+) :Xe4 e/Zcvc v0gz 
99B|d 8Ipuj ISI- pejuJr] seiujsnpu|j INGJe jeg :)8e sn )98]uoo9 S|IE]Əp 10- 


? , 


r 


(eueAJeH) ZoOozz,-uoeBaunc) ‘peoy uoebins-ijneiysy-= ‘Dd J9MO 





‘08/022 660P-VCL-L6 (+) “Ud 


f 





Apuey 3! dee» sAeA^ AN 
SOOOSZSLON IAFIIASIBld | x 


1 DE o0 
B * B 1 i 


P uu tes i ` Hf fe he í ; R 






ssouisng 
papos 


G. KESHAV RAJ 





"Their (NBFC's) larger presence in semi-urban and rural areas 
gives them an edge over private sector banks" 


ATUL PANDE, MD, Cholamandalam DBS Finance 


as many partners as they want. “We 
pick the best possible products in the 
market and offer customers a bou- 
quet of choices depending on their 
requirements and profile," says 
Bandyopadhyay, whose company 
has tie-ups with 17 asset manage- 
ment companies, five life insurers 
and four general insurers. 

Two years ago, RBI allowed NBFCs 
to distribute mutual funds products; 
this is now a major source of fee 
income of almost all NBFCs. Then, 





“NBFCs are now looking at the 
financial services business in a 
much more holistic manner" 


PRAVEEN KADLE, CEO, Tata Capital 
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RBI rules stipulate that the capital 
market exposures of banks—defined 
as direct investments, proprietary 
holdings, MFs and advances to bro- 
kers—be at 40 per cent of net worth. 
As a result, banks cannot fully tap the 
potential of this very lucrative seg- 
ment of high margin business loans, 
leaving the field open to NBFCs. 


Banking Ambitions 

A year-and-a-half ago, Reliance 
Capital was rumoured to be inter- 
ested in taking over ICICI Bank and 
Indiabulls actually bid for United 
Western Bank. But empirical evi- 
dence suggests that it isn't easy for 
NBFCs to make the transition. 
Centurion Bank, which emerged 
from 20th Century Finance, got into 
serious financial trouble before it 
was revived by Rana Talwar and 
his team. Talwar recently decided to 
merge it with the stronger HDFC 
Bank. Then, Uday Kotak's Kotak 
Bank hasn't been able to replicate its 
success as an NBFC. And Ashok 
Leyland Finance, which merged 
with IndusInd Bank, has a portfolio 
that's for a long time been skewed 
towards commercial vehicles. 

The other side of the argument 
is that today's NBFCs are no longer 
like the single-product companies of 
the past. They are, this argument 
goes, universal banks by another 
name. So, it is now easier for them 
to convert into banks. 

For the time being, though, RBI 
seems to be in no hurry to facilitate 


The Magnets 


. The following emerging segments, 
. apart from the more traditional 
| loans business, are attracting NBFCs. 


Insurance: In June 2000, RBI 
allowed NBFCs to enter the 
insurance business 


Credit Cards: In July 2004, the 
apex bank allowed NBFCs to 
launch their own credit cards, either 
on their own or in association with 
another NBFC or scheduled 

| commercial bank. 








Distribution of Mutual Funds 
Products: In 2006-07, RBI 
permitted NBFCs to distribute 
| mutual funds products as 
agents of MFs. 


Money Changing and Money 
Transfer: In 2002, RBI included the 
money changing and money transfer 
. business in the list of businesses 
_ that NBFCs could carry on. 
| Source: RBI 





this transition. That means NBFCs, 
which are now competing head- 
on with banks in several new ver- 
ticals, have to tread very carefully, 
especially on pricing. The booming 
economy of the immediate past 
enabled their easy entry into new 
segments, but if the economic cycle 
turns, the going could get tough for 
many NBFCs, especially given the 
comparatively higher cost of their 
funds. Most importantly, they will 
have to carefully price the risk they 
are taking. Too high a price and 
they will become uncompetitive; 
too low, and they will lose the 
cushion they need to cover the 
loans that may turn sticky. Ramesh 
Iyer, CEO, M&M (Mahindra & 
Mahindra) Finance, cautions: “You 
should never compete on price in 
the financial services sector." 

But given the bullishness, and 
competition, in the sector, such sage 
advice is likely to fall on deaf ears. 
Meanwhile, the NBFC juggernaut 
will continue to roll. m 


b cos EE 
eile -= DUSIFT 
a 

L | 
ndustry V 


ess 
I Dainik Jagran 





> ang 


| 
ah TES wisis 


anmar's 


BigBang 


[he Chennai-based PVC-to-foundry-to-engineering group is 
making up for lost time with more than $1 billion in investment, 
which should nearly triple its revenues by 2010. x. MADHAVAN 


ARAYANAN SANKAR'S 

office on the eighth 

floor of Sanmar 

Building, not too far 

from the Marina 
beach in Chennai, has a fair col- 
lection of paintings on display. The 
famous painting of movie star 
Madhuri Dixit by Maqbool Fida 
Husain, one of his prized posses- 
sions, finds a prominent place in 
his room. But the latest artwork to 
go up on the walls of Sankar's office 
isn't a Husain, but a 6.5x4.5 feet 
map of the world. *I wanted to 
know where exactly each of our 
operations are and where we are 
going, so Í ordered one,” says the 
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62-year-old Chairman of the 
Sanmar Group. Quite understand- 
able, considering that Sanmar 
Group's operations, in less than 
two years, have grown to span four 
continents and five countries (India, 
the Us, Germany, Egypt and 
Mexico). 

The transformation of the 
Rs 2,500-crore group has indeed 
been rapid. While it took 30 years 
to increase its polyvinyl chloride 
(PVC) capacity from 6,000 tonnes 
per annum (TPA) to 65,000 TPA, fur- 
ther expansion to 4.65 lakh TPA 
will take just three years. Its foundry 
capacity is set to rise from just 
10,000 TPA to 1.10 lakh TPA in two 


Let's get the picture right: 
N. Sankar (R) with son Vijay 





years. In the four years to 2010, 
the group will be investing close to 
Rs 4,600 crore as against Rs 400 
crore it had invested in the preced- 
ing six years. Soon Sanmar Group 
will be among the top 10 foundries 
in the world (top three in the case of 
steel casting capacity) and ranked 
20th in terms of global pvc capacity 
(second in India after Reliance 
Industries). By 2010-11, its rev- 
enues are expected to touch 
Rs 7,000 crore, with 45 per cent of 
it coming from outside India. 

The group, it appears, is in a 
hurry to make up for the time lost. 
“Our strength has always been the 
bottom line,” says Sankar. “We 
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Chemplast Sanmar's PVC project under construction in Cuddalore, Tamil Nadu 


SANMAR AT A GLANCE 


The group is present in a handful of clearly-defined businesses. 


Chemicals Foundry Engineering 
pe p. Products 
(Valves and seals 
TCI Sanmar Chemplast Matrix Sanmar Eisenwerk are made through 
Chemicals Sanmar Metals Foundries Erla GmbH a string of JVs) 
(Egypt) y (US/Mexico) (Germany) 
Trubore 
piping systems 


Sanmar Shipping 


have remained profitable for 33 
consecutive years since 1975 de- 
spite being in a highly cyclical in- 
dustry.” Sanmar, he explains, did 
that by integrating backwards and 
continuously cutting costs. Also, it 
chose not to grow for growth’s 
sake and kept a low profile dur- 
ing 1990s and early part of this 
decade. However, “over time 
it dawned on us that we had 
reached the limit of growing 
by attacking costs,” besides 
which the location of Sanmar’s 
PVC production facility at land- 
locked Mettur in Tamil Nadu 
meant that it could not expand 
rapidly, he adds. 

With opportunities not ma- 
terialising, Sankar and his team 
began to focus on building in- 
ternal capabilities of the group. 
“We restructured the group into 
clearly-defined businesses, and 





PUMPING IT IN 


A quick burst of 
investment will take 
the group's revenues 
to an altogether 
different plane. 


04-05 


€ Revenues 
*Estimates 


Speciality Chemicals 


exited non-core operations. We also 
separated ownership from man- 
agement, and invested in human 
resources. These measures laid a 
strong foundation for future 
growth," explains Vijay Sankar, 


3,975 
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Sankar's 35-year-old son and 
Deputy Chairman of the group. 
“When opportunities finally came 
for our various operations, they 
came together. And we were pre- 
pared to take advantage of them," 
says N. Kumar, Sankar's younger 
brother and Vice Chairman of the 
group, alluding to Sanmar's invest- 
ment blitzkrieg over the last couple 
of years (see Pumping It In). 


First Break 
Ideally, expanding the Pvc capacity 
should have been a natural move for 
Sanmar (derived from the first three 
and last three letters, respectively, in 
the names of the two brothers) as 
India is a net importer of the com- 
modity. In fact, a greenfield project 
had been on the drawing board 
since the late 1990s. But the group 
encountered a more pressing prob- 
lem—sourcing alcohol for pvc pro- 
duction at Mettur. Being a politi- 
cally-sensitive commodity, its supply 
and prices swung wildly and so did 
the fortunes of Chemplast Sanmar, 
the group's flagship company. In 
2003-04, when the Central gov- 
ernment rolled out the gasohol 
programme, further boosting the 
demand for alcohol, the group 
decided to switch to ethylene as a 
feedstock. “Ethylene being a petro- 
chemical product, its cycles are 
easier to predict and in the 
past, such cycles have invariably 
moved in tandem with the 
prices of our end-product, 
PVC," explains P. S. Jayaraman, 
MD, Chemplast Sanmar 
Around that time, ailing 
Kothari Petrochemical’s caustic 
soda plant at Karaikal 
(Pondicherry) was on the block 
and Chemplast Sanmar ac- 
quired it in 2003-04. It then 
expanded the facility to manu 
facture EDC from imported eth- 
ylene. Today, almost 75 per 
cent of Chemplast Sanmar's 
feedstock requirement is 
from Karaikal and this project, 


met 


un 


MAY 4 2008 BUSINI e 





Vice Chairman Kumar: Taking advantage of opportunities 


in a Way, set the group in motion. 
In 2006-07, work commenced on 
Chemplast's Rs 520-crore, two- 
lakh-tonne greenfield PVC project at 
Cuddalore in Tamil Nadu. 
Though it was against the group's 
philosophy of adequate backward 
linkages, the cost and feedstock 
considerations in India forced the 
project to employ a one-step 
process of converting vinyl chloride 
monomer (VCM) into PVC. The low 
margins that the Cuddalore plant 
would operate on worried Sankar. 
His predicament was soon 
solved when Egypt-based Trust 
Chemical Industries surfaced on 
the group’s radar. Egypt, being a 
low-cost manufacturing location, 
was ideal for creating the neces- 
sary backward linkages for the 
Cuddalore operations. Sanmar ac- 
quired Trust Chemical in 2006- 
07 and quickly began work to ex- 
pand the facility to produce VCM 
and Pvc at a total cost of $850 
million (Rs 3,740 crore then). 
“When complete in 2009-10, the 
Egypt plant will produce 2 lakh 
tonnes of Pvc for sale locally and 2 
lakh tonnes of VCM that will be 
shipped to India as feedstock for 
the Cuddalore facility," says 
Jayaraman. “The Egyptian acqui- 
sition has ensured that we not only 
expand but also remain a low-cost 
producer of pvc,” adds Vijay. 
The group has also re-entered 
and expanded its pvc tubes manu- 
facturing business. This forward 
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integration move will add to Chem- 
plast’s margins significantly and 
ensure that increased PVC output 
does not distort the market ad- 
versely. According to petrochemi- 
cal research firm Chemical Market 
Associates Inc., India will continue 
to remain PVC deficit even after 
Sanmar's Cuddalore plant goes on 
stream later this financial year. 
While demand appears good, mar- 
gins are under pressure as ethyl- 
ene prices have more than tripled in 
the last 18 months, while pvc 
realisation has improved by just 
35 per cent. 


The Foundry Story 

If PVC capacity growth was fast, 
foundry expansion has been even 
faster. Sanmar set up its first steel 
casting unit at Trichy, Tamil Nadu, 
in 1993-94 for catering to the cap- 
tive demand of the group's engi- 
neering products business. *Follow- 
ing economic liberalisation, export 
opportunities opened up and we 
saw potential in this line of business 
and began to expand," says M.N. 








Sanmar Engineering Corporation's control valve plant in Chennai 


BETTING BIG ON PVC 





YEAR 
Acquisition/Expansion 


Acquires Kothari Petrochemicals’ facility at 
Karaikal (Pondicherry) to enable import of 
ethylene and production of EDC for captive use. 





2006-07 
Starts work on 2-lakh tonne greenfield 
VCM-based PVC project at Cuddalore (TN) 


2006-07 

Re-enters PVC pipes manufacturing through 
acquisition of two pipe units near Chennai; 
Acquires Trust Chemical Industries, Egypt. 
Begins work to expand the VCM/PVC 
production facility in order to give necessary 
backward linkage to the Cuddalore project 


2007-08 

Commences production of EDC at the Karaikal 
plant, and expands PVC pipes capacity from 
15,000 tonnes to 35,000 tonnes in Chennai 





A greenfield 20,000-tonne PVC pipes plant will 
commence operation at Belgaum, Karnataka 


2008-09 

The Cuddalore PVC plant will commence 
production 

A 30-tonne polysilicon facility will go 

on stream at Mettur 








A fully-integrated facility in Egypt will 
commence operation and VCM supply 
to Cuddalore plant will begin 
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Chemplast MD Jayaraman: Keeping PVC costs low 


Radhakrishnan, Director (Co-ordi- 
nation and Review), Sanmar Group, 
and a member of its corporate board. 
The Trichy capacity was expanded to 
10,000 tonnes in 2006-07. 

In the same year, it forayed into 
iron casting when it acquired a 
20,000-tonne German speciality 
casting unit. Earlier this month, the 
group took over Matrix Metals, 
which has operations in the us and 
Mexico and an aggregate steel cast- 
ing capacity of 30,000 TPA. “Nepco, 
an arm of Matrix Metals, was our 
sales agent for our steel casting ex- 
ports into the Us. When we heard 
that the PE investors running Matrix 
Metals wanted to exit, we 
approached them to acquire Nepco 
and protect our US sales. They re- 
fused to sell division-wise and, 
instead offered us the whole com- 
pany. We grabbed the offer," says 
Sankar about his latest acquisition. 

The two acquisitions, adds Vijay, 
gave the group technology, cus- 
tomers, good manufacturing prac- 
tices and above all, a vehicle to mar- 
ket the products. The group is in the 
midst of expanding its foundry ca- 
pacity in India from 10,000 TPA to 
60,000 TPA and the expanded ca- 
pacity will go on stream later this fis- 
cal. The total investment in the 
foundry business so far is around 
Rs 750 crore and this will increase 
the turnover from casting business to 
Rs 2,500 crore by 2010-11 from 
Rs 760 crore at present. 


Cash Cow 


While the group's chemical 
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businesses added to its balance sheet 
size, the engineering products seg- 
ment under Sanmar Engineering 
Corporation gave it profits. 
"Products business, being niche and 
customer-specific, typically has 
higher margins. It contributes half of 
the group's profits and 30 per cent 
of the turnover," says Radha- 
krishnan. Operated through a string 
of joint ventures with MNC compa- 
nies such as Fisher, Flowserve, Tyco 
and Xomox, these businesses were 
set up in the 1990s to manufacture 
import substitution products such 


HARD METAL 





YEAR 

Acquisition/Expansion 

1934-95 

Sets up a 2,000-tonne steel foundry near 
Trichy in TN to cater to captive demand 
of its engineering products business 





2096-07 

Acquires a 20,000-tonne German 
foundry, marking the group’s foray into 
speciality iron castings 


2008-09 

Acquires Matrix Metals, which has 
operations in the US and Mexico and a 
capacity of 30,000 tonnes 


2008-09 

The Trichy foundry capacity will be 
increased from current 10,000 tonnes to 
30,000 tonnes, and a 30,000-tonne 
greenfield iron casting foundry will 
commence operations near Chennai 





Director Radhakrishnan: Looking for acquisitions 


as valves and seals. Exports to part- 
ners began after the economy 
opened up. But growth prospects 
tapered and the company began to 
look at ways to grow without 
hurting the long-standing relation- 
ship it had with its Jv partners. “We 
commissioned a study, which iden- 
tified a slew of products with market 
value of $2 billion that are not in 
conflict with our existing JVs and 
that we can make and sell globally. 
We are looking for acquisitions in 
these product segments,” reveals 
Radhakrishnan. 

This will be the growth path 
for this business whose revenues 
will cross Rs 2,000 crore (from cur- 
rent Rs 640 crore) by 2010-11. The 
group is also evaluating some prod- 
ucts and may exit those that do not 
fit in with the overall growth plan. 
"Strategies are also being drawn up 
for the other businesses such as 
shipping and speciality chemicals. 
We will acquire more ships at the 
right time. Market is slowly get- 
ting there," says Sankar. 

Ask him if he has been fortu- 
nate to get the right breaks at the 
right time—be it the Karaikal op- 
portunity, the Egyptian acquisition 
or the Matrix Metals buy—and 
Sankar readily agrees. *We were 
lucky. But most importantly, we 
were ready to take advantage of it," 
he says. He and the group's stake- 
holders should be hoping that the 
luck factor stays on for some more 
time, since project implementation 
now holds the key to Sanmar's fut- 
ure profitability and growth. m 
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BHELS 








The PSU power 
equipment major is 


sitting on orders worth 
Rs 85,500 crore, but 


is plagued by tardy 
implementation 
that is holding 
back incremental 
Capacity addition. 


K.R. BALASUBRAMANYAM 


.S. RATRA IS VERY UPSET. 
The Chairman of Punjab 
State Electricity Board 
(PSEB) has just finished 
reading a status report 
on his organisation’s ongoing ex- 
pansion programme. The plan to 
add 250 Mw at Lehra Mohabbat 
in Bathinda by March 2006 is 15 
months behind schedule—for rea- 
sons entirely beyond his control. 
Power equipment supplier and 
Navratna PSU Bharat Heavy 
Electricals (BHEL), which is supplying 
the critical boiler, turbine and gen- 
erator (BTG) package for the project, 
has indicated that supplies will be 
delayed by another three months. As 
a result, PSEB's projections on capi- 
tal expenditure, incremental ca- 
pacity and revenues will have to be 
revisited and reworked. 
“I am very doubtful about the 
new timeline, because BHEL has 
never delivered on time in the past,” 
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PROBLEMS 
OF PLENTY 








BHEL plant at Haridwar: Capacity 
constraints dog the PSU major 


he says, adding that the delay is 
costing PSEB Rs 3.6 crore a day. 
Caught between angry consumers 
and BHEL, he has slapped a penalty 
of Rs 92 crore on the latter. 
Replace PSEB with any of BHEL’s 
other customers—like the National 
Thermal Power Corporation (NTPC) 
or Maharashtra State Electricity 
Board—and it's more of the same. 
BHEL is India's premier engi- 
neering company, and manufactures 
high quality power generation equip- 
ment, but many experts blame it 
for the country consistently miss- 
ing the incremental power genera- 
tion capacity targets year after year. 
As on March 31, 2008, the com- 
pany had orders worth Rs 85,500 
crore, about four times its revenues 
for the year. Now for the down- 
side: its delivery timelines have risen 
from 12-14 months three years ago, 
to 44-48 months now. *The country 
needs many more BHELs if the sector 





is to grow at anywhere near the 
rates it has to," says NTPC Chairman 
T. Sankaralingam. 

He has a point. Even the 
Ministry of Power (Mop) believes 
that the inability of BHEL, which ac- 
counts for about 64 per cent of the 
Indian market for power genera- 
tion equipment, to deliver on sched- 
ule is one of the primary reasons for 
the country's power deficit. 

The Planning Commission es- 
timates that India will need 244,000 
MW of peak power supply by 2013 
if the GDP is to grow at 10 per cent 
a year. During the 10:h Plan period 
(2002-07), the country added only 
about half the targeted additional ca- 
pacity of 41,110 Mw. The 11:h Plan 
(which runs from 2007-12), too, 
has begun with a grand miss—gen- 
erating companies added 9,283 Mw 
against the targeted figure of 16,355 
MW in 2007-08. That puts a big 
question mark over the 11‘ Plan 










































Power Packed 


BHEL's top and bottom lines have been 
growing at a fast clip. 
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A Bulging Bag 


BHEL's order book is overflowing. 


2004-05 18,230 


2007-08 90,265 


Figures in Rs crore are orders bagged in each year 


AMIT KUMAR 


target of adding 78,577 MW capac- 
ity. “The biggest task ahead of us is 
to reverse the trend of over- 
promising and under-delivering. It 
is absolutely shocking,” Jairam 
Ramesh, newly-appointed Union 
Minister of State for Power, was 
quoted in the media as saying 
soon after assuming charge of 
his ministry. 

There is, thus, a yawning 
gap between the demand and 
supply of electricity generat- 
ing equipment, and given cur- 
rent trends, this is likely to 
grow as many more power 


BHEL CMD Kumar: Ready | 
projects are conceived of and 


for the battles ahead 


implemented, both in the public 
and private sectors. Not surpris- 
ingly, foreign power equipment 
suppliers, like ABB (Sweden), 
Ansaldo (Italy), Doosan (South 
Korea), Hitachi and Toshiba (Japan) 
and Power Machines (Russia), are 
staking out the Indian market 

BHEL Chairman and Managing 
Director K. Ravi Kumar puts up a 
brave public face. “We’re not afraid 
of competition," he says. But the 
ground reality is that BHEL, which is 
struggling with capacity con 
straints—a function of flawed plan- 
ning—is hard put to maintain its ex- 
isting market share of about 65 per 
cent. It has already lost several large 
contracts, most notably the Tata- 
promoted ultra mega power proj- 
ects (UMPP) at Mundra to Japanese 
rival Toshiba Corporation. 

Says P. Ramesh, Managing 
Director (Energy Division) of in- 
frastructure consultancy firm, 
Feedback Ventures: “A number of 
private power projects may switch 
to Chinese suppliers, because their 
equipment is a lot cheaper; and, 
more importantly, they deliver in 
about 30 months." This trend, say 
generating companies, is an 
whose time has come. “The reality 
is that most private sector players 
are selecting imported, mainly 
Chinese, equipment. To that ex- 
tent, the delays at BHEL will impact 
mainly NTPC and other state-owned 
generating companies,” 
Arvind Mahajan, Executive 
Director, KPMG India. M.V. Subba 
Rao, Director, GMR Group, puts 
the issue in perspective. ^Generating 
companies are required to deliver 
cheaper electricity. The cost of 
power will go down onl) 
equipment costs go down,” he says. 


idea 


observes 


vhen 


Then, the Indian market is very 
price-sensitive. ^There is no pre- 
mium for quality in India," says 


Ramesh. That may be one reason- 
and a big one at that 
Chinese equipment, which is per 
ceived to be of lower quality than 
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those produced by BHEL, is 
in such demand. How- 
ever, sections of the [Indian 
establishment are wary, 
perhaps with good rea- 
son, of increased Chinese 
involvement in as critical a 
sector as power. But it has been an 
even tussle till date, and neither 
side has been able to deal a knock- 
out punch to the other. 

Foreign companies apart, BHEL 
will soon face competition at 
home as well. Infrastructure and 
engineering major L&T has tied up 
with Japan's Mitsubishi Heavy 
Industries to set up a manufac- 
turing facility in India for steam 
turbines and generators. The ven- 
ture will go on stream in 2012. 

But BHEL hasn't been idle. It 
has proactively pursued deals that 
will give it steady orders and keep 
its production lines humming. 
There's also a buzz about BHEL 
and Reliance Power forming a 
joint venture to manufacture 
power generation equipment. 
Anil Ambani has aggressive plans 
of toppling NTPC from its numero 
uno position in the power sector. 
So, if the JV between the two does 
take off, it will get a long-term cus- 
tomer in one of its promoters. 

Last year also saw the coming 
together of the two sparring PSU 
giants: BHEL roped NTPC into a JV 
that leverages their respective 
strengths. The venture will manu- 
facture power equipment and bid 
for EPC (engineering, procurement, 
construction) contracts. BHEL is also 
tying up with state electricity boards 
(SEBs) to develop power projects. 
It is setting up a 1,600 Mw thermal 
project in Udangudi in Tamil Nadu 
in a JV with the Tamil Nadu 
Electricity Board (TNEB). “We're 
also in talks with sEBs in Orissa, 
Karnataka, Gujarat and Uttar 
Pradesh," says BHEL’s Kumar. 

A look at BHEL’s order book 
position reveals that the demand 
from the power sector was some- 
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The Big Picture 


BHEL commands a 64 per cent share of the 
Indian market. 
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what sluggish till three years ago, 
and picked up only after the gov- 
ernment announced mega targets. 
But can BHEL, whose equipment 
generates power that lights three 
out of every four Indian homes, 
deliver? Says Kumar: *We will 
reach the 11t Plan goals, and 
within time." The company is ex- 
panding its capacity from 10,000 
MW per annum at present to 
15,000 Mw by December 2009, 
and has planned a capital invest- 
ment of Rs 4,200 crore for the 
11™ Plan period ending 2011-12. 

CII Principal Advisor (Energy) 
V. Raghuraman sees big opportu- 
nities ahead for BHEL. “Earlier, BHEL 
was making equipment of assorted 
sizes and specifications because of 
lack of other orders. Its ability to de- 
liver was hampered by such cus- 
tomised orders and the absence of 
bulk orders. If it now standardises 
its specifications and sizes, like 
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Chinese do, it can easily 
ramp up its capacity to 
15,000 Mw a year,” he 
notes. But, like the rest 
of India Inc., BHEL, too, 
faces a shortage of skilled 
staff. As more and more 
players plan to enter the power 
equipment sector, BHEL will have 
a tougher time retaining skilled 
professionals. The company has 
said it will recruit 16,000 people 
over the next four years. 
Investors, however, remain 
divided about BHEL’s long-term 
prospects. As the company’s pro- 
visional results for 2007-08 trick- 
led in on April 3, the stock fell 

Rs 187 from Rs 1,888 to Rs 

1,701 on the BSE. Since then, it 

has risen Rs 75 and closed at Rs 

1,776 on the BSE on April 9. Says 

Rajesh Jain, Director and CEO, 

Pranav Securities, a stock broking 

and research firm: “There is a 

slowdown in fresh investments 

on capacity creation. But BHEL 

has a strong order book and that 

should stand it in good stead.” 
Enam Securities, another leading 
stock market player, however, has 
revised its estimates for BHEL’s 2008- 
09 and 2009-10 earning down- 
wards by 12.6 per cent and 8.2 per 
cent, respectively, after factoring 
in higher wage costs and slower 
growth in its industry segment. 
“With the larger part of orders 
from central and state utilities com- 
pleted, the private sector is likely to 
dominate going ahead. These play- 
ers prefer Chinese manufacturers, 
which promise better delivery terms 
(28 months) and quote 25 per cent 
lower prices. So, retaining market 
share will be difficult for BHEL,” it 
said in a note to its clients. 

Given India’s ambitious targets 
in the sector, and BHEL’s track 
record, that may not be such a 
bad thing. But as it has done so 
many times in the past, BHEL may 
yet surprise everyone and prove 
sceptics wrong. M 
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PHOTOGRAPHS BY NISHIKANT GAMRE 


“The Opportunity Is Huge, 
but There Is No Incentive” 





Standing (L-R): Dr Jack Shevel, President, Global Healthcare and Investments Solutions; Curtis J. Schroeder, Group CEO, 
Bumrungrad International, Thailand; Shivinder M. Singh, CEO & MD, Fortis Healthcare and Arvind K. Singhal, Chairman, 
Technopak. Sitting (L-R): Steven J. Thompson, Vice Chairman, Johns Hopkins Medicine International; Dr Prathap C. Reddy, 
Chairman, Apollo Hospitals and Michael Neeb, President & Chief Executive, International Operations HCA International 


EALTHCARE HAS BEEN 
touted as the *Next 
Big Thing’ for some 
time now. However, 
it somehow hasn't 
yet become that, thanks largely to a 
combination of archaic laws, inad- 
equate regulation, opaque balance 
sheets and the reluctance of the 
government to give healthcare in- 
dustry and infrastructure status. 
This in turn has meant poor re- 
turns for investors, and their disin- 
clination to bring in the big bucks 


that are desperately needed to de- 
velop private healthcare. Last fort- 
night's 1st India Healthcare 
Conclave held in Mumbai touched 
upon these issues. At a BT- 
Technopak roundtable, investors, 
promoters and CEOs from some of 
the best global hospitals discussed 
what made India attractive and 
ready for big investments, and also 
the barriers that have been keep- 
ing the billions away. The panel 
comprised Dr Prathap C. Reddy, 
Chairman, Apollo Hospitals; 


Shivinder M. Singh, CEO & MD, 
Fortis Healthcare; Steve J. 
Thompson, Vice Chairman, Johns 
Hopkins Medicine International; 
Curtis J. Schroeder, Group CEO, 
Bumrungrad International; Michael 
Neeb, President & Chief Executive, 
International Operations, HCA 
International; Dr Jack Shevel, 
President, Global Healthcare and 
Investments Solutions; and Arvind 
K. Singhal, Chairman, Technopak. 
BT's Executive Editor Brian Carvalho 
moderated the discussion. 


A Business Today-Technopak roundtable on ‘Opportunities and 
Investments in the Healthcare Industry’ throws up some 
ground-breaking solutions on how to help the sector thrive. 


BT: Infrastructure-creation is pretty 
much the flavour of the season 
today in India. However, when it 
comes to building hospitals, which 
one would assume is also 
infrastructure, there’s not much to 
be heard on that front. 

Reddy: | am glad you mentioned 
that healthcare is an infrastructure 
sector. But the truth is nobody has 
classified us as any sector. We've 
been told that hospitals cannot be 
classified as an industry. We've asked 
for infrastructure status at one point, 
and at another point we said at least 
call it a priority sector. Unfortunately 
we got neither. But if one has to 
build a healthcare organisation we 
need this. We know there is a great 
dearth of healthcare facilities in the 
country. But there is no incentive for 
people to get into this business, 
where the opportunity is huge. The 
government knows the statistics, in 
terms of number of beds, insurance 
and human health resources— 
they're all woefully inadequate. 
We've asked for a certain amount of 
regulatory changes—for instance, 
as has been suggested, human re- 
sources in healthcare could be pri- 
vatised to quickly catch up with the 
needs of the country. We've never 
had the attention of the govern- 
ment for the past 20 years. 


BT: What should the govemment be 
doing to make private healthcare 


“We asked for infrastructure status at 


more attractive for investors? 

Neeb: The purpose of my trip is to 
re-acquaint ourselves with the Indian 
market and understand it. Dr Reddy 
has already touched upon one of 
the best ways of getting outside in- 
vestment, which is basically gov- 
ernment support. One of the best 
ways to scale up very quickly on 
the private hospitals side—as some 
countries have done in the past—is 
for governments to give tax incen- 
tives. You need tax incentives to 
build hospitals, you need tax incen- 
tives to ensure people take up in- 
surance, you need tax incentives in 
support of medical research so that 
you can continue to train staff and 
have a world-class research centre in 
India. I think it's possible to do all 
this very quickly; it's probably the 
worst example (because its popu- 
lation is a fraction of that of India), 
but if you look at Ireland—a coun- 
try that we looked at investing in for 
a while—it took a decision five-six 
years ago that the government hos- 
pital system was overstretched. So, it 
passed very strong legislations to 
provide tax incentives. As a result 
they've been able to more than dou- 
ble the capacity of private hospitals 
within the last four-five years. 

Sbevel: I think India offers enor- 
mous opportunities in terms of in- 
vestment. Demand obviously far 
exceeds supply, it's a market that is 
evolving and there are a lot of 


favourable factors for potential in- 
vestors—for instance, the market 
here is not that regulated, invest- 
ments can come in relatively easy, 
and remitting profits is easier (than 
in many other countries), and po- 
litically this country is pretty sta- 
ble. In terms of specific opportuni- 
ties, I think every sector within 
healthcare—be it hospitals, diag- 
nostics, or radio therapy—has 
tremendous potential. One does 
want to start seeing profitability 
and returns coming out of the ex- 
isting groups, and in time that will 
happen once infrastructure is cre- 
ated. This is a sector for medium- 
and long-term investors. It’s not a 
short-term game. Valuations today 
in India are fair, appealing and at- 
tractive. India is undoubtedly one of 
the greatest healthcare growth 
stories worldwide. 

Tbompson: | think the develop- 
ment of private healthcare needs 
the development of academic med- 
icine to support it at the same time. 
It is arguably the fuel that will allow 
the development (of private health- 
care) over the longer term. After 
all, it will be providing the innova- 
tion, the manpower, the updates 
and the ongoing training—so the 
opportunity is tremendous. 


BT: India is touted to be well-placed 
to ride a boom in medical tourism. 
But is it only about being low cost? 


"One of the best ways to scale up very 
quickly on the private hospitals side- 


one point, and at another point we said 


at least Call it a priority sector. as some countries have done in the 


past —is for governments to give tax 
incentives" 


Unfortunately we got neither’ 
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Mr Schroeder could 
perhaps throw some 
light on this via his 
and his hospital's ex- 
perience in Thailand. 
Schroeder: lt is more 
a cost and value 
proposition. Nobody 
wants cheap health- 
care; people want 
good healthcare at a 
reasonable cost—and there's a sig- 
nificant difference between the two. 
I think India is extremely well po- 
sitioned to provide that, as well as 
positioned as a good investment 
site for domestic development. All 
the elements are here in India in 
terms of obvious demand, the 
growth of the middle class, which is 
one of the key indicators for success 
of the private industry. We've seen 
that regionally in Singapore, 
Malaysia, later in Thailand, and 
now in the Philippines, and in India. 
Contrary to popular belief, it is not 
the *wealthy' sector that derives the 
main advantages of private health- 
care. It's a strong middle class that 
does that. We saw that in Thailand 
back in the late ’70s and the early 
'80s. It was a solid GDP growth that 
drove a larger middle class that had 
more disposable income. And they 
very often choose to spend that dis- 
posable income on more conven- 
ient, high-value healthcare. I would 
also say that governments tend to 
play a significant role. If you look at 
some of the biggest changes in in- 
vestment opportunities throughout 
Asia, they have been usually stimu- 


"Nobody wants cheap healthcare; 
people want good healthcare at a 
reasonable cost—and there's a 


significant difference between the two" 





lated by significant changes in gov- 
ernment policy which, as Dr Reddy 
said, may have not yet happened 
here. In Thailand, the biggest in- 
crease in hospital beds, of around 
10,000 just in Bangkok, came 
shortly after a government initia- 
tive to allow the Board of 
Investment (of Thailand) to give 
certain tax advantages to private 
healthcare developers. That boom 
didn't come just like that. It came 
because the government said: We 
won't tax you for five years; or that 
we won't tax your import of 
medical equipment. 


BT: Mr Singh, you've been busy 
acquiring hospitals. Is consolida- 
tion one way to make private health- 
care more organised? 

Singh: Today, we have about 45,000 
hospitals in the private space. Only 
6 per cent of these hospitals have 
over 100 beds. Some 84 per cent of 
these hospitals have below 30 beds 
—you really can't call these hospitals. 


Therefore, quality, transparency, ' 


systems, procedures, back-office— 
that's what the larger population 
wants today. Amalgamation and 


consolidation are 
going to happen. 
That's happening 
along with another 
wave that started 
two years ago, and 
that will go on for 
many more years to 
come. And that is 
the keenness of 
many players to get 
into small & medium-sized hospi- 
tals—100-150 beds. That's great 
because it's adding to infrastructure. 
They will align because they're part 
of a new generation. They will work 
with networks to derive benefits. 
Singhal: If you look at a three-five 
year horizon, I anticipate a significant 
change in the scenario for healthcare. 
At this point we see a lot of interest; 
and from very significant investors, 
not only from India but also from 
overseas. Within India, we have 
started to write proposals that entail 
investments of $2 billion or more for 
greenfield facilities. In the very near 
term there are many constraints— 
how to make a balance sheet look 
presentable to an investor is one big 
challenge simply because regula- 
tions don't allow you to make a de- 
cent return on investment. There 
are no tax incentives and other in- 
centives to actually hold out for a 
certain number of years; on top of 
that, like everything else in India, the 
physical infrastructural costs become 
a huge limiting factor. Buying land 
(versus getting land allotted to you) 
in any major city itself makes the 
business unviable. 


‘| think the development of private 
healthcare needs the development 
of academic medicine to support it 


“Valuations today in India are fair. 
appealing and attractive. India is 
undoubtedly one of the greatest 


at the same time" healthcare growth stories worldwide" 
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IIMA - ESSEC GLOBAL MANAGEMENT PROGRAM 
ON LUXURY MANAGEMENT 


OBJECTIVE: 

This program will provide an in-depth training on 
the luxury market and the exciting opportunities 
for India in this industry. Studying the business 
models and best practices of the luxury market, 
participants will strengthen their understanding of 
management competencies in the Luxury Industry. 
Drawing on the expertise of both schools of higher 
education, students will expand and share 
horizons of knowledge in the business context of 
the Indian and French/ European luxury markets. 
In understanding the nuances of this unique 
sector and the intangibles that make the industry 
unique, participants will gain a competitive 
advantage in these two challenging markets that 
will allow them transform the 'emerging market’ of 
India into an industry leader in luxury goods. 


CONTENT: 

a) Anthropology of luxury consumption; b) 
Branding experience; c) Service dimension in 
luxury brand management; d) Effective loyalty 
program designing and implementation; c) 
Competitive strategy & managing multi-brand 
conglomerate; d) Finance and private equity in 
luxury industry; e) Understanding markets and 
consumers; f) Determining potentials of markets 
location and formats; g) Managing funds & Costs; 
h) Enhancing supply chain and information 
efficiencies; i) Using technology to enchance 


EXECUTIVE EDUCA TION 


customer experience and efficiencies; j) Customer 
value based retailing strategy; k) Pricing for brand 
building; |) Managing people in the luxury industry. 


FOR: 

Professionals with a minimum of 5-7 years of full- 
time professional experience are eligible to apply. 
Suggested profiles include: a) Senior Executive (VP, 
GM); b) Line-Managers (Brands, Stores, 
Merchandisers); c) High Potential Young Managers; 
d) Experts in Luxury & Fashion Industry operating in 
Europe/ France and Indian sub-continent. 
Experience in the following roles is preferred but 
not limited to: a) Commercial (New Business 
Development) Directors; b) Marketing Directors; c) 
Strategy Directors; d) Logistics Directors; e) 
International Controller; f) Export Directors. 


FEES: 
Euro 8000 (for non-Indian participants) 
INR 475 000 (for Indian participants) 


COORDINATOR: 
Prof. Prathap Oburai (prathap@iimahd.ernet.in) 
OR mdp@iimahd.ernet.in 


For more information contact: 

IIMA, Vastrapur, Ahmedabad 380 015, India 
Tel: 91-79-66324072-77 / Fa 
www.iimahd.ernet.in/mdp 





DATES: 


June 16-20, 2008 (ESSEC Business School, Paris, France, 
August 18-22, 2008 (Indian Institute of Management, Ahmedabad, [ndia) 
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~The country's system is malprac- 

tised—whether it's suppliers conjoined 
with the doctors, whether it’s kickbacks 
between doctors for sending patients, or 


"The majority of our hospitals today 
are trust facilities. There should be a 
mechanism to convert them from a 
trust to a private, for-profit enterprise” 


procedures not done but charged for” 





BT: Dr Reddy, the middle class is 
doubtless an attractive market for 
private healthcare. But should play- 
ers like you also be focussing on the 
bottom of the pyramid, where the 
needs and the population are huge? 
Reddy: | believe everybody needs 
healthcare. We can’t discriminate 
on the basis of where one is born, 
or whether one is poor or middle- 
class. But (to serve the poor) we 
need the government’s support. 
We've been asking the government 
to introduce the concept of uni- 
versal insurance. One of the sug- 
gestions submitted by the Indian 
Health Care Federation to the gov- 
ernment is the concept of Bharat 
Swastb, whereby a lower middle- 
class person could pay an X 
amount (for insurance). For exam- 
ple, 2 million farmers in Karnataka 
pay Rs 150 (as annual premium) for 
which they get care up to Rs 2-3 
lakh. The police in Andhra Pradesh 
have introduced a similar scheme— 
one of the constable's sons had a 
bone marrow transplant done that 
cost Rs 16 lakh. We need some 
basic coverage for such people. 
Today Andhra Pradesh has taken 
the lead via a scheme that will cover 
50 million—which is about two- 
thirds of the state's population. But 
to ask a (private) hospital to do 
corporate social responsibility is 
not sustainable. I can do some 
amount of it, but it is not sustain- 
able. The President of Sri Lanka 
invited me over and said: ‘Dr 
Reddy I want Apollo here.' My re- 
action was: *How can I start Apollo 
here?' The President then asked 
me: *What is it that you need, and 
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what are the problems?’ At the end 
of the evening she said: ‘I will give 
you land (in the heart of the city), 
you pay for it in 25 years; you pay 
no taxes for the first five years; 
and you can have customs duty ex- 
emptions (on imported equip- 
ment).’ Today, we have six more 
hospitals in Sri Lanka. Similarly, 
in Dhaka the Prime Minister gave 
us permission to start our first hos- 
pital. Today there are 10 others 
that have come up because of the 
incentives that government has 
given. What such governments de- 
rive by giving incentives is much 
much greater (than the incentives 
they give). For example, it is proven 
that you can increase GDP (per 
capita) by 0.5 per cent by prolong- 
ing a person’s life for five years. 
According to me, if you develop 
hospitals and increase those em- 
ployed in this sector, from 3.9 mil- 
lion to 30 million, you’re going to 
be contributing in a big way to GDP 
growth. Indirectly too we can em- 
ploy another 30 million people. 
To be able to do this, we are asking 
the government not for donations 
but to alter some regulations. 

Schroeder: Governments’ requests 
for free care are relatively unique to 
healthcare. You very seldom see 
them going to the shopping malls 
and saying: ‘Give people free rice 
because they need to eat.’ Nobody 
goes to proprietary house-building 
companies and tells them: 30 per 
cent of your houses need to be free. 
That would never be considered 
acceptable. Somehow in many coun- 
tries—China, India, Laos, 
Cambodia, Vietnam—we have to 


deal with the same issue: That there 
must be some percentage given 
back. And that is only unique to 
healthcare. And I don’t see why. 
You don’t see any other necessities 
like food or shelter that are treated 
this way. 

Singh: We're looking at getting into 
the business of medical colleges. 
We did our research to find out 
how long it would take to break 
even given the current format of 
medical education. We took land as 
free, and a 30 per cent discount on 
the cheapest way we knew to build 
a building: It will still take us 12 
years to get a payback. 

Singhal: The majority of our hos- 
pitals today are trust facilities. There 
should be a mechanism to convert 
them from a trust to a private, for- 
profit enterprise. That will at least 
make consolidation a bit easier. 
Singh: We need to kick-start 
(health) insurance—if you don’t 
get money in the hands of the peo- 
ple, they can’t spend it, it’s simple. 
Second is regulation. We want reg- 
ulation because 99 per cent of the 
country’s hospitals need to be reg- 
ulated. That’s because there’s no 
transparency, no clinical gover- 
nance. So, we’re competing against 
a mirage. That’s tough to work 
against. Regulation will ensure that 
patients get healthcare according to 
what they pay. The whole coun- 
try’s system is malpractised to- 
day—whether it is suppliers con- 
joined with the doctors, whether it 
is kickbacks between doctors for 
sending patients, or procedures 
not done but charged for—there is 
a whole bucket of issues. 


Executives 


Presenting Business Today's league of extraordinary managers— 
25 young guns, aged 40 or under, who are blazing a trail up the corporate ladder. 
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Power & Glory 


Abraham Joseph (40) 
Vice President (R&D), Bajaj Auto 


SEEN THERE: Key member of the team 
that worked on the Pulsar 

DONE WHAT: Launched the XCD 125, 
which offers the features of a 

150cc motorcycle with the mileage 
of a 100cc 


Y HIS OWN ADMISSION, 

Abraham Joseph did not ex- 

pect to spend close to 19 
years at Bajaj Auto. It was his first 
job as a campus recruit from the 
National Institute of Technology, 
Bhopal. *I was always passionate 
about motorcycles and joining Bajaj 
Auto was logical," says the mech- 
anical engineering graduate from 
the class of 1989. 

The early '90s at Bajaj Auto 
were all about transforming from a 
scooter manufacturer to getting 
onto the motorcycle bandwagon. 
"The focus in the company was 
changing," recalls Joseph. It was 
around then that Managing 
Director Rajiv Bajaj put in place a 
concept called Streamline 
Manufacturing Systems (SMs) with 
the objective of increasing opera- 
tional efficiencies. Joseph, who 
was a part of that team, says: “It 
gave me a good insight into man- 
ufacturing processes." 

For every executive, there is 
a turning point in the career and 
for Joseph, it has clearly been the 
launch of the Bajaj Pulsar. The 
year was 1998 and the brief from 
Rajiv Bajaj was succinct. ^He said 
we had to create something that 
was bigger than anything else. He 
wanted to create a cult bike," re- 
calls Joseph. The next few years till 
late 2000 were hard work, but as 
it turned out, hugely rewarding 
as well. ^That was a fantastic phase 
and extremely challenging," he 
says. It was during this period that 
the R&D team at Bajaj Auto grew 
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YUSUF KHAN 





from an insignificant 10 people 
to a mammoth 350. The average 
age of that team is just 32. *What 
I learnt from the Pulsar experi- 
ence was to always have confi- 
dence in oneself and in your 
team," says Joseph. 

While Joseph himself thinks 
the Pulsar has been his biggest 
achievement to date, the pTs-Si 
(Digital Twin-Spark Swirl 
Induction) engine story has not 
been far behind. “We succeeded in 
building a brand around it," he 
says. Without a doubt, Joseph's 
interest in R&D is impossible to 
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miss, though he admits that he 
has other interests apart from 
work. “I love rock music from 
the '60s to the early '80s. I also en- 
joy wildlife photography," he says 
with a laugh. 

For now, the Bajaj Auto story is 
about R&D and the next five years 
promise to be hugely exciting. “You 
will see a complete transformation 
in the company. We have a very in- 
teresting pipeline,” adds Joseph. 
Clearly for this man, who is an un- 
abashed admirer of BMW, the years 
to come will be a lot of fun. 

KRISHNA GOPALAN 





Bangalore on his Mind 
Angshik Chaudhuri (35) 


Director, Globalisation (Operations), 
Cisco Systems 


Bi - The Oberoi Group, 
GE Capital Prudential 
DONE WHAT. Worked on defining 


process maturity models to get a 
sustainable advantage in the 
current challenging times 


NGSHIK CHAUDHURI LOVES 
cricket, but shudders to watch a 
live telecast when India is playing. 
The man thinks India will lose if 
he watches. ^I am superstitious about 
it," chuckles the effusive executive, 
who handles globalisation opera- 
tions for Cisco in India as a Director. 
Chaudhuri flagged off his ca- 
reer with The Oberoi Group as a 
management trainee in 1992; then 
came GE Capital, which had an 
enormous influence on him, be- 
tween 1998 and 2003; and then 
Prudential, his recent past employer, 
in Mumbai and London. One of 
the reasons for him to quit Prud- 
ential was the lure of Bangalore. “I 
have lived here for 20 years," he 
says. Chaudhuri, perhaps, would 
not have joined GE Capital (now 
Genpact) but for a chance meeting 
with cEo Raman Roy; ditto with 
Cisco, after a similar encounter with 
Syed Hoda, his present boss. “Both 
Cisco and GE are ahead of others in 
the way they think," he says. 
K.R.BALASUBRAMANYAM 


5 3vdd3d 


UVAVd ` 


Johnson India, which meant moving to Mumbai. 


UMESH GOSWAMI 


Home is where the Dream is 


Anshuman Singh (39 
CEO, Future Logistics & Value Fashion Retail 


! ERE: Grasim, Bombay Dyeing and Welspun. Got into 
yo chain much before it became the buzzword 


T: Created a base for the group's foray into logistics 


[: WAS JUST A CHANCE MEETING WITH KISHORE BIYANI IN EARLY 2002 THAI 
clinched it for Anshuman Singh. At 31, Singh was already one of 
Bombay Dyeing's youngest General Managers and was heading the 
supply chain for the textiles major. ^I saw the boom that was coming 
in retail," says Singh. The offer on the table was to head supply chain 
& logistics at Biyani's Pantaloon Retail, across divisions like Pantaloons, 
Big Bazaar and Food Bazaar. 

A decade ago, logistics perhaps wasn't even a blip on Singh's radar. 
Rather, he wanted to be an equity research analyst. As luck would have 
it, he joined Grasim in 1995. This was after the interviewer on 
campus merely asked Singh if he would work in a function called 
materials. “I spent two years with Grasim at Nagda and picked up a 
lot," says the MBA from the Institute of Management Studies, Devi 
Ahilya University, Indore. In mid-1997, he had an offer from H&R 
“The assignment in- 
volved handling materials for their 11 plants," says Singh. The offer 
was interesting for another reason. “They were setting up a new cell 

called logistics and this was before the era of supply ch; ains. Clearly 
this was going to be an important phase in my career,” recalls Singh 

Today, Singh i is back in the Future Group after having been 
away for two years as Director and CEO of Welspun Retail. “It was time 
to get back home and, towards the end of 2006, I was again in the 
Future Group," he says. “This is a Rs 200-crore business and we ar« 
looking to clock a turnover of $1 billion in five years," adds 
Home will be even sweeter then. KRISHNA 
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Walking on the Moon 
Arjun Bharathan (s9) 


Country Head (India Operations), Austrian 


Energy and Environment (AEE), GmbH 


| Has been in this post for 
the last five months; total work 
experience 17 years 


Was instrumental in looking 
at 40 acquisition prospects for Tube 
Investments where he worked earlier 


E WAS BORN ON THE DAY NEIL 
Armstrong became the first 
man to walk on the moon (July 
20, 1969). That may explain why 
Arjun Bharathan's life maxim is: 
“If you are aiming for the moon, 
shoot for the stars." He's been do- 
ing exactly that. And search firms 
have been shooting for him. In 
November 2007, Bharathan was 
head-hunted—from the Chennai- 
headquartered Murugappa Group— 
to take forward the €1.1-billion 
Austrian Energy & Environment's 
(AEE'S) business in India. 

Bharathan's big break came 
when he started an online steel ex- 
change, clickforsteel.com, in which 
the Ruias of the Essar Group be- 
came majority shareholders. The 
exchange transformed the way steel 
was sold. At AEE, Bharathan has his 
task cut out. “My mandate here is to 
build a team, strategise on the com- 
pany's foray into the power sector, 
plan on expansion, and establish 

the AEE brand name,” he says. 
NITYA VARADARAJAN 
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SATISH KAUSHIK 


Comeback Kid 
Ashish Gupta (38) 


COO & Country Head, Evalueserve 


A former consultant at McKinsey and Co-founder of family 
networking portal Ties2Family.com 


In 2007, Evalueserve bagged the NASSCOM IT Innovation 
Award for its innovative business model 


AILURE AS A STEPPING STONE TO SUCCESS TENDS TO SOUND HACKNEYED, 
| ape when management gurus and authors of self-im- 
provement books spew out the cliché. Such a turnaround is im- 
mensely credible and exhilarating, however, when it actually takes 
place—as in the case of Ashish Gupta, coo & Country Head (India), 
Evalueserve, a KPO firm. Back in early 2000, Gupta along with a col- 
league at McKinsey, Alok Aggarwal, launched Ties2Family.com, a fam- 
ily networking portal that provided various services to Indians in India 
and overseas. *Online networking was relatively a new concept 
those days. Although during its seven months of existence, we were 
able to get more than 100,000 registered users, the idea didn't go 
down well with advertisers. Also, a weak revenue model forced us to 
shut down the portal in a short span of time," says Gupta. 

Now for the stepping stone: In December 2000, Gupta, Aggarwal 
and Marc Vollenweider (the last-named being another former 
McKinsey man) went on to start Evalueserve. It's been a dream 
ride since. As Gupta points out: "Since inception, Evalueserve has been 
registering an overall growth of 80-90 per cent every year." The com- 
pany has more than 1,300 clients, including Fortune 500 companies 
and small & medium enterprises across the globe. *I spend most of 
my time fostering innovation, leadership, teamwork and work values 
within the organisation," adds Gupta, who now leads a team of 
over 2,200 employees spread across India, China, Chile and Romania. 

To Gupta also goes the credit of coining the term KPO, in an effort 
to differentiate between his firm's services and those of the established 
BPO firms. “The idea is to draw a line between the skills required in a 
KPO and what graduates at a BPO do," explains the alumnus of 


Carnegie Mellon University and irr Delhi. Apart from being a yoga and 
reiki enthusiast, Gupta is an avid cricket buff and spends time with his 
family to watch movies. 


MANU KAUSHIK 
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Not Redundant Yet! 


Ashok Vemuri (40) 
senior VP & Global Head (Banking & Capital Markets), Infosys 


BEEN THERE: Deutsche Bank, Bank of America; has been 
in the banking and capital markets for 16 years 

DONE wear. Part of the team responsible for Infosys’ 
banking and capital markets business crossing $1 billion 


SHOK VEMURI IS A DIEHARD FAN OF JAMIE DIMON, CEO 
Bo JPMorgan Chase, and Nandan Nilekani, Co- 
Chairman of Infosys. He calls the duo true icons and 
even tries to think and act like they do. He describes 
them as visionaries par excellence and those who can 
relate to a global canvas while, at the same time, be 
comfortable in local climes. “I can go on and on about 
them," says the global head of banking and capital mar- 
kets at Infosys. He lives in New Jersey and shows up in 
Bangalore around the time of quarterly results. 

Vemuri believes that an important role of a man- 
ager is to groom juniors and eventually become re- 
dundant so that the competent amongst them can take 
over. He heaps praise on the Infy senior manage- 
ment for "promoting meritocracy, and encouraging 
new ideas and innovation". Vemuri is also Senior VP 
and member of the Executive Council at Infosys. 

Vemuri says he feels immense satisfaction as being 
the head of a team that managed turbulence in the 
banking space last year. “Technology is the core part 
of any company today," says the Infoscion who loves 
Carnatic classical music, especially losing himself to 


M.S. Subbulakshmi on his iPod. 


K.R. BALASUBRAMANYAM 
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Living in the Future 
Dhanpal Jhaveri (39) 


Executive Director, Future Capital Holdings 


REEN THERE. Partner at KPMG, Head of M&A at I-Sec, and 


Director (Corporate Strategy) at Vedanta Resources 


pone wat The $2-billion listing of Sterlite on the NYSE; 
acquisition of a 51% stake in Sesa Goa from Mitsui & Co. 


ECOMING A PARTNER AT A BIG SIX CONSULTANCY , 
Bá for most mortals would be a crowing glory. 
But what do you do when you've reached there in your 
very early thirties? For Dhanpal Jhaveri, who was a 
partner at KPMG by the time he turned 31, the an- 
swer was a no-brainer. “I have always enjoyed the 
prospect of a new challenge. The key is in how quickly 
one can embrace change," says Jhaveri. 

Change, of course, has taken place more than once 
in his career. He did a stint as Head of Investment 
Banking with ICICI Securities (I-Sec). “M&A taught me 
a few skills like the ability to understand value, think 
strategically and develop an entrepreneurial mind- 
set," says Jhaveri. At I-Sec, Jhaveri was involved in one 
of the earliest cross-border transactions when auto- 
motive component player Amtek acquired Us-based 
Smith Jones in late 2002. This was for a cash payment 
of $1.2 million. For Jhaveri, an MBA from the Babson 
School of Graduate Business, a career in financial 
services was something he had decided on pretty early 
in life. “When I finished my MBA, I was clear that I 
would make it on my own and that I would be in the 
world of financial services," he says. 

From I-Sec, Jhaveri moved to Vedanta where, as 
Director (Corporate Strategy), he was very closely in- 
volved in the M&A side of the business, apart from rais- 
ing capital. After a three-and-a-half-year innings at 
Vedanta, Jhaveri moved to the recently-listed Future 
Capital Holdings (FCH) in early 2008. To him, the task 
ahead is amply clear. “In five years, we will have a pre- 
eminent investment platform, which will be Asia- 
centric and not just India-centric," he says. For 
Jhaveri, who plays tennis thrice a week, the future 
ahead looks interesting. 

KRISHNA GOPALAN 
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bt special 


On Every Street 
Girish Baliga (4 


Partner, 3i India 


BEI JPMorgan Partners in Mumbai and 
Singapore 

Closed 3i's infrastructure fund with a 
corpus of $1.2 billion 


OST OF OUR HOTTEST YOUNG EXECUTIVES 

are unsurprisingly workaholics, burning 

the midnight oil along with the candle at both 

ends. And then there's Girish Baliga, who is per- 

fectly at peace doing the eight-to-five routine. 

The difference could, of course, be that his 

mind works overtime, always looking for 
investment-worthy companies. 

Baliga, who has been with 3i India since 
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January 2006, always wanted to be in investing. “I derive the great- 
est joy from watching companies that we have backed doing well," says 
Baliga. One of his biggest moments would have been the closure of 
3i's $1.2-billion infrastructure fund. So, how does Baliga spend 
those evenings? With his two sons and listening to music. “I enjoy Dire 
Straits," grins Baliga. Yet, good returns are the best music for this sul- 
tan of the street. 


KRISHNA GOPALAN 


The Brain in the Nano 
Girish A. Wagh (37) 


Head (Small Car Project), Tata Motors 


r: A key member of the team that 
Mord 6 on the design of the Tata Ace 


| 1: Worked on the Tata Nano, India's 
voie car to date with an ex-showroom price 
of Rs 1 lakh 


IRISH A. WAGH IS LITERALLY AT THE HEART OF 

the Nano, the people's car with an ex- 
6 showroom price tag of Rs 1 lakh. When the 
£ Nano was finally displayed at this year's Auto 
Expo in New Delhi, it was a proud moment for 
Wagh and his 500-member team. 

"The entire body was designed twice, while the engine was de- 
signed thrice," Wagh told Br at Tata Motors' sprawling Pimpri facility 
just after the Nano was showcased (Wagh declined to meet Br for this 
profile). A Tata Motors veteran of 16 years, Wagh was handpicked 
by Ravi Kant, MD, Tata Motors, to be on the Indica vendor devel- 
opment team. Interestingly, Wagh’s father was on the Indica R&D team 
a few years before that. 
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Online, On the Ball 
Jaspreet Bindra (38) 


Country Manager (Online Business 
Services), Microsoft India 


BEEN THERE: 11 years with the Tata 
Group; COO, Baazee (now eBay India); 
for the last two years with Microsoft 
Launched mobile search 
& ad platforms with Vodafone in India 


DONE WHAT 


S A GRADUATE OF THE TATA 
Administrative Service and an 
11-year veteran with various group 
companies, looking for challenging 
global assignments may not have 
been a top priority for Jaspreet 
Bindra. However, the ambition to 
work with a global brand was 
clearly too enticing, which even- 
tually saw Bindra signing up with 
Microsoft to steer its online activ- 
ities in India in March 2006. 
Bindra spends around 20 days a 
month on the road. *Unfor- 
tunately, this is a sacrifice you 
make as your responsibilities and 
business grow," he told Br from 
Seattle where he is camped for a 
series of back-to-back review meet- 
ings. In the 24 months that he has 
been in charge of Microsoft India's 
online business, Bindra has 
launched a slew of initiatives to 
try and grab a share of the fast- 
growing internet user base and 
perhaps, more importantly, of the 

online ad market. 
RAHUL SACHITANAND 
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Bankers’ Delight 


Kumar Karpe (37) 


Country Manager (Financial Services Sector), IBM India 


BEEN THERE: 10 years at IBM; four years at Microland 


DONE WHAT. Launched Financial Information Network and 
Operations, a JV with ICICI, to provide a tech backbone 
to micro-credit companies 


N THE 10 YEARS THAT KUMAR KARPE HAS BEEN WITH IBM, 
he has worked in a wide variety of roles, ranging from 
sales for the (erstwhile) PC business and channel 
development to solutions for the financial services 
business. Karpe's first job was straight after a physics de- 
gree from Fergusson College in Pune, with a small 
Wipro dealer. However, he quickly realised that a re- 
turn to campus was an imperative to graduate in the 
world of business. The result: An MBA from the 
Bharatiya Vidya Peeth followed by a campus placement 
(and a four-year stint with Microland, promoted by 
Pradeep Kar) clearly proved the benefit of his degree. 
However, Karpe joined the big league when he jumped 
to IBM and became a star-performer for its PC and 
channel business. Now, with the financial services 
business, Karpe has been a key player in winning deals 
with the largest financial services companies, including 
ICICI Bank and the State Bank of India; he also pi- 

loted IBM India to the top position in the market. 
RAHUL SACHITANAND 
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HR Healer 


Leena Nair (37) 
Executive Director (HR), Hindustan Unilever Ltd (HUL) 


BEEN THERE: 15 years at Unilever in a variety of roles 


DONE WHAT: Got HUL back to Day Zero on campuses 
after six years 


HE 'LISTERS' AT HUL HAVE ALWAYS BEEN A REVERED 

(and much tracked and trailed) lot. But there's 
more to this bunch—which makes up roughly a fourth 
of HUL’s 1,000-odd managers—than meets the con- 
ventional eye. Some 15 per cent of these whiz kids are 
graded as sustained high-performance (SHP) listers—ba- 
sically invaluable resources, but who don't have the legs 
to take on leadership roles. And then there are the high- 
performance (HP) listers, who currently would total 
around 100 (or at any time 10 per cent of HUL man- 
agers). These are the wunderkinds who are typically 
spotted early, and trained and mentored for leadership 
positions. Leena Nair, Executive Director (HR), would 
easily be somewhere on the top of that HP list. She's 
been in that hallowed zone for most of the 15 vears 
she's been with Unilever's India subsidiary. That ex- 
plains why Nair went on to become the first woman on 
the eight-member Management Committee (MC) ol 
HUL; and for good measure, also the youngest ever 
Executive Director. Early this year, she delivered the 
goods by getting HUL back to Day Zero on the campuses 
of management schools that matter (HUL had dropped 
to #15). “We broke out of the sector clutter and po- 
sitioned ourselves as a company that produces leaders," 
says Nair, who believes that money is the last reason for 
most people leaving. The top three are: dissatisfaction 
with the job; with one's immediate boss; and with 
the future of the company and oneself. 

Leaving HUL isn't likely to figure on Nair's career 
radar; she is after all still an HP lister, and being on the 
MC means that no less than the Unilever Board is closely 
watching every move she makes. There's plenty they v 
got to watch out for. BRIAN CARV 
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Growth Machine 


Madhusudhan Kela (38) 
Head-Equity, Reliance Mutual Fund 
BEEN THERE: In equities for 17 years. Started off as a research analyst 


DONE WHAT Helped make Reliance MF the numero uno fund house 
without any foreign tie-ups 


ADHUSUDHAN KELA AND RELIANCE MUTUAL FUND'S TWO FLAGSHIP 
funds have a lot in common—namely vision and growth. Reliance 
Vision Fund and Reliance Growth Fund have been stellar perform- 
ers for the mutual fund from the Anil Ambani stable, and have con- 
tributed in a big way to making Reliance Mr the largest fund house in 
the country, in terms of assets managed. “The biggest achievement in 
the past one year has been the overall growth of the fund, which has 
taken us to the #1 position, without the help of any foreign tie-up.” 
Kela is quick to mention the efforts of his team of 15 in getting to 
the top. ^When I joined, I was a one-man army. Today, I have the 
largest buy-side team in any MF company in India. In the last one year, 
we have put in place proper systems and processes to better our over- 
all performance and distribution," adds Kela. 

When Kela started overseeing the fund in 2001, the total corpus 
was Rs 250 crore. Today, it has surged to a whopping Rs 90,000 crore. 
The total number of employees has shot up from less than 25 in 2001 
to close to 1,000 in 2008. The number of branches has gone up from 
less than 10 to 400 in the past seven years. And the number of equity 
investors has shot up from 25,000 in 2001 to 50 lakh today. 

Organisation-building is clearly one of Kela's mandates today, 
but at the end of the day, he is best known by his investments and 
his investing strategy. Kela is a classical bottoms-up investor who goes 
by company fundamentals and not just by momentum and the 
flavour of the season. *We have clearly demonstrated this by buy- 
ing stocks and keeping them for two-five years, which is why our in- 
vestors get the maximum returns," explains Kela. In the process, both 
Reliance Vision Fund and Reliance Growth Fund have comfortably 
outperformed the markets and the main indices over a five- and 10- 
year time-frame. ANUSHA SUBRAMANIAN 
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In-form Striker 


Pankaj Razdan (40) 
Deputy CEO (Financial Services), 


Aditya Birla Group 
BEEN THERE: Stock markets and asset 
management 


DONE WHAT: Grew the assets managed 
by ICICI Prudential from Rs 15,000 
crore to close to Rs 50,000 crore 





ONVERSATIONS WITH PANKAJ RAZ- 

dan are more often than not 
laced with words like goals, team- 
work and speed. The Deputy CEO 
(Financial Services), Aditya Birla 
Group, may be talking about his new 
mandate (he joined the Birlas nine 
months ago), which involves building 
a highly-motivated team in a bid to 
take on the biggies in the financial 
services business. Or he might be 
talking about soccer, a game he loves 
to play, and watch. “I used to play a 
good level of soccer in my early days. 
And I watch all the (English) Premier 
League games even today,” gushes 
Razdan. A fitness freak, Razdan fig- 
ures in the think tank at the Aditya 
Birla Centre, which lays out the 
strategic roadmap for the group. 
Razdan’s brief at the financial services 
arm is to oversee some of the group's 
existing businesses even as he looks 
for new opportunities within the 
space. It shouldn’t be difficult for 
Razdan to put this ball in the back of 
the net. 


ANAND ADHIKARI 
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O e S SAVING THE EARTH HAVE TO COST THE EARTH? 


Not when you partner with a company that has the expertise and experience needed to deliver 
profitable wind energy solutions worldwide. At Suzlon, we serve your energy needs by providing 
dependable wind energy solutions backed by excellent customer response and a fully integrated 
and secure supply chain, which delivers customised solutions to ensure project performance 


globally. Partner with us, so your business can join ours in powering a greener today and tomorrow 


e'« THEREFORE 
SUZLON 
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Picture Perfect 
Pramod Arora (37) 


Chief Operating Officer, Oberoi Constructions 


BEEN THERE: 12 years with PVR Cinemas where he was instrumental in 
revolutionising the movie-screening business 


DONE WHAT: Drew up a game plan at PVR to invest up to Rs 400 crore to set up 


250 screens over three years 


N ELECTRICAL ENGINEERING 
Ficus from Pt. Ravishankar 
Shukla University, Raipur, Pramod 
Arora's first job was a short stint 
with an engineering company, fol- 
lowed by a two-year stretch with 
Universal Studios’ India subsidiary. 
But Arora is best known for his 
12-year tenure with the Delhi-head- 
quartered PVR Cinemas, where he 
can arguably take most of the credit 
for revolutionising the movie- 
screening industry. As the President 
& CEO, Arora was the force be- 
hind the expansion of the company 
and what it has subsequently 
become today—a Rs 64.8-crore 


This Guru Is Still Learning 
Ramesh Mangaleswaran (40) 


Partner, McKinsey & Company | 


BEEN THERE: Has been with McKinsey since 1993 and is leader of the 
manufacturing and operations practice in India and Asia 


DONE WHAT: Expanding the scale and scope of impact on his clients 


T IS NOT OFTEN THAT YOU MEET 
| Bici who has spent close 
to 15 years in one organisation 
and is still only 40. Ramesh Mang- 
aleswaran is one of those people. 
After acquiring an MBA from IIM-A 
in 1993, Mangaleswaran was one 
of the four from the institute who 
was picked up by McKinsey. 

Consulting was then a new bus- 
iness in India and this was just the 
second time McKinsey was visiting 
business schools in India. Mangal- 
eswaran recalls that period as being 
rather exciting, albeit challenging. 
“The joy of joining McKinsey from 
IIM-A was that it was a global player 
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in India. The challenge in the first 
few years was to establish credi- 
bility in the eyes of our clients," he 
says. After spending four-and-a- 
half years in Mumbai, Mangal- 
eswaran moved to McKinsey in 
Chicago. He was back in India in 
September 1998 and in 2001 was 
made Partner. Today, Mangal- 
eswaran is the leader of McKinsey's 
manufacturing and operations prac- 
tices in India and Asia. “I will re- 
main connected to the Indian man- 
ufacturing sector," he says. The 
big question, of course, is whether 
he will ever be lured into it. 
KRISHNA GOPALAN 


UMESH GOSWAMI 


powerhouse with a market cap of 
Rs 441.9 crore and nearly 100 
screens all over the country. 

Now in the fast-growing realty 
sector, as COO, Oberoi Construc- 
tions, a leading real estate developer 
in Mumbai, Arora is excited and 
also very aware of the leadership re- 
sponsibilities that come along with 
this new role. He believes that it is 
imperative to enjoy what he is do- 
ing. ^My years at PVR had noth- 
ing to do with intentional longevity; 
I loved every single day I spent 
there. I am now looking forward to 
this new challenge," says Arora. 


DEEPTI KHANNA BOSE 
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Candy Man 
oameer Suneja (36) 
CEO, Perfetti Van Melle India 


BEEN THERE: Colgate, Frito Lays 


DONE WHAT: Widened distribution, increased sales, and 
Happy Dent bagged a Silver Lion at Cannes last year 


E'S AT HOME, HAVING FUN. AND FRIENDS, CLASSMATES 
Hane colleagues of Sameer Suneja, who’s now the 
CEO, Perfetti Van Melle India, will agree only too 
readily. They called him ‘keeda’ (slang used in col- 
lege campuses for someone who’s always up to tricks) 
as he was always having fun while at 1M Bangalore, 
from where he passed out in 1994. But, no one’s 
fooled. Suneja has worked through all the odds of 
this industry that continues to walk a tightrope in the 
50p to Re 1 price band. 

There are many instances that highlight his un- 
canny sense of what will click. “When Centre Shock 
was launched in 2001, almost everyone who was given 
the sour gum to try, turned around and slapped the per- 
son for playing a trick. We had to turn this challenge 
into an opportunity, which we managed to do by po- 
sitioning it well,” says Suneja. 

Sunjea joined Perfetti in 1997 as a brand man- 
ager. Today, he heads a Rs 700-crore confectionery 
business that might well be the largest in the coun- 
try. “We sell over 40 million ‘interactions’ every day. 
And our distribution goes right down to the small- 
est of towns,” he says with visible pride. Both Suneja 
and his company have been closely scrutinised— 
given that the company has bagged nearly 100 
awards in various categories and forums. “But ads do 
not make a product successful. It’s the product 
quality, innovation, and distribution that provide the 
real staying power,” he says. SHAMNI PANDE 
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HOW THEY WERE 
HUNTED DOWN 


UT FOUR HOTSHOT HEADHUNTERS IN A ROOM AND 
x" do you have—either a recipe for name-drop- 
ping and name-calling; or a magic list of the country's 
25 hottest young executives. Business Today was 
obviously looking for the latter. Last fortnight, R. 
suresh, MD, StantonChase International, Hastha 
Krishnan, CEO, Ma Foi Global Search Services, 
Shilpa Gentela, Client Partner, Korn/Ferry International, 
and Purvi Sheth, VP, Shilputsi, got into a huddle in 
Mumbai to pick out these wunderkinds of India Inc. 
Though they could not participate in the roundtable, 
Arun Das Mahapatra, Partner (in-charge), India, 
Heidrick & Struggles, and Preety Kumar, Managing 
Partner, Amrop International, also assisted with the 
list. The criteria: They've got to be 40 or under; 
they have to be executives on the fast track, headed 
for leadership positions; with an unswerving track 
record; and they should have made a significant 
mark in the organisation they worked for in the past 
one year. Each of our good headhunters drew up their 
individual lists of favourites, which were then thrown 
into one big hat. There were a few names that were 
on most lists, but then there were also names that not 
everyone could agree on. So, inevitably more than a 
few bigwigs had to be duly dust-binned, much to the 
chagrin of some of our search champions. And with 
a little help from Business Today's editors, the panel 
was able to draw up a shortlist of some 35 names. A 
few names fell off the list because these honchos had 
crossed over into the zone in which they're still 
doubtless ‘hot’, but alas no longer youthful. Forever 
Young was a great film (starring Mel Gibson and 
Jamie Lee Curtis), and an even better song (by Bob 
Dylan); unfortunately, only those that made the age 
cut got a chance to "build a ladder to the stars and 
climb on every rung’. In this list, it doesn't matter if you 
are Forever Young. 
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The headhunters' team: (L-R) R. Suresh, Purvi 
Sheth, Hastha Krishnan and Shilpa Gentela 


bt special 


Fast Moving Marketer 
Saugata Gupta (39) 


CEO, Consumer Products, Marico 


BEEN THERE: Worked for a decade-and-a-half in the FMCG 


and insurance sectors 
DONE WHAT: Consistent, profitable growth at Marico 


S SOMEBODY WHO OVERSEES SOME OF THE COUNTRY’S 

best-known brands like Saffola and Parachute, 
Saugata Gupta's career has been an interesting journey. 
The irr Kharagpur, tIM Bangalore alumnus was hired 
off the campus as a brand manager by Cadbury India 
in 1991. In 2000, Gupta switched industries to move 
to the insurance sector with ICICI Prudential. Gupta per- 
formed various roles from heading marketing to 
overseeing customer service. In early 2004, Gupta 
joined Marico as Head of Marketing. Currently, 
Gupta is CEO of Marico's consumer products busi- 
ness—which is the bread and butter business of the 
group and includes edible oil and hair oils. Gupta at- 
tributes a lot of his learning in his career to the high 
caliber of people he worked with, right from adman 
Piyush Pandey and Rajeev Bakshi (a former MD at 
Cadbury) to Shikha Sharma at icici Prudential. Ask him 
about his greatest achievement at Marico and pat 
comes the answer: “Profitable growth. We have 
grown considerably in the last couple of years without 
sacrificing profitability." T.V.MAHALINGAM 
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Google Scholar 
Shailesh Rao (36) 


Managing Director, Google India 


BEEN THERE: Served as Director for Google at its Mountain 
View, California HQ, before taking charge of India opera- 
tions last year 


DONE WHAT: Focussed on industries rather than regions to 
increase advertising revenues for Google India 


N THE FACE OF IT, IT'S A ‘STINKER? OF A STATEMENT: 
Oi feel so good about myself after the day's done 
that when I go home, I don't feel the need to shower." 
He probably doesn't need to— even at the late evening 
hour when Shailesh Rao, Managing Director, Google 
India, agrees to meet us, inquisitively kicked about the 
honorific ‘hottest young executive’, he's still looking 
fresh and energised. Ever since he took over as the 
head of the search engine’s India operations last 
June, Rao has unleashed his aggressive intent within 
the organisation—upping revenues, reorganising 
marketing strategies and building a cohesive team 
spread across the four cities of Delhi, Mumbai, 
Bangalore and Hyderabad. 

A self-proclaimed hands-on manager who sees his 
role in the organisation as one who adds value, Rao has 
reorganised Google's advertising mix—from a regional 
focus to one that is targeted towards industry practices. 


“Each industry requires empathy for which we hired 
people from industry with the requisite skill-sets to 
educate advertisers on the opportunities in the online 


media,” points out the affable workaholic who averages 
12-14 hour days. 


TEJEESH N.S. BEH 


bt special 


The One-company Man 
Srinivas Pallia (40) 


Vice President (Enterprise Solutions), Americas, Wipro Technologies 
HERE: Sixteen-year veteran at Wipro 


r. Winning the Wipro All-Star award or the Wipro 
Oscars Bi the rapid growth of his business 





HE FIRST THING THAT GOES INTO SRINIVAS “SRINI PALLIA'S 
Tomi bag when he goes on one of his frequent business 
trips is a pair of running shoes. While he has been with Wipro 
for over 16 years, he's been a fitness fanatic for longer, 
specifically creating time in a packed schedule to go for a run, 
work out in the gym or ideally for a quick game of tennis. “I 
have got to get my daily dose of exercise and I’ve been 
known to go for a workout as late as 11 p.m.,” says Pallia 
from his base in Minneapolis in the mid-western us. 

In the 16 years he has been at Wipro, Pallia has graduated 
from being a Product and Territory Manager to a Vice 
President at the lucrative Americas business of the soaps-to- 
software conglomerate. *When I started with Wipro, it 
had export revenues of just $50 million; today the company 
has become a multi-billion dollar entity,” he says. Despite his 
impressive credentials (besides bagging the All-Star Award 
from Premji, he has also been feted as the best marketer and 
for his high product line performance), Pallia believes there 
is a long way to go for him and, inevitably, Wipro. Despite 
the plethora of opportunities in the IT industry, he has 
stuck with Wipro for over a decade-and-a-half and be- 
lieves that this is where his future lies. “We have just made 
inroads into the market, but I want to be part of Wipro's 
global expansion and be part of this (hopefully rapid) 
growth," he says. 

RAHUL SACHITANAND 
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Taller, Stronger, Sharper 
Shubhajit Sen (38) 


VP Anda GlaxoSmithKline Consumer 
Healthcare 


BEEN THERE: Boost, Aquafresh, Horlicks and 
now the entire brand portfolio of GSK 
Consumer Healthcare 

DONE WHAT: Restaged Horlicks and worked on 
new brand launches 


E SMILES WHEN INFORMED THAT HE’S 
been identified as one of the ‘hottest 
young executives’ today in the country and 
feels so much has changed for everyone 
around: “Since we deal with nutrition prod- 
ucts for young and adults, the country’s 
consumer profile has changed radically. 
Today, my driver earns more than what I got 
as my first pay cheque here,” says Shubhajit 
Sen, VP (Marketing), GlaxoSmithKline 
Consumer Healthcare, who joined the com- 
pany through campus recruitment at IIM 
Ahmedabad in 1992. He's, in fact, being 
rated among industry watchers as a hot- 
shot turnaround artiste as he's consistently 
grown brands in what many assumed to be 
a flat market. Sen started his career with 
Boost. In 2005, he worked at streamlining 
the Horlicks brand position as “Taller, 
Stronger, Sharper’; this has resulted in dou- 
ble-digit growth for the brand and led it into 

several brand extensions. 
SHAMNI PANDE 
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Not a Bean Counter 
ourjeet Singh (39) 


CFO, Patni Computer Systems 


BEEN THERE: Worked in pharma and IT for almost two decades 
DONE WHAT: Improving the company's margin profile 


URJEET SINGH HATES BEING CALLED AN ACCOUNTANT, 
S even though he is eminently qualified to be labelled 
as one. Singh holds a bachelor's degree in finance and 
accounting from the University of Pune, and is a fel- 
low of Institute of Costs and Works Accountants, 
India and AICPA, Us. 

Singh is among the few people under 40 who 
have work experience stretching to almost two 
decades. In 1999, Surjeet turned 30 and, like most 
men who cross that milestone, asked himself a few in- 
trospective questions. The answer—pack one's bags 
and move to Silicon Valley, where Singh set up 
Cymbal Corporation, an IT services firm focussed on 
the telecommunication vertical. “The entrepreneurial 
bug had bit me. I wanted to do something differ- 
ent," recalls Singh. The technology downturn in the 
early half of the decade brought along its own share of 
learning. ^How to survive in an extremely hostile 
environment—that was the key," recalls Singh. By 
2004, Cymbal's revenues had grown to over $30 
million. In late 2004, Cymbal was acquired by Patni for 
$68 million. Singh not only was instrumental in the 
merger of the two organisations but also went on to 
spearhead mergers & acquisitions at Patni. 

When Patni began hunting for a CFO in mid-2006, 
Singh, who held the same post at Cymbal, was offered 
the job. Among his achievements in Patni has been 
effectively transforming operating efficiencies and 
"improving the margin profile of the company." 


T.V. MAHALINGAM 
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Going Glocal 
Tejpreet S. Chopra (8) 


President and CEO, GE India 


BEEN THERE: GECAS, GE Commercial Finance 


DONE WHAT: Developing and nurturing the next generation 
of leadership talent for GE in India 


NYONE WANTS TO KNOW IF TEJPREET S. CHOPRA, 

President and CEO, GE India, was taken by surprise 
at being identified as a successor to Scott R. Bayman in 
India late last year? *The answer is yes. We at GE 
take such pride in grooming talent and leadership 
that at any point there are several people within the sys- 
tem who are very strong candidates," says Chopra, 
who's known as *TP' to many. And what's made the dif- 
ference is clearly his global exposure to cutting sharp 
deals: “When I was with GE Commercial Aviation 
Services (GECAS), I had to be on the road literally eight 
months in a year and negotiate global deals. I think that 
experience has helped me. I was groomed by Henry 
Hubschman, who's now President & CEO, GECAS; Í 
have learned a lot from him," he says. Obviously, 
his previous stint as President & CEO of GE Commercial 
Finance in India has primed him for the top slot, 
given that he got to successfully restructure and expand 
the business, and establish GE Commercial Finance as 
one of the country's premier financial institutions. 

A few minutes are enough to understand that TP is 
one of those all-round achievers who plays to win. 
Born and brought up in Chennai, a swimming cham- 
pion, Chopra's schoolmates remember him playing the 
sarod on founder's day at The Lawrence School, 
Sanawar. Though he finds less time to chase his hob- 
bies today, he does not forget to mention his wife Itiva 
Chopra: "She's given up a thriving practice as an 
M&A lawyer in New York to support me in my en- 
deavours. And I really wish to offer our technology for 
local needs here. I think it's the right time to do it and 
we have already offered many solutions to the market 
here," he says. SHAMNI PANDE 
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Vivek Bhandari (38) 
Director, IRMA 


BEEN THERE: Taught at the Five College 


Consortium in Massachusetts 

JONE WHAT: Brought in scholars from 
Cornell University to address IRMA 
students 


HERE IS A SENSE OF IRONY TO 

Vivek Bhandari's career. In 
1992, after acquiring a Master's in 
Modern History from Delhi 
University, he made it to the 
Institute of Rural Management, 
Anand (IRMA) for the two-year pro- 
gramme. But he didn't go the whole 
hog. Instead, he opted to go the us 
to acquire a second Master's and 
eventually a PhD in History from 
the University of Pennsylvania. Last 
May, Bhandari found himself back 
in India after a 15-year Us stint as a 
Director at—where else—IRMA. 

“This is really a homecoming 
for me,” he says. Even while he was 
in the US, his research had a huge 
focus on India and Asia. “I don’t 
think I was ever out of touch with 
what was going on,” he adds. The 
challenges for Bhandari are many, 
perhaps the biggest one being to 
position IRMA clearly against other 
institutes. “It is important for us to 
build a system that is transparent, 
where the institutional practices are 
aligned with our objectives,” he 
Says. KRISHNA GOPALAN 
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Young & Restless 
V. Vaidyanathan (40) 


Executive Director, ICICI Bank 


Retail banking, SME lending and rural banking 
DONE WHAT. Created the largest retail banking business in India 


T 38, HE WAS PROBABLY THE YOUNGEST EXECUTIVE DIRECTOR ON THE 

board of a large financial powerhouse. For V. Vaidyanathan, an 
alumnus of Birla Institute of Technology and Harvard Business 
School (where he was the youngest executive at the programme), the 
tryst with power came as early as when he was 32 and made MD, ICICI 
Personal Financial Services (that entity was later merged into ICICI Bank). 

With skill-sets like speedy decision-making, team-building and an- 
alytics in his quiver, Vaidyanathan led the charge in building a 
strong consumer business franchise for the country’s second largest 
bank in a very short period of time. The retail business, which 
Vaidyanathan has been heading since 2000, was worth $30 billion as 
of end-March 2007, with close to 25 million customers and over 9 mil- 
lion credit card users. 

Vaidyanathan joined ICICI Bank from Citi in 2000, when the 
then Designated Financial Institution (DFI) was plotting its move 
into retail banking (with a merger between icici—the DFI—and ICICI 
Bank imminent). *Undoubtedly, Citi gave me a great grounding," says 
Vaidyanathan. When the DFI converted into a bank, it offered 
Vaidyanathan a huge canvas to show his skills in retail lending busi- 
nesses like mortgages, auto loans and credit cards. 

Other than the largest portfolio of retail banking, the man who has 
run three marathons so far, has also been heading icici Bank's new 
growth engine of rural banking, where the bank has ambitious plans, 
since October 2007. That's doubtless a huge challenge for 
Vaidyanathan—but one that he eagerly looks forward to. His biggest 
challenge in his own words, however, is *to be in tune with the times 
and spot the next big trend". The early riser and workaholic swears 
by the mantra: “Time is of essence, critical and we have to stretch it 
to maximum use." He's got a fair bit of it on his side. 8 

ANAND ADHIKARI 





PROFIT FROM 
PENSION PLANS 
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Unit-linked pension plans are fast becoming 
popular. Should you bank on them 
for your retirement income? 


SECTOR REVIEW | SHORT SELLING FIXED INCOME 
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Banking on Pensions 





Insurance companies have launched pension plans that work like 
ULIPs. How do these work? And should you buy them? 


NITYA VARADARAJAN 


INANCIAL PLANNING FOR ONE'S 

retirement should start as 

early as possible. Waiting till 
the mid-40s or even later to get 
into the act, as most of us end up 
doing, can result in a small and 
sub-optimal retirement corpus, 
thereby impacting the quality of 
one's retired life. So, choosing a re- 
tirement product to suit one's re- 
quirements is important. Shivaraya 
Prabhu, for instance, bought his 
first retirement plan this year— 
ING Vysya's Golden Years Retire- 
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ment Plan, which is a unit-linked 
pension scheme. His yearly pre- 
mium liability is Rs 30,000. 
Prabhu, 47, is a trained physio- 
therapist who also doubles up as a 
consultant to various colleges. 











x The Prabhus - 


- THE PLAN: ING Vysya's Golden Years 
! Retirement Plan. 


THE PRODUCT: Pension linked unit scheme. 


— = <a —— — —— ~~ 
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E PREMIUM: Rs 30,000 a year zd 





Besides his wife Aarthi, 46, he has 
two sons—Satyendran who is a 
fourth-year student in an engi- 
neering college and Sandeep who is 
in Class 12. Explaining the ration- 
ale for his decision, he says: *My 
wife has also subscribed to a tradi- 
tional pension plan. We feel a ULIP 
plan is better in the long run in 
terms of returns. I could not start 
investing in pensions earlier owing 
to some commitments, but I think 
retirement planning is important 
for one and all." 





Returns from an annuity are not only 
moderate but also taxable 


Ramesh Chordia 
MD, Insuregain.com 


However, the scheme selected 
by Prabhu is just one of the several 
types of unit-linked pension plans 
that have been launched recently 
by insurance companies. For in- 
stance, ICICI Prudential offers a 
choice of six pension funds, while 
ING Vysya offers three—equity, debt 
and liquid funds. Then, there is 
Bharti Axa, which recently set up an 
asset management company to man- 
age its funds. Unlike others, Bharti 
Axa offers flexible premium pay- 
ment options within the same plan 
to suit one's means. 

Says D. Arulmany, Business 
Head, pBs Cholamandalam 
Distribution: “Pension plans should 
constitute an important part of a 
person's portfolio. Today, there 
are plans that take into account 
specific risk appetites of people by 
offering variable combinations of 
equity, debt and money market se- 
curities, bearing in mind the safety 
of the fund." 

ICICI Prudential and ING Vysya 
offer portfolio management for peo- 
ple who are not mutual fund-savvy 
or have little time to learn the 
niceties. LIC's Market Plus product 
levies a low premium allocation 
charge upfront and distributes this at 
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CHOOSING THE RIGHT PLAN 


What one should and shouldn't be doing. 


THE DOS 
Make sure your pension plan offers more advantages than ULIPs, 
particularly in terms of costs 


If you are uncertain about your consistent savings potential, there are funds 
that offer single-premium options. A falling market (like the current one) 
may be a good time for this option, particularly in equity funds 


There are many schemes that charge a hefty premium allocation fee and 
lesser for top-ups. Opt for a smaller investment in the first year and 
increase the amount later 


Choose insurers who offer a wide range of funds and flexibility to switch 
between them 


Before you choose your insurer, check out the performance of the fund. 
Once you are tied down to an insurer for pension, exiting could become 
more expensive if you want to park your corpus with another insurer. A 
check on the three-month performance after the January 10 crash could 
be a great indicator 


THE DON'TS 
Don't opt for a life cover. This reduces the investment corpus. Opt for à 
simple term assurance instead in the traditional platform 


Don't opt for return of purchase price if your retirement kitty is small. You: 
nominee may not get the benefits after you, but you and your spouse have 
to live out your retirement life in comfort 


If you have to retire in less than seven years, don't opt for a pension plan at 
all. A SIP with a mutual fund will be better as it is more cost effective in the 
short-run. You could always purchase an annuity later 


If you are totally risk-averse, don't opt for the unit-linked pension plan—a 
conservative plan offered by a traditional insurer will save you the headache 


of monitoring bull and bear markets returns 


the rate of 2.5 per cent till the end of 
the tenure. In contrast, many others 
stop charging this after the fifth or 
sixth year. Also, tracking LIC’s sur- 
render values is a tedious exercise— 
investors have to get it from agents. 

Says Y.V.D.V Prasad, Director 
(Business Development), ING Vysya 
Life Insurance, which follows a sim- 
ilar strategy of levying low premium 
allocation charges: “Money buys 
more today than it will do tomor- 
row. If a lesser amount is collected 
upfront, there is more left for in- 
vestment purposes and there is a 
greater compounding benefit." ING 
Vysya gives its customers loyalty 
additions from the first year at the 
rate of 0.2 per cent of the fund 


value if less than Rs 10 lakh and 
0.3 per cent if more than Rs 10 
lakh. Tata AIG gives as much as 3 per 
cent of the fund value at maturity. 
This addition accrues from collec- 
tions made from various charges 
levied under different heads. So, 
one should always take the trouble 
of studying the plan charges to find 
out whether the perceived returns 
will work out satisfactorily. 
Pension plans allow a commu- 
tation of one-third of the fund value 
at the end of the accumulation 
phase. Subsequently, the pensioner 
has to buy an annuity—he has the 
freedom to buy it from any company 
offering it. However, annuity rates 
are currently very discouraging, at 


MAY 4 2008 137 


BUSINESS TODA) 


bt money 


ANNUITY OPTIONS: N.A. 
PLAN N NG FOR SURRENDER CHARGES: 
R ETIREMENT? 30 per cent in the 4t year, 20 per cent in the 


The following table offers a 5th year, 10 per cent in the 6" year and 100 

comparative analysis of the per cent from the 7" year. 

various pension products on offer. 
~A INSURER: Bharti Axa-Dream Life pension 

usP: Allows flexibility in increasing or 

decreasing premium in line with an uncertain 

future in the same plan 

PREMIUM ALLOCATION CHARGES: 

For premium less than Rs 25,000, it is 21 per 

cent in the 1St year; then 10, 6, and 1 per cent 

in the consecutive years and no charges from 





f) Ch 








intelli 


IN\ 


G. KESHAV RAJ 


uili 








th : : 
the 5° year “Pension plans should constitute an im- 
POLICY ADMINISTRATION CHARGES: Rs 30 per month portant aspect ofa person’s portfolio” 
SWITCHING CHARGES: Four free switches a year D. Arulmany 
INSURER: ICICI Prudential Life Insurance-Life PREMIUM TOP-UP CHARGES: 2 per cent Ee OS SRRA 
Stage Pension ANNUITY OPTIONS: N.A. 
usP: Choice of six funds. You can opt for — SURRENDER CHARGES: N.A. around 6 to 7 per cent. This has 
automatic allocation—an age-based portfolio encouraged certified financial plan- 
management INSURER: LIC Market Plus ners like Ramesh Chordia, 
PREMIUM ALLOCATION CHARGES: usP: Charges distributed more evenly. Choice of Managing Director, Insuregain.com, 
None for regular premiums three funds makes it easier to monitor to offer alternative solutions. 
ap We rian Ps p PRERMUM ALLOCATION CHARGES: According to Chordia, one can pur- 
For the first 10 years @ 0.6 per cent per mont 16.5 per cent in the 13t year, 2.5 per cent chase a ULIP plan evene vaar fotihi 
for premium under Rs 40,000; this figure falls thereafter; and 3.3 per cent for single premium p y: y 


next 20 years so that a plan ma- 
tures every year from the 21st year 
onwards. The income on maturity 


as ine premium increases POLICY ADMINISTRATION CHARGES: Rs 60 per month 
SWITCHING CHARGES: in the 1st year and Rs 20 per month thereafter 


Four free switches a year; Rs 100 for 
SWITCHING CHARGES: Four free switches a year. 


MEGA RS PREMIUM TOP-UP CHARGES: Top-up charges 1.5 will be tax-free for that insu 
a M rrr rl 
MENU OPTIONS. ANNUITY OPTIONS: All options listed above, plus len aka bls * B Fie ke al 

Five types, including joint pension options a eni m E hour rca miii e o 
SURRENDER CHARGES.: SURRENDER CHARGES: Applicable after the 3 p 8 


year a part of the portfolio or regular 
sips doubling up as a pension plan 
with systematic withdrawal. 


Three years: 92 per cent; seven-to-nine years: 
99 per cent; 10t year onwards: 100 per cent 





INSURER: Birla Sunlife Flexi Secure Retirement 





: Plan 2 According to him, with a corpus 
ved iit nO my USP- Allows for surrender value from the first accumulated through various routes, 
choose from; guaranteed bonus as a percentage SG — 2 single ^4 TM x rs i OBC cas also opt for monthly in- 
of fund value but not on top-up premiums ri de OW mr Pep rs come plans in a mutual fund. | 
PREMIUM ALLOCATION CHARGES: So, before opting for any pension 
If premium is less than Rs 50,000: 15 per cent in PREMIUM ALLOCATION CHARGES: —— plan, study the offering in detail to 
the 15t year; 12 per cent in the 294 year; 3 per 21 per cent in the 1st year and 2.2 in the 200 distinguish baits from true benefits. 


year; no charges from the subsequent years. 


cent for the next three years and no charges for 
3.3 per cent for single premium policy 


Also, it's never too late to invest in 


Myra: DEE dc POLICY ADMINISTRATION CHARGES: Rs 35 per month retirement plans. Says Prabhu: "We 
POLICY ADMINISTRATION CHARGES: m have started late on our pension 
Rs 55 per month for regular premium and Rs 25 SWITCHING CHARGES: Two free switches plans, but, as my wife says, it is bet- 
per month for single premium PREMIUM TOP-UP CHARGES: 1 per cent | ter late than never. I hope to con- 
nt oles eure se ANNUITY OPTIONS: Offers all annuity options, but tribute to the plan till I am 60. My 
12 free switches a year. Premium redirection not increasing annuity option ey ue: 

multiple funds year, 50 per cent in second and 25 per cent in of at least 2 3 per cent on the corpus 
PREMIUM TOP-UP CHARGES: 1.5 per cent the 3" year we are building up, we should get a 


decent pension." l 
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Play Time for Big Boys 


The fear that short selling by institutional investors may tank an 
already depressed market may not come true after all. TEJEESH N. s. BEHL 


exchanges across the 
country on April 21, it 
will signal not just the 
start of another trading 
day but also the coming 
of age of the Indian cap- 
ital markets. That day 
will see the reintroduc- 
tion of short selling by 
institutional investors, al- 
beit in a modified form, 
after a gap of seven years. 
Though the Securities 
and Exchange Board of 
India (SEBI) announce- 
ment on allowing insti- 
tutional investors to short 
sell was made last year 
and even included in the 
2007-08 Budget propos- 
als, it has taken the mar- 
ket watchdog more than 
a year to come out with 
guidelines for the same. 

While short selling by 
retail investors has been allowed 
for a long time, the entry of insti- 
tutional investors in this segment 


HEN THE OPEN- 
ing bell rings 
on the stock 


UMESH GOSWAMI 


and mutual funds to lend" 
Dharmesh Mehta, Head (Equities), Enam Securities 


SEBI'S DIRECTIVE 


To begin with, short selling will only be allowed in the F&O segment 


All such trades will be margined on a transaction day + 1 (T+1) basis with 
margin being collected from the custodian upon confirmation of trade 


From June 16, 2008, collection of margins will be on an upfront basis 


Maximum duration for securities lending and borrowing (SLB) is seven days 
and the borrower has to return the securities on T--8 


SLB limit not to exceed 10 per cent of free float of equity 
Institutional investors not allowed to do day-trading 


While institutional investors will have to disclose at the time of order 
placement if the transaction is a short sale, retail investors may do so 
at the end of trading hours on the transaction day 
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“It will be a preat step if SEBI allows large institutions 


is expected to alter the market dy- 
namics. However, institutional bro- 
kers say they are still awaiting the 


fine print from SEBI and 
are not sure how the is- 
sue will pan out. 

“It’s too early to say 
what effect it will have 
on the markets. At first 
glance, however, it does 
seem like a positive step 
and will help reduce 
volatility on the bourses,” 
feels Dharmesh Mehta, 
Head (Equities), Enam 
Securities. He says that 
since most large institu- 
tions hold on to their 
stocks, there is a peren- 
nial shortage of stocks in 
the markets. With short 
selling coming in, many 
of these stocks will now 
be traded in the market. 
But much will depend on 
how the regulators im- 
plement the new meas- 
ure—in particular, bor- 
rowing and lending 
norms for institutions. “It 
will be a great step if SEBI 
allows large institutions and mu- 
tual funds to lend. It will be crucial 
for the success of this measure. 
They can also deliver better returns 
to their investors by lending for a 
profit,” he points out. 

Currently, institutional investors 
cannot short the market and can 
only trade in shares that they have 
invested in—short selling was 
banned in the wake of the Ketan 
Parekh-engineered scam in 2001. 
The new norms will allow them to 
borrow and lend stocks to other 
institutional investors for short sell- 
ing. The measure has fuelled ap- 
prehension that with the big boys of 
the stock markets playing on the 
short selling circuit, an already sen- 


sitive market—which has lost over a 
third of its value from its peak in 
January—may tank further. 

Observes Arun Kejriwal, 
Founder, Kejriwal Research and 
Investment Services, “If some in- 
stitutional brokers band together 
to hammer down a stock, there's 
nothing much one can do. Also, 
while I feel the step will boost the 
market sentiment in the long term, 
how the market pans out in the 
short term is still nebulous." 
However, Kejriwal says that even if 
the institutional investors do de- 
cide to hammer down certain 
stocks, it will be discovered very 
quickly by others who will then 
try to prop up those stocks by buy- 
ing aggressively. The short sellers 
can lose a lot of money by playing 
this sort of a game. 

The fear, therefore, that allowing 
institutional investors to short may 
depress the market further has little 
basis. ^Had the norms come into ef- 
fect when the Sensex was above 
20,000, the new short selling norms 
would have been blamed for the 
subsequent market crash, which 
would have happened anyway," ar- 





gues Kejriwal. According to him, 


reforms introduced during dull and 
lethargic conditions are received 


f 


TWORKS 


more positively than in boom peri- 


ods, when they tend to negate the 
positive sentiment. Besides, as both 
he and Mehta point out, the re- 
bound after a spell of short selling is 
always fast and furious. “Not al- 
lowing the institutions to take a 
negative view was severely ham- 
pering liquidity in the market. This 
step will create a more level-playing 
field,” avers Kejriwal. 

The move, says SEBI’s Executive 
Director, Manas Ray, will also al- 
low mutual funds and domestic in- 
stitutions to lend securities in the 
market and earn revenues. 
“Currently, these two are the 
biggest stock holders and the lend- 
ing mechanism can earn them some 
money,” informs Ray. He is cate- 
gorical that sEBI will not permit 
naked short selling—that is, there 
will be no settlement without de- 
livery. The securities lending and 
borrowing will be done through 
an automated, screen-based, order- 
matching platform, which will find 
the ideal lender for a borrower and 
vice versa, after both the lender 
and the borrower upload a quote 
for the stock and the fee at which 
they are willing to lend or borrow 
(see How it Works). 

Of course, while this will mean 


PROFIT AND 
LOSS ACCOUNT 


ADVANTAGES: 

m Allows institutions to take a 
contrarian view of the market and 
earn even in a downswing 


m Provides for a level playing field 
for institutional investors as 
hitherto only retail investors could 
short sell 


m A long-term investor can use 
his idle stock to lend and earn 
revenues on them 

m Will create more liquidity and 
reduce volatility in the market 


m Stock prices rise much faster and 
higher after bouts of short selling 


m Will allow for another price 
discovery mechanism 


DISADVANTAGES 

m Areal fear that institutional 
investors can hammer down 
stocks deliberately and, thus, 
depress the market 

m The time duration for settlement 
is only eight days—most 
borrowers would prefer dealing in 
the F&O segment directly rather 
than through short selling on 
borrowed securities 

m Borrower does not get any 
interest for the margin deposited 
with the exchange for eight days 


more work for brokers, stock ex- 
changes, too, will need to customise 
their software to remove any glitches 
in the operation. They will also have 
to make necessary amendments in 
the regulations for implementing 
the SEBI directive. The spin-off for re- 
tail investors and HNIs who short 
sell is that they will be able to bor- 
row securities henceforth, which 
will enable them to take longer bets. 
Currently, retail investors who wish 
to short sell have to square off trans- 
actions during the same day. But 
like everybody else in the market, 
they too need to wait and watch 
before taking the plunge. 
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A Safe 
Haven 


FMCG stocks have not 
succumbed to the 
subprime storm and 
many still make 
attractive investments. 
KAPIL BAJAJ 


MID THE GENERAL GLOOM IN 

the equity markets, it's a con- 

sumption carnival that's hard 
to miss. The new-found momen- 
tum in the FMCG space not only al- 
lays fears of a slowdown but also 
promises handsome returns to in- 
vestors. Hindustan Unilever (HUL), 
for instance, has beaten the down- 
turn in the stock market and 
recorded positive returns since 
January 11, when the markets began 
to react to the subprime crisis. The 
robust FMCG performance is despite 
rising inflation and increasing raw 
material prices. 

“Since January 2008, when the 
market crashed, we have seen 
investors diversify into the FMCG, 
capital goods and banking sectors— 
they are largely insulated from neg- 
ative global factors. When the Index 
of Industrial Production (P) showed 
that the capital goods sector had 
slowed to 2.1 per in January from 
16 per cent in December 2007, 
funds that had invested in capital 
goods started to move into FMCG,” 
says Bhavesh Shah, Vice President 
(Research), Asit C. Mehta Invest- 
ment Intermediates. Besides, the 

FMCG space is linked to domestic 
growth and consumption expendi- 
ture, making it a “defensive play" in 
the uncertain markets, notes Anand 
Mour, Senior Research Analyst, 
Prabhudas Lilladher. “India’s strong 
economic growth, increasing 
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urbanisation, the growth of modern 
retail, and the fact that most FMCG 
categories remain under-penetrated 
are major triggers,” he adds. 


FMCG Rising 


Having languished for almost three 
years since 2002 due to various rea- 
sons (including price wars between 
HUL and P&G), FMCG stocks picked 
up momentum in 2005. “Since 
2005-06, the sales and profits af- 
ter tax (PAT) of FMCG companies 
have grown at least 15-16 per cent,” 
says Mour. Anand Shah, Analyst 
(Retail and FMCG), Angel Broking, 
says FMCG companies have been ag- 
gressively launching new products 
and even expanding their interna- 


Bucking the Trend 


The FMCG Index outperformed the frontline 
Sensex lately—and seems poised to stay 
that way. 







: Sensex 
E BSE FMCG 


130.25 


April 10, 2007 


April 9, 2008 


BSE Sensex and BSE FMCG Index have been plotted on a base 
of 100 in order to show relative performance. 


tional footprint. HUL, for example, 
recently launched PureIT, entering 
into the water purification market, 
Nestle launched Nescafe Mild 
Coffee and Cerevita breakfast ce- 
reals. Godrej Consumer Products 
is also getting into the act. Having 
made international acquisitions like 
Keyline (with brands like Cuticura 
and Erasmic) and Rapidol, it plans to 
launch these brands in India. 

The FMCG space, however, has 
also been characterised by stiff com- 
petition, which can undercut com- 
panies’ pricing power and margins. 
“We expect new product launches 
to intensify the competition across 
segments and product categories. 
This will put pressure on incum- 
bents to launch new variants and in- 
crease spends on advertising and 
brand building,” says the India 
Strategy Report of Motilal Oswal, 
released in early April 2008. 


Price Sensitive 

Inflation, which jumped to a three- 
year high of 7 per cent for the week 
ended March 22, remains a risk to 
FMCG demand, as does the possibility 
of a bad monsoon this year. “Rising 
food prices have been a worry for 
FMCG companies. Regular price hikes, 
following an increase in raw material 
prices, will surely put some pressure 
on volumes growth. But the com- 
panies in general have been able to 
make judicious price hikes," says 


Mour of Prabhudas Lilladher. 

Last year, FMCG companies in- 
creased prices by 5-10 per cent on 
an average in all segments. FMCG 
stocks also seem to be holding on to 
their levels amid rising inflation be- 
cause of the power of the brands. 
“Nestle, for example, has been post- 
ing fabulous numbers despite a 20- 
30 per cent rise in food prices over 
the last one year," notes Shah of 
Angel Broking. When consumers 
down-trade from expensive to 
cheaper brands, large companies 
like HUL, which are present across 
price points, are well placed to cap- 
ture the spend. 

Bhavesh Shah, of Asit C. Mehta, 
notes that a positive for the FMCG 
space is that it represents demand 
for items of essential consumption. 
If inflation persists too long, how- 
ever, it can create a cloud of un- 
certainty over the sector. Anti-in- 
flation measures, on the other hand, 
can improve the sector's prospects. 
“In edible oils, the FMCG compa- 
nies are going to benefit from im- 
port duty cuts announced in Budget 
2008-09," he says. HUL recently cut 
prices of three soap brands to pass 
the benefit of 2-14 per cent excise 
duty cuts on to the consumers. 

There are other factors that bode 
well for FMCG, particularly the 
Centre's farm loan waiver scheme 
and the recasting of income tax 
slabs, which will put higher dispos- 
able incomes in the hands of the 
consumer, says Mour of Prabhudas 
Lilladher. 


Compelling Valuations 
“Colgate has been trading at 20-21 
times its estimated 2008-09 earnings. 
Its net sales are growing consistently 
at about 14-15 per cent. From 2003- 
04 to 2006-07, its PAT has grown at 
23 per cent CAGR,” says Mour, who's 
also bullish on HUL. 

Trading at 13 times the estimated 
2008-09 (the company follows the 
calendar year as its financial year) 
earnings, GSK Consumer Healthcare 


THE FRONTRUNNERS 


FMCG stocks have value written all over them—and enough momentum 


to go forward. 


DABUR INDIA 








April 11, 2007 April 9, 2008 

Mar-06 Mar-07 Dec qrtr 
Sales — 137252 — 1/8223 51644 
PBDITA — 24150 — 31693 — 10781 
PAT — 18929  — 25195 — 88M 


Figures in Rs crore Source: Prowess, CMIE 


i» Dabur RED 


HINDUSTAN UNILEVER 24. 





April 10, 2007 April 9, 2008 

Mar-06 Mar-07 Dec qrtr 
Saes — 131897 — 1493788 36874 
PBDITA 2,318.06 2,506.47 — 80303 
PAT 1,855.37 1,925.47 552.31 


Figures in Rs crore Source: Prowess, CMIE 


is also a great bet as its main brands, 
Horlicks and Boost, continue to do 
well, adds Shah of Angel Broking, 
noting that sales have been growing 
15 per cent and margins are also ex- 
panding handsomely. 

He also recommends Marico 
(trading at 21 times the estimated 
2008-09 earnings; most of its brands 


1,573.6 


NESTLE 








April 10, 2007 April 9, 2008 
price (Rs) 15708 — PE 4262 

Mar-06 Mar-07 Dec qrtr 
Sales 2,944.2 3,647.49 89565 
PBDITA — 54725 — 7042 162.49 
PAT _ 315.1 413.81 94.23 


Figures in Rs crore Source: Prowess, CMIE 











April 10, 2007 April 9, 2008 

Mar-06 Mar-07 Dec qrtr 

Sales 1,046.47 1,375.6 415.59 
PBDITA © 133.69 202.02 59.55 
PAT 98.86 116.16 37.61 


Figures in Rs crore Source: Prowess, CMIE 


are posting good sales), Nestle 
(though pricey at 28 times the esti- 
mated 2008-09 calendar year earn- 
ings, it has been posting 20-30 per 
cent growth in sales and 20 per 
cent growth in EBIT), and Dabur 
(with an aggressive product pipeline, 
it Operates in categories with 
relatively moderate competition). 
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In Your Interest 


If you are looking to invest in bank FDs, check 
out one-year deposits. MANU KAUSHIK 


HEN STOCK PRICES ARE 
down, conservative in- 
vestors begin to look at 


safer investment avenues. And the 
fixed deposit at a bank is one of 
the easiest places to park your hard- 
earned money. Here's a tip: look 
at one-year fixed deposits as they of- 
fer yields that are higher than de- 
posits that mature in less than one 
year by as much as 200 basis points. 
For example, the ballpark yield on 
fixed deposits of relatively low ma- 
turity, say, 300 days, is about 6 per 
cent, whereas a one-year fixed de- 
posit can yield returns as high as 8- 
8.5 per cent per annum. Among the 
safest of investments, fixed deposits 
are once again popular. Says Surya 
Bhatia, Principal Consultant, Asset 
Managers, a wealth management 
company: "Investors have to pri- 
oritise their needs, but taking into ac- 
count the recent fall in interest rates 


Medium-term Deposit, 
More Returns 


Yields on one-year deposits are way higher 
than deposits of under one year. 





mmm Syndicate Bank mm ICIC] Bank uma Bank of India 
em Canara Bank === Indian Bank 


Figures in per cent Source: B7 Research 
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in the six months-one-year dura- 
tion slab, it is advisable for them to 
go in for deposits of just over a year. 
It will help maximise returns.” 

Syndicate Bank’s 180 days to 
one-year deposit will fetch you a 
return of 6.5 per cent, which is 200 
basis points lower than the 8.5 per 
cent you will get if you park your 
money for one year to 399 days. If 
you lock in for 91-179 days, the 
return reduces further to about 6 
per cent. Similarly, 1cicl Bank offers 
6.25 per cent on deposits of 270 
days to less than one year. But if you 
increase the tenure to 365 days, 
the returns zoom to 8 per cent. 
Agrees Akhilesh Tilotia, Director, 
PARK Financial Advisors: “You get to 
see some eye-popping returns in 
certain maturity brackets. The in- 
terest rates on regular fixed de- 
posits are time-based and, there- 
fore, fixed deposits for longer du- 
ration attract better interest rates.” 

Consider HDFC Bank’s deposit 
rates. A deposit of less than Rs 15 
lakh in HDFC Bank for less than 
one year will earn an interest of 
6.75 per cent per annum (7.25 
per cent in the case of senior cit- 
izens). For the same amount, a 
fixed deposit of one year one day 
to one year 14 days will earn an 
interest rate of 8 per cent for the 
general public and 8.5 per cent 
for senior citizens. Similarly, a de- 
posit of less than Rs 15 lakh for 
one year 15 days to one year 16 
days carries an interest rate of 8.75 
per cent for everybody and 9.25 
per cent for senior citizens. 
However, if you increase the tenure 
to one year 17 days, the return 
drops to 8 per cent (8.5 per cent for 
senior citizens). 

Investors usually prefer short- 


RAMEN SARKAR 





term deposits because the funds can 
be easily accessed if the need arises. 
But if you don’t have an immediate 
short-term requirement, one-year 
fixed deposits might be your an- 
swer. If you are investing for 300 
days or so, you must surely turn 
your attention to the one-year de- 
posit. “Banks offer 4-7 per cent for 
shorter tenures. However, increasing 
the tenure to, say, over a year will 
fetch you 8-9 per cent. This makes 
more sense as you can boost your re- 
turns by pushing your immediate 
needs by a few days,” says Tilotia. 

On the other hand, if you in- 
crease your investment horizon to 
longer periods, returns don’t nec- 
essarily get much better. The rates 
on two- and three-year deposits 
are around 8.5-9 per cent, margin- 
ally higher than the one-year de- 
posit. So, avoid getting locked into 
a fixed deposit for very long. For 
now, the one-year deposit is just 
ripe for investing. 
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MONG THE LARGEST EUROPE- 

based asset managers, AXA 

nvestment Managers man- 
ages $830 billion or Rs 33.2 lakh 
crore (December 2007) in assets. 
AXA Investment Managers Global 
CEO Dominique Carrel-Billiard was 
in the country recently even as tts 
domestic joint venture, Bharti AXA 
Asset Management, received SEBI’s 
nod to roll out mutual fund 
products for the Indian mar- 
ket. In a conversation with 
Mahesh Nayak, Carrel- 
Billiard spells out his plans 
for India, the effect of the 
subprime crisis, and lots 
more. Excerpts: 


You have been diversifying into 
Asia, including India, recently. 
What's the reason for the shift 
in focus? 

When you look at the world 
of asset management, which 
is about $25 trillion 
(Rs 1,000 lakh crore), the us 
comprises about 50 per cent 
of the market, Europe 25 
per cent, and Asia, including 
Japan, the rest. But the 
growth is mostly in Asia, 
which outpaces the growth 
in Europe and the us. The 
business environment is un- 
dergoing a structural change. 
That’s why we have fo- 
cussed on Asia. 


What is your global business strategy? 
We approach individuals as well 
as institutions with a product range 
that can accommodate all their 
asset management requirements. 
An investor needs to have a port- 
folio approach not only in equities 
but also in fixed income. And 
as markets globalise, so do in- 
vestors, and so we have to reach 
out everywhere. 


“Crises Come and Go” 


What is your assessment of the current 
markets? 

Markets always go through different 
cycles. You have to keep track of 
your long-term goals. It’s the right 
way to shape your portfolio. 


When do you see the dust from the 
subprime crisis settling down? 
Credit, like equities, goes through 





cycles. But this cycle has happened 
in a global economy and has been 
spread out, which is what is making 
it a bit different. Unlike the Asian 
crisis of 1997-98, this time it’s the 
western economies that are hit. But 
the magnitude of the impact is less 
than 1 per cent of GDP. So, it’s not a 
catastrophe. It’s a liquidity crisis. 
It's a reflection. of the fact that you 
cannot get supply and demand to 


agree on a price of a given product. 
So, it’s a confidence crisis, and 
not a solvency crisis. You have to 
allow time to pass by. Credit mar- 
kets may be exaggerating the 
depth of the solvency issue. The 
real subprime issue came out only 
in July 2007, so it’s been going on 
for nine months. I think it will 
take a few more months before it 
clears out. 


What do you think of the de- 
coupling theory? Are the stock 
markets co-related? 

There are many different 
theories going around on 
this. But there are asset 
classes and investments that 
are less co-related. In times 
of real crisis and intense 
pressure on the markets, the 
correlation tends to be 
higher. Crises come and go. 
But diversification works 
pretty well over time. 


What's your strategy in the 
markets now? 

Globally, the markets are in 
turmoil due to the credit cri- 
sis. We are overweight on 
cash at the moment, and neu- 
tral to underweight on eq- 
uities, and neutral on bonds. 


What are your plans for India? 
We jointly (with Bharti 
group) want to bring better 
financial services products to India. 
To start with, we want to bring a 
core offering of domestic prod- 
ucts for domestic investors. As we 
establish ourselves in this market, 
we will develop more products. 
We can later import our interna- 
tional products, that we manage 
elsewhere, into this country and 
also sell products managed here 
in the overseas markets. 
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bt announcement 


CALLING 
ALL YOUN 
ENTREPRENEURS 









Announcing the launch of the TiE-Canaan 
Entrepreneurial Challenge 2008. 


HE FIRST EDITION OF THE 
TiE-Canaan Entrep- 
reneurial Challenge at- 
tracted hundreds of eager 
start-ups when it was announced 
in October 2006 and three compa- 
nies, Infozech Software, Vegayan 
and 6 Dee won the competition 
and access to both mentors and in- 
vestors to grow their fledgling busi- 
nesses. Now, ambitious entrepre- 
neurs across the IT and services sec- 
tors (including internet, technol- 
ogy, software, telecom, mobile, ed- 
ucation, BPO, KPO, etc) will 
get another opportu- 





notch vcs and in- £ 


nity to get noticed — C) 
by some top- £- 


` 
dustry executives, | || 
as the second TIE-  “% | 


Canaan  Entre- 
preneurial Challenge 


(with BT as the media New Delhi 


partner) rolls into town. 

This nationwide business plan 
competition, set up to encourage 
innovation and build an entrepre- 
neurial ecosystem, is open to early 
stage entrepreneurs, who have al- 
ready incorporated their compa- 
nies. Industry veterans Raman Roy, 
Pramod Bhasin, Saurabh Srivastava 
and Sanjeev Bikchandani along with 
well-known angel and vc investors, 
Mahesh Murthy and Alok Mittal, 
will be the jury for this competi- 
tion. TiE-Canaan has roped in as 
partners Indian Angel Network and 
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Viedea to provide funding and men- 
toring for winners of this contest. 

Contestants will go through three 
rounds of selection. The initial 
screening will be done by knowl- 
edge services provider Evalueserve, 
after which eight companies will be 
selected for an intensive nurturing 
programme by TiE, and finally three 
winners will be announced at the 
TiE Entrepreneurship Summit in 
Mumbai. Incidentally, last year's 
winners were provided a global per- 
spective on their businesses from 

Phil Anderson at INSEAD, 
Singapore, besides the 
mentoring from TiE. 

h This year, the eight 

— shortlisted compa- 

- nies will be men- 

tored before they 
make their final pre- 
sentations. The three 
winners will get a further 
three months of mentoring 
after the event. 

So, if you think you have the 
next big idea to emerge from India, 
then you are welcome to partici- 
pate in this unique event. You can 
download the the application form 
from www.tienewdelhi.org/canaan, 
fill it and submit it before April 28, 
2008. After the screening, the top 
eight participants will be invited by 
end-May/early-June to present their 
plans before the jury. Finally, the 
three winners of this competition 
will be announced. 








What is the TiE-Canaan 
Entrepreneurial Challenge? 

It is a national business plan 
competition started by The Indus 
Entrepreneurs (TiE), a non-profit 
global network of entrepreneurs 
and officials, and Canaan 
Partners, a Menlo-Park, 
California-based vc firm. It is 
designed to help budding entre- 
preneurs take their businesses to 
the next level of growth. 


How is this different from 
other business plan contests? 
Only those people with regis- 
tered and functional companies 
are eligible to take part in the 
competition. These companies 
also get a chance to bag invest- 
ment as well as mentoring 
by some of the best-known 
entrepreneurs and VCs in the 
country. 


Who can take part in this 
competition? 

Ambitious entrepreneurs across 
the IT and services sectors are 
welcome to participate in this 
event. 


Who will judge the partici- 
pants and what will they 

look for? 

Industry veterans such as Raman 
Roy, Pramod Bhasin, Saurabh 
Srivastava and Sanjeev Bikhchan- 
dani, along with well-known an- 
gel and VC investors such as 


. Mahesh Murthy and Alok Mittal 


will judge this competition. 


How can you participate? 
Application forms can be down- 
loaded from www.tienewdelhi- 
.org/canaan. Completed forms 
must be submitted before April 
28, 2008. After the initial 
screening, eight participants will 
be shortlisted and invited to pres- 
ent their plans before the jury by 
end May/Early June. From this, 
the jury will announce the three 
winners of this competition. 
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Rectt), NTPC Limited, NTPC Bhawan, Core-7, 1st Floor, SCOPE 
Complex, 7, Institutional Area, Lodhi Road, New Delhi - 110003. The 
post applied for should be mentioned on the left hand corner of the 
envelope. Incomplete applications on any account shall be rejected. 
Last date for receipt of application is 05.05.2008. 

Fulltext of advertisement containing the minimum experience requirement, 
general conditions can be viewed at our website: www.ntpc.co.in/jobs 
and Employment News dated 19.04.2008. 
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Mixed Signals 


Retail and telecom perk up, while IT, 
ITES and manufacturing slacken, reveals 
the seventh quarterly BT-TeamLease 
Employment Outlook Survey. 
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^^ TELECOM T'S TIME TO WAIT AND WATCH. THE SEVENTH BUSINESS 
Today-TeamLease Employment Outlook Survey 
reveals that business confidence and the employ- 
ment scenario have reached a low, though some 
sectors continue to buck the negative trend. 
Quarter-on-quarter, the net employment outlook is at an 
all-time low. This indicates that the flurry of activity in 
India's job market has halted. Employment growth 
prospects in the IT, ITES and manufacturing & engi- 
neering sectors have been hit the hardest while tele- 
com, retail, media and FMCG, continue to look promis- 
ing. Says Sampath Shetty, Vice President (Permanent 
Staffing), TeamLease Services: “The not-so-positive 
economic trends—from the appreciation of the rupee, the 
subprime fiasco and the Us recession to, finally, the 
crash on the Indian bourses—have definitely impacted 
employment growth in the last few months." 

The net employment outlook (calculated as the dif- 
ference between the proportion of respondents report- 
ing an increase in their hiring and those expecting a de- 
cline and expressed as a percentage) stands at 74 per cent, 
a decline of 6 index points over the last quarter. 

Spread across eight cities—Mumbai, Delhi, Bangalore, 
Kolkata, Chennai, Pune, Hyderabad and Ahmedabad— 
a RR t s | the survey drew responses from 493 companies (see 

«V MANUFACTURING AND ENGINEERING Methodology for details). In terms of business outlook, 
N | Delhi bounces back with an increase of 13 index points 
compared to the last quarter when the business outlook 
for the city had plummeted a massive 32 index points. 
Infrastructure has kept up the momentum of the last 
quarter. Analysts argue that upbeat sectors have the 
potential of making this downturn a blip on the radar. 
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IT's Trying Times 

Expectedly, the rrES sector is under the weather with a 

drop of 24 index points to 76 points from a peak of 100 

/ index points in the last quarter. IT has taken a rela- 
INFRASTRUCTURE | tively smaller hit of six index points to 78. Says Shetty: 

MS YT TN “The rr & ITES sector is the worst-hit. The slowdown in 
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the Us has hit hiring sentiments and companies in 
India are adopting a wait-and-watch approach." 

Is this trend here to stay? Reasons Tushar Basu, 
Director, Analytic Consultants, a leading executive 
search firm: “Whether this trend will continue will 
depend on demand from global customers. Many Ir 
companies have been throwing people out on grounds 
of non-performance. When overseas projects were 
pouring in, they went on a recruitment spree. Now with 
a sudden slowdown overseas, these companies are re- 
alising that they are over-staffed." 

Differs Kris Lakshmikanth, CEO & Managing 
Director, The Headhunters India: *Given the high de- 
pendence of the Indian IT industry on the US econ- 
omy, companies are increasingly adopting a cautious 
stance on hiring. A majority of recruitment is now 
based on the work requirements of the firms. Hiring 
across IT companies, especially the small and mid-sized 
ones, has been stagnant and sentiment is certainly being 
downbeat. Compared to last year, there will be a 30-35 
per cent drop in overall hiring over the next one year." 

While the chips are down for manufacturing & en- 
gineering, which clocked a decline of 12 index points, 
infrastructure is a cut above the rest with a neat increase 
of 32 index points over the last quarter. The employ- 
ment sentiment for retail, media, FMCG and financial 
services seems to be bright and breezy. 


The Growth Centres 

There has been a huge swing in the employment sen- 
timents of the cities covered. While Delhi becomes a 
favoured destination with an increase of 18 index 
points over the last quarter's score of 70 index points, 
Pune has surged 22 index points. The troika of 
Ahmedabad, Hyderabad and Bangalore has recorded a 
strong downturn, with declines of 38, 29 and 28 index 
points, respectively. Points out Ronesh Puri, Managing 
Director, Executive Access: “Being the country's IT 
capital, Bangalore will witness a drop in hiring due to 
the overall slowdown in the IT sector." 

But this could well be a short-term phenomenon. 
Ambarish Dasgupta, Executive Director and Head, 
Management Consultancy Services, Pricewater- 
houseCoopers (PwC), has a different viewpoint. “The re- 
cent rightsizing being carried out by some of the large rr 
firms has got nothing to do with the downturn in the us 
or the dollar devaluation. Today, large Indian rr firms 
are not so dependent on the Us economy. Their opera- 
tions are well-hedged across the globe. Besides, their op- 
erations are also mission-critical and so, projects will not 
get stalled or scrapped overnight," says Dasgupta. 
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Net Employment Outlook 
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3 





wom Increase == No change mm Decrease Figures in per cent 





Employment Outlook Index — Sectorwise 
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Employment Outlook Index — Citywise 
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Hiring Across Functions 
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Small Is Bigger 

While the larger cities battle it out for job opportu- 
nities, many domestic companies and MNCs are ex- 
ploring the Class-I and Class-II cities in a bid to scale 
up their operations. Says Ravi Varma, President (HR), 
Nucleus Software: *Rising manpower and real es- 
tate costs, and high attrition levels have been the key 
reasons for this movement.” Class-III cities—having a 
population of less than one million but more than 
50,000—are also blipping on their radars. 

By all accounts, this trend is set to continue. Adds 
Puri: “The cost difference in terms of doing busi- 
ness in metros vis-à-vis Class-I and Class-II cities is in- 
creasing. Apart from cheap workforce, real estate in 
these cities is 25-40 per cent cheaper than in metros. 
As a result, we may see more companies from the man- 
ufacturing, retail, ITES and pharmaceutical sectors set 
up shop in the smaller towns.” 


Biz Talk 

While the business sentiment is bleak, telecom and in- 
frastructure maintain a positive outlook. Points out 
Anirudh Singh, Head (HR), JSW Group: “Sectors like in- 
frastructure, energy, cement and steel continue to 
remain positive yet increasingly cautious about their 
hiring intentions. Reason: huge investments are being 
made in the infrastructure space. Also, there is a de- 
mand-supply mismatch in this sector, which may 
force companies to hire at a robust pace.” 

Also, with almost every telecom player in seri- 
ous expansion mode, telecom companies are likely to 
continue hiring. Says Shetty: “The state of the stock 
market has influenced the not-so-optimistic business 
outlook over the next quarter. But with the India 
growth story fundamentally well-grounded, retail, 
FMCG, telecom and insurance sectors have reported ro- 
bust and encouraging hiring plans." The infrastructure 
deficit in the country has kept the momentum of FDI 
inflows flowing, which has stimulated humungous 
job opportunities in this sector. 

Telecom and infrastructure, for their part, seem to 
be the current favourites. Says Basu: “There have 
been massive investments in areas like telecom and in- 
frastructure (including realty and construction) and 
more investments are still in the pipeline....Future 
investments in these two sectors will lead to more re- 
cruitments. It's true everywhere in the country." 


Riding the Wave 


Across functions, the intention to hire in production 
and marketing has risen significantly compared to 
the last quarter. rr, finance and HR have all posted a 
decline in hiring sentiments. Says Puri: “Marketing is 
the flavour of all seasons. Companies across sectors, 


Hiring Across Geographies 





Class-Ill " 


Rural " 


em Q1 Jan.-Mar. 2008 — Q2 Apr.-June 2008 *Not covered in previous quarters 
Figures in percent Metro Cities: Mumbai, Delhi, Kolkata, Chennai and Bangalore 
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Rural: Towns with population less than 50,000 


irrespective of margin pressures, will continue to invest 
heavily on marketing functions." 

Singh agrees that marketing will be a focus area as 
well. *Typically, when an economy's growth rate 
slows, discretionary spending is usually the first area to 
face cuts. But this is the time when it becomes all the 
more important for companies to introduce newer 
marketing and advertising strategies in their business 
plans....1 foresee a significant increase in marketing 
spends through 2008," he says. 


What's Next? 


Rapid change seems to be the theme for the employ- 
ment scenario over the coming months. While it's a 
wait-and-watch game for some, the buoyant sectors are 
unlikely to peter out any time soon. Says Jsw Group's 
Singh: “Companies across the spectrum have adopted 
a wait-and-watch policy regarding their recruitments 
and might revisit the issue only after assessing their cur- 
rent quarter financial performance, which would start 
coming in by mid of this month." 


Reasons for Changing Jobs — Sectorwise 








Attrition Rate — Sectorwise 





IT ITES 


Financial — Retail, Infrastructure Mfg. & — Telecom 
Services Media & Engg. 
FMCG 
mm 3 month men | year Figures in per cent 


Business Outlook Index — Citywise 


Hyderabad 


Ahmedabad 





» Q1 Jan.-Mar. 2008 — Q2 Apr.-June 2008 Figures in per cent 







13 
67 
64 65 
60 63 
40 40 
32 
27 
18 

10 13 13 

B. 33 8 5 J 5 4 

20 K 0000 poż AIE 1027 0002? 

IT ITES Financial Services Retail, Media & FMCG Infrastructure Mfg. & Engg. Telecom 
men Salary hike «e Better Profile «= Brand name mama Dissatisfied with profile — Dispute with seniors ewm Job location == Can't say Figures in per cent 


MAY 4 2008 BUSINESS TODAY 153 











Is the softening of the hiring sentiment here to 
stay? Some HR heads say that in view of the global 
scenario, employers in India are focussing more on in- 
creasing the efficiency and productivity of employees, 
rather than fresh recruitments, to remain competitive in 
the market. Points out S.Y. Siddiqui, Chief General 
Manager (HR), Maruti Udyog: “Being globally inte- 
grated, it is difficult for us to stay insulated. I foresee signs 
of a recovery in the hiring trends from July onwards and 


much will depend on the government's policies." 
Hiring in the new financial year is, thus, off to a ten- 
tative start. As Shetty says: “With the new year 
setting in, business confidence looks grim especially in 
the IT & ITES sector. At this stage, the challenge for org- 
anisations will be to consolidate their resources to 

optimise productivity." 

ADDITIONAL INPUTS BY RITWIK MUKHERJEE 
AND MANU KAUSHIK 


METHODOLOGY 


HE BUSINESS TODAY-TEAMLEASE EMPLOYMENT OUTLOOK SUR- 
+ "which follows a rigorous, statistically-validated 
process adhering to the highest standards in market re- 
search, was conducted among 493 companies selected 
from the Kompass Directory that lists 70 per cent of all reg- 
istered companies in the or- 
ganised sector, from NASS- 
COM for IT companies and 
from companies registered 
with the website of 
www.bpoindia.org for ITES 
companies. A combination of 
database and random sam- 
pling as a technique has been 
used. Care was taken to en- 
sure a good mix of large, med- 
ium and small companies as 
also an equitable representa- 
tion across industries to 
remove any bias or variation 
that might be attributable to a 
particular industry. The tar- 
get respondents at these com- 
panies were the HR heads or 
decision makers in the hiring 
process. The questionnaire used for the survey collated in- 
formation on overall business improvement (last three 
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Figures are number of companies interviewed 


501 -1,000: 
24 





*The turnover of the company; however, they shared the 
rest of the information as desired in the questionnaire 


75 


months and next three months); overall recruitment 
needs (last three months and next three months) and re- 
cruitment trends (across age, geographies, cities, functions 
and levels). A total of 493 interviews were conducted 
during February and March 2008 and responses ob- 
tained were coded at the time 
of data collection. The inf- 
ormation was analysed using 
the Computer Aided 
Telephonic Interview (cat!) 
methodology. Software called 
Surveycraft was used for data 
collection and tabulation. 
Given the concentration of 
companies in Mumbai, Delhi, 
Kolkata, Chennai, Bangalore, 
Hyderabad, Pune and 
Ahmedabad, the study was 
restricted only to companies 
with a presence in these cities. 
A random sampling was 
drawn from each city with due 
weightage to size. Two indices, 
the Employment Outlook Index 
and the Business Outlook 
Index were computed to elaborate and analyse the trends 
that emerged from the data. 
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Reference: Mum.: Mumbai, Del.: Delhi, B'lore: Bangalore, Kol.: Kolkata, Chn.: Chennai, Pun.: Pune, Hyd.: Hyderabad, Ahd.: Ahmedabad 
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Build a Concrete Career 


Demand for construction managers soars. MANU KAUSHIK 


HANKS TO THE RESURGENCE IN 

the infrastructure sector, the 
demand for construction managers 
is on the rise. Says N.S. Rajan, 
Partner and National Head (Human 
Capital), Ernst & Young: *The de- 
mand is poised to increase as the 
construction industry will see a lot 
of foreign players coming in either 
on their own or as joint venture 
partners of Indian companies." 

However, most construction 
companies are finding it difficult 
to find good construction managers. 
“The larger issue is still of a skills 
shortage. Considering the multi- 
plicity of projects and huge invest- 
ments coming in, players across the 
levels feel there is a huge dearth of 
professionals with specialised skills," 
says Rajan. 

Generally, the job of construc- 
tion managers is to plan, direct, 
and coordinate a wide variety of 
construction projects, including res- 
idential, commercial and industrial 
structures, rigs, roads, bridges, and 
wastewater treatment plants. Says 
Rajan: *These managers coordi- 
nate and supervise the construc- 
tion process from the conceptual 
development stage through final 
construction, making sure that the 
project gets done on time and 
within budget." 


Search for a job with a Monster e, 





E&Y's Rajan: Specialised skills needed 


Construction managers may 
oversee an entire project or a part 
of one. Says Rajan: “Large con- 
struction projects, such as an of- 
fice building or industrial complex, 
are often too complicated for one 
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person to manage.” These projects 
are divided into many segments: 
site preparation, including land 
clearing and earth moving; road 
construction; building construc- 
tion, including erection of the struc- 
tural framework, floors, walls, and 
roofs. Construction managers may 
be in charge of one or more of 
these activities. 

Employers increasingly prefer 
to hire construction managers with 
a bachelor's degree in construction 
science, civil engineering, or archi- 
tects, although it is also possible 
for experienced construction work- 
ers such as field engineers, cost app- 
raisers or schedulers to move up 
to become construction managers. W 


WHO'S HIRING: DLF, Unitech, L&T, Emaar-MGF, GVK, GMR, 
Gammon India, Jaiprakash Associates, IVRCL Infrastructures, 
Nagarjuna Construction, Hindustan Construction, among others 


WHO’RE THEY HIRING: B.Tech/BE in civil engineering, Bachelor of Arts 


in Architectural Studies and Bachelor in Construction Science grads 
AT WHAT LEVELS: All levels. Junior, middle (five or more years of work 
experience), and senior (eight or more years of experience) - 


AT WHAT SALARIES: Rs 6-9 lakh per annum at the entry level; Rs 20-30 lakh per 
annum at the mid-level; and Rs 50-70 lakh per annum at senior levels 


WHAT ARE THE NUMBERS LIKE: Currently, the top 20 infrastructure companies 
employ around 2,500 managers. Taking into account the mismatch 
between supply and demand, this job market will grow at more than 


30 per cent per annum 
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Monster has the best employers hiring online... 


Post your Resume for FREE Today 
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Senior Management Jobs 





Jobs 1 oday 


@ 


monster.com 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP Soft India PvtLtd, Head-Database 
Administration (Oracle DBA), 
Bangalore, 8 - 15 years, Job ID: 
5239322 

Will have 8-15 years of experience in 
managing enterprise class production critical 
VLDBs.Multiskilled in Oracle, SQLServer, 
DB2, MySQL Excellent communication and 
interpersonal skills. 


Systel IT Enabled Services Pvt Ltd, 
TIBCO Sr Consultants, Noida, 10 - 15 
years, Job ID: 5036140 

Candidate should be TIBCO EXPERTS, 
BusinessWorks, SmartMapper. Expert with 


interfaces and messaging, JDBC, extracts and 
working with the data. 


Oracle India Pvt. Ltd., Development 

Manager, Bangalore, Hyderabad, 8 - 
15 Years, Job ID: 4466706 | 
Applicant should have extensive knowledge 
and experience with software development 
life cycles and process as well as the product 
development life cycle. Familiarity with 
iterative or agile development processes. 


SAP Labs India Pvt Ltd, SCM Project 
Manager, Bangalore, 6 - 11 years, Job 
ID: 4835319 

Candidate should have expetience in the 
following areassSCM — APO, SCM-R/3 
logistics, SCM-EWM. B.Tech/M.Tech/MCA 
with an aggregate score of 65% or above from 
IIT/NIT/any Premium Institute. 


Wipro Technologies, LBS Delivery 
Head, Pune, 10 - 12 years, Job 
ID:5285057 ; 

Candidate should be a post graduate/ MBA 
with 10+ years of relevant work experience. 
Should have exposure to Assessment Center/ 
Development Center, Organizational 
Behavior/Development using 
diagnostics/psychometrics. | 
Mobile Tech Services India, Senior 
Commercial Manager, Delhi, 10 - 20 
years, Job ID: 4753536 

Candidate will be responsible to draft, 
negotiate and review contracts, including 
service and engineering contracts, supply and 
purchase agreements, License agreements, 
Formulate and execute contractual policies 








CentrumDirect Limited, KYC- 
Manager/Assistant Manager/Senior 
Manager, Mumbai, 5-8 years, Job ID: 
5284074 

Require knowledge & expertise in. KYC 
Process. Manage a team of 3-4 members. 


Moolchand Medcity, Manager - 
Quality & Systems, Delhi, 6 - 8 years, 
Job ID: 4999664 

Candidate should be "Black Belt" in Quality 
and xill be responsible to improve Quality of 
In-coming products & services by 
implementing six sigma techniques, 
Implement quality improvement projects, 
Organize/conduct awareness programs on 


TQM. 


Neuland Laboratories, Assistant 
General Manager-Manufacturing, 
Hyderabad, 12-16 years, Job ID: 
5184396 

Position is part of the Senior Management 
and reports to Vice President - 
Manufacturing.Chemical Engineers with 12 to 
15 years exp, who have handled a USFDA 
apprcved Plantindependently need apply. 


Electrica Engineers India Private 
Limited, Manager - Design & 
Development, Mumbai, 7 - 10 years, 
Job ID: 5274370 

Applicant should be able to handle a team of 
design engineers. He should be well 
conversant with CATIA / UG Software and 
able to interact with the OE clients. 


BioAnalytical Technologies India Pvt 
Ltd, SBU Head: Healthcare Software 
Solutions Group, Pune, 10 - 12 years, 
Job ID: 5270811 

Candidate should be MBA with experience in 
Middle or Senior Management in mid size 
organization, Sales and Marketing. 


HP, Project Manager-SGBU-CME- 
GDAS, Mumbai, 0 - 50 years, Job ID: 
5273006 

Candidate should have at least 14 years' project 
experience with 6 years of project 
management experience of application 
services delivery with minimum 2 large system 
integration/application deployment projects 


To know how to apply for these jobs, go to finance jobs listing page. 


The International Competenc 
Centre for Organic Agricultur 
(ICCOA), Manager/Deputy Manage 
- Projects, Bangalore, 3 - 8 years, Jo 
ID: 5261575 

Candidate will be responsible to conceptualiz 
and prepare project proposals for acquirin 
projects in organic agriculture sector. 


Hero Corporate Services Ltd 
Manager- Strategy/Merger & 
Acquisition, Gurgaon, 5 - 10 years, Jol 
ID: 5269887 

Candidate should be a post graduate i 
Business Management, from a repute 
management institute with around 5 year 
work experience in Corporate development 
strategic planning function, Managemer 
consulting/ KPO. 


Infrasoft Technologies Limited 
Product Manager (Banking) 
Mumbai, 8 -14 years, Job ID: 5282782 
Incumbent will be responsible for continuall 
enriching the product software functionalitie 
through close working with Product Deliver 
/ Sales Teams ona ongoing basis. 


Dicitex Di r Export, Factor 
Manager, Mumbai, 7 - 12 years, Job ID 
5279422 

Candidate will be responsible to run the plan: 
at the most efficient target/Plan. Maintai: 
high quality which fulfills custome 
Satisfaction. Get the factory to a competitiv 
level, Ensure 100% Quality standards, Assur 
best Compliance. 


DCS India, Manager or Senio 
Manager, Hyderabad, Mumbai, 

4 - 11 years, Job ID: 5277620 

Candidate will be responsible for leading th 
dev, Implementation and integration o 
solutions, techniques and tools that increas 
the value of technology to client businesses. 


Madras Cements Limited, Vic! 
President - Mines, Chennai, 15 - 2I 
yeats, Job ID: 5059022 

Should be graduate in Mining Engineerin, 
with first class mines manager competenc 
certificate with minimum of 25 years o 
relevant experience. Age around 50 years. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Syntel Inc, Business Analyst - Capital 
Markets/Investment Banking 
domain, Mumbai, 5 - 10 years, Job ID: 
4945620 

Required experience in equity/fixed 
income/derivatives trading (front office 
operations only), risk Management, Reference 
Data, Mutual Funds/Asset Management 
firms experience in portfolio advisory, 
analytics, performance measures ( avoid pure 
operational/BPO exp.) 


Tesco India, Peoplesoft HRMS, 
Bangalore, 6-7 years, Job ID: 4904309 
Candidate should have experience in 
Peoplesoft HRMS and Ben Admin. Should 
have knowledge of process flow, people code, 
sql and oracle, Unix scripting is desirable. 


India Bulls, Software Developer 
(Java), Gurgaon, 2 - 4 years, Job ID: 
4946000 

Candidate should be expertise in Swing/ AWT 
/ Applets, Core Java, Advanced Java (RMI, 
JDBC, Socket Programming, Multithreading) 


SumTotal Systems India Ltd., 
Technical Support Engineer, 
Hyderabad, 3 - 5 years, Job ID: 
5284279 

Candidate should have programming 
background with ASP/Asp.net.Knowledge 
of Windows 2000 Server, IIS, Networking, 
SQL-Server 2000 Database. 


Inter Globe Technologies Pvt Ltd, 
Mainframe - Tandem Professionals, 
Gurgaon, 3-8 years, Job ID: 5193523 

Applicant should have experience in 
following: COBOL / SCOBOL, 
TAL,C,TACL,SQL-MP, Pathway, Tandem 


Editor.Knowledge of Travel Domain & 


Global Distribution Services (GDS). 


ACS, Inc., Supply Chain Consultant, 
Bangalore, 2 - 5 years, Job ID: 
5284109 

Incumbent should have experience in 
implementing Supply Chain ERP systems, 
using MS Office Outlook/Word/Excel, 
Access, Windows XP, 2000 or Vista operating 
systems, utilization of relational databases 
such as Oracle, Microsoft SOL or IBM Db2. 


Larsen & Toubro Ltd., Graphic Artist 
- Corporate Comm. Dpt., Mumbai, 3 - 
7 years, Job ID: 5283891 

Candidate will be responsible for Preparation 
of visual material like banners (animated as 
well as static), buttons, thumbnails, images for 
web site, other web site content preparation & 
updation, design of navigation tools, web 
application development & programming. 


Replicon Inc., Technical Support 
Executive, Bangalore, 2 - 5 years, Job 
ID: 2574310 

Candidate should have technical proficiency 
in Windows 98/2000, XP 2003, IIS, TCP/IP, 
SMTP, relational databases MS SOL and 
Oracle, MS Access an asset. 


India Games Ltd, J2ME/Brew 
Programmer, Mumbai, 1 - 5 years, Job 
ID: 4387009 

Will be responsible creating & building games 
and tools for development. Participation in 
the optimization of the games development 
process in order to capitalize on your 
experience and thus facilitate future portings. 


IP soft India Pvt. Ltd, System 
Administrator, Bangalore, 3-8 years, 
Job ID: 123630 

Candidate should have experience in UNIX 
administration. Linux/Solaris/ AIX/HPUX 
(Expertise in at least two),Remote support, 
KVM, DRAC, ALOM, HMC, Perl/shell 
scripting (MUST), LVM/Sun Disk Suite, 
Network services, NFS, NIS, DNS, Samba. 


Applabs, Team Lead - Performance 
Engineering, Hyderabad, 5 - 7 years, 
Job ID: 5283142 

Should have worked in at least 2-3 
performance testing projects, min. of one 
operating system, database and programming 
language. Proven expertise either in Web 
Tech. (NET and J2EE), Client/Server or 
different flavors of UNIX. 


Netpulse communications, 
Corporate Technical Support 
Engineer, Pune, 1-4 years, Job ID: 
5283004 

Candidate should have minimum 1 year of 
relevant technical experience required in an 
international call center. 


Shiva Info Tech India, Software 
Developer C£ .Net Technology, 
Pune, 1-2 years, Job ID: 5282962 
Candidate should have design and 
implementation experience in web 
technologies like Ajax/Anthem, XML, 
Excellent knowledge of JavaScript (JS). 
Creating reports using graphs and charts. 
Experience in development ASP.NET 
applications a must. 


North Shore Technologies, Software 
Engineer/Programmer, Noida, 5 - 10 
years, Job ID: 5282903 

Candidate should have exprience in 
ClarifyCoding in Clarify Thick Client, Coding 
in Clear Basic, Clear Contract, Clear Support, 
Clear Sales, Oracle PL/SQL, Unix Shell 
Scripting - HP Unix. 


Eljay Engineering India Pvt Ltd, 
Senior Network Analyst, Chennai, 
3-10 years, Job ID: 5282884 

Candidate should be Graduates or Engineers 
experience with following skill sets:CCIE 
(Voice), CCVP/CCNP, CIPT, IPTT, 
CVOICE etc.,MCS-7835, MCS-7825 and ICS 
7750 experience. 


Interface Business Solutions Pvt Ltd, 
net Senior Software Engineers, 
Mumbai, 3 - 6 years, Job ID: 5284744 
Candidate should have expertise in asp.net C# 
(2.0 & 3.5) projects, Database programming, 
Sql Server 2000/2005, xml/xslt and 
webservices. 


Oneapps Enterprise Technologies 
Pvt Ltd, Software Engineer, 
Bangalore, 0 - 1 years, Job ID: 5284480 
Candidate should be M.com, B.com, M.B.A, 
B.Sc. (Computers & Finance Good 
Knowledge) /MCA.Good Knowledge 
(Finance, Accounting) & Software Analysis. 


Accel Frontline Ltd, Asst. Project 
Managet, Delhi, 6 - 8 years, Job ID: 
5289957 

Candidate should be able to handle the team 
and interact with Senior Bharti & UTStarcom 
officials, have Sound networking knowledge. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Centrum Direct Limited, Regional 
Manager-South/West, Chennai, 
Mumbai, 10-12 years, Job ID: 5259318 

The candidate must be graduate having 
minimum 12 years of experience in Foreign 
Exchange. This should include at least 5years 
service as an Area Manager. 


Infocom Network Ltd, Tele 
Marketing Executive, Ahmedabad, 
0-2years, Job ID: 5227549 

Candidate should be Graduate, minimum 0 to 
1 year tele selling with a service oriented 
industry. 


Bajaj Allianz General Insurance Co 
Ltd, Telemarketing Executive, 
Mumbai, 0 - 2 years, Job ID: 5284253 
Required excellent communication skills and 
very good phone skills to sell various general 
insurance products. Candidate must have clear 
diction and must have the ability to converse 
fluently in English & Hindi (compulsorily) 
and any other regional linguistic skills would 
be good to have. 


Techlink Infoware Pvt. Ltd., Sales 
Executive, Mumbai, 1 - 2 years, Job 
ID: 5282656 

Candidate should have experience in selling IT 
Infrastructure Product. 


Akamai Technologies Inc, Customer 
Solutions Engineer, Bangalore, 1 - 6 
years, Job ID: 4144435 

Candidate should have Detailed knowledge 
across the spectrum of Internet/Web 
technologies, (DNS, TCP/IP 
internetworking) etc, (JEE, .NET, Web 
Services experience a plus) 


Fortune Grecells Private Limited, 
Telemarketing officer, Mumbai, 0 - 3 
years, Job ID: 5282998 

Incumbent should have knowledge of 
computers such as emailing, Microsoft Excel 
is necessary. Sending & receiving mails.The 
candidate should have selling experience 
(telemarketing). 


STP Global Solutions Pvt Ltd, Sales 
Executive, Pune, 2 - 6 years, Job ID: 
5289752 

Applicant should be graduate, be passionate 
for the sales, have knowledge of domestic 
market. 


IT Integrated Solutions Ltd, Pre Sales 
Executive, Mumbai, Pune, 1 - 6 years, 
Job ID: 2705525 

Candidate should have experience in Pre Sales 
with US and UK clients. Good Interaction 
with customers and ability to maintain 
International Standards. Has good lead 
generation and expertise in cold calling and 
search for new prospective clients. 


Addonix Technologies Pvt. Ltd., Sales 
Promotion Manager, Mumbai, Pune, 
1-2 years, Job ID: 5284931 

Responsible for all aspects of the sales cycle. 
This will include cold calling, prospecting, 
qualifying and all other aspects of the sale. 
You will be responsible for building long term 
relationships and offering solutions that 
ultimately improve the overall business 
productivity and profitability of engineering 


and manufacturing environments. 


Hostway Solutions Pvt. Ltd., 
Marketing Executive, Mumbai, 0 - 1 
years, Job ID: 3619480 

Candidate will be responsible to evaluate, 
analyze and edit web content on high traffic 
web properties. Handle customer accounts 
and optimize to deliver the highest revenue. 
Stay up-to-date with client activity and 
conduct constant account assessment. 


Cyber Approach, Web Promotion 
Executive, Delhi, 1 - 5 years, Job ID: 
5283944 

Candidate should have knowledge of various 
Internet promotion and marketing techniques 
including Affiliate marketing and link 
building. You should be capable of generating 


ideas for web promotion. 


CMS Computers Limited, Senior Area 
Sales Manager, Mumbai, 6 - 8 years, 
Job ID: 5283579 

Incumbent should have good 6-8 years of 
experience with good exposure to the banking 
vertical. 


Crescent Chemsol Pvt Ltd, Marketin 
& Sales Executive, Mumbai, 2 -1 
years, Job ID: 5293120 

Candidate should have experience in Sellin 
of Petrochemicals Products to use 
Industries. 


Layam Inc, Area Sales Manage 
Chandigarh, 3 - 4 years, Job IL 
5292288 

Applicant must be MBA with experience i 
4/2 wheeler industry 


NOL Group (APL India Pvt Ltd 
Representative Sales, Hyderabad, 
2-5years, Job ID: 5291983 

Candidate should have experience in Shippir 
Industry preferably in Sales. 


One 97 Communications (P) Lt 
Product Manager Mobile VAS, Delh 
Noida, 4 - 7 years, Job ID: 5017896 
Incumbent should have should hav 
experience in Product Ideations an 
Management in Mobile VAS Arena such as 
SMS, MMS, CRBT, RBT, OTA, PT* 
HelloTunes, IVR, Wallpapers, M Commerc 
MCA, Roaming, Subscription Services etc. 


Sahara Computers and Electronic 
Ltd, Executive - Channel Sale: 
Mumbai, Pune, 1 - 4 years, Job IL 
5291523 

Applicant should have experience in channi 
salesin IT Hardware distribution 


Lotte India Corporation Ltd, Asst 
Brand Manager - Marketing, Chennai 
2-5years, Job ID: 5221156 

Sales Oriented, Marketing, Target achievable 
creative, ATL/BTL/PR if you have thes 
specs in you come join us to be Sweet People. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


The Somaiya Vidyavihar (trust), 
Accountant, Mumbai, 4 - 10 years, Job 
ID: 5286518 

Candidates having the Instituitonal 
background will be given preference. 


Hindustan Construction Co Ltd, 
Manager - Finance, Mumbai, 5 - 7 
years, Job ID: 5284289 

Incumbent would be responsible for looking 
into area of Taxation/ banking matters. 
Knowledge of Company Law is an added 
advantage. 


Elico Limited, Finance executive, 
Hyderabad, 4 - 4 years, Job ID: 5284015 
Required Commerce Graduate with MBA in 
Finance or Chartered Accountant / Cost 
Accountant. ICWA Inter candidates are 
preferable. working knowledge of standard 
software. ie. email, Internet Explorer and 
Access, Excel Spread sheet. Good working 
knowledge using Standard accounting 
packages. 


Crescent Chemsol Pvt Ltd, 
Accountant, Mumbai, 4 - 10 years, Job 
ID: 5292900 

Candidate Should be Commerce Graduate/ 
Post Graguate, with 4 to10 years of experience 
preferebly in big Trading/Import/Export 
Company but not essentials. He/She should 
be conversant with Tally 7.2 pakage. 


JSW Steel Ltd, Chartered Accountant 
(CPA), Mumbai, 

1-4years, Job ID: 5292869 

Applicant should have audited or have 
knowledge of vatious functional processes in 
the areas of Inventory management, 
procurement, logistics, marketing & 
distributions, etc of large manufacturing 
organization. 


Jobseekers - To apply for above jobs 






l. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs” box on the 


homepage 
3. Click the “Go” button 


Acculogix Inc, Accounts Executive, 
Kolkata,4-6years, Job ID: 5292469 


Candidate should have knowledge on 
Invoicing to Clients and accounting for the 
receivables, bank reconciliation, preparation 
of cash budget, employee payroll, vouchers, 
statutory like — sales tax, service tax S & E 
filling etc. 

Larsen & Toubro Limited, Manager- 
Excise & Taxation, Mumbai, 12 - 17 
years, Job ID: 5292239 

Candidate should have done B.Com and 
BL/LLB or should have done BCom and Dip 
/Certificate in Excise or Dip/ Cer in 
Export/Import. 


Citi Technology Services, Chartered 
Accountant, Mumbai, 5 - 7 years, Job 
ID: 5292180 


Required experience of working in a matrixed, 


trans-national organization. Good 
communication and problem solving skills; 
ability to influence business decisions through 
influencing using analytical and rational 
thinking. 


Enso Technologies Limited, 
Chartered Accountant, Mumbai, 
4-5years, Job ID: 5291757 

Incumbent should possess sound knowledge 
of Financial Analysis, Financial Modelling, 
Project Appraisals Valuation of Business, 
Brands etc.Knowledge of Indian GAAP and 
US GAAP. 


NXP Semiconductors India, Finance 
Accountant, Bangalore, 2 - 8 years, 
Job ID: 5291445 

Candidate should be Accountant with three to 
five years experience preferably with a 
MNC.Advanced knowledge of GAAP 
essential.Good knowledge in preparing Final 
accounts, MIS, Audit schedules complying 
accounting standards. 
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Now Search jobs on mobile, SMS jobs <keyword> to 53030 


Search for a job with Monster 
by your side 


Monster has the best employers hiring online... 





Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales 


Hyper City Retail India Pvt Ltd, 
Assistant Manager - Banking & 
Corporate Accounts, Mumbai, 4 - 7 
years, Job ID: 4800660 

Applicant will be responsible to update bank 
transaction entries on daily basis. Ensure that 
all collection ( cash & Credit card ) are flowing 
in the Central pool accounts. Prepare daily 
cash flow. Managing funds. Forecasting cash 
flow. Co-ordinate with Stores for Credit card 
collections & reconciliations. 


Rajkamal Barscan Systems Pvt. Ltd, 
Accounts Assistant, Mumbai, 2 - 4 
years, Job ID: 5291066 

Candidate will be responsible to handle 
rourtine banking work daily per /sales entries, 
cash/bank entries, bank reco. Monthly TDS 
challans, helping hand to logistics dept. 


3I Infotech Ltd, Finance Executive, 
Mumbai, 5 - 10 years, Job ID: 5290297 
Candidate should be CA/ Inter CA, MBA 
with 3-4 yrs experience in project accounting 
pref. in retail.Should have hands on 
experience — MIS, taxation, invoicing, fund 
management, budgeting etc. 


SIEMENS, Accountant, Bangalore, 0 
-JYeats, Job ID: 5099258 

Candidate should be BCom, BBA, BBM, 
MCom.(Fresher/Any experience) with 
excellent accounting knowledge. 


Stratagyn Inc., Indirect Tax Advisory, 
Mumbai, 3-9 years, Job ID: 5147626 
The Indirect Tax practice assists companies in 
planning and optimizing their fiscal 
obligations, while being compliant with 
relevant domestic and foreign regulations. 
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A Dollar doldrums: DSP Knitting s Kumaar 


in Time 


Tirupur's textile industry is slowly, but surely, leaving its 
knotty past behind, discovers RAHUL SACHITANAND 


Tirupur 


T HAS TAKEN US 90 MINUTES TO 
reach the outskirts of Tirupur 
from the Coimbatore airport, 
about 60 km to the south-west. 
A journey that would have been an 
unremarkable drive down Avinashi 
Road, eventually branching off to 
places like Bangalore and 
Mettupalayam (the gateway to the 
Western Ghats), is literally painted 
red. Festooned with an assortment of 
communist flags, buntings and cut- 
outs to celebrate the ongoing CPI(M) 
conclave being held in the indus- 
trial hub, we're told that we're lucky 
to get a taxi at all, since all modes of 
public transportation have been com- 
mandeered for the party conclave. 
At Tirupur, a textile hub that 
till recently was in similar high spir- 
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its, the mood is sombre. Rapid 20 
per cent annual growth rate is his- 
tory, and the industry witnessed its 
worst downturn ever in 2007. An al- 
most 15 per cent appreciation of 
the rupee against the dollar saw at 
least 50,000 job cuts by export- 
oriented firms and job-work out- 
fits spread across the town of 
600,000 inhabitants. Despite all the 
doom and gloom, textile exporters 
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feel the worst is behind them and 
they are devising ways to put this 
once-booming industry back on the 
growth path. *The industry faced a 
torrid time last year; some hiccups 
like the currency problem were un- 
expected," admits A. Sakthivel, 
Chairman, Poppys Group and 
President of the 600-member 
Tirupur Exporter's Association (TEA). 

The rising rupee dealt a body 
blow to the industry, resulting in a 
15-20 per cent decline in export 
revenues last year. The exporters 
in this city, mainly focussed on the 
lucrative US market, were caught 
completely off-guard. ^No one ex- 
pected the dollar to slump like this. 
Units like ours had to return to the 


NIFT-TEA's Shanmugham plans to kick-start an institute by June 
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bt reporter's diary 


drawing board and completely 
rechart our strategy," says D. Senthil 
Kumaar, Managing Partner, DSP 
Knitting Company, which saw its 
turnover decline from a high of Rs 
30 crore to around Rs 7 crore today. 
Now, Kumaar has reworked his 
strategy: Defocus on the Us market 
(he now gets his revenues evenly 
from the Us and Europe) and build a 
vertically-integrated unit at a 40- 
acre plot of land close to his existing 
facility. *We need to wake up to 
global competition and streamline 
our operations," says Kumaar. 
Already, Indian exporters have 
been edged out of several low-cost 
segments at the bottom end of the 
market—China’s scale and infra- 
structural superiority is adding to 
their difficulties. *It takes us up to 
120 days to deliver a large order. 
My Chinese competitors can do it in 
just 60 days," says Raja M. 
Shanmugham, Director at Warsaw 
International and Chairman, NIFT- 
TEA Knitwear Fashion Institute. 
The dollar downturn apart, the 
industry seems to have boundless is- 
sues to deal with—including a 10-15 
per cent increase in raw material 
prices, especially of cotton yarn, and 
infrastructure bottlenecks. “We're 
fined for operating on Sunday, if 
we use state power," moans Kumaar. 
Doing its bit for the town, TEA has 
spent Rs 1,000 crore from its own 
corpus on basic amenities, includ- 
ing a drinking water system. Now 
that Tirupur has been declared a 
district from April 1 this year, it may 
finally get a much-needed shot in 


Fresh Cut: Sakthivel of Poppys 
Group looks beyond the worst 
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the arm. TEA also has help at hand in 
the shape of industry-specific solu- 
tions, courtesy a tie-up with 
Microsoft and the National 
Manufacturing Compet-itiveness 
Council (NMCC) under Project Vikas, 
an information communication tech- 
nology (ICT) project to improve the 
competitiveness of SMEs across the 


From dollar-dependent 
revenues, textile 

exporters have made a 
conscious shift to the Euro 
zone, with an eye on 
moving up the value chain. 


country. This IT-centric project has 
multi-pronged scope—from portal 
redesign to development of web- 
based ERP solutions and even imple- 
mentation of e-learning solutions. 
According to Anil Varghese, 
Group Head, Emerging 
Geographies, Microsoft India, the 
software giant will handhold the 
TEA for two years under this pro- 
gramme and has over a dozen part- 
ners working to develop industry- 
specific solutions as part of the deal. 
"There are 200 large exporters, 150 
mid-size companies and 3,000 small 
contractors here; so the implemen- 
tation Is widespread," says Sanjay 
Kumar Gupta, CEO, TEA e-readiness 
Centre, a swish new facility at the 
heart of Tirupur that serves as the 
nerve centre of this tech upgrade. 
A key part of this programme 


Status shift: Tirupur's new district status will ensure funds for its upkeep 





will be beefing up the tech skills of 
thousands of employees of mem- 
ber companies, says Gupta. It also 
has plans to meet the demand for 
people once the industry kicks into 
top gear once again. By June this 
year, NIFT-TEA Fashion Institute's 
Shanmugham hopes to have a Rs 
10-crore, 120,000-sq. ft textile train- 
ing facility ready at Mudalipalayam 
on the outskirts of Tirupur. 

Away from these people issues, 
Sakthivel and his colleagues are also 
working on redefining the contours 
of the local industry. For starters, 
companies are beginning to move up 
from ordinary garment manufac- 
ture to value-added textiles, which 
will realise much higher prices. 
Next, they are also looking to ex- 
pand their seasons—graduating from 
just spring and summer wear to 
producing heavier autumn and win- 
ter collections for their customers. 
To achieve this, they need to get 
acquainted with more complex 
(read: blended) textiles and ensure 
that they can manage more intri- 
cate manufacturing processes. 
Finally, vertically-integrated man- 
ufacturing appears the way forward, 
and 40-50 TEA members are already 
moving to this model and many 
more are lining up investments to 
make the transition. 

By all accounts, Tirupur's textile 
industry appears to have turned the 
corner. Nonetheless, it's still wait- 
and-watch on how well the new 
moves work. iN 





bt bookend 


How to Save the Earth 


Inspired solutions for some of the world's most 
intractable problems. R. SRIDHARAN 





Jeffrey Sachs Sachs laid out an ambitious plan to pull the 


COMMON WEALTH | Sects taia ota ami EARTH'S FRIEND JEFFREY 
Allen Lane world's poorest billion out into relative af- 


Pp: 386 fluence. Two years on, Sachs is back (in book 
Price: Rs 695 


stores) with an even more ambitious blueprint to 
solve some of the biggest problems the world is 
set to face this century. Problems such as climate 
change, ballooning population, dwindling en- 
ergy resources, and, of course, economic dis- 
parities. As Sachs, Director of the Earth Institute 
and Quetelet Professor of Sustainable 
Development at Columbia University, puts it, 
these are challenges that ultimately affect every- 
one on the planet and, therefore, must be met 
with a common response. 

The first step in doing so, Sachs argues, is to 
recognise that no one country, no matter how 
technologically advanced or prosperous, can 
solve these problems. Rather, it will take all 
countries and all the global institutions to ad- 
dress them. “In the twenty-first century, our global society will flour- 
ish or perish according to our ability to find common ground across 
the world on a set of shared objectives and on the practical means to 
achieve them,” he writes. It was by realising that all their citizens shared 
a common fate that some of the more successful countries managed to 
create a more equitable society within their national boundaries, 
“now the recognition that we share responsibilities and fates across the 
social divide will need to be extended internationally so that the 
world as a whole take care to ensure sustainable development in all re- 
gions of the world,” he says. 

Utopian as the idea sounds, it’s the need of the hour. Take climate 
change, for example. Carbon emission, which is the root cause of global 
warming, needs to be reduced across the world. The challenge: the 
sources of carbon emission are multiple, and not every country pro- 
duces equal amounts of carbon dioxide. Talking of deforestation 
and how combating it could help put more oxygen back into the en- 
vironment, Sachs cites farming in the Amazon, where forests are 
cleared for the purpose but abandoned in a short while because the soil 
isn’t rich enough to sustain farming. “With modest economic incen- 
tives, it is possible to overcome the weak economic incentives that now 
lead to deforestation,” he says. 

Sachs offers similar practical solutions to several other problems 
that are not financially prohibitive, especially when shared among 
nations. However, as he writes, “the challenge lies not so much in 
the heroic efforts needed to avert catastrophe, but in the current dif- 
ficulty of getting the world to agree on even modest efforts.” The 
time to act is now. Mankind just can’t afford to dither on saving the 
planet it inhabits. 








THE FIRST 90 DAYS — 
Michael D. Watkins 


Harvard Business School Press 
Pp: 254 
Price: Rs 695 


OU'VE GOT A NEW PROJECT, 

perhaps a new role, or even a 
new job, and you can't wait to 
throw yourself into it. Stop. Before 
you do that, consider what your 
new assignment entails, not just 
the competitive environment you 
are walking into, but also the or- 
ganisational terrain. How you 
cope in the first three months, 
Michael Watkins says, determines 
whether you succeed or fail in 
your new assignment. It is possi- 
ble that there are exceptions to 
Watkins’ ‘rule’, but quickly getting 
the handle on a key assignment 
has never been more important— 
now in India too. There are lots of 
young managers who are getting 
bumped up into crucial positions, 
where they must cope with not 
just everyday business challenges, 
but also that of managing people 
up and down the hierarchy. 
Watkins' 90 Days is a handy field 
guide to what one should get 
right in the early days of a new 
leadership position. Step One, 
Watkins, a professor at IMD, says 
is to "promote yourself"; that is, 
mentally letting go of the past 
and donning a new mindset to 
deal with the future. "All too often, 
promising managers get promoted 
but fail to promote themselves 
by undertaking the necessary 
change in perspective," he says. 
If you have a promotion coming 
later this month, buy yourself a 
copy of 90 Days. 
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Whenever it comes to news that matters, the nation trusts only the nation's 
best. Be it politics, cricket, a tragic assassination or the budget - Aaj Tak 
leads with the maximum channel share. Aaj Tak, as always, Sabse Tez. 
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Bee-keepers at work: Workers at a bee farm extracting honey from honeycombs 
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Farmers in Punjab make a buzzing business out of bee-keeping. 


KAPIL BAJA] 


ANDEEP KAUR VIRK, 
36, a farmer, owns 
about eight acres 
of land along 
NH-1, near Rajpura 
in Punjab's Patiala district. Not con- 
tent with growing wheat and rice, 
Virk decided to take up bee- 
keeping. Four months ago, she 
took the plunge and enrolled for 
bee-keeping training at Punjab 
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Agricultural University (PAU), 
Ludhiana. While still learning 
the fine art of being an apiarist, 
Virk started keeping 10 boxes of 
bees at her farm; this has already 
grown to 20 boxes. The enter- 
prising lady is now busy chalking 
out marketing strategies for honey 
products. “There are enough bee- 
keepers around; the real challenge 
is to market the produce and max- 


imise returns. I am also entering 
into floriculture as it will help en- 
hance honey production,” says 
the prudent entrepreneur, who is 
a college graduate. 
Hard-working farmers in 
Punjab, such as Virk, have found 
an equally diligent partner in hon- 
eybees. Honey is valued as one of 
the most natural sweets (the 
National Honey Board of the 





US defines honey as *a pure prod- 
uct that does not allow for the 
addition of any other substance"). 
Honey gives amazing health ben- 
efits, and commands an interna- 
tional market. Perhaps because of 
this, its prices have been on a grav- 
ity-defying northward run. 

“A seemingly insatiable world- 
wide demand for honey and honey 
products has depleted whatever 
excess supply was available 
throughout the world. Raw white 
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Kashmir Apiaries’ J.S. Kapoor with his wife: Hopes domestic demand for honey will grow 


honey prices are already over 30 
per cent higher than last year, 
and these are expected to rise an- 
other 50 per cent," says a March 
2008 report of S. Kamberg & Co., 
a US-based food broker. 


A Sweet Deal 


Though the farmers belonging to 
the Punjab chapter of Progressive 
Bee-keepers Association (PBKA), who 
work under the guidance of PAU at 
Ludhiana, do not know much about 
the global market and prices, their 
produce is increasingly finding its 
way overseas. India was ranked at 
#9 among honey exporters in 
2006, selling $27.67 million 
(Rs 124 crore then) worth of the 
produce, according to the latest 
APEDA (Agricultural and Processed 
Food Products Export Development 
Authority) data. *Punjab accounted 
for over one-third of 52,000 
tonnes of honey that India pro- 
duced last year. The state has 
played a key role in efforts to com- 
mercialise bee-keeping," says 
Gagandeep Singh, Vice Chairman, 
National Bee Board, who also ad- 
vises the PBKA. That explains the 
sudden interest of farmers like 
Virk in bee-keeping. 

Punjab's tryst with bee-keeping 
dates back to late '60s. A.S. Atwal, 


a biologist, working at 
importing, breeding and 


& 


ing Apis Mellifera. a high 


yielding European be: 
now the mainstay of coi 


honey production in Indi 


farmers of Doraha, a 
Ludhiana district. Were 
adopters of bee-keeping. 
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1980s, when PAU began to 


Apis Mellifera, commer 
keeping has also spread 


districts of Punjab and oth: 


The state now accounts | 


450,000 out of India's 1.4 


bee colonies (in bee-keep 
ance, a colony consists ol 
box that has many movab 
in which bees are made 
honeycombs). 


Sticky Issues 


Bee-keeping continues to b 


an unorganised activity in 

most farmers take it up oi 
scale as a way of suppl 
their incomes. Large be 
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(who own 500-1,000 box 


taining bee colonies) ma 
small proportion of their frat: 
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which is dominated by tho 


own 10-40 boxes. In Pun; 
age annual productio: 
per box (colony) is ab 


*The potential of bee-keep 
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region or country is measured in 
terms of availability of flora. By 
that standard, India has not re- 
alised even 10 per cent of its 
potential to support 16 million 
bee colonies," says National Bee 
Board's Gagandeep Singh. 

In R&D and dissemination of 
knowledge and technology, India 
is still a baby in the world of 
honey. Various aspects of com- 
mercial honey production like 
productivity, disease manage- 
ment, quality assurance, pack- 
aging and marketing require 
large knowledge inputs from ex- 
perts and also sophisticated tools 
and machinery. “There is very little 
research on bee-keeping in India. 
There is also no database and 
coordination among the govern- 
ment agencies," says L.R. Verma, 
an entomologist, who is now 
Director of Lee Bee Institute of 
Bee-keeping, which has been set 
up recently by Doraha-based 
Kashmir Apiaries, one of India's 
largest honey exporters. While 
universities like PAU are trying to 
help, bee-keepers are largely alone 
in contending with problems like 
diseases that afflict bees, technol- 
ogy gaps, and poor marketing. 


Troubleshooters 
There are spirited bee-keepers, 





like Jaswant Singh Tiwana, who 
have devised their own ways of 
dealing with problems. This 
49-year-old inventive bee-keeper 
has a knack for machines; he has 
not just built his own machines 
for filtering, centrifuging and bot- 
tling honey, but even exported 
some of his mechanical wonders 
to Asian and African countries. 
Tiwana started with 20 boxes 
in 1983 and is now a commercial 
bee-keeper with about 1,500 boxes 
at his Tiwana Bee Farm in Doraha. 
Tiwana produces and markets 
his produce and also trades in 
honeybees. 

PAU, for its part, is trying to 
organise farmers and encourage 
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them to come together and 
help each other in production 
and marketing. “We have de- 
veloped attractive gift packs 
for honey, and are trying to 
induce people to use them as 
replacements for the boxes of 
sweets that they gift their rela- 
tives with wedding invitations. 
A gift of honey is much health- 
ier than traditional sweets and 
it will be a huge market for 
us,” says Ramandeep Singh, an 
Associate Professor of Business 
Management at PAU, who is 
helping PBKA members market 
their produce. 

According to market estimates, 
50 per cent of honey produced 
in India is exported. J.S. Kapoor, 
Managing Director, Kashmir 
Apiaries, which exported honey 
worth Rs 100 crore in 2007-08, 
says the domestic market gives 
him better value than exports 
but fewer orders than the latter. 
“Overseas demand for honey is 
growing almost 50 per cent 
per annum. Domestic demand, 
on the other hand, is growing at 
only 15-20 per cent," he says, 
adding that he has already tied up 
with organised retailers like 
Reliance Retail and Pantaloon to 
boost sales. 

Beyond honey, however, the 
world of honeybees reveals a dis- 
turbing story of how humans are 
upsetting the very building blocks of 
the environment that sustains them. 
Pollination, which is considered the 
most important service that hon- 
eybees render to living beings, is 
crucial to the flowering of all plants 
and, thus, food security. (In fact, 
the Centre's programme for pro- 
moting bee-keeping is based on the 
need to tap honeybees' pollination 
services—not their honey-making 
skills.) As pressures of population 
and global warming destroy the 
quantity and variety of flora, the 
world needs the diligent honeybee 
all the more. 


bt printed circuit 


New Kid on the Laptop Block 


Laptops are a dime a dozen, but this HP machine is rather good. 


HE CONFUSING THING ABOUT BUYING A LAPTOP IS these, too, are becoming run-of-the-mill for laptops 
that there is so much choice for buying similar in this price bracket. The problem with the dv3000 
products. The HP dv3000, for instance, is a is the competition. You have the Dell xps 1330 and 
middle-of-the-market product when it comes to the the Apple MacBook. The Dell costs almost exactly 
price (Rs 54,000). But what we liked about this ma- the same and the similarly specified MacBook costs 
chine is that it had a better-than-expected Rs 10,000 more. So, at the end of the day, no mat- 
feature set, including high-definition ter what anyone says in a review, 
HDMI output with HDCP support (which much like a small 
means you can playback full-HD movies car, you end up 
from this laptop onto your full HD flat making a choice 
panel display). It also has enough punch based on brand 
to handle Windows Vista Home experience, or in the 
Premium without much ado. case of the Apple 
We also really liked Hp’s latest machine, the user 
QuickPlay software in the dv3000. interface. 
This software, which launches DvDs Make no mistake, 
and audio files, is good, unlike this is a very good ma- 
many other pre-installed Ve chine for the price. We 
media packages on 4 liked its metallic looks, 
laptops, and it even the easy-to-use keyboard 
comes with a and the carbon-fibre 
remote that also inspired finish on the cover. 
functions on the It looks good, has average 
Windows battery life and very good 
Media Centre. 3 specs. So, there is no reason you 
The problem ^$ should not consider buying it, if 
with a slot remote, o you are looking at a personal laptop. 
It is just that you should take a look at 
the competition as well. 
KUSHAN MITRA 



























is another i Issue, better left for another day. c 
We liked the “capacitive” touch buttons, “mna, 








Social Networks Go Niche 


HILE SOME MAGAZINES IN INDIA “DISCOVERED” FACE- 
book in 2008, social networks have moved on. For one, "^  & === ede 
the niche social network has emerged as a potent force. — EE Lcd ERE LM 
There are social networks for writers (Gather), pet lovers — ey 
(Fuzzster), for models (Model Mayhem), for music fans 
(Mog). We found one called Wakoopa fairly interesting. 
This allows you to share the software you are using on your 
computer and rates them according to popularity. It also 
suggests new pieces of software you could download and al- 
lows interaction among people who use similar software. No 
matter how niche a sector is, there is likely to be a social net- 
work on it. Our suggestion, go out and meet more people. 
KM 
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bt treadmill 


Will You Ever Get a Six-pack? 


DID A QUICK ANALYSIS OF THE E-MAILS I GET FROM READERS. IT WAS 
[= because I don't get hundreds of e-mails! Poor jokes apart, this is 
what my analysis showed. At least 80 per cent of the queries that read- 
ers send me each fortnight is: *How do I get rid of my belly flab?" 
Readers say they have tried everything from extreme dieting, doing a hun- 
dred abdominal crunches, using heavily marketed gizmos such as sauna belts, 
abs machines and a host of other things, yet they simply can't shed the fat 
around their middles. You can sense the despair in some of these mails. 

So, what's the answer? Can anyone who tries get, if not a six-pack, 
a flat, trim tummy? I would say yes but with several conditions. The first 
of these is: don't think about it. Just don't obsess about getting a ripped 
abs section; push it to the back of your mind. Now, for the other con- 
ditions. The first big one is genetics. If you have an album with photo- 
graphs of your parents when they were around your age, take a close look 
at how they looked. Try and match your current physical frame to 
the way they were at your age. This will give you some idea of what your 
genetic traits are. Also, everyone’s skeletal muscle distribution is different. 
Put back that old album and check out some cover models. 
For instance, look at different cover guys in our sister pub- 
lication Men’s Health (www.menshealthindia.in). Every one 
of them is a lean, ripped guy but notice something? Every one 
of them has a unique muscle pattern around the abdominal 
area. Remember that. You can’t make your middle look 
exactly like anyone else’s. 

But here’s how you can shed that fat and get a trimmer 
middle. And, if you’re lucky, even a six-pack. Let’s first begin 
with what I call the 15-30-15 formula for exercise. That is: 15 
minutes of cardiovascular exercise (running, cycling, rowing 
or cross-training), followed by 30 minutes of strength (re- 
sistance) training, and, finally, another 15 minutes of cardio. 
While your cardio workout has to be intensive, your weight 
training can focus around two muscle groups a day. For in- 
stance, chest and triceps on Day 1; back and biceps on Day 2; 
and shoulders and legs on Day 3. Of the remaining days, use 
one for doing abs exercises and the second to do only cardio 
work. Rest on the third remaining day. 

We've got the exercise regimen out of the way. Now for the diet. Cut 
alcohol consumption down to two beers or two 60 ml shots of spirits a 
week; don't give up on sweets and other carbohydrate laden food but just 
be reasonable; and try to increase your protein and water intake. Finally, 
don't expect a miracle. Slog on while sticking to your regimen and results 
are guaranteed. Who knows, a six-pack may even pop out. 

Now for a quick exercise. See the two illustrations. The ball held be- 
tween your feet could be a light-weight one. Fig. 1 shows the starting po- 
sition. In Fig. 2, you have to raise your torso from the abdomen; hold; and 
then return to the starting position. That's one repetition. Do 10 to 
complete a set and then do four sets. 








MUSCLES MANI 


write to musclesmani@intoday.com and read the Treadmill blog 
at www.businesstoday.in 


Caveat: The physical exercises described in Treadmili are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these, 
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EAT HEALTHY TO 


STAY HEALTHY 





OOD EATING HABITS ARE NECESSARY 

for you to be at your best. 
Avoiding these unhealthy habits will 
keep you in better shape. 


Skipping Meals: It is the worst thing 
you can ever do to your body. Says Dr 
Shubnum Singh, Senior Consultant, 
Max Hospital: "Eating several small 
meals keeps your calorie intake and 
blood sugar level balanced." Breakfast 
is the single most important meal. 
"Your body needs it, and if you don't 
eat it, your metabolism will suffer," 
adds Singh. 


Weekend Splurges: If you think main- 
taining a balanced diet on weekdays 
is good enough reason to stuff yourself 
with high-cal foods on weekends, it's 
time to think again. Says Dr Singh: 
"Those extra calories can add a few 
pounds a year to your weight." 


Fast Foods: Everyone gorges on fast 
food once in a while. Says Dr Atul 
Mathur, Senior Consultant, Escorts 
Heart Institute & Research Centre: 
"Such foods contain lots of chemicals 
and artificial substances. Therefore, 
they cannot provide your body with 
the necessary nutritious elements it 
needs to stay healthy." 


Drinking Water During Meals: Says 
Dr Mathur: "For a good digestion, it is 
recommended that you drink water 
only between meals—or, at least half 
an hour before or after meals. If you 
drink water during the meal, it dilutes 
the gastric juices, and results in poor 
digestion." 


Ignoring the Labels: Everybody needs 
a daily calorie budget. To make 
sure you don't exceed yours, you 
need to start reading labels. Says Dr 
Singh: “I recommend that you read 
labels to find out about calories per 
serving. Next, look for the amount of 
soya, sodium and fibre they 
contain." Yes, comparing product 
labels will take up some additional 
time, but it's a lot smarter than just 
grabbing a packet with a familiar 
and famous brand name. 
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Stellar Innings 


SAMPLE THESE NUMBERS. WHEN HE JOINED ISPAT 
[International in 1993, the company was producing 
1.3 million tonnes of steel. Fifteen years down the 
road, as MALAY MUKHERJEE, 60, a key lieutenant of 
L. N. Mittal, relinquishes his executive responsibilities 
on May 13, ArcelorMittal is a $105.2-billion steel be- 
hemoth with a capacity of 120 million tonnes and 
the world's #1 steel company to boot. The numbers 
speak volumes about the ability of Mittal and 
Mukherjee (a former Executive Director of SAIL's 
Bhilai Steel Plant) to build a great team of unsung 
stars. Mukherjee fondly says: “I have no doubt that the 
ArcelorMittal journey has only just begun and that 
the company will continue to go from strength to 
strength.” And with one of the world’s richest men still 
valuing his worth, he continues on the company board, 
albeit as a non-executive member. 
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On a High 


LESS THAN A YEAR AFTER TAKING THE REINS AS 
National Creative Director at Mudra, BOBBY | 
PAWAR, 40, finds himself elevated to the position of 
Chief Creative Officer of the Mudra Group. That's — | 
hardly surprising, considering the creative uplift the 
agency has been experiencing of late. Pawar will 
now oversee creative duties of not just Mudra 
Advertising, but also Mudra Marketing Services, 
Tribal DDB India, Rapp Collins India, Primesite, 
Kidstuff Promotional Marketing, Multiplier, Mudra 
Health and Lifestyle, and the recently-launched 
Mudra MAX (media and content). He certainly 
has the credentials for the job. Pawar has worked 
with several creative geniuses in the past, including 
Neil French, Rick Boyko, Steve Hayden and Marty 
Orzio. Now, he is looking forward to “putting 
things into a blender and shaking them up a bit”. 
Watch this space for more. 
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The Big Picture 


Stearn IDS ABOUT HIS SUPPOSI 
JIN "P L4 TATE I J j 


2 AK id N i e IN PF Or H^ ; / ig atat, I VIE j 2 z ` 
Anil Dhirubhai Ambani Group. "I don't know how these stories come up," says PRADEEP GUHA, 53, 
rC 1f » 1 sa "14 v f d £ E * l £ ` r f r f: a! E i “L rars ^ic KH ` deo - "^ r1 rv vcyry "ls 
CEO. Zee Entertainment Enterprises. But for now, he's not denying his honorary appointment a 


Area Director of International Advertising Association (JAA) for the Asia Pacific region. PG, as he's 


called, has been the moving force behind Femina Miss India and is credited with bringing Ad Asia 
to India. He is now looking at stepping up the tempo for IAA in India “We are looking at bring 


ing in our giobal talent as part of ‘International Indians’ project to speak to the industry as also to 
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some thought leaders, ne says. Cquaily awaited are his moves as Chairman, Broadcasters Audience 


Dex - 329 62112 2180674117. | ! ato alil TT cC OI £ 2321215: "Un ~ O” , Y - Y T. 
Research Council (BARC), that's busy with Issues relating to audience measurement metrics. 





176 BUSINESS TODAY MAY 4 





Back at the Wheel 


TWO-AND-A-HALF YEARS AFTER HE LEFT TATA 
Motors, VENKATRAMANI SUMANTRAN, 45, has come 
on board Hinduja Automotive as Executive Vice 
Chairman. Hinduja Automotive is the holding 
company for the Hinduja Group's automotive 
businesses, including commercial vehicle maker 
Ashok Leyland and Hinduja Foundries. Hoping for 
a smooth ride ahead, Sumantran says his new role 
is to define the group's future global growth strat- 
egy and implement it. While he has played a piv- 
otal role in the development of several Tata Motors 
products, Sumantran refuses to say whether he 
is developing any new ones in his new job. *The 
only hint I can give you is that we are working in 
several new areas such as emission controls and en- 
gineering development," he lets on, saying he 
hopes the new job is fulfilling. 
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New Game Plan 


FOR SOMEONE WHO IS GOOD AT SWIMMING AND 
tennis, taking a calculated plunge or serving an ace 
comes naturally. Perhaps a combination of such 
skills has gone into DILEEP CHOKSI's recent decision to 
quit as the Vice Chairman of the Indian unit 
(Deloitte Haskins & Sells) of Deloitte 

Touche & Tohmatsu, one of the Big 
Four accounting and advisory firms. 
The 58-year-old is not yet willing to 
share much, except to say: “I see this 
as an opportune time to explore new 
opportunities, look at newer lines of ac- 
tivities and there are a host of op- 
tions open." For this lawyer, 
accountant and cost ac- 
countant, the options ^ | - 
also include setting 2 aL; 
up his own inde- | Ta 
pendent set-up. — 
Those who have { 
seen Deloitte 
closely say this 
might well be f 
the beginning 
of a churn 
at the firm. 
However, at a W 
time when more 
and more Indian 
companies are 
looking for a global 
footprint, and there 
is global impor- 
tance for Asia and 
India, it might just 
be Advantage 
Choksi for the 


moment. 
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live up to. The biggest feat of this mechanical engineer-turned-chartered accountant was driving Bajaj 

Allianz Life Insurance into the top league in a matter of five years. At Reliance Capital, Ghosh, 45, 

i finds himself catapulted amongst the top three private sector financial services players in India. Earlier, 
s. Ghosh has had stints with an accountancy firm in Britain and later in Australia with Allianz. His 
i last posting abroad was as regional CEO of Allianz Middle East before he landed in India 

in 1998. Top on his agenda: to oversee multiple businesses in the areas of asset man- 


Aa ' 
| SAM GHOSH, THE NEW CEO OF ANIL AMBANI GROUP'S RELIANCE CAPITAL, HAS A STRING OF HIGH ACHIEVEMENIS TO 
(m 
/ agement, life and general insurance, stock broking and consumer finance. All this 


should be a cinch for the compulsive innovator with rich international experience: 
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Em Aiming for the Top 


HYAM S. BHARTIA IS PURSUING HIS MNC DREAMS WITH A VENGEANCE. LAST WEEK, THE 

Chairman & Managing Director of the Rs 1,610-crore Jubilant Organosys snapped 

up Canada's Draxis Health for $225 million (Rs 900 crore) to bolster his group's pres- 
ence in the lucrative North America region. *Draxis represents a unique opportunity in the 
North American market, offering Jubilant entry into the attractive, regulated, high growth 
and high-margin radiopharmaceutical business," says 55 -year-old Bhartia. April seems to 
play a special role in his global dreams. In April last year, he acquired the Us-based 
Hollister-Stier Labs for $122.5 million (Rs 514 crore then) in what was billed as the largest 
overseas acquisition in the contract manufacturing sector by an Indian company. 

Jubilant, which has a leading presence in pharmaceuticals, agrochemicals, construction, 
food & beverages, textiles, tyres and paper & packaging, is already one of country’s largest 
players in the Custom Research and Manufacturing Services (CRAMS) segment; so what was 
the rationale behind this latest acquisition? “Draxis brings along Sestamibi; a high-mar- 
gin radiopharmaceutical (a radioactive compound used as tracer in the diagnosis and treat- 
ment of diseases) used in the cardiac-imaging market,” says Bhartia, adding: “The second 
attraction is Draxis’s multi-year $120-million (Rs 480-crore) contract for supplying 
multiple non-sterile specialty semi-solid products to Johnson & Johnson.” 

Under Bhartia, Jubilant has turned into a leading contract drug manufacturer, which 
exports its products to 50 countries, including the Us, EU and Japan. He has steered the com- 
pany, earlier called Vam Organic Chemicals, into foods, infrastructure, oil & gas, aero- 
space and rr. For the record, one of his companies is also the franchisee for Domino’s in 
South East Asia, he owns the sole Audi dealership in South India, and he is also the sole 
representative for Bell Helicopters for commercial avionics in India. His stated goal is to 
be among the top two players in every segment his companies are present in. He’s already 
Al r there in several of them, and hopes to get there in those that he isn’t. 
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let Airways introduces Mobile Ticketing. Now book air tickets from your mobile phone no matter where you are. What’s more 


rou can cancel as well as avail refunds through this secure service. To start booking, simply SMS JetWallet to 56388 from \ 
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A tribute to the outstanding 
performance and innovation of 
Sharp digital multifunctional systems 
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To know how it is possible please contact Sharp Business Systems (India) Limited at: 8 Ë 
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The new BMW M3 
Convertible 


www.bmw.in Driving Pleasure 


Authorized BMW Dealers in India: 


Bangalore: Navnit Motors +91 80 2852 0060 Chandigarh: Krishna Automob'es -9* 172 504’ 


Chennai: KUN Exclusive —S 
Hyderabad: Deita Motors +91 40 3028 2900 S5yentco Prestige 
Mumbai: Navnit Motors +97 25 3333. Ir 5 +91 22 





The new BMW M3 Convertible. Performance meets passion. 


For over 30 years, BMW M has been world renowned for combining breathtaking driving dynamics 


with everyaay 
And this tradition of technological leadership continues with the new BMW M3 Convertible. The 4 litre V8 engine gene 
impressive 420 hp, and the precise retractable hardtop lets you feel the wind rushing up to over 20 
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unrivalled balance of detailed luxury and exceptional performance. Thrills. Crafted at BMW M. ^22 
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imagine a Full HD TV inspired by art 


Introducing the beautifully sculpted Samsung Full HD LCD-TV Series 
6 with Crystal Design finish. With the highest contrast ratio ever of 
50,000:1, it is the world's first television that perfectly blends 


performance and beauty. Is it art, or television? 
Samsung LCD-TV. Design that performs. 


Corporate Office: 6th, 7th & 8th Floors, IFC! Tower, 61, Nehru Place, New Delhi 110019. Tel: 011 4151 1234. Fax: 011 4160 8818/19. 
Visit www.samsung.com/in SAMSUNG Helplines: 3030 8282 or 1800 110 011 
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NEW AGE FORMALS 


Showcasing the epitome of new age luxury. A complete work wardrobe with European craftsmanship 
and fabrics. Meticulously styled and detailed for the discerning. 
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ITC's WILLS LIFESTYLE at:Delhi South Ex.-1 | Select Citywalk, Saket | G.K.- 1 | C.P. | Karol Bagh | TDI Mall, Rajouri Garden | No 
The Great India Place | Gurgaon The Metropolitan Mall | Ambience Mall, NH8 | Chandigarh Sec.-17 | Ludhiana The Mall | The Weste 
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From The Editor 


VEN IF YOU WEREN'T IN THE MARKET FOR PROPERTY, 

you must have noticed that the no-holds-barred 

boom in real estate prices over the past 5-7 years 
is cooling off. Prices that had been soaring on the 
back of growing demand, low interest rates and a 
high-growth economy appear to be slowing down. 
In fact, there are instances where they have actually 
fallen. But is this a temporary correction of a market 
that had overheated or is it the beginning of a deeper 
bearish spell in the property market? To answer this, 
Business Today's Assistant Editor Tejeesh N.S. Behl, 
assisted by our countrywide bureaus, wrote our cover 
story package, Real Estate: Correction or Crash? 
(beginning on page 56). The package not only unearths 
the real reasons for the heady boom that we ve seen in 
the property market and the subsequent cooling off, but 
also looks at each of India's metropolises, and second- 
rung cities, separately analysing the trends for them. We 
believe our story will help you to not only make sense 
of what is happening in the market but also what to 
expect in the coming months. 

You may recall that last year, we debuted Business 
Today's first listing of India's Hottest 
Start-ups. l'm happy to announce 
the second listing of happening start- 
ups in this issue. Our reporters, writ- 
ers and editors spoke to venture 
capitalists, executives and industry 
experts to compile a list of the most 
promising new ventures and we 
chose 10 of them that we think 
stand out as being the *hottest" (page 97). And, in case 
you wondered what happened to the 10 that we high- 
lighted last year, we have an update on them as well. 

Steel and cement prices have shot up sharply over 
the last six months. While this has wreaked havoc on 
industries that use them as inputs, the government 
has alleged that companies in these markets have 
formed cartels to keep prices high. In Commodity 
Cartels: Fact or Fiction? (page 72), Deputy Editor 
Arnab Mitra and Senior Editor N. Madhavan investi- 
gate whether steel and cement companies are really 
fleecing their customers. 

C.K. Prahalad is one of the most influential 
management thinkers of the world. The Professor of 
Strategy at the Ross School of Business at the University 
of Michigan has just co-authored his fifth book, The 
New Age of Innovation, which talks about the new 
dynamics between a firm and its consumers. Managing 
Editor R. Sridharan met Prahalad for this issue's 
60 Minutes (page 120) where the professor talks 
about his new theory. As a bonus, we also have an 
extract from Prahalad's, and his co-author 


M.S. Krishnan's, new book. 


Sanjoy haragan 
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32 Policy Watch — 56 Correction or Crash? 


A bird's eve view of what's hot and what's not dU X Ke 
d l Developers are fighting hard to hold their 
on the government's policy radar. ; 3 š 
| prices, while buyers are betting on a fall. 


Š 
wm w w M|- = = = = m wm w mM wmm 


34 Newsmaker Here's the thing: real estate prices will 
This fortnight’s star is Bollywood star Shah Rukh correct, but you can rule out a crash. 
Khan, owner of the IPL team, Kolkata Knight Home Cheap Home 
Riders (KKR). People in India's business capital are crying 


38 Noted out for cheaper real estate. 
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Okay, so there is a property market 
correction in the National Capital Region, 
but don’t bet your money on it—at least 
not right now. 
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Home prices are down in Bangalore, but 
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46 The Tough Get Going 


Satyam delivers in a challenging global environment. 


48 The IPL Launch Pad demand for commercial space is robust. 
Launches and re-launches are riding on the 
cricket fiesta. Down, But Not Out . 
Even as Chennai’s residential market is 
48 Still on the Street slowing down, commercial and retail 
Deal makers fret as transactions get deferred and demand has held firm. 
abandoned. 
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52 Skating on Thin Ice Property prices have been stable in 
How bad forex derivatives losses get will depend 


Hyderabad due to the slowdown in IT. 
on the rates. 


Flowing Against the*Tide 
Kolkata, which witnessed only a muted 
real estate boom, is unlikely to see a 
correction anytime soon. 
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A McKinsey report underscores the need for 
indigenous gas. 
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The government has alleged that companies in 
steel and cement sectors have formed cartels 
to keep prices high. Are steel and cement 
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to do something few 
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per cent cumulative | 
average growth over 
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Armed with deep pockets, some of India’s 
biggest mega-corps are diversifying away from 
their flagship businesses. Synergies do exist in 
most cases, but do some of these promoters 
run the risk of spreading themselves too thin? 
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of Business, University 
of Michigan, speaks to 
BT on innovation and 
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singles beat the housing blues. 
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MIRC Electronics’ Gulu Mirchandani; BCC] 
Vice President and IPL Commissioner 
Modi; Arvind Uppal, Asia Pacific Regio 
Head, Whirlpool; Girish Paranjpe and Su 
Vaswani of Wipro Technologies; Agile 
Director and CEO Raghunathan Perumal 

and T.R. Baalu, Shipping and Road Transport 
Minister and Representative of the DMK 

the UPA Government. 
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Positive Outlook 

YOUR COVER STORY WAS TIMELY. THE 
report highlights the tenuous bal- 
ance that needs to be maintained 
between controlling inflation on 
the one hand and sustaining and 
promoting growth on the other. A 
consumption-based economy with 
a burgeoning population is good 
news, but things can go wrong if 
policy-making gets tangential and 
overlooks factors to simultaneously 
accelerate growth and maintain 








global competitiveness. 


V. RAMACHANDRAN, through e-mail 








Companies Should Do Their Bit 
IT WAS REASSURING TO READ WHY THE 
Slowdown Won't Kill You. It sends 
out the message that things are not 
as gloomy as they appear to be. You 
have rightly pointed out that the 
factor favouring India is rising con- 
sumption due to increased purchas- 
ing power. I feel companies can al- 
leviate the situation by reducing 
their spends on advertisements and 
sponsorships. This way, they can 
keep prices down and reduce the 
burden on the consumers. 
CHAMARTHY DEENADAYAL, through e-mail 


Time for a Cut in Interest Rates 
THE CXO POLL IN WHY THE SLOW- 
down Won't Kill You clears many 
doubts and sends out a positive 
message. An escalation of 40-50 
per cent in prices in just five months 
is somewhat unrealistic. Things 
should improve if we get a normal 
monsoon and a good harvest. And 
growth can be sustained, even if 
there is a marginal decline in its 
rate. Besides, exports are on track 
despite the rising rupee. In fact, 
the Reserve Bank of India should 
consider a cut in interest rates to 
combat the slowdown. If right 
measures are taken, then the slow- 
down will neither hurt nor kill. 
JACOB SAHAYAM, through e-mail 
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Lessons to Learn from AICTE 
AICTE: TIME TO REVAMP (BT, MAY 4, 
2008) highlights the sorry state of 
affairs at the statutory body. One 
does not know whether to rejoice 
at ISB making it to Financial Times’ 
list of top 100 business schools in 
the world or lament the ostrich-like 
outlook of AICTE. It is sad that a 
statutory body that is supposed to 
regulate higher education is actually 
coming in the way of its develop- 
ment. The solution lies in a well- 
integrated approach and the in- 
corporation of an independent reg- 
ulatory authority for higher edu- 
cation, as suggested by Sam Pitroda. 
B.RAJASEKARAN, through e-mail 


Aravind Has Vision 
YOUR ARTICLE ON INDIA S MOST 
Innovative Companies (BT, April 
20, 2008) was very informative. 
In healthcare, you have made a 
great comparison by calling 
Aravind Eye Care the "Toyota 
of Eye Care". Aravind offers 
quality eyecare at an affordable 
price to millions of rural people 
and has empowered thousands 
of young village girls by training 
them in eyecare. It would be fit- 
ting if you could devote an entire 
article to the group. 

ARUN R. NAGARAJAN, through e-mail 


NBFCs Need to Revamp 
THE RISING AMBITION OF NBFCS WAS 
well analysed in Licence to Bank 
(Br, May 4, 2008). NBFCs, or non- 
banking finance companies, went 
through difficult times in the early 
'90s but have made a great turn- 
around since then. NBFCs are quite 
like the Development Financial 
Institutions (DFIs) of old. The pru- 
dential accounting norms intro- 
duced as part of the liberalisation 
process made the DFI role model 
outdated due to the high cost of 
deposits, long gestation period on 
term loans and high non-perform- 
ing assets, culminating in an asset-li- 
ability mismatches. Most DFIs, such 
as ICICI and IDBI, therefore, quickly 
converted themselves into banks. 
This helped them raise cheaper re- 
sources for funding credit. Things 
are not very different in the case of 
NBFCs, except that they lend for a 
relatively shorter tenures. Sooner or 
later, NBFCs, too, will have to con- 
vert themselves into banks. A be- 
ginning has already been made with 
20th Century Finance and Ashok 
Leyland Finance merging into 
Centurion Bank and IndusInd Bank, 
respectively. 

SRINIVASAN UMASHANKAR, through e-mail 
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Flying from 6 metros in India with most take offs. 
Experience the best connections to Europe and USA. 


And the pleasure of coming home to your loved ones. 
All for this one moment. 





We are the No. 1 European airline in India. 
Along with our partner SWISS, we offer a choice 
of 63 flights* from Delhi, Mumbai, Chennai, 
Bangalore, Hyderabad and Kolkata to our 
European hubs in Frankfurt, Munich and Zurich. 
For more details, log on to www.lufthansa.com 
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SHEKHAR GHOSH 


Realty's Reality 


T'S A GREAT TIME TO BE A HOME BUYER IN THE US. 
[housing prices in key states are down 15-20 per 
cent, and if more banks continue to report losses, 
then prices could fall some more. For those with good 
credit history and a little bit of cash to spare, it’s the per- 
fect time to upgrade, be it in terms of the size of the 
house or its location. Like in India and most other parts 
of the world, housing prices in the us had been soaring, 
and when the economy started slowing in 2006 and 
thousands of home owners began defaulting on their 
mortgages, prices of homes started falling—so far, 
prices have fallen 11 per cent, but Goldman Sachs 
estimates that they may fall another 19-24 percentage 
points over the next 18 months. We all know what that 
has meant for the Us economy—a subprime crisis that, 
the International Monetary Fund estimates, could cost 
banks $1 trillion in losses. However, the Organisation 
for Economic Cooperation and Development (OECD) has 
come up with a different set of figures that puts the 
losses between $350 billion and $420 billion. 

Will the Indian housing market, which makes up 
three-fourths of the real estate market, come crashing 
down as it has in the Us? No, but there's no doubt that 
prices are correcting in some markets—for example, in 
some parts of Gurgaon prices are down 22-34 per 
cent, while in other markets such as Bangalore, there is 
no uniform trend; while south, south-east and east 
Bangalore are reporting a drop in prices, north-east is 
witnessing a 7 to 10 per cent increase. Similarly, in 
Mumbai and Chennai, housing prices are stable. In the 
US, in contrast, the fall in housing prices is more secular. 
Then, there are other—economic and social—differences 
between India and the us. The biggest is that the Indian 
economy is still growing, while in the us, the GDP 











Inflation woes: Blame it on steel and cement companies 
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SATISH KAUSHIK 





Realty check: If economic growth sustains, prices will hold 


growth had been slowing down over the last three years 
and may be moving into recession now. India, by con- 
trast, should clock more than 8 per cent growth this year. 
That means a large number of Indians are getting 
richer with every passing year, and they will keep up the 
demand for housing. Socially, owning a house is seen as 
a proxy for social security. Besides, most of the home- 
owning Indians own only one home, therefore, selling 
it is not really an option for them. Three, unlike in the 
Us, a lot of black money tends to circulate in the real es- 
tate market in India; this is unaccounted for wealth, and 
not some bank loan. Therefore, any erosion of this 
wealth is unlikely to hurt the banking system. But, ul- 
timately, India's best hope of keeping the correction 
from turning into a crash lies in its economic growth. As 
long as growth keeps humming, prices will hold. 


What Cartel? 


HE GOVERNMENT IS IN A FLAP OVER THE RUNAWAY 
T 'insaton rate. The villains of the piece, it has de- 
cided, are cement and steel companies, which, Finance 
Minister P. Chidambaram announced in Parliament, 
have formed cartels to push up the prices of these 
commodities. Business Today investigated this allegation 
and found that the government was barking up the 
wrong tree (see Commodity Cartels: Fact or Fiction? 
page 72). While it is true that cement and steel prices 
have, indeed, contributed to the rise in inflation, the 
charge that these industries have formed cartels is totally 
baseless. Rather, a combination of strong and sustained 
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demand, supply-constraints, galloping input prices 
and ill-conceived government policies and levies has 
pushed the prices of these commodities up. 

By trying to browbeat the industry into cutting 
prices, the government is hoping to achieve its im- 
mediate goal of lowering the inflation rate, but this step 
will actually hurt the country even more over the long 
term. But with 10 Assembly elections and the general 
elections due over the next 12 months, the UPA gov- 
ernment obviously couldn't care less. 

The Indian economy has grown rapidly over 
the last five-to-six years, and, despite fears of a slow- 
down, looks set to continue on the growth path, 
albeit at a slower pace. Demand for these com- 
modities, thus, will continue to remain high. The 
only way to remedy the situation is to encourage India 
[nc. to add fresh capacities. The cement industry is 
already doing that. Over 100 million tonne of fresh 
capacity has been announced and much of this will 


A Flap Over Knickers 


ERE'S A HELPFUL SUGGESTION TO ALL THE SELF- 
P on czars of Indian culture: bulldoze the 
Kandariya Mahadeva and all the other temples in 
Khajuraho and also the Sun Temple in Konark. 
Alternatively, cover these temples with massive quantities 
of concrete to hide the sculptures that have made these 
temples world famous. That will save tourists—especially 
impressionable and innocent Indians—from the de- 
bilitating effects of viewing scenes of love-making and 
other amorous arts in the company of their families. 
Then, the government must order the wholesale rewrit- 
ing of history books—which it has already done, but for 
different reasons—to obliterate any references to these 
temples as icons of India's cultural traditions. We're now 
fairly certain that these were built, not by medieval kings, 
but by westerners intent upon spreading their debased 
philosophies among pure-hearted Bharatiyas. 

That should, logically, be the next course of action 
for the prudish protectors of “Indian culture" in 
Maharashtra, West Bengal and wherever else they re- 
side—never mind that Indian literature and mythology 
are full of references to the amorous pursuits of many 
revered heroes and heroines. The flap in their knickers 
over the presence of skimpily-clad cheerleaders at 
Indian Premier League matches beggars maturity, but is 
in keeping with the recent trend across the country of 
enforcing codes of *morality" based on double standards 
and puerile hypocrisy. These same double standards 
have blocked the introduction of sex education in our 
schools—despite India being on the threshold of an HIV- 
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go on stream over the next three-to-four years. The 
steel industry has also announced plans to set up 
close to 100 million tonne of fresh capacity, but it is 
hamstrung by the lethargic government response to 
its plans. 

Both these industries have been crying out for ad- 
equate coal and iron ore linkages, but the govern- 
ment has been sitting on requests for these for years 
now. Then, the land acquisition plans of several large 
domestic and MNC steel companies are held up by the 
absence of a coherent rehabilitation and resettlement 
policy for land losers. These delays will only exacerbate 
the shortages in these two important commodities 
and lead to even higher prices in future. 

The government should immediately address the 
policy vacuum and do so on a war footing so that 
India Inc. can get down to its business. This will not 
make headlines, as the dramatic accusation about car- 
tel formation did, but it will get the job done. 






Pom-pom girls: Spelling the end of Indian-ness? 


AIDS epidemic. And surely, we haven't become the 
world's second-most populous country via an epi- 
demic of immaculate conception! The dance steps and 
attire of IPL's cheerleaders are no worse than what 
Bollywood heroines and “item” dancers routinely sport 
in almost every blockbuster. Yet, we're told, these 
pom-pom girls will spell the end of our Indian-ness as 
we know it. Oh, come on; give us a break. 

But on a more serious note, the traction that such 
“moralistic” demands are getting from a section of 
people points to a disturbing trend. We have to decide 
now: we can be a free, open society where different, 
even morally indeterminate, strands of thought flow 
freely, or we can become one that is regimented and 
policed by a bunch of hypocrites on the same ideological 
wavelength as the Taliban? If Richard Gere wants to kiss 
Shilpa Shetty and the lady doesn't mind, who are 
politicians to decide what they should do? m 
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Storm Signals 


India Inc.’s Q4 profits are down, and are unlikely 
to recover anytime soon. RISHI JOSHI 


What's hurting India Inc.? US recession and dollar depreciation 


HE EARNINGS SEASON HAS BEGUN IN RIGHT EARNEST, AND THE FIRST 


batch of results doesn't look too good. The results of the 58 com- 

panies on the BSE 500 Index (that had declared results till the time 
of going to press), accounting for 22 per cent of its market capitalisation, 
points to a slowdown. Profits have taken a hit during the fourth quarter 
of 2007-08, though revenue growth has been robust. EBIDTA for the 
sample companies rose 22 per cent YoY and net profit 18 per cent during 
the quarter. This is the slowest growth in the last seven quarters, stretch- 
ing back to the second quarter of 2006-07. 

These early trends indicate that corporate profitability has been impacted 
nearly 400 bps, both at the EBIDTA and net profit levels, for the financial 
year ended March 31, 2008 compared to the previous financial year. Says 
Ashok Jainani, Head (Research), Khandwala Securities: “We believe that 
profits have been impacted mainly due to higher interest costs, lower in- 
cidence of other income and higher input costs.” Analysts believe that there 
is another, potentially more damaging, reason for the pressure on margins— 
a demand slowdown. Says Jainani: “So far, companies have been able to 
partially pass on the rise in input costs to consumers as demand momen- 
tum provided traction. But this will become more difficult going forward.” 
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The fortnight's burning questio 


WILL THE INCREASED 
FOCUS ON BIOFUELS 
THREATEN INDIA'S FOOD 
SECURITY? 


No. M.S. Swaminathan, 
Chairman, M.S. Swaminathan 
Research Foundation 

| believe the way forward for India 
is to encourage research in the us: 
of sugarcane and maize for the 
production of ethanol and its use as 
an alternative fuel. At the same 
time, we must ensure that prin 
farm land is retained only for fo 
farming activities. 


Yes. D.K. Joshi, Principal 
Economist, CRISIL 

| think the Indian government 
should give priority to food security 
over fuel security. We can't pro- 
duce biofuels at the expense of 
food crops. If we look at the global 
scenario, rising fuel prices have 
forced countries to shift their arable 
land completely towards biofue! 
production. But India should desist 
from such practices. 


No. Amit Mitra, Secretary 
General, FICCI 
India has 120 million hectares 
of land, which is cultivable but 
not used. | think 10 per cent of 
this land can be used for biofuels 
production. Then, Jatropha can 
grow on virtually barren land, so 
it can be planted on huge tracts 
of waste land where food does 
not grow well. 

COMPILED BY MANU KAUSHIK 
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Higher interest rates have already started impacting volume 
growth in the auto and consumer durables segment. Its fallout can 
be seen in the results of Maruti-Suzuki India, which posted a 34 per 
cent decline in its Q4 net profit to Rs 297.6 crore compared to 
Rs 448.5 crore in the previous corresponding quarter. 

Cement companies, too, are facing a massive pressure on their op- 
erating margins due to the unprecedented rise in raw material costs, 
especially coal. The net profit of cement major ACC grew only mar- 
ginally by 0.53 per cent to Rs 357.54 crore in the January to March 
quarter even as total income was up 7.68 per cent to Rs 1,861 crore. 
The company admitted that the industry faces challenges of meeting 


steep cost escalations which 
Past Perfect, Future Tense 


exerts pressure on margins 
India Inc.'s results point to Then, there is the slow- 


down in the Us to contend 


tough times ahead. | . 
k: with, particularly for rT com- 
= = panies. Except for Satyam 
š e Computer Services, all the 


other Tier I information tech- 
nology firms (Infosys 
Technologies, TCs, Wipro and 
HCL) reported poor sequential 
growth numbers. Infosys saw 
a nominal PAT increase of 
1.46 per cent QoQ while to- 
tal revenues were up 6.35 
per cent. TCS actually re- 
- ported a sequential decline in 


THE BIG PICTURE net profits by 6 per cent even 


i ! as revenues were up 3 per 
The boom times are over, it seems. cent. Says Hitesh Agrawal, 
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^m Results declared so far reveal margin Head (Research), Angel 
pressures faced by companies — = Broking: “Given the chal- 
m High interest rate regime impacting - lenging business environment 
BINE eor in the us, it'll be tough for rr 
m Rising costs of raw materials hurting companies to deliver even 
BM COEPI o on the muted guidance given 
m Slowdown in domestic demand has by them for this year." 
also hit companies — — Banking, however, is one 


sector that has beaten all ex- 
pectations. Companies like 
HDFC Bank, Axis Bank and YES 
Bank have already come out 
with their results. HDFC Bank's net profit was up smartly by 37 per cent 
while total income was up over 50 per cent. AXIS Bank did even bet- 
ter, with bottom line expanding by 70 per cent. It also significantly 
improved its net interest margin. Although there were some provisions 
made on account of derivative losses incurred by their clients, the mag- 
nitude of such losses is not significant and eased concerns that 
banks may take a big hit on account of forex derivative losses. 

Clearly, then, corporate earnings seem to have moderated due to 
a combination of several factors. And the adverse conditions are likely 
to persist for a while. This could leave a dent in India Inc.’s top and 
bottom lines going forward. 


m US recession and dollar depreciation = 
are hurting India Inc. (particularly IT 
companies) 
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“India Is a Very 
Small Market for Us" 


REDERIC CUMINAL, PRESIDENT & CEO, 

Moet & Chandon, was recently in 
Mumbai to launcb all tbe brand's off- 
erings in India. He met BT's Deepti 
Khanna Bose to discuss his company’s 
plans for India. Excerpts: 


How is the market for Moet & Chandon in 
India? 

It’s buoyant and very promising. 
Buoyant because of the growth the 
country’s enjoying, and promising be- 
cause of the rare level of affinity that 
some parts of Indian culture have with 
our brands. All the perfect ingredients 
for a long term love affair are in place. 
Having said that, I must add that India 
is still a very small market for us. 


If Moet & Chandon were a person, how 
would you describe him? 

Moet & Chandon would be a gener- 
ous, flamboyant person, who enjoys life 
to the fullest. He would be an extrovert 
who looks at the glass as half full, like 
to surround himself with family and 
friends and share life with them. 


Which products will you sell in India? 
We will sell our whole range of prod- 
ucts sold in India. We have Dom 
Perignon Blanc (White), and Dom 
Perignon Rose. And, of course, we 
have the classic Moet & Chandon 
(White), the Moet & Chandon Rose 
Imperial, and Moet & Chandon Grand 
Vintage, which is a version from the 
year 2000 and available in both White 
and Rose. 


AJUYWVSO LNVAIHSIN 

















[he Oberoi Vanyavilàs, Ranthambhore 
Rated the 3rd best hotel in the world by Condé Nast Traveler in the 2007 Readers' Poll 





OBEROI EXOTIC VACATIONS 


A JOURNEY THROUGH TIME 
AT 


SOME OF THE BEST RESORTS IN THE WORLD. 


Oberoi Exotic Vacations, a short holiday for two, includes accommodation, breakfast 
and dinner for a minimum of two nights or more. 


Offer valid till 30th September, 2008. Terms and conditions apply. 


@ 
(eror Hotels & Resorts 


For further information and reservations, call us toll free at 1 800 11 2030 or call 011 2389 0606. 
E-mail: reservations@oberoigroup.com Online: www.oberoihotels.com/exoticvacations or contact your travel agent. 


Oberoi Exotic Vacations is available at: 
The Oberoi Udaivilàs, Udaipur; The Oberoi Rajvilas, Jaipur; The Oberoi Vanyavilàs, Ranthambhore and The Oberoi Amarvilàs Asra 
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Elephant Outruns the Dragon YR: 
EYE 





NDIA IS EMERGING AS ONE OF THE MOST FAVOURED DESTINATIONS FOR 
Ln equity investments in the world. In the first quarter of the cal- 
endar year 2008, it attracted $4 billion (Rs 16,000 crore) in PE investments, 
almost double the amount received in the corresponding period of the pre- 
vious year. China, meanwhile, received $570 million (Rs 2,280 crore) in 
PE investments this year. Till the end of 2006, China had maintained a lead 
over India. But the tide turned in India's favour in 2007. It attracted $17.14 
billion (Rs 68,560 crore) of PE investments compared to $8.3 billion 
(Rs 33,200 crore) for China. 
Says Rishi Sahai, Director, 
IndusView Advisors: "PE in- 
vestors prefer India to China as 
it is less regulated and has easier 
entry and exit norms." 

The Indian real estate and 
infrastructure sector has been 
the major beneficiary of PE in- 
flows this year, accounting for 
a 28 per cent share ($1.12 billion 
or Rs 4,480 crore). The power 
sector is next, with a 13 per cent share ($520 million or Rs 2,080 crore). 
The banking & finance and telecom sectors are tied at the third place with 
8.7 per cent share ($340 million or Rs 1,360 crore) each. Says Sahai: “It’s 
encouraging that infrastructure is getting PE investments as the equity and 
debt markets are not structurally suited to provide the large capital infu- 
sion that is required for the sector." 


HE MASSIVE, BUT HUGEL 

mented, diagnostic si 
seeing some corporate 
Healthcare majors SRL R: 
NPIL Laboratories, Dr Lal 
and Metropolis Health š 
are consolidating their pos 
the sector. 

“The participation of 
lished corporate players 
come and will, hopefu 
prove standards and ushe 
fessionalism,” says Amir, 
ED of the Mumbai- 
Metropolis Health, whic 






arin Traan E DENT T an eur ap we 
India IS drawin KETIUIS OT dollars. 


m India overtakes China as a preferred 
destination for PE investments — - 
m PE investment in India doubles in the first 
. quaterof2008 — — —— | 
m Infrastructure and real estate sectors are 
the major beneficiaries = 8 
-ASSOCHAM estimates PE firms will invest 
~~ $48 billion in India over the next two years 
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Energy Saved Is Energy Earned 
India’s Energy Basket 





panding its base of 46 
India through acquisitio! 


NDIA'S ENERGY NEEDS WILL GROW 


four-fold over 25 years if GDP " il The corporate sector 
grows at 7-8 per cent. À recent KPMG India's energy requirements wi accounts for 8 per cer 
report, quoting Planning Commission double over the next 1 / years. Rs 10,000-crore diagnos 
data, notes that India can save about sal 135 ket, which is served by 
351 MTOE or 19 per cent of its total 7004 labs, says Girish Mehta, | 
requirement by 2032. As much as c and Business Head 
142 MTOE or 7.5 per cent can come 6007 Laboratories. Sanj 
from from efficient energy use in in- 490 Chaudhry, CEO, SRL F 

` ó š 500 3 

dustry, lighting, home appliances | says his 40-lab netwo 


high-end procedures like 
PCR (Polymerase Chain | 
and FISH (Fluorescen 
Hybridisation). “Our lab 
investments of Rs 30-4 


alone. More efficient transportation 
and a 30 per cent increase in power 
generation efficiency can help de- 
liver the rest. “The focus is less on en- 00 | 
ergy conservation and management, 


S 400} 376 
= 


3004 





and more on new generation and 
new energy sources, but we need to 
do both,” says Arvind Mahajan, 
Executive Director, KPMG India. 
K.R. BALASUBRAMANYAM 
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he says. “Today, any 
open a pathology lab," n. 
But that may change sc 
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Irresponsible, Did You Say? 


F YOU ARE THE ADVENTUROUS, OR, 
I the daredevil, sort, you probably 
enjoy watching the recent com- 
mercials for Bajaj Pulsar Mania and 
Thums Up. But these two com- 
mercials, with awesome stunts, are 


already courting controversy. The 


Mumbai Police has called for a ban 


on these commercials on the 
grounds that youngsters are easily 


influenced by such commercials 
and try to emulate the models on 
screen, with often grievous con- 
sequences for themselves and 
onlookers. Others, however, feel 
that the Bajaj Pulsar Mania tele- 
vision commercial just demon- 
strates how to sell a product and 
Bajaj has outdone itself with the 
commercial featuring Jackie 
Chan, Asia's most expensive ac- 
tor. The action-packed Tv com- 
mercial shows bikers in a thrilling 
stunt sequence lasting 1 minute 
and 30 seconds. The commercial, 
shot in Cape Town, South Africa 
and performed by a stunt team, in- 
cluding European stunt riding 
champion A.C. Farias and Matte 
Griffin, went on air last week. The 
much-talked about Tvc has been 
made by O&M. 

Similarly, conceptualised by 






















Courting controversy: Bajaj and Thums Up ads 


Sainath Saraban of Leo Burnett, the 
latest Thums Up commercial show- 
cases Bollywood actor Akshay 
Kumar in a captivating, James 
Bondesque car chase in pursuit of a 
bottle of Thums Up. Says Vikas 
Gupta, vP (Marketing), Coca-Cola 
India: "The “Thums Up Taste The 
Thunder’ series portrays every per- 


son’s hidden yearning—to 

dare and win over the im- 

possible; to set unbelievable 

targets and to have the 
power to accomplish them.” 
Says D.K. Guha, Vice 
President, Lowe-Lintas 
“Billing these commercials 
as irresponsible is actually 
underestimating the matu 
rity of youngsters. One of 
our recent surveys reveals that 
kids start looking at ads, images 
and visuals critically from the 
age of 12-13. They try to find 
the hidden messages being com- 
municated through these images. 

Given such maturity levels, you 

can hardly expect them to emu- 

late something that might lead to 
an accident.” 

Advertising Standards 
Council of India has already 
stepped in. A total of 14 ads 

(for two- and four-wheelers) were 

pulled up by Asci because they 

demonstrated risky stunts/activi 
ties. They include the Tavera ad 
featuring Indian cricketers, Baia ij 

Pulsar 200 and Hero Hon 

CBZ Extreme. 

But what about these ads? 

RITWIK MUKHERJEI 





Travel Trouble? No Sweat 


FFECTIVE MANAGEMENT OF 
Pais travel can lead to sig- 
nificant savings for Indian corpo- 
rates, says a recent American 
Express Travel & Entertainment 
Expense Management survey. 
“Corporate travel is at an all-time 
high in India as the economy is 
soaring and companies are em- 
phasising travel even for relation- 
ship meetings,” says Prashant 
Aggarwal, Head of American 


Express Consulting, Japan and Asia 
Pacific. The survey, covering 114 
companies across India, shows that 
using expense management soft- 
ware can reduce processing costs 
more than 80 per cent. “Intro- 
ducing a corporate card pro- 
gramme is a good way of keeping 
track of T&E expenditure, and 79 
per cent of the respondent com- 
panies do so,” says Aggarwal. 
MANU KAUSHIK 
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What is it? It is an outdoor cooling system, 
called Harley Masterkool, that uses micro parti- 
cles of water to absorb heat from the atmosphere 
that it then uses as energy for its own evaporation. 
The system employs technology to create 5 
micron water droplets, similar in size to natural 
fog, for this purpose. 


Does it work? Well, it reduces the ambient outdoor 
temperature in a given area by 5-10 degree 
Celsius. It also repels mosquitoes and other insects. 


Where can it be used? It is designed for open 
areas of up to 750 sq. m. The main application 
areas are hotels, restaurants, factories, work- 
shops, shopping malls and multiplexes. Smaller 
units are also available for private terraces, lawns 
and small open spaces. 


How much does it cost? They range from Rs 75,000 for a machine that cov- 
ers an area of 50 sq. m. to Rs 4.5 lakh for machines that cover areas of 
750 sq. m. 


And where is it available?: It is being marketed in India by F. Harley & Co. 


(www.harleygrp.com). 
MANU KAUSHIK 
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ECONOMY 


STATUS: 44.13 million tonnes for 
January 2008 


Rising Steadily — ,,, 4: 
39.2 
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Figures in million tonnes Source: CMIE 


IMPACT: Domestic coal production has 
been on the increase over the last few 
months. India is the third-largest pro- 
ducer of coal globally and a large part 
comes from Coal India and its sub- 
sidiaries. Going forward, it is important 
to step up production as demand will 
continue to rise. 


STATUS: 2.73 million tonnes in 
February 2008 


Spot the Stagnation 
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Figures in '000 tonnes Source: Ministry of Petroleum 


IMPACT: Crude oil production has not 
increased significantly over the last 
six months. India accounts for about 1 
per cent of total crude oil production. It 
is estimated that less than a third of 
India's energy needs are met by oil 
and about 69 per cent of that is 
imported. Result: It will continue to 
drain away scarce resources. 
COMPILED BY KRISHNA GOPALAN 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





SOVEREIGN FUNDS UNDERTHELENS 


THE INDIAN GOVERNMENT IS CONCERNED ABOUT THE 
growing interest of sovereign wealth funds (SWFs) in 
the country. The Finance Ministry is now monitor- 
ing such inflows. A senior bureaucrat told BT: “We 
are now planning to evolve a policy to regulate sov- 
ereign wealth fund investments in the country." 

SWFs are pools of money derived from a coun- 
try's reserves, which are set aside for investment purposes. Funding 
comes from the central bank's reserves. North Block is now worried 
about the government of a particular country acquiring control of 
strategic sectors in India. Says the official: “There are justified national 
security concerns. Even the Us and other OECD countries are trying to 
work out ‘rules of conduct’ for SWFs.” 





RISHI JOSHI 


OPENINGTHE SKIES 


THE GOVERNMENT IS CONSIDERING OPENING UP THE LUCRATIVE DUBAI 
market to Indian private airlines. The move aims to level the playing 
field as the Gulf carriers have over 75 per 

‘FLYDUBAL —— — cent of market share in this route. Indian 
m Government likely to open operators have been upset that while 
the Biuhat-marliet to many Gulf carriers (like Jazeera and 
Etihad), which started less than three years 


Indian private airlines 
ago, have been allowed to grow, they have 
m Move an attempt to level ^ heen locked out of the market. The gov- 
the playing field between == ernment’s decision to throw open the 
Indian and Gulf carriers Dubai route may be a way to redress the 
m Private carriers lobbying balance. Between them, Jet Airways, 
for 164 weekly flights JetLite and Deccan (Kingfisher) have 
to the region asked for 164 weekly flights to Dubai 


from India. 
KUSHAN MITRA 


NOD FOR REALTY MUTUAL FUNDS 


SEBI (SECURITIES & EXCHANGE BOARD OF INDIA) HAS FINALLY GIVEN THE 
go-ahead to real estate mutual funds (REMFs), though with some riders. 
In its guidelines for REMFs, the regulator has mandated that at least 35 
per cent of the corpus should be invested directly in real estate assets 
while the rest can be put in mortgage-backed securities and instru- 
ments of companies in the sector. All schemes will be close-ended and 
the units listed on the stock exchanges. As an investor-friendly meas- 
ure, SEBI has ruled that the NAVs of the funds should be disclosed daily. 
RISHI JOSHI 
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TAM IN THE DOCK 





THE I&B MINISTRY, WE HEAR, IS 
busy these days lobbying with 
the Telecom Regulatory 
Authority of India (TRAI) to re- 
work the TV audience meas- 
urement system (conducted by 
TAM). TRAI is already preparing 
a white paper on the issue at the 
request of the ministry, which 
claims the existing system does 
not reflect state broadcaster 
Doordarshan's immense reach. 
Many are likely to see this move 
by the ministry as a way to 
"politicise" audience metrics. 
Expect plenty of verbal battles 
over the next few weeks. 
KUSHAN MITRA 


BANKING ON CONSOLIDATION? 
RECENTLY, RBI DEPUTY GOVERNOR, 
V. Leeladhar, spoke at a public 
function about financial sector 
consolidation. Tucked away 
towards the end of the speech 
was a comment on consolidation 
of public sector banks. He said it 
"is work in progress. There are 
enabling legal provisions in the 
statutes of the banks". Now, 
was he egging PSU banks to 
push the envelope? After all, he 
added that the “RBI as regulator 
and supervisor would continue to 
be supportive". 


SHALINI S. DAGAR 
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SHAH RUKH KHAN 


No kidding: SRK's got the business smarts 


E IT HOLLERING HIS LUNGS OUT TO CHEER THE 

Kolkata Knight Riders (KKR), his Indian Premier 
League (IPL) team, or playing the funky quiz master 
on television for the Indian version of “Are You 
Smarter Than A Fifth Grader?”, Bollywood superstar 
Shah Rukh Khan seems to be pressing the right 
buttons to ensure maximum recall for brand SRK. His 
sports venture has already earned the backing of 
six corporate sponsors—more than any other team in 
the IPL. Of course, the absence of any corporate brand 
name behind KKR makes it all the more attractive for 
brands wishing to associate with the team. Then 
again, brands that he already endorses, such as 
Nokia and Tag Heuer, are piggybacking on their 
association with him to sponsor his cricket team. 

The conclusion: the superstar is also a canny 
businessman. Says Jeet Bannerjee, CEO, KKR, of 
his boss: "He's extremely clued in to the world of 
sports, especially cricket, and knows a good deal 
when sees one." It's probably his smart business 
sense, which made him sign up for the quiz show, Kya 
Aap Panchvi Pass se Tez Hain? where adults are grilled 
on knowledge generally acquired up to fifth grade. True, 
his first foray as quiz master—as host of Kaun Banega 
Crorepati—was only a qualified success, but to be fair, 
he was stepping in to replace another icon, Amitabh 
Bachchan. This time though, with kids as his allies, he 
might fare better as a television host. 

Critics of SRK say his forays into sports and tele- 
vision are probably a recognition by the actor himself 
that his acting prowess may not bring in the moolah 
too much longer—so better to make hay till the star is 
shining. But then, that too is the sign of an astute man. 

TEJEESH N.S. BEHL 
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NUMBERS OF NOTE 
200,000: The annual incremental requirement 


of manpower in the Indian hospitality industry. Of this, 
69,000 people are required at the managerial level, 
according to a Planning Commission report 


Rs 35,000. The amount Kochi airport charges 
as ground handling fee for every single flight, compared 
to Rs 18,000 and Rs 25,000, respectively, by the 
international airports at Bangalore and Mumbai 


1 1 ,906. The number of people who have 
applied for three posts of peon in the Haryana 
Electricity Regulatory Commission 


Rs 28,000 crore: The amount India-focussed 
private equity and venture capital funds raised in 
2007. The figure does not include real estate 

funds, according to Venture Intelligence data 


Rs 40,000 crore: The estimated sum that will 


be invested in building and upgrading the country's 
airport infrastructure over the next five years 


1 .6 million tonne: The amount of stainless steel 
India produces; it is 2.6 per cent of the total steel 
production of 60 million tonne 


$20.5 billion (Rs 82,000 crore): India's textile 
exports in 2007-08, a growth of 10 per cent over 
the figure for 2006-07 


25 billion: The number of SMSes sent by Indians 
in 2007 


200. The number of cinemas Reliance 
Entertainment, part of the Reliance ADA Group 
controlled by Anil Ambani, has acquired in 28 US 
cities, including San Jose, Chicago and Washington 


$ 1 " 1 billion (Rs 4,400 crore): The.amount 
Germany's Daimler AG and India's Hero Group will 
invest in a commercial vehicle joint venture in India 
that is expected to begin production in 2010 


$2.14 billion (Rs 8,560 


crore): Net loss incurred by Merrill 
Lynch in the first quarter of 2008 


2 5 per cent: [he growth 
in India's outbound tourism 
per annum 
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North-South Divide 







The developed economies have contributed 
the most to GHG emissions and, hence, 
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Greenhouse gases (GHGs) trap heat in the atmosphere. While some of these (bambi ubi 
as well. However, the rapidly rising 
gases occur naturally and are emitted through natural processes, other GHGs developing economies, too, are emerging 
are created and emitted solely through human activities. Higher proportion ESSES AAA O 


of such GHGs in the atmosphere leads to climate change. A course correction jee ee et NN E 
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is needed. Big question: Who will take the lead? SHALINI S. DAGAR 
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i | | PTEE The US, the mee 
International laws: Even as the 1987 Montreal Protocol laid down rules to banish ozone economy in the world and the 
depleting substances (ODS), several of the substitutes that came into use were GHGs. These were 
| | | | A argest GHG emitter, has yet to ratify 
covered under the Climate Change Convention. The Kyoto Protocol included six GHGs and committed he Kvoto P | And th 
developed countries to mandatory emission reduction targets of these gases. These targets essentially the Kyoto Frotoco x n the i 
focus on an overall reduction in GHG emissions by at least 5 per cent below the 1990 levels in the framework for emission reduction 
commitment period 2008 to 2012. post 2012 needs to be worked out. 





Global Energy: The China-India Pull 


China and India are transforming the global energy system by their sheer size, and energy prices are set to remain high, 
according to the International Energy Agency's (IEA's) World Energy Outlook. 


ie Fossil Fuels to Remain Dominant x Global Energy Use 
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Increase in primary energy demand between 
2005 and 2030 as per cent share of world total 
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How Are Emissions Measured? 

In India, 19 institutes are involved in the preparation of data on carbon 
dioxide, methane and nitrous oxide emitted from activities in various 
sectors, including energy, infrastructure, industrial processes, 
agricultural sectors, land use, land use change and forestry and waste 
disposal activities. 


What Is C02-equivalent? 

Some GHGs are more powerful than others. CO2-equivalent is a 
measure that compares their global warming potential to that of 
carbon-di-oxide, the most prevalent of GHGs. 


Global Warming Potential in 100 Years — «o; roUIVALENT 


Carbon Dioxide CO2 1 
Methane CH4 21 
Nitrous Oxide N20 310 
Hydrofluorocarbons (HFCs) CHF3 11,700 
Perfluorocarbons (PFCs) C2F6 9,200 
Sulpher Hexafluoride SF6 23,900 


Source: UNFCCC 






The Greenhouse Effect 


Some of the infrared radiation passes 
throu um the atmosphere, and some is 


Some solar radiation ibo ed and re-emitted in all directions 













Solar is reflected by the eenhouse gas molecules. The effect 
radiation earth and the yi is is to warm the earth's surface 
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The global energy system is on an increasingly unsustainable path. If 
governments don't act to change consumption patterns, world energy 
demand is projected to grow 55 per cent during 2005-30, with use of 
coal rising the most in absolute terms. | 

China and India are the emerging giants of world energy. China will 
overtake the US soon after 2010 to become the world's biggest energy 
consumer. 

Although Asia's oil consumption will still rise sharply, the introduction 
of policies to reduce demand for crude can cut global oil demand by 
14 million barrels of oil a day, equivalent to the current production of 
the US, Canada and Mexico combined. 

. The trends don't bode well for cumulative carbon dioxide (C02) 

4 omissions. and climate change. Historically, the US and EU countries 
. have accounted for 53 per cent of cumulative emissions, with China 
y for 2 chamber oos | 
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TO BE PRECISE 


"We're not here to run a Mickey Mouse 
business. We're looking at substantial revenues 
from India—in hundreds of millions rather 
than tens of millions of pounds" 

Stuart Rose, CEO, Marks & Spencer, in The Economic Times 


"When millions of people are going hungry, 
it's a crime against humanity that food should 
be diverted to biofuels" 


P. Chidambaram, Finance Minister, in Mint 


"We get better than average talent in India. 


People join us for adventure, not for jobs" 
William D. Green, Chairman and CEO, Accenture, in Business Standard 


“This is a difficult business environment... there 
are no easy solutions here, no silver bullets” 


Gary Crittenden, CFO, Citigroup, on the bank's $5.1-billion first-quarter 
loss and on his plans to slash 9,000 positions, in The Guardian 


"It is clear to us that we are well-positioned 
for 2008 and beyond, regardless of the 
business environment” 

Eric Schmidt, Chairman and Chief Executive, Google, in The Times 


"It's a typical Reliance strategy. Own the hard- 
ware and you control the entire supply chain" 


B.R. Sharan, Chief Creative Officer, SaReGaMa Films, on whether 
Reliance is spreading itself too thin as a filmmaker, distributor and cinema 
hall owner, in BusinessWeek online 


“Our experience in India is truly unique and 
very, very positive. We do not hire management 
to lead, we develop our own talent” 

Norbert Gorny, CEO, Carl Zeiss Vision International, to Times News Network 


“We want to prove to the world that it (super- 
computer EKA) is not just a benchmark ma- 
chine: It’s not only a racing car, if you wish, 
you can convert it into a passenger vehicle” 


N. Seetha Rama Krishna, Head (Operations), Computational Research 
Laboratories (a Tata Sons subsidiary), in Mint 


“Costs are escalating; so the level of labour 
arbitrage isn’t as great as it used to be, but that’s 
not to say labour arbitrage is disappearing, nor 
will it disappear in the next 10 years or so” 

Sid Pai, MD, TPI India, a sourcing advisory firm, in BusinessWeek 
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RANKED: At #57, 
the Tata Group, in a 
list of the Top 500 
Global Brands pub- 
lished by the UK- 
based Brand Finance 
| Plc. It has climbed 45 
places since last year. No other Indian 
brand figures in the Top 100. The 
study, which valued the Tata brand at 
$11.8 billion (Rs 47,082 crore), is 
based on brand value in end-2007. 





EMERGED: India, as the second- 
largest telecom market in the world, 
next only to China. Indian telecom 
firms added a record 10.16 million 
wireless subscribers in March, 
taking the number of wireless sub- 
scribers in the country to 261.1 
million, 3.2 million more than the 
US, which India displaced from the 
#2 position. 


DECIDED: Tata Steel and ONGC, to 
voluntarily disclose carbon emissions 
and report the same annually. They 
have recently joined the UN Climate 
Change Initiative for Business Leaders. 
Some 230 companies from around the 
world have signed up for this "Caring for 
the Climate" movement since it was 
launched in 2007 


JUST WONDERING ... 


HAT IS KETAN PAREKH UP 





ACQUIRED: By Reliance Globalcom, 
the global operations arm of Reliance 
Communications, a 90 per cent stake in 
British Virgin Islands-registered WiMax 
operator eWave World. Reliance 
Globalcom will make a $500- 
million (Rs 2,000-cr) investment through 
the acquired company over three years. 


FORMULATED: By the News 
Broadcasters Association (NBA), a 
"Code of Ethics and Broadcasting 
Standards" and "News Broadcasting 
Standards (Disputes Redressal) 
Regulations" for its members as a 
measure of self-regulation. The NBA 
has submitted the copy of its code 
and regulations to the government for 
its consideration. 


DOUBLED: To 
177,000, the number 
of taxpayers who de- 
clared incomes of more 
than Rs 10 lakh, dur- 
ing assessment year 
2006-07. Finance 
Minister P. Chidambaram said there 
were about 97,000 taxpayers with in- 
comes of Rs 10 lakh per annum when 
the UPA government assumed office in 
2004. "These numbers have to in- 
crease further," he told the Lok Sabha. 


TO THESE DAYS? 


Well, he's busy trying to keep himself 


out of jail 


rather a comedown for a man, 


who, barely eight years ago, must have 
been wondering how soon he'd earn his 
next Rs 100 crore or how long it would 
take to push the Sensex up another 1,000 
points. The Bombay High Court on April 1 


sentenced him to a year of rigorous impris 

onment for his involvement in the 1992 stock scam in which Harshad Mehta 
was the lead player. The charge: misappropriation of Rs 47 crore that belonged 
to Canfina. For now, Parekh and the other brokers have got an extension of 
bail till July 31. This is the first time that his name has cropped up in con 


nection with the 1992 scam 
Parekh from access 


In November last year, SEBI had barred 
sing the market for 14 years for his involvement in the 2001 


stock scam. The way forward looks rather difficult for Parekh and it will 
require a huge effort to extricate himself from the current situation. 
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INDIA'S THE NEW 





T'S A CHANGE SO OBVIOUS THAT IT'S 

barely noticeable. India is evolving 
into an increasingly crowded launch 
pad for global brands. Hublot recently 
launched its Big Bang collection of 
watches for the global market from 
India. “If Hyundai can unveil its i10 
here and make India its manufacturing 
hub and Nokia can launch its India- 
specific handsets here, then the Indian 
market must have matured for global 
brands some time ago. | am not sur- 
prised,” says Charu Sachdev, CEO of 
Delhi-based TSG International 


INDIA THE LAUNCH PAD 





m Hublot launches Big Bang line of 
watches globally from India 
m Hyundai unveils Hyundai i10 in India, 
m Maruti Suzuki launches Dzire, an India- 
 Spedficmodel — — oes 
m Nokia launches India-specific handsets 





Marketing, which brought Italian lux- 
ury brand Moschino to India in 2005. 
Abhay Gupta, Executive Director, 
Blues Clothing Company, the fran- 
chisee for brands like Corneliani and 
Versace, points out that global brands 
have been flirting with India for a long 
time. "McDonalds's Aloo Tikki Burger 
is an old example. Armani, including 
the sherwani in its latest collections, is 
a recent one. We are likely to see 
more Indianised products and also 
more global brands being launched 
here for the global market," he says. 
KAPIL BAJAJ 
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In a world of limitless possibilities are you sure that 
you have the right advice that helps you capitalise? 


Our professionals have the international experience that 
helps you match your vision and ambition. 

With a strong network in over 145 countries we are 
equipped to provide you with insights and practical 
advice related to technology, business strategy, finance, 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in April 2008. 


Deal Particulars: Jubilant Organosys has entered into a $255-million (Rs 1,020 crore) 
agreement with Draxis Health, a Canadian radiopharmaceutical and contract manufacturing com- 
pany, to take it over. The transaction is expected to close in the second quarter of 2008. 


Impact Analysis: Draxis Health has two business divisions: Draximage, its radiopharma- 
ceutical division, and Draxis Pharma, its contract manufacturing business. One of the major 
attractions for Jubilant is Draxis’s multi-year $120 million (Rs 480 crore) contract for supplying 
multiple non-sterile specialty semi-solid products to J&J. Through this acquisition, Jubilant wil! be- 
come one of the leading contract manufacturers of small volume parenterals feeding large 
pharmaceuticals and biotech companies in North America. 


DEALTRACKER 

















TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 
(Rs crore) 
Draxis Health . Jubilant Organosys Pharmaceuticals Acquisition — 1020 — 100 
Dabur Pharma — — 1— Fresenius Kabi (Singapore) — — Pharmaceuticals Acquisition — 880 — —— 73.3 
Hichens Harrison & Co Religare Enterprises Financial Services Acquisition — 444 100 
Provogue India Liberty International and Retail Investment 314 12 
PE Firms (Acacia Partners, Genesis 
Indian Investment, New Vernon, 

T Rowe Price and Altima Partners) SOSESC 
Tornel JK Tyre & Industries — — Tyres — — Acquisition — 270 —^ — 100 
Jarul Promoters & Developers, Yatra Capital and Saffron India 
a subsidiary of Parsvnath Developers RealEstateFund == — RealEstate Investment 186.5 30 
Anafortan and CEFI drug brands, 
Khandelwal Laboratories .. Nicholas Piramal India = Pharmaceuticals Acquisition 1158 < 100 
TNS Logistics Services Goldman Sachs Group ^ ^ [Transportation PE 100 N.A. 
Amalgamated Bean Coffee Darby Overseas Investments— 
Trading Company PE arm of Franklin Templeton — —— Food & Beverages - PE 100 N.A. 
Percept Indivision, PE division 

of Future Capital — ^ Media & Advertising PE 65 10 
Homeland Mining And 
Energy GMR Infrastructure = = — Energy Investment 59.7 oA gad 
Emergent Ventures India (DFC PrivateEquity Energy PE 40 N.A. 
AV Cell GrasimIndustries — Paper & Pulp Acquisition — 23.5 20 
Dowpharma Small Molecules Business Dr Reddy's Laboratories = Pharmaceuticals Acquisition NA. N.A. 
CC Health Care Products Colgate-Palmolive (India) — —— Personal Care — — Acquisition NA — 15 
Godrej Aadhaar Future Ventures, a part 

of the Future Group —— 111 Retail Acquisition N.A. 70 


*Includes only M&A, private equity and brand sale transactions 
**GMR Energy has an option to buy a further 45% stake in homeland mining 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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7 out of top 10 business phones reviewed are powered by Windows Mobile. 


power yourself and your team with Windows Mobile Phones. With access to up-to-date information through the tamiliar 
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Emerging Economies: On a Strong Wick 


There have been two important shifts in the growth dynamic of the global econon 
The first is that growth in global activity over the past five years has been domine 
by the emerging and developing economies—Brazil, China, India and Russia 
account for almost half the global growth, and all the emerging and developing 
economies together for about two-thirds, compared to about one-half in the 197( 


Contribution to Global GDP Growth, PPP Basis (per cent) 
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4 INITS GENES. 


THE TELH-FALKED SCORPIO V-SERIES 
et | Here's a car that's loaded with innovations. The new engine is engineering nirvana. Named mHawk, 
ROT ä this light-weight, turbocharged CRDe engine comes with all-aluminium cylinder heads, 
_| variable geometry turbine, and top-mounted intercooler. 


It can do 60 kmph in 5.7 seconds flat! With dramatically low noise and vibrations. Mileage is higher. 


The brakes are ABS. Then there is Cruise Control. Tyretronics. Music system controls on steering wheel. An intellipark system. 
Smart sensors on lights and wipers. Nano technology coats. Anti-pinch window: Anti-theft Immobiliser. Etc. Etc. Etc. 


Seriously, why would you want to drive any other car that insults your intelligence? 


remi Quid Control í? í i unt ij i | ' V-SERIES 
LL TW 


on steering wheel © k = 


Nothing else will do 


Tyretronics Intelligent rain / light sensors 


Mahindra 


Nith 


0-22-6006 «09935066006 To know more about the tech-packed Scorpio V-Series visit WwwW.mahindrascorpio.COm and test drive it today. *Driver's side. 








Get the right image 
in Just 5 minutes 


Whatever be the message, if it's for the Indian market, 
ImagesBazaar.com has the right visual for it 


he copy has been whittled 
to perfection. The concept is 
approved and ready. All you 
need is the right image to bring 
out the power of vour concept 
or the beauty of your copy. Shortening 
timelines or rising costs can sometimes be 
roadblocks in your search for the perfect 
visual. However, you only need to visit 
ImagesBazaar.com, which offers the widest 
range and highest quality of images, specially 
created for the Indian market. 

Whether it is festivals or workplaces, 
people or places, indoor shots or outdoors, 
you'll find all requirements met here. And 
the site is designed to save time—a very 
effective and powerful Search facility, 
flexible Search options, comprehensive 
online help, a Free Research facility—are 
only some of the features that make the 
picture-searching part of your life easy. 

Even if the site is unknown to you, its 
images won't be. You'd have seen them on 
several billboards, in print campaigns for 
Airtel, ICICI, Dish TV, Godrej, Reliance, 
Nokia, Canon, Microsoft and even on the 
covers of magazines like The Week. 





What is ImagesBazaar? 
ImagesBazaar is the world's largest 
collection of Indian stock images, which 


Lightboxes 


Registering on the site, which is free of cost, 
gives you access to a feature called Lightbox. 
This is your box of photographs on the site; 
a place where you can store images that you 
think will be useful in future. 

Once you have registered and logged in, 
the Lightbox Manager is available from the 
Lightboxes link on the home page. You can 
create and save multiple lightboxes. You can 
then add or remove images from these, or 
delete or rename the lightboxes themselves. 

You can also add comments to the 
images you have saved in your lightboxes. 
These may come in handy if you choose to 


you can browse through and order for 
use. In the past, images from the site have 
been used by advertising agencies, print 
publications, creative design professionals, 
corporate marketing firms, web-based 
professionals and small businesses. In 
short, anybody who needs to use an image 
to communicate a message is welcome to 
the site. 

ImagesBazaar.com is a fully owned 
subsidiary of Mash Audio Visuals Pvt. 
Ltd., which is an ISO 9001:2000 certified 
organization. Mash also offers various 
services in photography, production, 
coordination, art direction, casting makeup, 
costumes, and styling. 

The ImagesBazaar team is led by ace 
fashion photographer, Sandeep Maheshwari 
and comprises more than 50 talented 
photographers. The images on the site are 
the result of the passion and expertise of 
this team, which has years of experience 
and specialization in capturing various 
facets of contemporary India on camera. The , 
ImagesBazaar team works with great focus | 
and imagination to capture the essence of 
India and its people. Whether traditional 
or modern, urban or rural, young or old, 
you'll find every colour of India in the 
continuously updated collection of images 
on the site. 


share your lightboxes with your co-workers 
and friends—you can do this from the site by 
emailing the link to as many people as you 
want. 


Managing Your Account 

You can manage all your transactions and 
personal details, change your contact details 
and password from the My Account link. You 
can also review your lightboxes. Details of 
pending and confirmed orders are available, 
and you can print out invoices for any order. 


Useful Add-Ons 


The site also offers some other services that 


Advantage ImagesBazaar 

The immense advantage that ImagesBazaar 
offers is that you get images that are 
reflective of India. A wide range of images 
of Indian faces, contexts and situations 
gives you the huge advantage of getting 
your message across effectively and quickly. 
You can easily search the rich database in 
a few minutes, select the images you like, 
and use the convenient payment options 
to buy them. You will then be sent a link 
to download the images within a few 
minutes. 

While you can browse and search the 
site without registering, buying or saving 
images for future use requires one-time free 
registration. 


The Right Search 


There are more than 20 categories and 
several sub-categories on the site that 
house thousands of images. These include 
festivals and occasions, health and beauty, 
business, concepts and ideas, and a 
separate category that contains recently 
added images. You can search for images 
either by categories or by using the Search 
facility. The Search facility helps you to 
search by using keywords or image IDs. 
You can further specify the following, if 
you want to narrow your search: whether 
the images should show people, and if so, 
how many people you'd want in the image; 
whether you want an indoor, outdoor or 
studio shot; and whether the image should 
have vertical or horizontal orientation. If 
your Search results are still numerous and 
you want to narrow them further, you can 
use the 'Search within results' checkbox. 

On the Search Results page, you can 
click a thumbnail image for details, such as 
the Image ID, pricing, whether you can get 
exclusive rights to it, and whether the model 
release is available for it. 

Once you have located your preferred 


are useful for designers and others in creative 
fields. 


Free Images 


If you are a registered user, you can get free 
images from ImagesBazaar for 'comp usage'. 
These are large-sized images that you can use 
in test layouts or rendering for internal reviews, 
client reviews and testing. This helps in making 
the design work faster and more accurate, by 
using images that will fit your concept and 
layout. - 


Free Research 


If you are unable to find what you're looking for on 


image or images, you can choose to buy them 
immediately or save them in your Lightbox 
for future use (see box). 


Pricing, Payments and Copyrights 

Price: Pricing depends on the type of 
image you have selected; the size you want; 
and whether you want non-exclusive or 
exclusive rights for it. 

Size: Images are available in various 
sizes and resolutions for print, web and 
multimedia usage. You can get a file size 
of upto 100 MB that can be used for big 
hoardings without loss of quality. 

Rights: You can purchase an image with 
exclusive or non-exclusive rights option. 
A non-exclusive image can be purchased 
by more than one buyer, can be used in 
multiple projects and its price is based on 
the image size. However, for an exclusive 
rights image, you buy rights to the image 
for a period of three months, one year, or 
three years. During this period, the image 
is temporarily unavailable for download 
on the ImagesBazaar site for other buyers. 
Exclusive image price is based on the time 
period. 

Payment: You can pay online by credit 
card or by electronic fund transfer, or send 
a cheque or demand draft or drop it at any 
ICICI bank outlet. 

Image download: A link to download the 
image will be activated within a few minutes 
if the order is received and payment realized 
before 7 pm on the same day, otherwise, on 
the next working day. 

Copyright: All images on ImagesBazaar 
come with a model release—the written 
agreement between model and photographer 
whereby the model gives the photographer 
permission to use the image for commercial 
purposes - in place, but you need to be 
careful if you plan to use the image for 
sensitive issues. You can contact the site for 
assistance on this. Ü 


ImagesBazaar, you can get the site's research 
team to help you out. This is a specialized 
team of photo researchers, to whom you can 
give your specific requirements. They will 
then help you find suitable images. 


If you regularly use a particular category of 
images—such as lifestyle images, family 
images, images of food, or of rural people— 
or need many images of a particular category 
for a specific project, you can buy these on 
discs from ImagesBazaar. Each disc of 40 
images covers a particular category; 20 such 
discs are available. 


ADVT 
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The Tough Get Going 


Satyam delivers in a challenging global environment. E. KUMAR SHARMA 


YRRAJU RAMALINGA 
Raju isn't known 
to lay it on thick 
and succumb to 
hype. So, when 
the Chairman of Satyam 
Computer Services says 
2007-08 has been an “ex- 
ceptional year”, he could- 
n’t have put it better. In the 
recently-concluded year, 
Satyam has outperformed 
the big boys of Indian soft- 
ware by posting a 46 per 
cent growth in the top line 
and a 40 per cent growth in 
net profit (over 2006-07). 
Wipro, for instance, showed 
a 32 per cent growth in rev- 
enues and 11 per cent in 
net profit while TCS regis- 
tered a 22 per cent growth 
in revenues and 19 per cent 
in post-tax profits. “Size as 
an issue is behind us. The 
focus now is on leadership 
and innovation,” says Raju. 
Well, it isn’t as if Satyam 
is in the $4-5 billion (Rs 
16,000-20,000 crore) 
league, like Infosys and TCs. 
But then, says Raju, it to- 
day has the size and breadth 
of offerings to be able to deliver 
end-to-end solutions, win more and 
larger engagements and transform 
its clients’ businesses. 
However, even in terms of size, 
the year was a landmark for the 
company. “We have now crossed 


A. PRABHAKAR RAO 
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Satyam’s Raju: Strong numbers in a sore year for IT 


the $2-billion (Rs 8,000-crore) mark 
in revenues and have 50,000 asso- 
ciates (or Satyamites, including in 
the joint ventures and subsidiaries). 
This is despite the fact that the 
global economic environment ap- 
pears challenging,” says Hari T., 


Head (Global Marketing & 
Communication), Satyam. 

So, what did Satyam do 
differently this year? 
According to Hari, the 
company has been diversi- 
fying its revenue streams 
geographically, and ex- 
panding its global footprint, 
with Europe and the rest 
of the world together con- 
tributing nearly 40 per cent 
of revenues (from about 
35.5 per cent a year ago). In 
terms of its global delivery 
model, it sees the mix of 
near-shore and offshore giv- 
ing it the capability to comb 
talent pools and address 
varied markets. 

Another significant ini- 
tiative by Satyam has been 
its people-related invest- 
ments, including building 
front-end relationships by 
hiring select talent and at- 
tracting domain experts. 
Hari points out that the 
Satyam framework of “dis- 
tributed leadership, which 
continues to significantly 
spur positive leadership 

characteristics such as an in- 
creased sense of ownership, flat- 
tened decision cycle times and dra- 
matically reduced attrition in the 
last few quarters". Attrition on a 
trailing twelve months basis fell to 
13.09 per cent from 13.11 per cent 
in the third quarter. Annualised 


quarterly attrition for the fourth 
quarter stood at 11.48 per cent. 

It’s doubtless been a good year, 
but one section of analysts feels 
that Satyam needs to further diver- 
sify its revenue streams if it has to 
polevault into the $4-5 billion 
bracket. Currently, 44 per cent of 
the top line comes from applica- 
tion development and maintenance 
services and about 45 per cent from 
consulting and enterprise business 
solutions. It could, for instance, 
look at growing its revenues from 
infrastructure management, testing 
and consulting. 

Interestingly, this growth comes 
at a time when tired rumours of 
Satyam selling out persist, but the 
fact is that Satyam has been making 
acquisitions—six so far. Raju says 
inorganic growth has been an inte- 
gral part of the company's strat- 
egy. Some Satyam-watchers, like 
Biju George, Senior Analyst, 
Edelweiss Securities, feel the strat- 
egy behind the acquisitions is sound 
as they're being made to gain more 
high-end capability. However, it is 
still early to judge the impact of 
the acquisitions and one may have 
to wait for another 6-8 quarters 
to see the results. Says Hari: “We 
have chosen to make acquisitions 
that are in line with our long-term 
goals and consistent with the 
thought process of adding greater 
value to our end-customers. Our 
efforts have been to build niche 
consulting skills and competencies 
and this is reflected in our acquisi- 
tions." These include: Knowledge 
Dynamics, Citisoft, Nitor Global 
Solutions and Bridge Strategy apart 
from the two announced this quar- 
ter (Caterpillar's market research 
and customer analytics operations 
and s&v Manage-ment Consultants, 





Green's Day 


Accenture will have an India headcount of 50,000 in a year. 


T SERVICES AND CONSULTING 
major Accenture sees its brisk 
pace of hiring in India continuing 
over the next year despite the 
gloomy global economic environ- 
ment. William (Bill) Green, Chair- 
man & CEO, Accenture, who was 
in India last fortnight, announced 
that the company would increase 
its headcount in the country by 
almost a third over the next year. 
“We are looking at India head- 
count to touch about 50,000 in a 
year," says Green. Accenture cur- 
rently employs about 37,000 peo- 
ple in the country. Globally, the 
company plans to hire about 
60,000 people by August 2008. 
Accenture currently employs some 
178,000 people worldwide. As if 
to underline India's importance 
in the global scheme of things, 
Accenture held its global board 
meeting in India. 

And unlike India's largest IT 
services company Tata Consult- 
ancy Services, which reported 
muted profits due to project delays 
by customers, Green says that 


a Belgium-based supply chain man- 
agement consulting firm). “The 
idea behind the acquisitions," he 
says, "is not just to add to our top 
line but also engage with our cus- 
tomers in their core business ar- 
eas, directly impacting their key 
business and resulting in eventual 
downstream revenues for us." 

Is Satyam ready to step into the 
extraordinary league of IT services? 
Says Hari: “We benchmark our- 
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Accenture's Green: Hiring spree 


Accenture has not witnessed any 
project cancellations or deferrals 
so far. “So far we have not seen 
any deferrals or delays from our 
customers," says Green. 

Green is also largely positive 
about the health of the Us econ- 
omy. “The last time we had a 
consumer-led recovery. This time 
around, we are likely to see an 
export-led recovery," adds Green. 

T.V. MAHALINGAM 


selves on a global basis on a variety 
of parameters. We believe that as 
long as we continue to do that and 
help evolve innovative solutions 
for our customers, we will con- 
tinue to do well. This thought 
process is also exemplified in our 
new tag line—"Business Transform- 
ation. Together," wherein we are 
committed to help our customers 
manage the travails of the market 
conditions." 
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Launch Pad 


Launches and re-launches are 
riding on the cricket fiesta. 


Tu LITTLE DEBATE ABOUT THE 
ability of the Indian Premier 
League (IPL), the Board of Control 
for Cricket in India's (BCCI’s) 20- 
20 carnival, to pull in viewers by the 
eyeballs. The first round of the TAM 
Peoplemeter System shows as much 
(see By the Eyeballs), with TV ratings 
climbing as high as 7.16 on April 


20, when the Mumbai Indians were - 
pitched against the Royal ^ 


Challengers of Bangalore. Such pop- 
ularity isn't lost on any of the brand 
custodians, many of whom are using 
the opportunity to drive home their 
new brand messages. 

Vodafone, for instance, has 
brought the pug back, just as the 
Godrej Group has used the plat- 
form to unveil its new logo. "Many 
brands are using the IPL to announce 
new initiatives, as it offers a heady 
mix of cricket and Bollywood— 
both holding huge sway over audi- 
ences," says Satyajit Sen, MD (North 
& East), Zenith Optimedia India. 
He points out to instances where 
brands such as Hyundai, Coca-Cola, 
ITC Foods, Maggie Cuppa, Citibank, 
Canon and DLF have put this plat- 
form to work for them. 

The heightened activity isn't re- 


BY THE EYEBALLS 





Howzzat: IPL makes an impact 


stricted to just television screens; 
the buzz is spreading off-air, too. 
*One notices that the IPL is provid- 
ing huge ground activation potential 
to brands. Kingfisher has used this 
activity to drive viewers on to TV for 
the matches, just as is the case with 
DLF. These ground activations serve 
a dual purpose of highlighting the 
brand, as well as driving viewers 
to the IPL matches. I feel this area 
has not yet been fully explored by 
many brands," says Tarun Nigam, 
Executive Director-India North & 
Pakistan, Starcom Worldwide. 

All the IPL brouhaha, however, 
is not pulling away media plan- 
ners entirely from the general en- 
tertainment channels (GECs), not 
yet. “We find that whenever there 


The IPL is finding takers, but it's early days yet. 
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14.66 
9.92 
5.11 
3.83 


Hyd.  B'lore Chennai Allsix Reach 
Metros (in 000s) 
653 433 309 7.14 10,766 
547.312. 38b. (15 —TL94F 
680 515 234 551 11,491 
960 423 218 490 9877 


Source: TAM Peoplemeter System 


are big properties, usually the Tv- 
consuming time grows for view- 
ers and also a new audience comes 
into the fold without anyone get- 
ting affected too much,” says 
Basabdutta Chowd-hury, CEO, 
Madison Media Plus. She claims 
that so far planners have not made 
bigger allocations towards IPL by 
taking away from the GEC pie: 
“There is a limitation with the IPL 
as they have many exclusive cont- 
racts with many brands; this leaves 
the field wide open for other 
promising properties,” she says. 
SHAMNI PANDE 
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Deal makers fret as transactions 
get deferred and abandoned. 


HE SLOWDOWN ON DEAL STREET 
T. palpable and no one is likely 
to deny that. Take a look at the 
scenario—private equity deals are 
being called off, companies are un- 
sure about their IPO plans and ac- 
tivity with respect to M&A remains 
pretty lukewarm. 

This is broadly the situation but 
the symptoms were perhaps felt af- 
ter the $3-billion (Rs 12,000-crore) 
Reliance Power public issue in 
January. The fact that a large 
amount of liquidity was sucked out 
of the system and that the stock is 
still quoting below its offer price 
of Rs 450 have hardly helped mat- 
ters. Data released by Thomson 
Reuters indicates that just $67.7 
million (Rs 270.8 crore) was raised 
through the primary market (in 
April 2008). This was from two is- 
sues and, worryingly, this has been 
the lowest volume in April since 
2003. Interestingly, India is placed 
fourth globally as far as money 
raised from IPOs between January 
and April is concerned. That fig- 
ure is just under $5 billion (this in- 
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Dry Street: It's been slow for IPOs 


cludes fresh issues, follow-on of- 
ferings and convertibles). However, 
if the $3 billion raised through 
Reliance Power's IPO is removed, 
the story reads very differently. 
Bankers admit that the situa- 
tion is looking grim and empha- 
sise the need to look at options 
quickly. *Companies are now hop- 
ing to see a revival of the primary 
markets in the second half," says 
Ravi Sardana, Senior Vice- 
President, ICICI Securities. The fate 
of some key public issues like JSW 
Energy and Reliance Infratel re- 
mains uncertain; these companies 
have filed their offer documents 
with the Securities & Exchange 
Board of India (SEBI). Clearly, an 
unpredictable market is not some- 
thing that investors are comfort- 
able with, which means any public 
issue could well look expensive. 
*Valuations have become a big issue 
for any transaction, be it IPOs, pri- 
vate equity or M&A ," adds Sardana. 
The private equity story is also 
not looking that great; in fact, some 
key transactions have been actually 
called off. These include ICICI 
Ventures' decision to call off its 
plans to invest a significant $800 
million (Rs 3,200 crore) in Jaypee 
Infratech and Indivision India 
Partners deciding against making a 
$62.5 million (Rs 250 crore) in- 
vestment in Dish Tv. That's not all. 
Real estate company Akruti City 
(formerly Akruti Nirman) was all 
set to get a fund infusion of Rs 
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Radical Shift 


Reliance strikes two joint ventures—and stays a minority partner! 


AST FORTNIGHT, IN A SPAN OF A 
I days, Mukesh Ambani did 
something the Reliance Group 
has never ever done before—the 
Chairman of the Reliance Group 
struck two joint ventures for his 
retail subsidiary, Reliance Retail. 
Significantly, Reliance will have 
a minority stake in each of these 
ventures. First, Reliance Retail 
said it was joining hands with UK- 
based Marks & Spencer for a JV 
where the foreign partner will 
hold 51 per cent. The venture, 
to be called Marks & Spencer 
Reliance India Private Limited, 
will be allowed to operate Marks 
& Spencer (M&S) stores in India 
and sell products like clothing and 


home ware. The initial plan, as 






BHASKAR PAUL 


Reliance's Ambani: Changing his mind 


1,500 crore from Citi Venture 
Capital International and AIG. But 
that deal is also off now. Vimal 
Shah, Managing Director, Akruti 
City, in a statement to the bourses at- 
tributed the development to “the 
delay in receiving approvals cou- 
pled with uncertain market condi- 
tions". According to Puneet Bhatia, 
Managing Director, TPG Capital 
India, the concern is on two counts. 
*One, these deals being delayed or 
aborted are causing serious prob- 
lems for the companies that are in 
the midst of capex programmes. 


specified in the press statement, is 
to have at least 50 new stores over 
the next five years. 

According to a company re- 
lease, “the value of the initial in- 
vestment in the JV will be £29 mil- 
lion (Rs 232 crore)." Reliance 
Retail has been quick to forge an- 
other JV within the retail opera- 
tions, this one with the Florida- 
based Office Depot. The Jv will 
provide office products and serv- 
ices to business customers in India. 
Office Depot was founded in 1986 
and is a publicly-listed company 
with revenues of approximately 
$15.5 billion (Rs 62,000 crore). 
Globally, it is one of the largest 
sellers of office products like com- 
puters, computer software and of- 
fice furniture. “We have partnered 
with Office Depot to provide a 
range of options for business cus- 
tomers,” says Bijou Kurien, 
President & CEO of Lifestyle for 
Reliance Retail. Reliance Retail 
and Office Depot also announced 
the acquisition of eOfficePlanet, 
a company that supplies office 
products and services to corpo- 
rate customers in India. | 

KRISHNA GOPALAN 


Second, there is some risk of repu- 
tational damage for the PE industry 
if committed deals are called off 
only on account of the market cor- 
rection," he says. 

Finally, on the M&A front, the 
story has not been very different. A 
Mumbai-based banker maintains that 
this year will be difficult for cross- 
border transactions. “Deals in sectors 
like automotive and manufacturing 
have been put on the backburner 
and it will be a while before a huge 
buyout is announced," he says. 

KRISHNA GOPALAN 
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ELGI AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS| 
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Oil-free Rotary Compressors 

Oil-flooded Rotary Compressors 

Portable Rotary Compressors 
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Skating on | 
Thin Ice 


How bad forex derivatives losses 
get will depend on the rates. 


AST FORTNIGHT, WHEN AXIS BANK 
Ls out with its list of foreign 
exchange derivatives transactions, 
there was a sigh of relief. The bank 
disclosed a contingent provision of 
Rs 72 crore towards forex deriva- 
tives losses and a mark-to-market 
loss of Rs 20 crore on its credit- 
linked notes exposure. Ending 
March 2008, clients of Axis were 
looking at a mark-to-market loss 
of Rs 672 crore from 188 forex 
transactions. 

This was by far the most trans- 
parent low-down on a problem that 
seems to shrink and swell by turns 
as the forex market moves. As 
global markets respond to the credit 
crisis, India, it seems, is getting a 
flavour of being ever more linked to 
these markets. Estimates of the total 
losses related to forex derivatives 
transactions range from Rs 5,000 
crore to four times as much if not 
more. Around 18-20 suits have al- 
ready been filed by companies 
against banks repudiating some of 
these losses. 

What lies at the core of the issue 
is that some of these contracts were 
probably against the exchange con- 
tract laws, and if that's the case then 
they will not be able to stand legal 
scrutiny. Hence, banks may not be 


Axis Bank's Nayak: Some relief 
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Just as the Di 


Merck India's doctor-CEO is 


N APRIL 28, MSD PHARMAC 
(uis. the Indian arm 
Merck & Co., the world’s 
drug maker, launched its paten 
anti-diabetes (type II) dr 
Januvia, in India. Already a b 
seller in the us (it raked in $ 
million in 2007), the drug us 
new class of molecule that 
hances the body's own ability 
lower blood sugar when it is 
vated. That's good news for the 
million diabetic patients in In 
For a company ranked 122 in 
country and largely confine 
the institutional market, this is 
first big leap into the retail mar 

But that's only part of the 
son why Naveen A. Rao, M 
Gurgaon-based Manag 
Director, can't stop grinning. 
other big reason is the pric 
which he's been able to lau 
this patent-protected (until 2€ 
drug in India: a daily cos 
Rs 42.80, compared to Rs 
($4.8, to be precise) in the u: 
fact, the price that Rao had 
gested to his bosses in New Je 
seemed so cut-rate that it ha 
be approved by the worlds 
Chairman & CEO, Richar: 
Clark—that too on a week 
*We want to be seen as a par 
of our patients," says Rao, a r 
ical doctor, who moved to I 
with Merck three years ago 
took over the top job last ye: 

There's good reason why € 
has cut his man in India plen 


able to enforce such contracts. ` 
the banks then mis-selling? “Du 
2007, several banks, though nc 
have sold products which were 
ther appropriate nor necess: 
says Berjis Desai, Managing Pa 
of law firm Jsa Associates. “I 
definitely has been some ver 
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losses turned out to be gargantuan 
compared to their net worth. Even 
though some of these contracts 
may be on the border of gray legal 
areas, wilful non-payment clearly is 
not an option for companies. It 
disturbs existing banking relation- 
ships and also makes future trans- 
actions tough. 

Naturally then legal recourse is 
one option that companies such 
as Rajshree Sugars and Nahar 
Industries and others have 
adopted. Another equally viable 
option is to opt for an out-of- 
court settlement with both par- 
ties sharing the losses. However, 
much will depend on how the 
markets fare. As the dollar appre- 
ciated versus the yen last fortnight, 
it seemed time alone will mitigate 
the risks. And hence, banking sec- 
tor observers believe that many 
affected companies are probably 
waiting to see which way the tide 
turns before taking decisive ac- 
tion. They may also be waiting to 
see the outcome of the existing 
court actions. BT contacted a few 
companies, most of which declined 
to comment on the issue. 

This obviously raises the spectre 
of higher non-performing loans for 
the banks in the medium term 
should the currency movements 
again turn adverse. Significantly, 
banks have made differing levels of 
disclosures towards these losses. 
Though the Reserve Bank of India 
does not believe that the issue 
threatens to be a systemic concern 
just yet, it is examining the repre- 
sentations made by some compa- 
nies. RBI Governor, Y. V. Reddy, 
recently said: “RBI has given some 
time back comprehensive guide- 
lines on the derivatives, and as long 
as they are followed by the banks in 
letter and in spirit, there should be 
no scope for disputes." 

The problem, of course, is what 
happens if the guidelines have been 
flouted? 

SHALINI S. DAGAR 





It is essential to allow domestic prices to align with global prices, the study says 


BENE IE EE NT E UELUT 
Stepping on 
the Gas 


A McKinsey report underscores 
the need for indigenous gas. 


NDIA'S DEMAND FOR NATURAL GAS 
will increase nearly three times 
to 135 billion cubic metres (BCM) by 
2020, says McKinsey in a recent 
study, Gas in 2020: A Perspective. 
The escalation in demand implies 
that the country will require 90 
BCM of additional LNG over the 35 
BCM of indigenous production and 
10 BCM of LNG in 2007. Several 
segments like fertilisers, city and 
industrial gas, and power producers 
are expected to propel this demand. 
The status of ongoing projects 
indicates that indigenous produc- 
tion will increase to 55 BCM by 
2012. “Domestic sources alone may 
not be able to fulfil India's con- 
sumption requirements," says an 
analyst with Motilal Oswal. This 
gap can be bridged by a couple of 
international gas pipelines in the 
offing. The Iran-Pakistan-India 
pipeline (IP) and Myanmar-India 
pipeline could provide about 40 to 
45 BCM of gas. However, any delays 
in the implementation of these proj- 
ects or in increasing indigenous 
Indian production will lead to an 
increased LNG import requirement 
of 40 to 80 BCM. 
Only 20 per cent of India's sed- 
imentary basins have been well ex- 


plored yet. For gas to gain a mea 
ingful share in the country's e 
ergy basket, India needs to make 
efforts to explore and develop in- 
digenous gas resources and in 
prove pipeline infrastructure. This 
could help increase indigenous pro- 
duction to 70 to 90 BCM by 202 

Gas pricing has emerged as one 
of the key concerns of India’s energy 
policy. According to McKinsey, in 
order to attract imports and en- 
courage domestic exploration and 
production, it is essential for go 
ernments to allow domestic prices to 
align with global prices. Domestic 
users willing to pay international 
prices to import LNG and piped gas 
must be facilitated. “This will help 
develop local gas markets and in 
frastructure,” says the study. 
on to suggest that the government 
should formulate energy policie 
that will enhance investor 
dence by providing attractive re 
turns on investments. This requires 
a competitive price regime, and a 
minimum threshold for capacits 
utilisation for a given duration. 

Recent reports suggest that 
global oil majors aren't too keen o: 
bidding for new oil and gas blocks. 
Why? While the Petroleun 
Minister had guaranteed a seven 
year tax holiday, the recent budget 
withdrew the sop. “This issue is 
being resolved. Once that happens, 
most big companies will come 
forward to participate in th: 
offer," says the analyst. 

ROHIT VISWANATH 
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Broadcast 
News 


Global investors can't get 
enough of the media sector. 


F THERE IS ONE INDUSTRY THAT IN- 
E were gung-ho about last 
year it was media. And that explains 
the rash of deals that took place in 
2007—45 in all. The segment that 
took away a lion's share of the in- 
vestments was television; television 
also played host to the largest trans- 
action in the media & entertain- 
ment industry last year, when the 
Singapore government-owned 
Temasek pumped Rs 1,100 crore 
($259 million) into INX Media, a 
television broadcasting firm. 

TV clearly is where the action is. 
As per a recently-released FICCI-PwC 
report, the television industry reg- 
istered a growth of 18 per cent over 
the previous year to clock revenues 
of Rs 22,600 crore. A three-year 
picture is even more impressive—a 
cumulative average growth of 21 
per cent. And that growth isn't ex- 
pected to flag—by 2012, the tele- 
vision segment is expected to gen- 
erate revenues of Rs 60,000 crore. 

Small wonder then that investors 
want to get into Indian media com- 
panies at a relatively early stage. 
Nimbus Communications was the 


{TS POURING, 


Investee Company 





Blackstone’s Gupta: Scope for growth 


first company in early 2007 that 
got investment from private equity 
players. “(Such frenetic deal-making) 
signals the coming of age of media 
companies. Indian promoters have 
taken their outfits to a scale where 
even Walt Disney and Time Warner 
have gone ahead to do equity deals 
with them,” explains Ravi Sardana, 
Senior Vice President, ICICI 
Securities. Such investor interest is 
also working wonders for valua- 
tions. The market cap of all media 
companies stands at around 
Rs 60,000 crore ($15 billion) cur- 
rently, and is expected to double 
in the next 4-5 years, leaving plenty 
of headroom for returns. Akhil 
Gupta, Chairman, Blackstone India, 
a private equity major, sees scope 
for sustained growth in advertising 
revenues. That's because, says 


Estimated 
Deal size* 


Stake 
(%) 


Nimbus Communications 


Innovative Media (out-of- 
home-media subsidiary of 


8.28 
each 


Entertainment Network 


Clearst ep rem um 
Source: FICCI-PwC report 
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*Figures in Rs crore 
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Gupta, 65 per cent of India's GDP is 
personal consumption (as against 
45 per cent in the case of China). 
According to private equity 
investors, the business has also 
become scalable with the opening 
up of multiple platforms. There are 
plenty of markets in India that are 
still under-penetrated and media 
companies can expand their busi- 
ness by entering into new geogra- 
phies. Yet, it's not all hunky-dory: in- 
vestors also feel the sector needs to 
consolidate and make structural 
changes for it to be more attractive 
for equity capital infusion. No one's 
complaining too loudly, though. 
ANUSHA SUBRAMANIAN 


The Kids Are 
Content 


And content is king for 
Viacom's Nickelodeon. 


HE FOLKS AT NICKELODEON ARE 
Ts with the numbers. 
According to them, this kids' chan- 
nel from the Viacom18 stable has 
seen an astounding growth of 112 
per cent over the past year. This 
acceleration has resulted in the chan- 
nel being bumped up to the #3 
position in the kids’ television cat- 
egory, after Pogo and Cartoon 
Network. Pogo has apparently seen 
a whopping 34 per cent loss of 
market share, and Cartoon 
Network has bid adieu to 3 per 
cent of its share. Hungama Tv still 
remains the largest player in the 
kids’ entertainment category, but 
has grown only 34 per cent in the 
last 12 months. 

Now those are indeed numbers 
to tom-tom. Nickelodeon arrived 
on India’s Tv guides only in 1999, 
but it’s been a nice ride since for 
this channel that believes it has fig- 
ured out the right kids’ program- 
ming formula. “Geraldine 


Laybourne (President of 
Nickelodeon till 1996) came to the 
helm in the mid-80s and said, why 
don't we ask kids what they want, 
as opposed to just making what 
we think they want? That was really 
the grounding of Nickelodeon," 
says Steve Grieder, Senior Vice 
President, Nickelodeon Interna- 
tional, on a recent visit to India. 
Globally, as in India, the bulk of 
the channel’s audience comes from 
the 6-10 age bracket, and although 
the channel is aware of a signifi- 
cantly large amount of adult co- 
viewership, it is very consciously a 
kids-only channel. Grieder explains 
that apart from the fact 
Nickelodeon invented children's 
television to begin with, the key 
distinction is the kind of content 
the channel produces. *Nickel- 
odeon is a channel and brand that 
serves kids in every sense of the 
word. Cartoon Network has been 
wrestling with this issue ever since 
they've been around; they're 
wrestling with whether they serve 
kids or animation aficionados." At 
Nickelodeon they don't struggle 
with all those existential questions at 
all, but as a philosophy, serve all 
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Grieder: Kids know their minds 
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Karma, the KPMG Way 


Slowdowns can be just what the doctor ordered for consultants. 


LOBAL AUDIT, TAX AND ADVI- 
(aos major, KPMG, is upbeat 
about its business operations in 
India. That is hardly surprising 
since it has been growing at 40-50 
per cent every year over the last 
three years. Timothy P. Flynn, 
Chairman, KPMG International, 
who was recently in Mumbai, told 
BT that the challenge was to main- 
tain this kind of a growth rate. 

India is a hugely important 
market to KPMG. *We have over 
3,000 people working in India," 
says Flynn. That number is ex- 
pected to increase to 5,000 by 
2010. Globally, KPMG has some 
1,23,000 professionals across 145 
countries. *There is a tremendous 
opportunity for us in India. At this 
stage, India and China are run- 
ning neck-and-neck in terms of 
their significance to us,” he adds. It 
was in 2005 that Flynn was 
appointed Chairman & Chief 
Executive of KPMG LLP. 

Globally, KPMG recorded rev- 
enues of $16.88 billion (Rs 67,520 
crore) in 2007. While Flynn 
declines to elaborate on revenues 
from the Indian operations, the 
Asia-Pacific region accounted for 
$2.55 billion (Rs 10,200 crore) 
and grew by over 20 per cent. 

Referring to India's potential, 
he said India was earlier viewed as 
an outsourcing base. *Today, the 


the genres that a kid would like to 
watch on television. The company 
identifies and measures this by put- 
ting a lot of research into the be- 


z haviour and lifestyle patterns of 


their core audience. Nickelodeon's 
focus is on what is relevant con- 
tent for the audience and that ques- 
tion gets answered differently in 
different markets. In India, how- 
ever, it may still not be time for 





KPMG's Flynn: Age is India's edge 


opportunities in sectors like phar- 
maceuticals and Ir mean compa- 
nies in these sectors have to be in 
India," points out Flynn. 
According to him, the biggest fac- 
tor in India's favour is a young 
population with an average age 
of 29. *This is a huge emerging 
population. The average age in 
the Us is 44 and it is 37 in China." 
The slowdown in the us econ- 
omy and the subprime crisis are be- 
ing viewed as an opportunity by 
KPMG. "Cycles are an opportunity. 
It is important to look at market 
forces and re-look at business 
processes," said Flynn. He added 
that a business like advisory will 
help clients in getting out of 

this situation. 
KRISHNA GOPALAN 


specific ‘made-in-India’ content. 
What Nickelodeon is doing is syn- 
dicating content to regional channels 
in the country. Example: The wildh 
popular Dora the Explorer has been 
licensed to Chutti Tv, a kids’ chan 
nel from the Sun TV network. As 
Grieder says: “That formula seems 
to work for us. Where we hang our 
hat is in content." 

DEEPTI KHANNA BOS! 
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hope is streaking 
through for the 
been four years since 
the family of three—father, 
a house of their choice, which in 
their case, translates into a 2,000 ÜR 
ties such as power back-up and 
round-the-clock water and secu- 
rity. At Rs 5,000 a sq. ft, the 
modern apartments in Noida have 
been out of reach of the white- 
collar, 30-something couple. Ej 
A fortnight ago, though, the 
in NCR seemed within reach. A 
cune tmvestas. Mie tmdbund PRICES, WHILE BUYERS ARE BETTING ON A FALL. 
economy—more specifically the SEOBREEA BUT YOU CAN RULE OUT A CRASH, 
20 per cent drop in the Sensex  TEJEESH. N. S. BEHL 
probably be hurting real estate 
developers. So, on a recent 
of developers who have ready- 
to-move apartments for sale. 
4,750 per sq. ft for a 1,950-sq. ft 
apartment in Noida, complete 
club-house, swimming pool, jog- 
ging track, and the works, Mr 
to Rs 4,000 per sq. ft—an almost 
20 per cent discount unimaginable 
So, did the Mitras sign up for 
the apartment? No, because Mr 
some more in the months ahead 
and he would rather wait and 
still believes is excessive. The story 
of the Mitras could be the story of 


FTER YEARS, A RAY OF 
Mitras of Noida. It's 
REAL ESTATE 

mother and daughter—moved to -—— — 
the National Capital Region (NCR), 
but despite being a solidly well-off 
middle-class couple, the husband 
and wife haven’t been able to buy | RRE CT i | N 
sq. ft apartment with basic ameni- 
Mitras’ dream of owning a home DEVELOPERS ARE FIGHTING HARD TO HOLD THEIR 
sensed that a slowdown in the HERE'S THE THING: REAL ESTATE PRICES WILL 
over the last four months—would e x X wa Es i Wes dus S. ras I XGA AE EN E 
Sunday, he paid a visit to a couple 
Starting with a rack rate of Rs 
with power and water back-up, 
Mitra managed to bargain down 
even at the start of this year. 
Mitra thinks that prices will drop 
watch than buy at a rate that he 
the Chadhas or the Subramaniams Z = 
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“There'll be a correction in retail 


segment of 25-30% and also in tier-II 


towns. Overall, demand will slow down" 


Falling to Earth 


Realty stocks have fallen 
harder than the Sensex. 


Unitech 


April 24, '08 


Parsvnath Developers 
462.8 


Jan. 2, '07 


April 24, '08 


hug. 30, '07 


Figures are closing prices in Rs on BSE 
Fxcept for Unitech and Parsynath 
ali the stocks were unlisted prior to 2007 


April 24, '08 





Sanjay Chandra/ MD/ Unitech 


or the Chitales across India. It's wait 
and watch for now. Those who are 
yet to buy their first homes are hold- 
ing off in the hope that prices will 
fall further, while those who have al- 
ready invested in their second or 
third homes for investment pur- 
poses are wondering if they should 
exit at current prices, lest they drop. 
So, what should you do? Buy or 
sell your apartment now, or wait? 


Return of Reason 

To answer that question, one needs 
to understand what's really going on 
in the real estate market in the 
country. First of all, realty in India 
is largely about residential housing 
—it makes up 75 per cent of the 
$15-billion realty market, while 
commercial space, including office 
and retail, account for the rest. 
Therefore, from a macro-economic 
standpoint, any trouble would stem 
more from housing than commer- 
cial realty. 

It's well known what has hap- 
pened to residential prices over the 
last seven years: they've shot thro- 
ugh the roof across the country 
(and the world, actually). In hot 
property markets like Delhi's NCR 
region, specifically in Gurgaon and 
Noida, prices have shot up some 
500 per cent in just six or seven 
years, with builders competing (or 
colluding) to put out pricier prop- 
erties in the market. Why did prices 
soar the way they did? Simply be- 
cause both the economy and the 
stock market were on a burn, grow- 
ing at unprecedented rates. IT com- 
panies and BPOs were expanding, 
modern retail was creating demand 
for quality space, as were hospital- 
ity and life sciences sectors. 

That apart, interest rates, thanks 
to low inflation, had halved in a 
matter of a few years, prompting 
millions of Indians to buy houses. As 
the demand for housing (and 
commercial space) surged, prop- 





SHEKHAR GHOSH 


erty prices shot up too, partly due to 
rising prices of land and raw mate 
rials such as cement and steel. Now, 
as the economy betrays signs of 
slowing down, the real estate in- 
dustry is slowing down to catch its 
breath, too. *The us subprime crisis, 
the rupee-dollar equation, infla- 
tionary pressures and the resultan: 
liquidity crunch—all of these con 
tributed to an economic slowdow1 
which was not totally unexpected,” 
says Sanjay Verma, Executi\ 
Managing Director (South Asia, 
Australia and New Zealand 
Cushman & Wakefield. 

The question investors—not just 
those buying a house or office space. 
but those who’ve invested in real es- 
tate companies—want answered is 
simple: is the real estate bubble 
bursting, if yes, who will get hurt 
and how much? While it’s impos- 
sible to answer that with certainty. 
it's easy to say what won't happen 
almost certainly: a crash in prices 
Here's why: a crash, like what's 
happening in the Us currently, hap 
pens when there are more sellers 
than buyers in the market. In India, 
that's unlikely to happen for several 
reasons. One, the economy is still 
growing at more than 8 per cent, so 
people on an average are getting 
richer with every passing year. Two, 
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"The correction will be limited to northern Wa 
and western India and certain pockets i 

in south where oversupply will be an issue” aed 
Ashish Puravankara/ Director/ Puravankara Projects SERA ES 
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millions of Indians still don't own 
homes; in fact, in cities such as 
Delhi and Mumbai, nearly half the 
population lives in slums, which 
means there's a huge latent demand 
that exists (but for low-cost housing). 
Three, only a small percentage of the 
population that drove India's hous- 
ing boom—the middle and upper 
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METRO SNAPSHOT 


How the key cities are faring. 


Delhi & NCR 





RESIDENTIAL: It's stabilisation as far as 
the brokers and developers are concerned 
and a correction if you are a buyer. In 
terms of price, the market is down by 
17-18 per cent, with parts of Gurgaon 
seeing a dip of 22-34 per cent over the 
prices last year. Volumes, too, are down in 
pockets of NCR—ranging between 20 
and 65 per cent. Land prices have fallen 
between 15 and 25 per cent. 


COMMERCIAL: Rentals have remained firm 
with micro-markets displaying different 
trends, While areas like Connaught Place 
(central business district) have shown an 
increase from Rs 325 per sq. ft to Rs 340 
per sq. ft, SBD (secondary business district) 
areas like Nehru Place and Jasola have 
either remained stable (Jasola at Rs 190 
per sq. ft) or declined (Nehru Place from Rs 


middle class consumers—owns mul- 
tiple homes; most of them live in the 
house they’ve bought. Therefore, 
even if their home loans get expen- 
sive, as they are now, they would 
rather cut back on savings and con- 
sumption than put out their house in 
the market (also see Home Turf No 
More on page 134). 

That leaves the speculators— 
for the sake of convenience, let’s 
just think of them as multiple home 
owners—as the only variable in the 
realty equation. Among those, the 
ones who’ve suffered losses in the 
stock market would probably look 
to sell the property bought in hope 
of quick appreciation. (In fact, they 
are being blamed for the drop in 


DEEPAK G. PAWAR 





< Mumbai 


RESIDENTIAL: A city that always manages to 
buck the trend, prices here are showing few 
signs of softening. However, the premium 
segment (above Rs 20,000 per sq. ft), where 
prices had risen 14-19 per cent in 2007, 
might experience a correction towards the 
latter half of the year. The sub-luxury seg- 
ment (Rs 15,000-20,000 per sq. ft) has also 
seen an increase of 12-18 per cent. Prices 
are stable in the upper mid-market segment 
(Rs 9,000-15,000 per sq. ft), but down by 1 
to 2 per cent in the mid-market segment (Rs 
5,000-9,000 per sq. ft). Suburban towns like 
Thane and Navi Mumbai might witness an 
increase in prices of 2 to 3 per cent. 


COMMERCIAL: Rentals in Nariman Point, 
Fort, Cuffe Parade (CBD), and Lower Parel, 


Worli and Prabhadevi (EBD or extended busi- 


ness district) appear to have stabilised since 
2007-end, possibly in anticipation of the in- 
crease in supply from the mill land, which 
should enter the market towards the third 
quarter of this year. Prices in the CBD and 
EBD are same as in the last quarter of 2007, 
at Rs 450 per sq. ft and Rs 375 per sq. ft, re- 
spectively, but could soften due to the 
prevailing economic climate. Suburbs like 
Powai and Malad and Thane have, however, 
shown an increase—from 









prices; more on that in a bit.) But 
the others who are fairly confident 
of their future cash flows would 
probably turn to rental income to 





Bangalore 


RESIDENTIAL: The city is witnessing 
contradictory trends in its micro-markets. 
While south, south-east and east 
Bangalore have seen a drop in prices— 
from 8-15 per cent, 10-20 per cent and 
6-12 per cent, respectively—prices in the 
north-east have risen by 8-12 per cent, 
while those of north-west have also 
firmed up by 7-10 per cent. Average 
volumes are down across micro-markets 
by 10-40 per cent, with some projects 
struggling to sell 10 per cent of their of- 
ferings even six months post-launch. 
Land prices have also softened by 5-15 
per cent. 


COMMERCIAL: The commercial market, 
surprisingly, seems unaffected by the 
troubles in the residential segment. 
Prices across the micro-markets have 
firmed up since the last quarter as the 
supply has been either low or non-exis- 
tent in areas like M.G. Road, Richmond 
Road, Residency Road (CBD) and Indira 
Nagar and Koramangala (non-CBD). 
Prices in CBD have risen from Rs 74 to 
Rs 80 per sq. ft, while in non-CBD, they 
have risen from Rs 55 to Rs 60 per sq. ft. 
The peripheral business district (Outer 
Ring Road, Electronics City, Whitefield) 
is also supply-strapped, but since space 






200 per sq. ft to Rs 150 per sq. ft). With no Rs 90 to Rs 100 per sq. > Ís limited and a number of SEZs are 
significant supply expected, except in ft and from Rs 45 to C planned along the Outer Ring 
Jasola, rentals could increase marginally Rs 50 per sq. ft, Road, prices have remained sta- 


in the next quarter. 
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respectively. 








~ ble since December2007. 









partly meet their mortgage obliga- 
tions, if any. *Real estate in India is 
usually a family investment repre- 
senting social security. If you see, the 
default rate for home loans is very 
low. Besides, buying a house here is 
never a short-term decision—it's a 
long-term purchase," says Niranjan 
Hiranandani, Founder and Mp, 
Hiranandani Constructions. 


Different Folks, 
Different Strokes 


What that means is, different real 





| Chennai 


RESIDENTIAL: Surprisingly, while volumes 
are down by about 8-12 per cent across the 
city, prices are either stable or firming up. 
Ditto for land prices—which could perhaps 
be attributed to developers not being aware 
of the slump in the market. 


COMMERCIAL: With a supply constraint in 
CBD (Anna Salai, T. Nagar and R.K. Salai), 
there is a large premium on rentals, particu- 
larly for non-IT office space. This has made 
non-CBD areas like MRC Nagar, Guindy 
and Taramani the preferred choice for off- 
ices. With new supply slated to come 
in, rentals are expected to remain 
stable. The SBD and PBD areas 
(Old Mahabalipuram and GST 
Road) have seen the highest 
offtake and with supply ex- 
. pected to exceed demand, 
there could be a softening of 
rentals in some areas. 





ciated Hyderabad 


j ý “ The broad trend points to an increase in supply of retail space. 




















BE x3 2006 | 2007 2008* | 2009* 2010 * 
tj Mumbai 4.69 | 1.55 534  — 480 5.40 
NCR 1.17 385 | 6.66 5.40 5.23 
Kolkata N.A. 0.19 A | 138 1.19 
Bangalore 1.19 0.61 126 341 7.55 
Ahmedabad 1.30 0.71 0.72 | 1.45 2.35 
Pune 0.75 0.90 1.10 245 3.65 
Hyderabad 0.20 N.A. 145 2.30 4.90 
Chennai 0.35 N.A. 0.77 0.35 3.71 
*Projected Figures in mn sq. ft Source: Cushman & Wakefield 


estate markets in the country and the 
different properties within them will 
meet with different fates. Agrees 
Anuj Puri, Chairman & Country 
Head, Jones Lang LaSalle Meghraj: 
"You cannot paint the country with 
one large brush—while the North 
will see a correction, markets like 
Mumbai would at best witness slack- 
ness. Even within these markets, 
different pockets will behave dif- 
ferently." The micro-market differ- 
entiation can already be seen in the 


North-South divide: while prices in ` 











RESIDENTIAL: Prices are stagnating, 
although some properties prices may 
have fallen by 10-20 per cent. The silver 
lining for developers, however, is the 
new airport area, where prices are on an 
upswing. Significant developments are 
expected around the city due to a 
proposed outer ring road. 


COMMERCIAL: Rentals are expected to 
continue their upward journey during the 
first half of 2008, though there may be a 
stabilisation in the third and fourth 
quarter as nearly 7 million sq. ft of Grade 
A office space supply will enter the mar- 
ket. Rentals in CBD micro-markets like 
Begumpet and Somajiguda could also 
Stabilise with the shifting of the airport 
from Begumpet to Shamshabad (PBD), 
where low rentals continue to be attrac- 
tive for companies aiming to lower their 
cost of operations. 


the North are more volatile, those in 
the South have remained relatively 
stable (although there are excep- 
tions). “Real estate in South India is 
very conservative and affordable— 
what you get in Juhu and Bandra in 
Mumbai for Rs 42,000 per sq. ft 
and in NCR’s Gurgaon region for 
Rs 8,000 per sq. ft, you can get the 
same type of property in Bangalore 
for Rs 3,000-5,000 per sq. ft,” says 
Ashish Puravankara, Director. 
Kolkata I 
RESIDENTIAL: The only market 
among the major cities where in- 
vestor sentiment appears to be 
strong, pushing up both volumes 
and prices. It's probably due to 
a late shift in the average rich 
Kolkatan's investment strategy, 
which hitherto focussed on com- 
mercial real estate. However, with 


the other cities already in correction 
mode, Kolkata could follow the trend. 






COMMERCIAL: With SEZs being the growth 
drivers, rentals across the market have 
already firmed up. Infrastructure is also 
getting a makeover through new flyovers 
which could substantially reduce travel time 
between the city and the suburbs, such as 
Salt Lake. The CBD (Park Street, Carmax 
Street, Theatre Road, Chowringhee Lane) 
have the advantage of connectivity and 
proximity to residential areas and govern- 
ment offices, but due to a lack of quality 
space, is being bypassed for SBD areas 

like E.M. Bypass and Gariahat. 

Source: Asipac and CB Richard Ellis 
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Puravankara Projects. 

The correction—or stabilisation, 
depending on which side of the 
fence you sit—has been attributed to 
the pulling out of speculators from 
the market. While earlier 75-80 per 
cent of the buyers were said to be 
speculative investors, the situation, 
say developers, has now reversed, 
with end-users dominating the trans- 
actions. According to Puri, cities in 
Punjab such as Ludhiana, Amritsar, 
Jalandhar and Mohali, which saw 
excessive speculative investment, 
will see prices softening by as much 
as 25 per cent, whereas cities such as 
Pune, Kolkata and even Goa will 
flourish. Says Hiranandani: “While 
the unit demand will not slow 
down, there may be a short-term 
hiccup, especially in the residential 
market. The problem areas will be 
the high-end properties—say, some- 
thing like Malabar Hill in Mumbai, 
where the going rate is Rs 50,000- 
60,000 per sq. ft. They will defi- 
nitely come down." 

Others such as Pawan Malhotra, 
MD & CEO, Mahindra Lifespace 
Developers, say that a wider cor- 
rection cannot be ruled out. 
*Depending on the location, the 
real estate prices will witness a cor- 
rection ranging between 10 and 25 
per cent and this phase could last 
for the next two years," he pre- 
dicts. As our profiles of metro mar- 
kets (see pages 64 to 71) reveal, 
the trend is hardly uniform across 





locations. Vyomesh Shah, Mp, 
Akruti City, has an interesting take 
on the scenario: *The sudden spurt 
in real estate prices from 2005 was 
to catch up on the pace of growth 


of the economy, which, between | 


1995 and 2005, more than tripled 


while the realty values were half | 


of what they were in 1995." What's 
happening now, he says, is that re- 
alty prices are finding their opti- 


mal levels. Adds Sanjay Chandra, | 
MD, Unitech: “Developers like us | 
have held on to a price increase | 
because of purse tightening by con- | 


sumers and the uptick in inflation, 
and that is being interpreted as sta- 
bilisation.” What he’s saying, in 


other words, is that the current | 


slowdown may well be temporary. 


Commercial Story 
Meanwhile, the slowdown in resi- 
dential prices is spreading to com- 


mercial and retail properties as well. | 
A softening of rentals has already | 


started, even in a space-starved mar- 
ket like Mumbai. À recent CB 
Richard Ellis report shows that 
rental values in Mumbai s key busi- 
ness districts—Nariman Point, 
Worli, Lower Parel, Bandra Kurla 








Complex and Andheri—have re- | 


mained unchanged in the five 
months since December 2007. In 
places like Delhi’s Nehru Place, 
rentals have actually declined in 
the same period, while in others, 


like Jasola and Saket (also in Delhi), 


ROOM WITH A VIEW 


Demand for good quality office space is strong across cities. 


TIER-TWO TROUBLE 





YEAR AGO, GURANCHAL SETHI, A MOHALI- 
Av property consultant, was exult- 

ing over real estate prices in the rap- 
idly developing satellite town close to 
Chandigarh. Land prices in the upscale 
Sector 69 and 70 had touched a high of Rs 
35,000 a square yard and Sethi was bull- 
ishly hoping for a 10-15 per cent rise over 
the next year. He isn't any more. Today, 
those prices are down, hovering in the 
Rs 30,000-35,000 range. “Even apartment 
prices haven't budged from late last year's 
range of Rs 2,500-3,500 a sq. ft," says 
Sethi glumly, blaming speculators for the 
state of the real estate market. 

Sethi isn't alone in his despair. All 


In for trouble: The tier- 
|| market is also hit 








across India, real estate investors who put 
their money on tier-Il cities that were riding 
piggyback on the realty boom in the me- 
tropolises are coming to terms with the va- 
garies of the marketplace. Just outside the 
National Capital Region, in Jaipur, where 
the advent of IT and ITES industries had fu- 
elled a frenetic boom in the residential prop 
erty market, prices are now plateauing, witl 
supply overtaking demand. 

Jaipur and Mohali are just two exam- 
ples of what is happening in almost all of 
India's smaller towns. Says Ali 
Lokhandwala, Director, Lokhandwala 
Infrastructure: "A slowdown will hit these 
cities harder than the metros because pur- 
chasing power is generally lower here. 
Besides, prices in many of these places had 
zoomed more on hype than ground reality." 
In Nagpur, for instance, he says, there coulc 
be a massive correction as most real estate 








2007 2007 |PRE-COMMITMENTS | 2008 projects there are banking on the mere an- 

SUPPLY |ABSORPTION 2008 | SUPPLY" | nouncement of US aircraft maker Boeing's 
Bangalore — 9.59 951 5.03 147 | plans to set up a maintenance, repair and 
Chennai 10 64 23 | 12 | overhaul unit. Says Vikas Oberoi, MD, 
oe | Oberoi Constructions: “In a city like Nagpur 
Hyderabad 401 A — 37 1137 where demand for housing cannot be more 
—U : Bes ' than 2,000 acres, developers have bought 
Pune — — 78 37 1.8 | 128 | 20,000 acres of land.” However, in Pune, 
Kolkata 2.25 £11 15 | 245 | Ranchi and Goa, where speculative interest 
NCR 115 66) | 1 [Í]í]4j| 18981 has been relatively low, prices may not 
Figures in mn sq. ft — *Projected Source: Cushman & Wakefield slump like they have in other towns. 
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they have remained stable. 

Retail space, however, may be 
worst-hit. With many of their tenants 
reeling from exorbitant rentals, mall 
developers have been forced to re- 
think their retail formats. *The mad 
rush has certainly reduced and many 
developers have changed their for- 
mats—from retail to office as rentals 
for the latter are better," points out 
Ghulam Zia, National Director 
(Advisory Services), Knight Frank. 
Even so, he feels retail rentals will 
stabilise but not correct. Others, like 
Cushman's Verma, feel that mall 
rentals will see more rationalisation. 
“The leasing model is being done 
away with—henceforth, you will see 
more revenue sharing models with 
developers even deciding the tenant 
mix," he predicts. Agrees Chandra of 
Unitech: “Retail rentals should prob- 
ably come down from the current 
Rs 250-300 per sq. ft to Rs 175 per 
sq. ft.” That would be almost at the 
same level as last year. Even in the of- 
fice market, he says, a lot will de- 
pend on location; Gurgaon, for in- 
stance, is projected to see an increase 
of only 10-12 per cent. 

One thing that the slowdown 
is doing is to separate real estate's 
men from the boys. Earlier, a de- 
veloper could raise money from 
buyers just against announcement of 
a project. Now, such pre-launch 
offers aren't popular, banks have 
become leery of lending to small- 
time developers (RBI data shows 
that growth in loans to real estate 
declined to 33 per cent in the third 
quarter of 2007-08 from 70 per 
cent in the whole of 2006-07), and 
the stock market has lost its ap- 
petite for realty (see The Gravy 
Train Slows Down). 

With easy capital drying up, the 
smaller developers are flailing about 
for alliances. “What we will see ini- 
tially are JVs between two devel- 
opers, with one supplying the land 
bank and the other his construction 
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"There will be a 10-25 per cent 
correction across all segments, 
depending on the location" 


Pawan Malhotra/ MD and CEO/ Mahindra Lifespace Developers 


expertise and brand. Later probably, 
you could see M&A activity also 
taking shape in this sector," reckons 
Malhotra. 

Some deals are already afoot. 
Delhi-based Omaxe has bought out 
three small fries: S.G. Realtors for 
Rs 45 crore, National Infracon for 
Rs 600,000 and Golden Glades 
Builders for Rs 100,000 (both paper 
companies), the last owned by the 
Maharishi Mahesh Yogi Trust. 
Other developers, like Mumbai- 
based Satra Properties, are going 
in for joint ventures—in this case, 
tying up with Gammon India for a 
15-acre project in Bhopal's central 
business district. Delhi-based 
Parsvnath Developers also recently 
tied up with Mass House Building 
Co-operative for a group housing 
project in Jammu, under the 
Parsvnath Premium brand. 

The smaller players, keen to 
establish their credentials in a mar- 
ket that is increasingly brand- 
driven, are sometimes going to 
ridiculous lengths to woo cus- 
tomers. So, whether it's paying 
the buyer's first-year loan install- 
ments or offering fully-furnished 
residences and even free cars or 
holiday tickets to global destina- 
tions, everything is par for the 
course. Says Puravankara: 
“Established players won't do free- 
bies—it's only the wannabes who 
will resort to such gimmicks." 

For now, it's a staring match 
between developers and buyers, 
and who blinks first will depend 
not just on their respective res- 
oluteness but also on how the 
Indian economy fares in the quar- 
ters ahead. But here's a piece of 
advice from us: just like in the 
stock markets, don't try to time 
your real estate investments; in- 
vest for the long term; and if you 
are a first-time home buyer, then 
anytime is a good time to buy. Let's 
hope the Mitras are listening. 


SATISH KAUSHIK 
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THE GRAVY TRAIN 


SLOWS DOWN 





ANJAY CHANDRA, MD, UNITECH, IS KEEPING 
his fingers crossed these days. A 
. month and a half ago, Lehman Brothers 
. and Deutsche Bank agreed in principle 
. to invest $500 million in Unitech's spe- 
. cial purpose vehicle that would invest in 
. the company's two real estate projects in 
. Mumbai. With the mood turning gloomy 
' in the US, Lehman and DB are in no 
. hurry to write out the cheque. Indeed, 
. reneging on deals struck last year seems 
_ more in fashion: Citi Venture Capital and 
` AIG pulled the plug on their proposed Rs 
. 1,200-crore investment in Akruti City. 
. Admits Chandra: "Bank loans have be- 
. come costly and private equity players 
. have become more discerning about 
- their investments.” 
|. The sore point is valuation, which 
_ has dropped sharply. BSE's Realty Index, 
_ Which touched a high of 13,848.09 on 
. January 8, is down more than 41 per 
. cent, and currently trades at 8,000 lev- 
. els. But guess what? Market analysts 
. feel most realty stocks are still overval- 


~ ued—given the huge amounts of unpaid 


. land bank they have. “Developers are 

- currently grappling with a cash squeeze, 
- So invest in realty stocks only if you have 
. a horizon of four to five years," advises 

. Nirmal Jain, CMD, India Infoline. For the 
_ short term, Jain feels it's best to stake 

- out the realty stocks for another six 

. months before putting money in them. 
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HOME 
CHEAP HOME 


People in India's business 
capital are crying out for 
cheaper real estate. 
KRISHNA GOPALAN 


N A CITY THAT NOT TOO LONG 
ago lost its head over auctions of 
mill land, the auction of prime 
land in Mumbai's Bandra Kurla 
Complex on March 19 this year 
must have seemed like a death chill. 
On offer was 25,560 sq. mt of land 
for both commercial and residential 


mmm 


m Residential prices are still moving 
up. There is a yawning gap between 
what most consumers can pay and 
what developers are asking for. 


m There is a slowdown in some pockets 
in suburbs such as Andheri and 
Ghatkopar. While prices haven't fallen, 
sales volumes are slowing down. 


m Demand for office space has slowed 
down. A recent auction of plots at 
Bandra Kurla Complex drew few 
bidders and two plots remained unsold. 


m Though fresh retail space got added in 
2007, affordability remains a key issue. 
Retailers say that it will be difficult to 
make decent margins at current rentals. 


purposes. But guess what happened? 
There was only one bidder, Jet 
Airways, for the commercial plot 
measuring 5,952 sq. mt., and the 
bid price of Rs 3.4 lakh per sq. mt. 
wasn't too much more than the 
floor price of Rs 3 lakh per sq. mt. 
Two residential plots totalling 7,000 
sq. mt. were bought by Star Light, a 
joint venture between the Ajay 
Piramal Group and Suntech Realty. 
But what stunned realty watchers 
was that there were no takers for 
another 12,000 sq. mt. of prime 
land that was also on offer. The 
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Apartments remain out of reach for many Mumbaikars 


problem: the high reserve price. 

Finally, it seems, real estate prices 
in the city are beginning to outstrip 
the appetite of buyers. “There is 
definitely a concern as far as the 
prices in Mumbar's suburbs are con- 
cerned. While the demand is for 
apartments in the Rs 50-55 lakh 
range, the asking price from devel- 
opers is between Rs 80 lakh and 
Rs 2 crore,” says Anuj Puri, 
Chairman & Country Head, Jones 
Lang LaSalle Meghraj. “Eventually, 
sales will dip on account of this," he 
adds. Goldman Sachs raises a similar 
concern in a recent report on India 
that says affordability is stretched. “It 
will be difficult for end-users to buy 
at current prices in suburban 
Mumbai,” it says. 

For their part, builders argue 
that land is in short supply in 
Mumbai compared to other Indian 
cities. “Mumbai is small since it oc- 
cupies just 434 sq. km, while the 
corresponding figure for the 
National Capital Region is 2,000 sq. 
km,” points out Dharmesh Jain, 
Chairman & Mp, Nirmal Group of 
Companies. Just the same, devel- 
opers may be forced to come up 


with more affordable housing, sim- 
ply because that’s where the market 
is. “The demand for housing in the 
Rs 20-50 lakh range is looking 
strong,” says Indiabulls Financial 
Services’ CEO, Gagan Banga. 

On commercial space, Banga 
says that prices are unlikely to soften 
since there is a lot of pent-up 
demand for high quality office space. 
Besides, “Mumbai is still the pre- 
ferred destination (for businesses),” 
says Banga. Three years ago, 
Indiabulls acquired close to 22 acres 
of mill land for Rs 720 crore. 
Referring to that, he says that the 
projections have been in line with 
the company’s expectations. “We 
have managed to get rents of more 
than Rs 300 per sq. ft,” he says. 

It is hard to say how long 
Mumbai can afford to remain this 
expensive and the suburbs are 
already seeing a softening in rentals. 
In the days ahead, Mumbai’s real 
estate story, at least for commercial 
property, will depend on 
the emergence of alternative 
destinations. 

How long that takes is, of 
course, anyone’s guess. 


















Residential prices in Gurgaon are softening 





CAPITAL CONUNDRUM 


Okay, so there is a property market correction in the 
national capital region, but don't bet your money 
on it—at least not right now. TEJEESH N.S. BEHL 


HEN MAJOR SUNIL THOMAS 
and his wife Rupa, a senior 
executive with a leading 
hotel chain, went house hunting a 
| month ago, their first choice was the 
upmarket south Delhi residential 
colonies. ^We did find a 1,900-sq. ft 
apartment in South Extension for a 
rent of Rs 18,000 but the security 
deposit of Rs 1.5 lakh was too 
high," recalls Rupa. Finally, the 
couple found a place in northwest 
Delhi’s Rohini—a three-bedroom, 
1,700-sq. ft apartment for a rent 
of Rs 8,000 without a security de- 
posit. Ten days later, the couple 
learnt about a friend of theirs who 
had managed to strike a deal for a 
flat in South Extension—similar to 
the one they had checked out ear- 
lier—for just Rs 14,000. 
If the Thomases felt a little 
peeved, they are not alone, though 
for them, being closer to Rupa's 


parents, who also reside in Rohini, 
mattered more. But what this con- 
firms is what everyone has been 
suspecting all along—real estate 
prices in the capital are headed 
southwards even if only in some 
select pockets. Says Sanjay Verma, 
Executive Managing Director (South 
Asia, Australia and New Zealand), 
Cushman & Wakefield: *Delhi's 
suburban and peripheral areas— 
Gurgaon and Noida—are seeing a 
softening in their residential mar- 
kets. Even in south Delhi, prices 
appear to have stabilised, although 
not much new supply is expected." 

That might prompt bargain- 
seekers to reach for their cheque- 
books, but it could be too early for 
that because builders and brokers 
prefer to wait it out than to give in 
to the first signals of a market trend. 

In fact, says Sanjay Chandra, 
Managing Director, Unitech, Delhi's 





li in some pockets, especially south Delhi, 
residential prices will stay firm. Suburbs 
like Noida and Gurgaon could see a 
softening. Add-ons like free furniture and 
furnishings will be commonplace. 


I The drop in prices of apartments in 
Gurgaon and Noida is sharper than that 
of those in the city. In some south Delhi lo- 
calities, even rentals have come down. 


g Commercial rentals are expected to 
either stay firm or rise. Gurgaon and Noida 
could see some softening as more 

supply comes in towards the second 

half of the year. 


g Rentals for high street retail will 
continue to rise due to a paucity of supply 
and a lack of legally compliant buildings 
Expect major correction in mall rentals due 
to oversupply. 


and NCR’s residential real estate will 
not decline. “Not just in south 
Delhi, but prices in other parts of 
the city will also increase by 10-12 
per cent," says Chandra. He may 
have a point. In north Delhi's 
Shalimar Garden, a two-bedroom 
900-sq. ft apartment that was sold 
for Rs 16.25 lakh in December 
2007 is now quoting at Rs 21 lakh. 

As for commercial real estate, 
Verma says while rents have stopped 
rising, they are unlikely to fall, even 
in the central business district of 
Connaught Place. And while com- 
mercial rentals could soften in 
Gurgaon and Noida towards the 
end of 2008 or the beginning of 
next year, if there is a correction, 
most observers say, it will happen in 
the retail space, particularly in malls 
where excess supply and sluggish 
returns for mall tenants could force 
developers to lower their rental rates. 








Property prices have fallen 
due to a lack of demand 


NTIL RECENTLY, FEW DEVEL- 
opers in Bangalore were 
willing to accept the fact 
that residential prices were trending 
down. Then, in January this year, 
the Stamps & Registration 
Department hit them with official 
numbers that confirmed the unde- 
niable. In the three quarters to 
December 2007, property deals in 
India’s Silicon Valley had dropped 
40 per cent. The trend continued in 
the fourth quarter, too. Property 
transactions in Bangalore, which 
account for 70 per cent of the state's 
revenues from stamp duty, have 
fallen close to 45 per cent. 
Housing prices in most parts of 
east Bangalore have dropped 6-12 
per cent. Whitefield and Mara- 
thahalli, close to HAL Airport and 
the offices of rr majors, have seen the 
biggest drop of 40 per cent in vol- 
ume terms. Only northeast and 
northwest Bangalore have held off 
with either stable volumes or small 
increase in prices, says Amit Bagaria, 
Chairman and CEO, Asipac Group, 
which has conducted elaborate 
research on real estate trends across 
the metros. 
Inspector General of Registration 
& Commissioner of Stamps, H. 
Shashidhar, explains what’s behind 


66 BUSINESS TODAY MAY 18 200 


BANGALORE 


`A 9 HS884195 


THE GARDEN CITY COOLS 


Home prices are down in Bangalore, but demand for 
commercial space is robust. K.R. BALASUBRAMANYAM 


the housing slowdown in Bangalore. 
Banks, he says, have turned wary 
of realty, as a result of which only 
end-users are buying flats. 
Speculators and investors are staying 
away because second and subse- 
quent sales have slowed down. After 
the government increased the guid- 
ance value of properties (an indica- 
tive value for calculating stamp 
duty), those buyers with black 
money have backed off as they can- 
not account for the money used. 

While Asipac's survey reveals 
that prices have corrected around 12 
per cent at the upper end, Revenue 
Department officials note prices 
have corrected close to 20 per cent 
in areas outside the core city. The 
Karnataka Chapter of Confederation 
of Real Estate Developers 
Association of India (Credai), how- 
ever, denies there's any drop in 
prices. “Property prices have gone 
up 3-7 per cent in select places like 
Kanakapura Road, Bannerghatta 
Road and Bellary Road," claims A. 
Balakrishna Hegde, President of 
Credai (formerly KOAPA). Credai 
represents the real estate lobby con- 
sisting of 120 leading developers. 
There are another 150-200 medium 
and small developers operating out 
of Bangalore who are not members 
of Credai. 

Hegde also claims the prices of 
flats from branded developers (read 
Credai members) are either holding 
firm or have risen, and they don't 
make promotional offers to push 
their products. Sushil Mantri, CMD 
of Mantri Developers, endorses 
Hegde's point: *Mantri Developers 
does not discount the value of its 
properties by giving freebies.” 

Claims of no slowdown, how- 
ever, fly in the face of Asipac's find- 





rors B 


m Builders are offering 10-15 
per cent cash discounts as prope 
registrations in Bangalore drop 
45 per cent in 2007-08. 


m In Whitefield and Marathahalli, 
both prices and volumes have dropped 


more steeply than they have in other parts ` 


of the city. 


m In calendar 2007, an estimated 26,000 
homes were sold in Bangalore against 
33,500 in calendar 2006. 


g Commercial property prices are 
holding firm; 12 million sq. ft of 
commercial space was transacted in 
calendar 2007 compared to 11 million sq. 
ft in calendar 2006. 


ings, which show that the organised 
sector sold about 26,000 homes in 
Bangalore in calendar 2007 com- 
pared to 33,500 the previous year. 
The Stamps & Registration 
Department finds the claims and 
demands from the developer com- 
munity quite contradictory. 
Shashidhar wonders why there 
would be any need for reducing 
the guidance value if property prices 
were holding firm. Besides, there 
are some developers like Vintage 
Shelters who're offering free inte- 
riors, or Skyline Constructions, 
which is offering cash discount on 
booking a flat. Vintage is not part of 
Credai, but Skyline is. 

The one bright spot for 
Bangalore is its market for 
commercial properties. In 2007, 
around 12 million sq. ft of com- 
mercial property space was trans- 
acted compared to about 11 million 
sq. ft in 2006. “These were all 
mostly lease transactions for office 
and commercial purposes." That's 
good news for the economy, too. 
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Chennai realty space hasn't Seen maj 





DOWN, BUT NOT OUT 


Even as Chennai's residential market is slowing down, 
commercial and retail demand has held firm. N. MADHAVAN 


HEN INDIA-BORN CHAIRMAN 
« j and CEO of $40-billion 
PepsiCo, Indra Nooyi, de- 


cided to buy a house back in India, 
she chose her hometown Chennai 
and zeroed in on a 4,100 sq. ft flat 
at the posh Poes Garden. It cost 
her a cool Rs 6.5 crore (at Rs 
16,000 per sq. ft) and she will have 
as neighbours film star Rajinikant, 
former Tamil Nadu Chief Minister 
J. Jayalalithaa and several other 
who's who of Chennai. 

But that was October last year. 
These days, such deals are rare as 
the city's residential market enters 
the doldrums. *After a record 50 
per cent plus price increase per an- 
num in 2005 and 2006, the hous- 
ing market witnessed moderate 
growth in 2007. There was a slight 
price increase in the first quarter of 
2007 after which the prices and 
sales volume have stagnated,” says 
Ramesh Nair, MD (Chennai), Jones 
Lang LaSalle Meghraj. Potential 
buyers are waiting and watching 
and this has impacted sales. 
“Developers who were selling their 
entire projects in a few days are 
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now taking months to sell their 
unsold stock," adds Nair. 

The worst hit are apartments 
that cost upwards of Rs 60 lakh. 
Developers are now willing to ne- 
gotiate prices with potential buy- 
ers, and they are also sweetening 
deals with freebies such as free car 
park and interest waiver during the 
construction period. Varada Rajan, 
40, who works in an IT company, 
has been looking to buy a house in 
south Chennai for many months 
now. “There aren’t too many proj- 
ects available in the city and prices 
of what is available are not afford- 
able. Even a second-hand three- 
bedroom apartment costs more than 
Rs 80 lakh. The only option is to 
wait for a price correction,” he says. 

The sluggishness, however, has 
not translated into a fall in prices yet. 
There is a short supply of apart- 
ments within the city and that is 
keeping prices up. It is in the suburbs 
that prices have dropped because 
of higher supply. Residential de- 
mand is expected to be under pres- 
sure in 2008. This will hurt vol- 
umes but a significant fall in prices 
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ii Residential prices are stagnating, 
and deals for luxury apartments 
(Rs 60 lakh and above) are being 
sweetened with offers such as 

free car parking. 


m The drop in prices of apartments in 
suburbs such as Old Mahabalipuram 
Road is sharper than that of those 

in the city. 


m There is strong demand for office 
space from non-IT companies in the 
city but supply is negligible, and as a 
result rentals are expected to rise. 


m No retail space was added in 2007, 
which means rentals are likely to 
go up this year. 


within the city is unlikely in the 
next 12 months. However, there is 
demand for commercial office 
space. *The year 2007 saw the ab- 
sorption of 7.1 million sq. ft of 
office space and the first quarter 
of 2008 saw an absorption of 1.4 
million sq. ft," says Nair. Of that, rr 
and BPO companies alone took 6.6 
million sq. ft. Chennai is the second- 
largest office market in the country 
after Bangalore. 

There has been a clear shift 
among IT companies towards special 
economic zones (SEZs). "Large oc- 
cupiers have moved to SEZs due to 
the uncertainty over the extension 
of tax benefits under the stp! scheme 
and as a better long-term strategy," 
says Thirumal Govindraj, Senior 
Director, Chennai & Hyderabad, Cb 
Richard Ellis. 

That explains why demand for 
space in IT parks grew by 14 per 
cent while that in SEZs jumped 140 
per cent in 2007. Nair puts de- 
mand for office space in Chennai at 
7 million sq. ft in 2008. Non-IT 
space rentals are likely to move up 
further by 15 per cent. 
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TAKING A BREAK 


Property prices have been 
stable in Hyderabad due to 
the slowdown in IT. 

E. KUMAR SHARMA 


LAME IT ON IT. IN HYDERABAD, 

like Bangalore, the real es- 

tate market is driven by its IT 
industry, except that when com- 
pared to its more famous southern 
counterpart, the size of Hyderabad's 
IT industry and the number of peo- 
ple who work in it are smaller. 
Hence, there has been no apprecia- 
ble rise in real estate prices over the 


A. PRABHAKAR RAO 





@ Residential prices are stagnating at 
the moment and deals for luxury 
apartments (Rs 70 lakh and above) are 
being sweetened with offers such as 
modular kitchens 


i Demand for office space from IT 
companies is stagnant. However, there 
is limited supply as well. So, prices are 
unlikely to fall and rentals are expected 
to remain stagnant. 


m During 2007, no new malls came up in 
the city, but fresh space is likely this year. 
Rentals are, however, expected to appreci- 
ate till end of 2008 due to limited supply. 


last 12 months. Take a sought-after 
location like Gachibowli outside of 
Hyderabad. Here, rates are said to be 
levelling off at last year's level of Rs 
4,000-4,500 per sq. ft. “Instead of 
speculative purchases like in the past, 
there's more of genuine buying tak- 
ing place today," says Alluri Ranga 
Raju, Managing Director, Nagarjuna 
Construction Company. 

Real estate consulting firm 
Cushman & Wakefield says that 
the rise in home loan rates has led to 
potential buyers deferring their pur- 
chase, which in turn has led to the 
stagnation. Unless interest rates 
soften—that seems unlikely at pres- 
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The dew airport could spur development around the city 


ent—there could be a drop in hous- 
ing demand, it says. “A combination 
of local and global factors are 
prompting potential buyers to wait 
and watch," says E. Sunil Reddy, MD 
of IVR Prime Urban Developers. 

Despite that, the real estate mar- 
ket in the city is buzzing, courtesy 
the new international airport at 
Shamshabad, among other infra- 
structure plans. As the connectivity 
(through an outer ring road and an 
elevated express highway) to the 
airport improves, new development 
is expected around the city. 
Cushman says that new growth cor- 
ridors in the outer limits of the city 
have emerged in all the four re- 
gions: in north Hyderabad, these 
include Medchal Road, Alwal, 
Hakimpet, Kompally; in south, these 
are Shamshabad, Maheshwaram, 
Timmapur, and Mansapally; in east, 
Ghatkesar, Pocharam, Bongulur, 
and Cherlapally; while in west, the 
areas include Moinabad, Tellapur, 
Isnapur, Kokapet and Narsingi and 
Vattinagulapally. 

Kukatpally, Miyapur, Gachibowli 
and Madhapur in the western parts 
of the city are expected to receive a 






Tor a: 
g. 


majority of the residential supply 
by 2009-10. These regions are also 
likely to witness more gated com- 
munities and villas. 

The Hyderabad Urban Deve- 
lopment Authority is doing its bit to 
add to the housing boom. In a bid to 
decongest the city, it has proposed 
the development of 22 townships 
(five in the 15t phase) along the city’s 
Outer Ring Road through Public- 
Private Partnerships. These devel- 
opments have attracted major de- 
velopers like DLF, Unitech, K. Raheja 
Corporation, Mantri Developers, 
and Alliance Group to the city. 

In the commercial space, 
Hyderabad is likely to witness office 
space supply of around 7 million 
sq. ft, including 3.7 million sq. ft 
of sEZs by 2008-end. Due to limited 
supply in the first half of 2008, pres- 
sure on rental and capital values is 
likely to remain. On the retail front, 
some 1.3 million sq. ft of space 
could enter the market, but that 
may not be enough to curb the rise 
in rentals at least until the end of 
2008. Retailers in the city needn't 
worry, though. Another 8.36 million 
sq. ft will be available by 2010. 
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No correction in realty rates in the offing in Kolkata 


~~ 


FLOWING AGAINST THE TIDE 


Kolkata, which witnessed only a muted real estate boom, is 
unlikely to see a correction anytime soon. RITWIK MUKHERJEE 


HE REAL ESTATE DYNAMICS OF 
Kolkata are changing fast. 
And unlike in other Tier I 
cities, sentiment remains strong 
here. Large pan-Indian realtors like 
DLF and Unitech have entered the 
market over the last 2-3 years and 
changed the rules of the game. 
Prices have appreciated about 
40-50 per cent, on average, since 
2003, when the nationwide real es- 
tate boom really picked up steam. In 
top-end localities like South of Park 
Street, Alipore and Ballygunj, prices 
of residential properties have risen 
from Rs 3,000-3,500 per sq. ft five 
years ago to Rs 4,500-5,000 per 
sq. ft now. But supply of new prop- 
erties in these areas is limited com- 
pared to localities like Prince Anwar 
Shah Road, Rajarhat and along and 
beyond the Rashbehari Connector 
of the Eastern Metropolitan Bypass. 
Says Sumit Dabriwal, Mp, Riverbank 
Holdings, a large Kolkata-based de- 


veloper: *Real estate prices in 
Kolkata have traditionally remained 
stable. Prices had not gone up like in 
other metros; as a result, there is 
also that much less chance of a 
large correction." 

One factor that is changing 
Kolkata's skyline is the launch of 
several really large projects, covering 
several acres, which offer residents 
world-class facilities and enviro- 
nment. This trend, which began 
about a decade ago, with the launch 
of a few large-ticket projects, most 
notably by the Bengal Ambuja 
Group, is now becoming the norm. 
As a result, smaller developers are in- 
creasingly being squeezed out of the 
top-end of the market. 

Rajarhat, on the eastern fringes 
of the city, has emerged as the new 
goldmine for realty players. Says 
Pradeep Sureka, Mp, Bengal Park 
Chamber Housing Development, 
who is also the president of CREDAI 





g Residential and commercial prices are 
more or less stable. There has not been 
any major price correction, because prices 
had not risen astronomically as in other 

metros. 


W In case of luxury apartments and 
bungalows, freebies like parking spaces 
and gardens are being offered. 


I The stock of properties (residential 
commercial or retail) remains modest 
and stable, compared to other cities. 


Substantial demand is being generated 
by players like call centre operators, 
insurance companies, information 
processing outfits, restaurants and 
retailers. 


i Large developers like DLF, Unitech and 
Reit-Eden are making their presence 
felt in the suburban areas of Kolkata. 


(Bengal Chapter): *Rajarhat is much 
more organised than Salt Lake. It 
will also have much 
commercial developments." 

Then, the emergence of West 
Bengal as an IT hub is giving a boost 
to both commercial and retail real 
estate demand. Here again, the new 
projects coming up in Rajarhat and 
in Salt Lake Sector V are much in 
demand. However, there is also 
massive demand for the commercial 
buildings that are coming up in 
place of the old bungalows that still 
dot the Park Street area. Park 
Street's reputation as Kolkata's lead- 
ing shopping district and the relative 
scarcity of new developments ensur: 
that prices remain high at 
Rs 7,000-10,000 per sq. ft. 

Kolkata's rental market has 
remained flat for a long time, and 
good residential, office and retail 
spaces are still available at rea 
sonable prices. ü 
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bt 
RE STEEL AND CEMENT 
companies colluding 
with each other and fix- 
ing prices? Finance 


O d ity 
ister P. Chidambar- 
& am seems to think so. Addressing 
| 1 Parliament, he accused these two in- 
8 dustries of acting like cartels and 


said his department was “looking at 


= a P legal and administrative measures to 
act or Fiction? ` 
| m Prime Minister Manmohan 


Singh was more gentle. Addressing 
a gathering at Tata Steel's cente- 


Steel and cement prices have appreciated over the nary celebrations, he “advised” steel 







last six months. The government has alleged that companies to resist the temptation 
companies in these sectors have formed cartels to s T ecd iem Within 

: : ° ours, b. Muthuraman, Managing 
keep prices high. Are steel and cement companies, Int Tur Steel. India's largest 
indeed, fleecing customers? private sector steel producer, an- 
ARNAB MITRA AND N. MADHAVAN nounced that his company would 


hold steel prices at current levels, 
“for the next 2-3 months". Similar 
announcements followed from SAIL, 
JSW Steel and Essar Steel. 





The obvious trigger for this con- 
certed political intervention is the 
runaway inflation rate. According to 
the latest figures, inflation for the 
week ended April 12, 2008 was at 
7.33 per cent, way above the 
Reserve Bank of India's comfort 
zone of 4-5 per cent. And steel and 
cement, two key components of 
the Wholesale Price Index (WPI) on 
which the headline inflation rate is 
based, have, indeed, contributed 
more than their mite to its rise (See 
The Cascading Effect). The need to 
rein in prices becomes all the more 
urgent given that elections to 10 
states and the big one, the 2009 
General Elections, are due over the 
next 12 months. 

So, how justified is the govern- 
ment's angst? And are steel and ce- 
ment companies, indeed, colluding 
to increase prices? Even accepting 


that cartels are difficult to prove, BT 


could find no evidence to show any 


collusion between individual com- 
panies in these two sectors. Rather, 
a combination of galloping input 
prices, demand-supply mismatch 
and stagnating capacities have con- 
spired to push prices up. 


The Cement Story 


If cement companies are, indeed, 
operating like a cartel, then they 
are doing a very poor job of it. The 
government's own WPI data reveals 
that between April 1, 2007 and 
March 31, 2008, cement prices rose 
marginally from 210.40 points to 
221.20 points. In fact, Commerce 
Minister Kamal Nath told Parlia- 
ment in a written reply on March 5 
that *... the average price of ce- 
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“Prices of everything from raw 
materials to energy have surged 


ment has stabilised to a large ex- to unprecedented highs due to 
tent, showing an increase of only rapid steel demand growth from 
2.67 per cent between March 2007 the developing economies" 
and January 2008". User industries | 

claim a slightly higher increase— B. Muthuraman 

from Rs 210 per bag on average in MD, Tata Steel 


; Track the Increase 
Cement and steel prices have risen 17 per cent and 
62 per cent, respectively, over the last year. 


Cement 


234 


—. 
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"u as per — Figures are-theaverage rid per | 
3 eec 120 a.s 


All prices ain Rs for 2007-08 





bt economy 


the first quarter of 2007-08 to Rs 
234 in Q3, an increase of about 10 
per cent. During the fourth quarter 
ended March 31, 2008, cement 
prices stagnated in most parts of 
the country, and rose to Rs 246 
per bag in some pockets. 

Says Sumit Banerjee, Managing 
Director, ACC, the largest cement 
manufacturer in India: "As a relative 
newcomer to the cement industry, 
I can say with sincerity that there is 
no cartel. Had there been one, you 
would expect to see uniform prices 
throughout the country. But there 
is no such thing. Prices vary from 
place to place and season to season. 
And there is often a very wide dif- 
ference in prices between brands." 

In the market, cement supply 
Is barely keeping pace with de- 
mand, which has surged 50 mil- 
lion tonnes over the last five years 
alone; that's almost a third of the 
industry's installed capacity of 
164.52 million tonnes. This rapid 
rise in cement offtake was fuelled by 
the strong economic growth of over 
8 per cent in the last few years. 
"The industry is operating at al- 
most 100 per cent capacity. Supply 
side constraints are pushing prices 
up," says S. Krishnakumar, Vice 
President, Equities, Sundaram BNP 
Paribas Mutual Fund. 

Cement industry has also had to 
contend with surging input costs 
over the last 12 months (See: 
Taking a Hit). Imported coal prices 
have shot up 130 per cent. 
Indigenous coal prices, too, have 
risen as state-owned coal companies 
are meeting only 14 million tonnes 
of their 25-million-tonne coal link- 
age commitments, forcing the in- 
dustry to buy coal at a 35 per cent 
premium at open auctions. Furnace 
oil prices have increased 65 per 
cent, manpower costs 40 per cent 
and transport cost 40 per cent. 


Myopic Policies 
The government, too, is partly to 
blame for the rise in cement prices. 
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"Had there been one (a cartel), 
you would expect to see uniform 
prices throughout the country. 

But prices vary from place to place 
and season to season" 


Sumit Banerjee 
MD, ACC 


In Budget 2006-07, Chidambaram 
lowered the excise duty on cement 
sold at less than Rs 190 per bag 
and raised it sharply for cement 
sold at higher prices. The average 
selling price then was over Rs 210 
per bag. Buoyed by demand that 
had been growing at 10 per cent 
per annum over the previous three 
years, manufacturers passed on the 


Stretched to Capacity 
The cement and steel industries are running at or 
near full pelt to feed the market. 


Steel 





4 NEM 5.22 E 
46 | 3438 438 84 
50 | 8815 435 865 
006- 54 (4374 475 98 
2007-08 60 ` 4811" 4.00* 87 


* Projected or provisional figures Source: Ministry of Stee! 





Cement 


Yeal 






2003-04 136.60 113.86 3.36 86 
2004-05 143.92 42308 4.07 88 
2005-06 14983 135.56 6.01 94 
( 98 
2007-08 164.92 147.88** 3.33* 100 


* Net of dormant capacity aggregating 7.76 million tonne; 
** For 11 months (April-Feb '08) Source: CMA 





"The steel industry will not 

be able to bear margin erosions 
beyond a certain period in the 
wake of the persistent rise 

in input costs" 


Sajjan Jindal 


Vice Chairman and MD, JSW Steel 


additional duty to customers. Prices 
rose by Rs 10 per bag. The only real 
gainer was the government, which 
raked in additional excise duties 
of Rs 2,500-3,000 crore. 

The industry has announced a 
massive capacity expansion of 110 
million tonnes and companies have 
placed orders for machinery with a 
capacity of about 62 million tonnes. 
“Prices will soften once these new 
capacities go on stream from June 
2009. If this capacity addition is 
thwarted or delayed by price con- 
trols, demand will continue to out- 
strip supply and this will hurt de- 
velopment,” warns N. Srinivasan, 
Vice Chairman & MD, India 
Cements. Prices then will rise far 
higher than current levels. 


The Steel Saga 
The situation in the steel industry is 
rather more complex. Unlike ce- 
ment, which is essentially a do- 
mestic play, the steel industry is in- 
fluenced by a combination of both 
international and domestic factors. 
The 8 per cent growth rate 
clocked by the economy over the 
last four years has resulted in a huge 
demand for steel. As a result, pro- 
duction has risen from about 36 
million tonnes in 2003-04 to an es- 
timated 60 million tonnes in 2007- 
08. But prices have risen sharply 
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The Big Picture 


Operating margins of cement and steel companies have stagnated or fallen slightly** 














ACC* — | Ambuja | Grasim Ultratech | India Cements | Madras 
| Cement* ~ 2 | 2 s: - | Cements — 
d co : uw» c ~ e G c = i 
2 = | š = = _ NER | | m 
I! ! m 
Ql Q? Q1 02 QI Q2 Q3 Ql Q2 Q3 Qi Q2 Q3 Ql Q2 Q3 
30.659 28.41  DESENMO  EXERENWZENE | EXZEESEK)]! 30.309 30.189 29 | 


*Follows calendar year as financial year; Q3 figures not available. 


ACC 04 Net Sales, Operating Profits and Operating Margins are Rs 1,795.75 crore, Rs 536.17 crore and 29.85%, respectively; while 


for Ultratech, Sales, Operating Profits and Operating Margins are Rs 1,602 crore and Rs 516 crore and 32.2% 


SAIL Tata Steel 





33.4698 EPA! 34.99 


EES END [EXC 


** (4 results yet to be announced 


over the last six months, from Rs 
29,000 per tonne to Rs 40,000 per 
tonne. *Prices of everything from 
raw materials to energy inputs to 
ocean freight and, consequently, of 
steel products have recently surged 
to unprecedented highs due to rapid 
steel demand growth from the de- 
veloping economies, coupled with 
inadequate raw material availabil- 
ity," Muthuraman said at a func- 
tion to mark the centenary of Tata 
Steel. In April itself, Jsw Steel, Ispat 
Industries and Essar Steel raised 
prices by Rs 5,000 per tonne in re- 
sponse to rising input prices. SAIL 
and Tata Steel then refrained from 
following suit. That being the case, 
steel companies, like their cement in- 
dustry counterparts, must also be 
very bad at running cartels. 
Incidentally, Tata Steel declined to 
respond to several phone calls and e- 
mails from Business Today. SAIL and 
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JSW Steel 





31.95 28.36 
E Operating Profit (Rs cr) Bl Net Sales (Rs cr) Bil Operating Margins (%) 


Source: Companies 


EssarSteel* | Ispat Industries 


| RZS MEN 


Source: Companies 


E PREX 


*Q3 figures not available 


Taking a Hit 
Rising input costs have hit both industries hard. 
Cement 


Imported Coal ses nne EE Cz 
Indigenous coal HR 39 
Furnace oil I NAT 65 
Manpower costs anasu 40 


Transportation costs 40 
Cement price hike f 3** 


mE Steel 


Iron Ore WEN 46 
 BODREENNMSNNE 
Coking Coal ped 12 
Steel price increase ts 90 
Freight EEN 50 
Steel price hike xps 62 


Figures are per cent increase between April '07 & March '08 
**According to WPI; but user industries claim it has gone up 
by 10-15 per cent Source: BT research 





"Any artificial intervention in the 
natural play of market forces 
will be counter-productive 

and hurt the country in the 

long run" 


N. Srinivasan 
VC & MD, India Cements 


JSW Steel, too, did likewise. Justifying 
the price increase, Ishwar Hegde, 
Chief Economist, Essar Steel, says: 
“Input costs have been rising for a 
long time, but steel prices remained 
within a small band between 2006 
and mid-2007. Even as international 
prices exploded around December 
2007, expectations that China would 
increase exports—and thus help rein 
in prices—did not materialise be- 
cause of massive internal demand 
in that country." 

The obvious problem area is 
iron ore. SAIL and Tata Steel have 
captive mines, but the others buy 
ore from the open market, and 
prices have gone up about 46 per 
cent over the lást year. Conseq- 
uently, the long-pending demand 
of steel manufacturers to ban the ex- 
port of iron ore has grown louder. 
There may be some merit in this 
argument, since the country ex- 
ported about 47 per cent of the 
200 million tonnes of iron ore it 
produced in 2006-07 (last year's 
figures aren't available yet). 

But this demand is, expectedly, 
being opposed by ore exporters. 
Says P.K. Mukherjee, Managing 
Director, Sesa Goa, India's largest 
private sector iron ore exporter: 
“Banning ore exports will be a ret- 
rograde step. How come the steel 
industries in Korea, Japan and 
China are thriving despite a do- 
mestic shortage of ore?" 
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xperiencing a Daikin means experiencing calm. While the sleek elegant lines of a Daikin soothe your aesthetic 
de, the trouble-free functioning of the world's latest air conditioning technology soothes your soul, leaving R 77 lil 
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The Cascading Effect 


How the rise in cement and steel o 


the inflation rate 


commodities over the prices of these commodities in th 
corresponding week of the previous year. Of the total ` 
weight of 100 assigned to all the commodities, the wei 

of "Iron & Steel" is 3.63 and that of "Cement" is 1.73. - 
Are these two commodities contributing much more to the 
overall inflation than their respective weights? Yes, they 
are. In January-March 2008, for example, Iron & Steel 
contributed 11.38 per cent to the overall inflation of 5.2 
per cent; this is a little more than three times its weight of 
3.63 per cent, implying that its contribution to inflation is 
disproportionate to its weight. Throughout 2007-08, Iron 
& Steel and Cement contributed much more to the overall 


inflation than their respective weights. 


This has had a cascading effect on the prices of a number 

of products and services. So, Iron & Steel not only affects 

the cost of house construction, capital goods, automobiles. 
and consumer durables, but also items of everyday usage 

such as utensils. The price of cement, being a key building 

material, has a significant effect on construction costs. 


The other problem area is cok- 
ing coal, which is an essential input 
in steel making. India has inferior 
reserves of coking coal and so, 
companies have to import this in- 
put at great cost. International cok- 
ing coal prices have risen from 
$90 (Rs 3,600) a tonne in March 
2007 to about $300 (Rs 12,000) a 


tonne now, an increase of more 


than 200 per cent. Since a tonne of 


steel requires 0.65 tonnes of coking 
coal, that's a straight increase in in- 
put cost of about Rs 5,400 per 
tonne of steel. Add other inputs 
like ore freight, power etc., and 
it's little wonder that the operating 
profits of the five largest steel com- 
panies in India have either stag- 
nated, or fallen, albeit marginally 
(See The Big Picture). “There is lit- 
tle scope for forming cartels in the 
Indian steel market as it is charac- 
terised by a robust demand and 
supply dynamic,” says Ashok 
Wadhwan, Senior Advisor 
(Advisory Services), KPMG. Then, 
the domestic price of steel is still 
10-15 per cent lower than inter- 
national prices. Says Nitin Johari, 
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CFO, Bhushan Steel & Strips: 
*Domestic factors are the main 
drivers of price in India." 


Cartel, What Cartel? 


The government's allegations about 
the formation of cartels is clearly 
not based on facts, but the point 
that these two commodities are fu- 
elling inflation is well taken. Apart 
from contributing directly to the 
headline wrl-based inflation rate 
(see The Cascading Effect), these 
two commodities are raising costs in 
a wide swathe of industries in 
which they are key inputs. Real es- 
tate, infrastructure, automobile, 
consumer goods, engineering and a 
host of other industries are, natu- 
rally, complaining. “Higher steel 
prices are forcing us to consider 
passing on at least a part of the in- 
put cost increase to customers," 
says Sanjay Arora, VP, Manufact- 
uring, of Korean consumer durables 
major LGEIL. Sajjan Jindal, Vice 
Chairman and Managing Director 
of JSW Steel, while promising to 
hold his company's price line for 
two-to-three months, said recently: 
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“The steel industry will not be able 
to bear margin erosions beyond a 
certain period in the wake of the 
persistent rise in input costs.” 

The government is toying with 
various initiatives—among them 
a cut in the excise duty on steel 
from 14 per cent to 8 per cent, a 
ban on exports and lifting of coun- 
tervailing duties, a ban on futures 
and the appointment of a steel 
regulator. The Indian Railways, 
meanwhile, has rolled back an in- 
crease in steel freight. In cement, 
too, it has already taken steps to 
control prices. 

But the consensus is that these 
are knee-jerk reactions that skirt 
the main issue—of capacity cre- 
ation. The government also needs 
to put its own house in order be- 
fore it can blame industry. It will be 
better off addressing these issues, 
instead of making wild, and un- 
substantiated allegations. M 

ADDITIONAL REPORTING BY 
KAPIL BAJAJ, TEJEESH N.S. 
BEHL, ROHIT VISWANATH IN 
DELHI AND E. KUMAR SHARMA 
IN HYDERABAD 










- HOW WELL DO YOU KNOW 
- YOUR IT PARTNER? 


Your business, like every relationship needs to stand on a rock Microsoft has taken legal 
solid foundation of trust. Naturally, your partners and suppliers action against the Su ss 
s resellers indulging in hard 
= play a huge role. But can you really trust them to give you disk loading of anlicirset 
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Target Computers 
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KMSN Systems 
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Indra Tech 
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Pune 


Creation Computers 
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Supreme Peripherals 
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Computer House 
Jaipur 
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Secunderabad 


Sam Computers 
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Consumers, businesses and 
partners continually ask 
Microsoft for help in 
addressing the threat posed 
by pirates. Microsoft works to 
increase awareness about the 
risks of piracy, to engineer 
products that address these 
concerns and to enforce 
anti-piracy policies and laws. 





ask for 


original 


Microsoft: 
software 





@ www.askfororiginal.com 









VE ways to buy original Microsoft software from askfororiginal.com 


y With a New PC | = Buy Online | do Dial-a-Software | €. Locate a Store | Volume License 


N Fl 





Inc you find anyone selling or distributing pirated software, please inform us immediately. Call us at these numbers, Toll free: 1800-111-100 (MTNL/BSNL). 
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By judiciously growing 
markets, nibbling away 
at shares, creating new 
growth engines and going 
international, Marico 

has been able to do 
something few FMCG 
companies have been able 
to pull off—21 per cent 
cumulative 

average growth over 

the last five years. 

T.V. MAHALINGAM 


EGULAR WALKERS AT THE 
windswept Bandra 
promenade in Mumbai 
are likely to spot a pro- 
fessorial-looking man 
walking briskly past entwined cou- 
ples and sleepy constables, barely 
throwing them a glance. Only an 
avid follower of business magazines 
or the burgeoning business news 
channels would recognise 57-year- 
old Harsh Mariwala, Chairman, 
Marico, one of India’s fastest- 
growing marketers of fast moving 
consumer goods (FMCGs). 
Mariwala follows a rigorous 
physical regimen that sees him hit 
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"We want to be the fastest-growing FMCG company. And 
we want to do that consistently. There's no point in grow- 
ing one year at 30-40 per cent and the next year at zero ` 
HARSH MARIWALA/ Chairman/ Marico 


the treadmill, take long walks on the 
sea face, and play golf whenever 
he can find the time. It's, therefore, 
no surprise that Mariwala is tough 
to keep up with when he is walking. 

But then, so is it with the com- 
pany that he heads. As the financial 
results for 2007-08, which were 
declared last fortnight, reveal, 
Marico has clocked group revenues 





of Rs 1,907 crore—up 22 per cent 
over the previous financial year. 
Since 2003-04, revenues have 
grown at a compounded annual 
rate of 21 per cent, something few 
FMCG marketers can match. Net 
profits are up 30 per cent for the 
same period. To cap an impressive 
run, look at it this way: The group 
has experienced 30 consecutive 


FAST MOVER 


The growth just keeps coming. 
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quarters of revenue growth and 34 
quarters of profit growth. 

But even that's not enough for 
Mariwala. “We want to be the 
fastest-growing FMCG company. And 
we want to do that consistently. 
There is no point in growing one 
year at 30-40 per cent and the next 
year at zero,” says Mariwala. 

To get that consistent high 
growth, Marico has a hand of four 
good cards. The first is a portfolio 
of established businesses and brands 
(businesses like hair oils and edible 
oils, and brands like Parachute and 
Saffola); the second card is the 


@ Stren 





“One of the reasons why FMCG companies in gen 
have had growth issues is that they have a single s 
of revenue—just a plain product model" 

SAUGATA GUPTA/ CEO, Consumer Products Business/ Marico 


hunger to create new business 
models, the Kaya Skin Clinics being 
just one example of this; third, 
the international operations have 
grown from strength to strength. 
Finally, the company has a 
distinct style of doing things, be 
it product innovations or the 
acquisition strategy. 





brands like 


then existin 
Parachute and Saffola by adding new 
brand extensions, adding value by 
adopting a health positioning, and 
launching more variations. Examples: 
Saffola atta mixes and Parachute gels 


€ Expand the international consumer 


business with key acquisitions in 
geographies like South Africa and Egypt. 
Also eyeing the booming African 
markets, and strengthening its position 
in Bangladesh and West Asia 


6 A focus on health and wellness, with 


close to 65 Kaya Clinics. Kaya has 
got into the weight-loss 
space with Kaya Life Clinics 


— Ad iillll :--l- lll ——RTTTT--- 


€ Develop new products by prototyping 


them in small markets 


Terra Firma 

And then, ther« 

story of Marico's transformati 
from being a pure oils playe: 
one focussed on health and wellnes: 
Like Mariwala says: “Overall, I 
would classify the change that we 
are going through in four different 
buckets. Transition from hair oils 
value-added FMCG products; fron 
purely Indian firm to a global enti: 
from low value to high valu 
products, and from being only 
the products space to becoming 
solutions player (by taking the se: 
ices route with skincare). " 

Oil is clearly Marico’s bas: 
Despite stiff competition from the 
likes of Dabur and Emami, Maric 
has been able to increase its share 
business in coconut oil and edibl. 
oils. Overall, Marico has a market 
share of 56 per cent in the coco! 
oil category with Parachute, Niha 
and Oil of Malabar. Parachut 
market share for the last vear 
about 48 per cent in volume tern 

Along with the tradition 
Marico is constantly 
envelope towards new business: 


of course. 


“al ld: d 


pushing Í 
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Late last year, the company proto- 
typed a diabetes management atta 
mix in Delhi and the NcR. With 
this prototype and the cholesterol 
management product that it intro- 
duced the year before that, Marico 
has signalled its intentions to en- 
ter the functional foods markets, 
which, though still nascent in India, 
are expected to grow rapidly. 

Explains Saugata Gupta, CEO, 
Consumer Products Business: “One 
of the reasons why FMCG companies 
in general have had growth issues is 
that they have a single source of 
revenue—just a plain product 
model. Take the case of a company 
in soaps and detergents. Just be- 
cause disposable incomes are go- 
ing up does not mean that people 
are going to start bathing more. 
Therefore, we have to look at a 
product-plus model." Sure enough, 
in December 2007, the company 
launched the Parachute Advansed 
Starz range of products, including a 
shampoo, gel and a non-sticky hair 
oil targeted at kids. 


Beauty and Wellness 

Another ace in Marico's pack is its 
successful entry into the services 
play, with the Kaya clinics. Since 
starting its first clinic in 2002 in 
Mumbai, the company has come a 
long way. “On the first day we 
launched our clinic in 2002, not a 
single customer came. The second 
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"We had the audacity to app 
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oint the country head for 


Egypt even as the negotiations (for acquiring a haircare 
brand from the Egypt-based Ready group) were going on" 
MILIND SARWATE/ Chief for HR & Strategy/ Marico 


day, a customer walked in and then 
signed on our register saying that we 
are a thousand times better than a 
competitor. Then we knew that 
things would work out,” recalls 
Kaya CEO Rakesh Pandey, an en- 
gineer by qualification who can 
wax eloquent on peels, skin renewal 
and polishing systems. 

Kaya opened 18 new skincare 
clinics in 2007-08, taking the total 
number of Kaya Skin Clinics to 
65. Of these, 56 are spread across 
18 cities in India, while nine are in 
West Asia. In typical Marico style, 
Kaya also extended its offerings 
by getting into the weight-loss 





PRESENCE IN HAIR — ESTIMATED MARKET KEY BRANDS MARKET CLOSEST 
CARE SPACE SIZE (RS CRORE) SHARE (%) | COMPETITOR 
Value-added coconut oil 200 ^ Parachute Advansed, Jasmine $5 Clinic 
Amlaol U — U U 2390. ShantiBadamAmla — “10 Dabur, Bajaj. 
Non-sticky hair oil 250 Hair and care 18 Keo Karpin 
ae = Pee s... 
Post-wash conditioner — S0 — Silk-n-Shine — 30 Sunsilk, Livon 
Hair gel and creams  EMME Parachute after shower — SANA — Bryicreem 
Hair fall NA Parachute Hair Therapie NA NA 


NA: Not Applicable 
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Source: Angel Research 


space, opening three Kaya Life 
Clinics in 2007-08. 

During the year, Kaya clocked 
revenues of Rs 100 crore. But more 
than its increasing contribution to 
group revenues, Kaya holds the 
promise of boosting the company's 
bottom lines, thanks to its distinct 
service model. Typically, kick- 
starting a Kaya clinic takes 
Rs 1-1.3 crore (including tech- 
nology investments and interiors) 
in a metro city. The clinic breaks 
even in about nine months in a 
metro and takes a little bit longer 
in smaller cities. Given that Kaya is 
still in expansion mode, signifi- 
cant margin accrual may not hap- 
pen in the near future, but never- 
theless, it's a significant engine for 
the group's growth. 

To boost its product revenue 
stream, Kaya began prototyping its 
“shop-in-shop” model through 
kiosks at malls. “We are now pres- 
ent in about 36 locations like 
Shoppers’ Stop, Hypercity and 
Lifestyle. We are looking at 100- 
plus such outlets in the future,” 
says Pandey. Currently, 12-14 per 
cent of Kaya’s revenues come from 
products. “Kaya has already turned 
around but its effects on margins 





Partners on the ground. Companions in the sky. 


Travel on your own terms 
with our luxurious range of aircraft 
and a world class Authorised Service Centre 


catering to all your servicing needs. 


\ We call it Aviation Personalised. 
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"We expect to capitalise on the rapidly growing ethnic 
hair care market driven by the Black Economic 
Empowerment policy in South Africa" 

VIJAY SUBRAMANIAM/ CEO, International Business/ Marico 


will start kicking in later. But it's still 
in an investment phase. After hitting 
break even, margin accrual will hap- 
pen faster and better," says Vinod 
Kamath, CFO, Marico. 


Spreading Wings 

Another significant aspect of the 
Marico story has been its rapidly 
growing international business and 


its string of international acquisi- 


tions. Marico Chief for HR & 
Strategy Milind Sarwate narrates 
an interesting story about the com- 
pany's way of doing business. Even 
as Marico was negotiating its first 
acquisition in Egypt for the hair- 
care brand Fiancée from the Egypt- 
based Ready group, the company 
appointed a country head. 

“We had the audacity to ap- 
point the country head for Egypt 
even as the negotiations were going 





"We are now present in about 36 locations like Shoppers: 


on. The guy (Brajesh Bajpai from 
Frito Lay) had the audacity to join 
as Country Head with nothing on 
the ground, when acquisition pa- 
pers were yet to be signed," re- 
calls Sarwate, who has worked on 
most of the company's acquisi- 
tions. It's perhaps this hit-the- 
ground-running attitude of the 
company that has seen its inter- 
national business grow rapidly over 
the past couple of years. Last year, 
international operations accounted 
for nearly 16 per cent of the group 
turnover, clocking over Rs 300 
crore. International revenues grew 
by an astounding 59 per cent. In 
2006-07, revenues from interna- 
tional operations were at Rs 117 
crore, or about 10 per cent of the 
group’s revenues. 

With twin acquisitions in Egypt 
and a recent acquisition in South 


À 


Stop, Hypercity and Lifestyle. We are looking at 100-plus 


such outlets in the future " 


RAKESH PANDEY/ CEO/ Kaya Clinic (Marico) 
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Africa, Marico is well set to tap the 
booming markets for beauty care 
products in Africa and West Asia. 
Marico has also been very astute 
in picking its acquisition targets. 
For example, last November Marico 
entered South Africa, but not in a 
conventional, mass category. It 
chose to enter the fast-growing 
South African ethnic haircare and 
healthcare market through the ac- 
quisition of Enaleni Pharmaceuticals’ 
consumer division. The market for 
ethnic hair care and related products 
in South Africa is estimated at 
Rs 600 crore. In 2007-08, Marico 
clocked a turnover of Rs 20 crore in 
South Africa. 

*We expect to capitalise on the 
rapidly growing ethnic hair care 
market driven by the Black 
Economic Empowerment (BEE) 
policy in South Africa. South Africa 
and Egypt are our gateways to that 
region," says Vijay Subramaniam, 
CEO, International Business, Marico. 
The company's Egyptian brands 
Fiancée and HairCode added nearly 
Rs 88 crore to the turnover. 

So, what does the future hold 
for Marico? *We don't want one 
growth engine. We want all the 
product categories to grow. All 
products have to deliver at least 
double-digit growth," says 
Mariwala. Keeping up with him 
will then get even tougher. B 
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BRACING 
FOR IMPACT 


The subprime crisis and 
the slowdown in the 
US will hit the Indian 

IT industry hard. 


RAHUL SACHITANAND 


THE NEW REALITIES 
India's high-flying IT sector is 
coming to terms with the reality. 


4 The growth rate of the industry is 
expected to slow from around 30 per cent 
per annum to a more realistic 15-20 per cent 


4 Companies in the West are expected to delay 
contracts and put off discretionary spends 


4 They are also expected to downsize the 
number of vendors 


4 Pricing, which was on the upswing, will 
tighten and could even fall 


4 More work will be brought offshore to ease 
margin pressures and even IT companies will 
increasingly move to lower-cost locations 
like the Philippines and East Europe 


4 Large vendors could entice their customers 
to extend their contracts by offering to 
pay the transition costs 


4 Hiring is expected to slow and increments 
decrease; IT companies will also reduce 
the size of their benches from 20-25 
per cent to 10-15 per cent of their headcount 


4 Currency concerns will persist as the rupee 
is expected to appreciate against the 
dollar from Rs 40 levels at present to 
Rs 37-38 over the year 


"Indian IT needs to develop downstream business 


to stay competitive” 


Suresh Vaswani/ Joint CEO/ Wipro 
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Vaswani, the newly- 

appointed joint CEOs of 

Bangalore-based Wipro, 
found little time to celebrate their 
new roles. Just days after they 
were promoted, the two found 
themselves back on the road, for 
back-to-back meetings across the 
globe—to persuade customers 
that all is well with their projects 
and then, convince them to 
loosen their purse strings and 
sign up for more large contracts. 
Wipro and its peers in the 
$31-billion (Rs 1,24,000-crore) IT 
industry realise that the fast- 
growing sector is about to hit 
some speed breakers. 

The reason: the global bank- 
ing and financial services industry 
(BFSI), from which the IT industry 
earns over 40 per cent of its rev- 
enues, is in unprecedented tur- 
moil and the ripple effect could 
extend to other key contributors 
such as retail (if spending in the 
industry falls) and, perhaps, man- 
ufacturing. According to top 1n- 
dustry executives, the Indian IT in- 
dustry, which was growing at 
over 30 per cent till as recently as 
last year, may now have to be 
satisfied with a more realistic 15- 


Punching Below 
Their Weight 


Two of the Big 3 of Indian IT are 
trading below their target price. 


INDIAN N MID-APRIL THIS YEAR, 
Girish Paranjpe and Suresh 


Infosys 






1,686.45 


April 2, '07 April 25, '08 


Target price Rs. 1,700 


Source: BSE, Religare Securities (for target price) 


UMESH GOSWAMI 








-Our investments in the new growth 
markets are paying dividends " 
S. Mahalingam/ CFO and ED/ TCS 


20 per cent annual growth. “The 
slowdown has been around for 
close to six months... there are 
enough rumblings on Wall Street to 
keep us on our toes," says Shailesh 
Shah, Chief Strategy Officer, 
Satyam Computer Services. 

Others believe that the slow- 
down is building up steam and 
there are worrying indicators on 
the ground that this might even 
presage a slump. "There's little 
doubt that the industry is in the 
midst of a slowdown. Customers 
aren't (yet) cancelling contracts, 
but they're taking longer to de- 
cide and discretionary spends have 
slowed," says Paranjpe. According 
to data from technology research 
agency Forrester, IT spending is 
expected to grow just 6 per cent in 
2008 compared to around 12 per 
cent last year. 

Buffeted by the subprime cri- 
sis, financial services companies 


April 2, '07 April 25, '08 
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Figures are closing prices on BSE in Rs 


are taking longer to decide on new 
or renewal of contracts and this is 
beginning to bite, as they look to 
extract lower billing rates from 
their IT vendors. “Large Indian IT 
companies have shown little growth 
in their BFSI businesses; and pricing 
for leading players (like Tcs) re- 
mains flat at around $72 per hour 
(Rs 2,880) onsite and around $27 
offshore (Rs 1,080)," says Harshad 
Deshpande, Equities Analyst with 
Religare Securities. 

TCS has already reacted to these 
storm clouds, offering to pay the 
transition costs of moving work 
offshore for some banking clients, 
even as analysts have panned its 
performance. Manik Taneja, an an- 
alyst with Emkay Research, says: 
"TCS reported the weakest set of 
numbers among its peers. Revenues 
grew a mere 2.9 per cent QoQ, 2 per 
cent below estimates, and EBITDA 
margins were down 120 bps." 


Wipro 
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“The current slowdown seems more 
deep-rooted than that of 2002-03" 
V. Balakrishnan/ CFO/ Infosys 


Incidentally, Tcs’s earnings de 
clined 5.5 per cent QoQ for the first 
time in three years. Company exec 
utives say that it has reacted swiftly 
to the changed market conditions 
and that its forays into new geogra- 
phies and businesses are beginning to 
show strong growth signs. “Our in- 
vestments in the new growth mar- 
kets of Asia-Pacific, Latin America, 
India, West Asia and Africa ar: pay- 
ing dividends. In 2007-08, revenues 
from new growth markets grew 40 
per cent to $1.15 billion (Rs 4,600 
crore)," says S. Mahalingam, : 
and ED, TCS. 

Arch rival Infosys Technologies 
had its own worries as QoQ billing 
rates inched ahead just 0.2 per cent, 
the smallest expansion over the last 
seven quarters. “The impact, which 
was initially thought to be confined 
to the financial services sector, has 
spread to retail and manufactur 
ing. The current slowdown seems to 
be more deep-rooted and pro- 
longed than the one in 2002-03," 
says V. Balakrishnan, CFO of Infosys. 

As the industry grapples with 
this slowdown, companies and, 
more particularly, investors, will 
also have to deal with lower stock 
market returns as equity markets 
around the world slow down or 
go into a tailspin. “IT stocks began 
their correction well before the 
market began to crumble and w 
expect them to stay flat or decline 
slightly," says Religare's Deshpande. 
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A combination of slower or flat 
growth and lower valuations may 
have other consequences—it could 
spark off another round of consol- 
idation as cheap mid-caps are picked 
up by large players. 

The issues this time are different 
from the previous slump that hit 
the tech sector in 2002-03. “That 
one was a consequence of companies 
over-spending on their IT require- 
ments; this time around, the reces- 
sion is based more on an actual 
downturn in business," says Wipro's 
Paranjpe. There are also other fac- 
tors that are exacerbating the situa- 
tion. “The assumption that the rupee 
will stay at Rs 40 per dollar, we be- 
lieve, is optimistic and clearly puts at 
risk the company's ability to meet its 
guidance in case the domestic cur- 
rency appreciates further," says an 
Angel Broking note issued after 
Satyam's recent results. Some com- 
panies, such as TCS, however, be- 
lieve that the rupee has reached its 
peak against the dollar, and India's 
#1 software exporter claims it is 
sufficiently insulated against future 
currency fluctuations. 

Indian IT companies have al- 
ready begun looking beyond the us 
market for their revenues. 
According to Vaswani of Wipro, 
the company's domestic business is 
valued at around Rs 4,000 crore 
and it has been able to leverage the 
knowledge gained from its global 
business to win large contracts at 
home. “We won the $600-million 
(Rs 2,400 crore) deal with Aircel 
leveraging the telecom expertise of 
our global business," he explains. 

Faced with challenges on multi- 
ple fronts, rr companies are looking 
at different ways to sustain growth 
in the industry. *We are leveraging 
our strength in applied R&D and 
embedded systems to target indus- 
tries such as telecom and health- 
care," says Wipro's Paranjpe. 
Satyam, meanwhile, has grown its 
consulting and enterprise business 
solutions vertical 42 per cent, and 
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The Cloud Darkens 


Profit growth and margins are 
expected to slow this year. 


TCS 
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this is expected to bring it addi- 
tional revenues in future. “Every 
dollar of consulting revenues typi- 
cally generates $3-4 (Rs 120-160) of 
downstream sales for applications 
development, implementation and 
maintenance," says the Angel 
Broking note. 

Wipro's Vaswani says that it is 
this downstream business that 
Indian IT needs to develop to stay 
competitive. For example, he adds, 
Wipro has consolidated the con- 
sulting units across its different busi- 
ness units into one 1,000-person 
unit and is hoping that this move 
will help it bag more lucrative, con- 
sulting-led contracts. As more high- 
end work is shipped offshore, ana- 
lysts say that Indian rr vendors will 
quickly need to broaden their ca- 
pabilities beyond cost-based appli- 
cations development and mainte- 


nance tasks to areas such as solu- 
tions and technology and manage- 
ment consulting. *We are also 
focussed on high value-added serv- 
ices like consulting, where the rates 
are much higher," says Infosys's 
Balakrishnan. 

Despite these moves, industry 
watchers say that companies like 
Infosys and Satyam are just find- 
ing their feet as globally dispersed 
multi-billion dollar companies. “It 
will take at least a couple of years to 
say whether the re-organisation un- 
dertaken by companies like TCS and 
Infosys will have a long-term posi- 
tive impact on their businesses," 
says Samad Masood, an analyst at 
tech research firm Ovum. 

IT companies will also begin to 
reduce wage hikes. *The norm has 
been 15 per cent or even 20 per 
cent hikes; we think that will now 
come down to about 10-12 per 
cent on average," says Religare's 
Deshpande. Then, companies that 
typically keep anywhere from 20-30 
per cent of their staff on an inactive 
roster called the *bench" in antici- 
pation of future projects may now 
change their strategy. According to 
Wipro's Vaswani, the company 
could put up to 5-10 per cent more 
of its staff on the active roster. 

Then, Vaswani points to 
Wipro's $600 million (Rs 2,400 
crore) deal in August 2007 for 
Infocrossing, as a pointer to the 
evolution of the industry. “This 
deal gave us a large data centre in 
the Us and access to customers who 
would otherwise have hesitated to 
work with us," he says. Having got 
these customers on board, Wipro is 
now transitioning some of their 
work to offshore sites. 

The immediate outlook seems 
cloudy for India's IT sector, but the 
good news is that the industry is 
using this crisis to move up the 
value chain, while simultaneously 
emerging as a leaner and more ef- 
ficient fighting machine. That, how- 
ever, may be the only silver lining. M 


Reliance 


(CAUSE NEW INDIA IS ON THE MOV! 


jackets and suits, we're poised to 

impress you even more. Designs that 
define. Styles that allure. Creations ` 
that suit New India. From Only Vimal. 


SHIRTS, TROUSERS, 
JACKETS & SUITS. 





le in VIMAL Flagship Stores at CG Road, AHMEDABAD | MG Road, BENGALURU | KG Road, BENGALURU | Cathedral Road, CHENNAI | MG Road, KOCHI 
Juse, MUMBAI. Available at CENTRAL & leading Formal Menswear Stores across India. 
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Changing skyline: Future 
Group's Kishore Biyani 





N 2002, WAL-MART CREATEDA THE FAVOURITE GROWTH ENGINES 
furore of sorts in the us bank- The sectors into which India Inc. is diversifying. 
ing industry when it tried to 





acquire Franklin Bank of SECTOR INDUSTRY SIZE PARAMETER GROWTH RATE 
California. The $354-billion — Power 662.5 BU* Generation capacity “7.3% 
US retail giant claimed that it wanted KEY PLAYERS: NTPC, Tata Power, Reliance Energy 
a banking licence to ‘lower its pro- Financial Services — Rs71,200 crore Assets 420% 
cessing costs for certain transac- KEY PLAYERS: Reliance Capital, Indiabulls, Sundaram Finance 
tions’. That didn't cut much ice —qajecom Rs 1,08,000 crore Revenues 422% 


with the American regulators, who KEY PLAYERS: Bharti, Vodafone, Reliance 


duly blocked all the moves of this 
, Pharmaceuticals Rs 52,000 crore Revenues 420% 


Arkansas-headquartered retailer tO — KEY PLAYERS: Ranbaxy, Wockhardt, Dr Reddy's 
be in a position to provide banking 


services. Wal-Mart did eventually Transport & Logistics Rs 3,60,000 crore Turnover 4159, 


foray into financial services by open- KEY PLAYERS: Adani Group, Mukesh Ambani Group and Future Group 


*Billion units Figures for fiscal 2006-07 Source: BT Research 
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KISHORE BIYANI 


46, Group Chairman, Future Group 


FLAGSHIP SECTOR: Retail 
NEW SECTOR : Financial services 


STRENGTHS: His retail formats 
ensure a ready market to hawk 
financial products 


THREATS IN FLAGSHIP BUSINESS: 
Presence of competitors like Reliance 
and Bharti. Margins under pressure 
because of the capital-intensive 
nature of the business 


INVYMASOD HSAWN 


ing money centres inside its stores. 
But the ambition to become a bank 
didn’t die. Wal-Mart did get its 
bank—those plans took shape out- 
side the US a year-and-a-half ago, 
when the 46-year-old retailer 
bagged a full-fledged banking li- 
cence in Mexico. 

So, why has Wal-Mart been so 
keen to take the plunge into finan- 
cial services, a business that at first 
blush would appear unrelated from 
selling groceries, electronics, clothes 
and gardening tools? Well, the two 
are not that unrelated actually— 
retailing is all about purchasing, 
and banking is all about enabling 
those purchases. If Wal-Mart has 
been keen to have a bank, that’s 
because it’s keen to exploit the syn- 
ergies between retail buying and 
banking—after all, consumers can 
use their bank account, debit card or 
credit card to pay for Wal-Mart 
purchases, and in the bargain, avail 
of discounts and special offers. 

Diversifications—unrelated or 
related—aren’t alien in global busi- 
ness, and diversified conglomerates 
aren't a new phenomenon. Warren 
Buffett's Berkshire Hathaway is per- 
haps the best example of such a 
growth strategy that's played out 
swimmingly well. When Buffett ac- 
quired it in the '60s, it was an ailing 
textiles firm. Today, Berkshire has 
holdings in an assortment of busi- 
nesses that include candy, retail, 
home furnishings, jewellery, pub- 
lishing and footwear. GE is another 
example of a diversified giant that 
makes aircraft engines and industrial 
products even as it has operations in 
power generation, water process- 
ing, security technology, medical 
imaging and consumer financing. 
3M in the us, the Korean chaebols 
(Hyundai, LG, Samsung) and, to a 
certain extent, DuPont are examples 
of other diversified business clus- 
ters. The advantage of such a posy 
of unrelated operations may earn 
the disapproval of management gu- 
rus; but they have their advantages, 


DEBASIS PALIT 


V.N. DHOC 


56, Chairman, Videocon Group _ 


FLAGSHIP SECTOR: Consumer electronic: 


NEW SECTOR : Telecommunications 


STRENGTHS: Videocon's countrywide 
network of 40,000 distributors 
coupled with its ownership of houses 
provide it with a ready reach and 
consumer base to hawk telecom 
products and services. Also a trusted 
consumer brand 


THREATS IN FLAGSHIP BUSINESS: South 


Korean majors like LG and Samsung are 


ruling the roost in the CE market, and 
are better positioned to launch 
sophisticated high-end products 
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76, odd, DLF Group 


FLAGSHIP SECTOR: Real estate 


NEW SECTOR : Wind energy and 
financial services 


STRENGTHS: The DLF brand name 
along with a huge funds base 
provide a good platform for 
new forays 


THREATS IN FLAGSHIP BUSINESS: The 
real estate market is interest 
rate-sensitive and cyclical 


particularly in rough and reces- 
sionary times—as the current pe- 
riod—when one business can be 
better placed to pick up the slack 
of another. 

Back home, the Tatas and Birlas 
are best examples of highly-diver- 
sified groups that are growing in 
various directions, backed in no 
small measure by a solid financial 
base. Now, a host of younger 
Indian companies—a few of which 
have recently debuted on the stock 
markets—is seeking to stretch its 
wings into newer pastures, on the 
back of a solid, cash-generating 
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flagship business. Many of these 
newer kids on the block are looking 
to diversify into related areas, 
although the synergies are arguably 
tenuous in a few cases. The objec- 
tive of such diversifications is sim- 
ilar: To provide a hedge during a 
slowdown of the main business; 
and deploy cash generated in that 
main business into sunrise, high- 
growth opportunities. 

The King of Indian retail, 
Kishore Biyani, has the Wal-Mart 
model on his drawing board, which 
explains his foray into the non- 
banking finance space. Another nu- 
mero uno, India’s largest real estate 
developer DLF, is venturing into 
the concept of real estate invest- 
ment trusts (REITs). A financial serv- 
ices maverick, Indiabulls, after flag- 
ging off a real estate business, is 
eyeing retail and, more adventur- 
ously, power. Consumer durables 
major Videocon wants to extend its 
brand into telecom services, as does 
real estate developer Unitech. 
Apollo Tyres sees an opportunity in 
logistics, and soaps and detergents 
marketer Nirma wants a presence 
in pharmaceuticals. This is just a 





ARMED WITH 
GLOBAL TIE-UPS 


Indian promoters are seeking out foreign 
partners for their diversifications. 


enerali Group: Europe's largest 
insurance group je joined hands with 
retail tycoon Kishore Biyani in a 26:74 
joint venture for life insurance 


rudential Financi c: This New 
Jersey- socia institutional asset | 
manager has partnered with reality major | 
DLF. Today, it manages $637 billion of 
assets under its brand name 
Spire Group: This Toronto-based 
company has tied up with the Apollo 
Group to set up temperature-controlled 
warehouses in India. It currently operates 
the second-largest public refrigerated 
company in North America with 54 
facilities (240 million cubic feet) and 
5,400 employees 


'&T: This telecom major is in talks with 
Videocon Group's telecom subsidiary that 
has just got a pan-India licence 


f rp: SembCorp is in a JV with 
Indiabulls for a 4,000-mw ultra-mega 
power project in Jharkhand. This 
Singapore-based group is a leading utili- 
ties and marine services company with 
assets worth over Singapore $7 billion 


E 


SHEKHAR GHOSH 


sprinkling of examples of Indian 
promoters who’ve been bitten by 
the diversification bug. The com- 
mon thread running through their 
ambitions: A strong brand, a stash of 
cash and the management band- 
width that's needed to scale up the 
new ventures in an environment of 
increasing consumption and sus- 
tained high economic growth (the 
current slowdown notwithstanding). 

So, what are these synergies that 
these mega-corps are eyeing and 
seeking to exploit? For some, it's a 
brand that can be extended into 
another consumer-oriented service; 
for others, it's a nationwide sales & 
distribution network that could be 
leveraged; it could also be an op- 
portunity to cut costs and derive 


economies of scale; and then there's 
management synergy, with the core 
team's experience and expertise be- 
ing put to use in multiple businesses. 

Says V.N. Dhoot, Chairman, 
Videocon Group: “We have a large 
network of dealers and distributors 
in our consumer durables business." 
Sure enough, Videocon, which sells 
17 million television sets annually, 
relies on a little over 40,000 dis- 
tributors. But it's not just its reach 
that makes a diversification into 
telecom a compelling proposition 
for Videocon. As Ravi Sharma, CEO 
of Videocon subsidiary Datacom, 
puts it: “We also have ownership of 
17 million new houses every year (in 
which Videocon Tv sets can be 
found)." Having already penetrated 





so deep into the Indian mai 
Dhoot thinks he's well plac 
provide telecom services to 
sumer base he's familiar wit! 

For Biyani of Future Group, th 
reason for complementing his retail 
business with a financial services 
arm is simple: He is seeking to drive 
consumption. Biyani’ 
model is to hawk financial 
ucts through the 400-odd retail out 
lets of flagship Pantaloon Retai 
and its subsidiaries in over 40 cities 
Clearly, the finance arm will drive 


prod 


consumption by providing cus 
tomers with the means to finance 
their purchases at the site w 


the consumption decision is made 
The fifth-largest real estate com 

pany in the world, DLF, is replicating 
the global real estate model of hold 

ing assets along with real estate de 

velopment. Globally, real estate 
companies’ holdings of assets can b: 
as high as 80 per cent of revenues, 
with the development exposure re 

maining low at 20 per cent. Take a 
look, for instance, at the Singapore 

headquartered CapitaLand, a real 
esate firm with a significant asset 
management business. The com 

pany runs over a dozen private 
funds and REITs, and manages assets 
in excess of Singapore $15 billion 
In fact, CapitaLand is credited with 
pioneering the concept of REITs way 
back in 2002. DLF is on a similar 
track. “We are studyins 


ONKAR S. KANWAR 


66, Chairman, Apollo Group N 


FLAGSHIP SECTOR: Tyres 
NEW SECTOR : Transport & Logistics 


STRENGTHS: Apollo has an extensiv: 
network of dealers, the management 
bandwidth and the capital to take 
forward the new businesses 


THREATS IN FLAGSHIP BUSINESS 
Competition from majors like JK and 


MRF is cut-throat even as costs 
continue to rise 
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Singapore model, where real estate 
companies hold assets and also do 
development,” says Saurabh 
Chawla, Executive Vice President, 
DLF. For its part, the cash-rich DLF 
(cash flows in its flagship business 
are to the tune of Rs 4,000 crore in 
terms of net profits till December 
quarter) is in a hurry to step on the 
growth pedal by diversifying; re- 
cently, it did apply for a telecom li- 
cence, but chose to withdraw it 
eventually. 

If DLF did venture into telecom, 
it would be difficult for the pro- 
moters to justify synergies with real 
estate. But then, if diversifications 
are a growth gambit, do they need 
to be synergistic at all? Perhaps not. 
If you have the financial muscle, 
and there are high-growth sectors 
that aren’t yet saturated with a rash 
of me-toos, spreading wings into 
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SAMEER GEHLAUT 


34, Chairman & CEO, Indiabulls 


FLAGSHIP SECTOR: Financial services 
NEW SECTOR : Power 


STRENGTHS: Great execution 
capabilities and rapidly-burgeoning 
financial muscle are a perfect 
combination 


THREATS IN FLAGSHIP BUSINESS: 
Financial services is a crowded 
house, with banks enjoying an 
edge thanks to low-cost funds 
by way of savings deposits 


unchartered territory could be risky 
but not necessarily foolhardy. That 
may just explain why the Apollo 
Group, which has tyres as its main 
business, chose to get into logistics; 
synergies between tyres and 


transport could exist if you push 
the boundaries of credulity, but 
mercifully the Kanwars of Apollo 
aren’t doing that. For them, logistics 
is simply an opportunity that’s wait- 
ing to be exploited. “We scanned 
the environment and found a huge 
requirement for logistical support 
services fuelled by the booming ex- 
ports and retail sectors,” says Raaja 
Kanwar, Managing Director, Apollo 
International, the logistics venture of 
Apollo Group. The company aims 
to handle containerised cargo-fa- 
cilitating customs clearances and 
storage & warehousing. And Gagan 
Banga, CEO, Indiabulls Financial 
Services, the financial services arm of 
the Indiabulls Group, says: “The 
whole game plan is esssentially to 
grow and chase high growth sec- 
tors.” And that could involve getting 
into businesses ranging from retail to 
special economic zones to power— 
which is exactly what Indiabulls 
has in its sights. 

Diversifications doutbtless make 
for sexy headlines, but they can 
also be disastrous—and it’s such di- 
astrous attempts at venturing too 
far away from the core that 
prompted Wall Street investor Peter 
Lynch to coin the term ‘diworsifi- 
cation.’ True, there are the GEs of the 
world that have created shareholder 
value by growing new businesses, 
but the industrial landscape is lit- 
tered with carcasses of failed diver- 
sifications. Remember an American 
telecommunications company called 
ITT Corp? It doesn't exist any 
more—it folded operations In 
1995—thanks to a series of unre- 
lated diversifications. Back home in 
India, the Nandas of Escorts could- 
n't go all the way with their diver- 
sifications into telecom and hospitals; 
and the B.K. Modi Group's attempts 
to start ventures with foreign part- 
ners (like Xerox, Olivetti, Alcatel 
and Motorola) didn't set the Ganges 
on fire. 

Yet, global alliances may just be 
the way to go for Indian promoters 
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looking to stretch their wings. 
Whilst they may not need capital, 
they could sure do with the ex- 
pertise of established international 
leaders in their respective fields. 
DLF, for instance, has roped in the 
US-based Prudential Financial Inc., 
which is amongst the top five in- 
surance companies in the world, as 
its joint venture partner. Prudential 
Financial Inc., which uses the 
Pramerica brand name in select 
countries (and it is using it in India, 
too), is a financial services leader 
with approximately $648 billion of 
assets under management. 
Videocon, too, is looking at a part- 
nership model for its wireless foray. 
“There are 3-4 large global play- 
ers talking to us," says Dhoot. AT&T 
is also eyeing a stake in Videocon's 
Datacom. And there's the Future 
Group. *We believe in alliances and 
partnerships," says Biyani, who has 
Italy's Generali as a JV partner in 
insurance. Apollo has Canada's Spire 
Group as a JV partner for con- 
structing and operating tempera- 
ture-controlled warehouses in India. 
"There is a demand for modern 
temperature-controlled warehouses 
to comply with international health 
and safety standards in the Indian 
markets," says Kanwar. 

Partners can bring in strategies 
and know-how but you still need 
people—the right people—to build 
and form teams, and execute the 
blueprint. CEOs, for their part, have 
realised that just strategies aren’t 
enough—without people, there can’t 
be a new venture. As Indiabulls’ 
Banga puts it: “We will go for new 
businesses as and when we are able 
to increase our management band- 
with.” The people are coming from 
all over. Biyani roped in Samir Sain 
(who is also a co-promoter) from 
Goldman Sachs to head financial 
services, and G.N. Bajpai, a former 
Chairman of the Securities & 
Exchange Board of India, as a Di- 
rector on the board of the holding 
company. Roopa Purushottam , who 
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HIREN PATEL 


34, Managing Director, Nirma 
FLAGSHIP SECTOR: Fast-moving 
consumer goods 


NEW SECTOR : Pharma 


STRENGTHS: An established track 
record of building a business from 
scratch and taking on the big 
corporations 


THREATS IN FLAGSHIP BUSINESS: 

The FMCG sector is bitterly 
competitive, margins are under 
pressure even as input costs and 
promotional costs are soaring 


co-authored the famous BRICs re- 
port when at Goldman, heads the 
research team at Future Capital 
Holdings. Biyani’s private equity 
advisory business is led by Sanjiv 
Gupta, a CEO of Coca-Cola India 
Southwest Asia. Biyani has poached 
people from AIG, Goldman Sachs, 
ICICI and KPMG. Dhoot has roped 
in Alcatel’s India CEO Ravi Sharma, 
who had built Alcatel’s India oper- 
ations from scratch, and taken to a 








revenue base in excess of Rs 5,000 
crore. Vijai Mantri has joined as 
CEO & MD for DLF’s asset manage- 
ment foray. Mantri had earlier 
served as CEO of Deutsche AMC, and 
as Vice President of mutual fund 
sales & distribution at HDFC AMC. 
DLF Pramerica has Kapil Mehta (ex- 
McKinsey and ex-Max New York 
Life) as its CEO. 

Once the plans, partners and 
people are in place, the purse-strings 
start to loosen. The 60-year-old DLF, 
which went public only a year ago, 
plans to invest $250 million (Rs 
1,000 crore) over 7-10 years in the 
life insurance venture (the regula- 
tor’s approval is awaited). Videocon 
has lined up an investment of Rs 
6,000 crore, and Indiabulls will sink 
over Rs 10,000 crore in a power 
venture. Those are big numbers, but 
then so are the ambitions. “We 
would like to be amongst the top five 
players in 2-3 years,” says Dhoot. 
The Videocon telecom venture aims 
to have 25 million subscribers in 
the next three years, and 40 mil- 
lion in the next five years, says 
Sharma of Datacom. Dream on. Is 
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HE ECONOMY MAY BE 
slowing down, but not if 
you looked at the start-up 
scene. One Bangalore- 
based outfit, launched in 
October last year, has raked in 
Rs 35 crore in revenues in just three 
months; another in Chennai is 
snapping up companies abroad; and 
yet another in Kolkata has found a 
niche in on-demand network security 
that is entirely its own. So, who are 
these people coming up with gravity- 
defying business ideas? A wide 
variety of professionals, as our sec- 
ond annual listing of India’s 10 
Hottest Start-Ups reveals: execu- 
tives, students, professors, and even 
doctors. To zero in on the most hap- 
pening young ventures, Business 
Today spoke to venture capitalists, 
executives, and industry watchers. 
From a long list of names, we 
finally picked 10 that stood out 
for the uniqueness of their busi- 
nesses or rapid growth. Finally, we 
also bring you an update on our last 
year's list of hottest start-ups. 





Healthy and chemical-free: 


oeelain displays | 
his organic food range 





Organic ` 
Opportunist 


YEAR OF FOUNDING: March 2004 


FOUNDER: 
Raj Seelam, 43 


AREA OF OPERATION: Organic foods 


FUNDING: Rs 12 crore from 
personal sources and APIDCVC 


REVENUE: Expects to end 2008-09 
with Rs 25 crore, and Rs 100 
crore by 2010-11 


SIZE OF TARGET MARKET: $38 billion 
globally, and Rs 1,000 
crore in India 


KEY COMPETITORS: 

Fab India and Mumbai- 
based Conscious Foods, 
besides other smaller 
players 
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OR 10 YEARS BETWEEN 1995 AND 

2005, Rajashekhar Reddy 

Seelam, or Raj Seelam as he 
prefers to be called, ate no cabbage or 
cauliflower. No, he's not lachanopho- 
bic (afraid of vegetables, that is), it’s 
just that he can’t stomach the thought 
of eating what often comes with veg- 
etables and fruits: pesticides. “These 
90-to-150-day vegetables such as 
cabbage and cauliflower are put 
through 30 rounds of pesticide spray 
before they are picked,” says Seelam. 
“With cooking, the microbes get 
killed but the pesticide residues 
remain,” he says in horror. 

For Seelam, the pendulum has 
swung the other extreme. Between 
1988 and 2000, the iM Ahmedabad 
alum sold pesticides and fertilisers to 

farmers at the Murugappa 
Group company EID Parry and 
later moved to selling seeds as 
the National Sales and 
Marketing Manager. Working 
closely with farmers gave him 
first-hand knowledge of the 
havoc pesticides wreak, but 
it also gave him a business 
idea, which today has taken 
the shape of Sresta Natural 


"X Bioproducts, a farm-to-fork 





organic food business in Hyderabad. 
“This is something I had wanted to 
do for more than 10 years before I 
launched Sresta in 2004,” says Seelam. 

He has travelled a long way since. 
[n the first year (between 2000 and 
2004, Seelam spent time “preparing; 
farms for organic cropping), he had 
2,000 acres and 250 farms under 
organic farming, spread across five 
states and processing in all 200 tonnes 
of organic foods. Today, he has 
12,000 acres under organic farming, 
works with close to 1,200 farmers 
spread across 10 states and is able to 
process 6,000 tonnes of organic prod- 
ucts (ranging from grain and fruits to 
pickles, jams and bakery products). 

Sresta's produce, worth Rs 6 
crore last year, is sold not only in 
India (through his own four outlets 
called 24 Letter Mantra and other re- 
tailers) but also in markets such as the 
US and Europe, which fetch 60-70 
per cent of Sresta's revenue. “By 
2011, I want to increase processing 
to 25,000 tonnes," says Seelam. 

If his plans pan out, then a 
whole lot of health-conscious 
Indians—not just Seelam—may get 
to eat pesticide-free food. 

E. KUMAR SHARMA 


mu-— — o T IS ESTIMATED THAT THERE ARE shrink the product into a handh 


BIGTEC LABS around 70 million people inthe says Chandrashekha: 
country suffering from Hepatitis Director at Bigtec, w! 


b and for a majority of them, getting founders (J. Guru Dutt, G. 
igr ecn, a clinical test to diagnose the illness. Sampathgiri, and G.M. Kini) worked 


can be expensive and time-consum- together in different combinations at 
Ost ing—Rs 15,000 for a test conducted various companies. “We start: st 
by an expert and four or five hours ing the device) earlier this month and 
e YEAR OF FOUNDING: 2008 for results to come through. To try to expect it to be ready for the mark 
© FOUNDERS. J Guru Dutt 46, S 00 ol ox address this problem, Bigtec Labs, a eight to 10 weeks,” says Nair. 
G. Sampathgiri, 51; Chandrashekhar subsidiary of Bangalore-based Emboldened by th 
B. Nair, 40; G.M. Kini, 48 — — Big Tech, has devised a handheld test- Bigtec, which received Rs 6 « 
@ AREA OF OPERATION: Medical devices ing device that it claims can diag- as seed fund from CSIR’s N 
saco S U ae i ln nose pathogens (for Hepatitis B) in Millennium Indian Technol 
e FUNDING: Rs 6 crore from New ed i se we ONT ES SR mye 
Millennium Indian Technolo just 10 minutes and, what's better, do Leadership Initiative (NMITLI), W 
Leadership Initiative (NMITLI) of the so at below Rs 100 per test. to develop cheaper devices for o 
Council of Scientific and Industrial Compared to a conventional diseases such as chikungunya and 
Research (CSIR) cas polymerase chain reaction (PCR) ma- malaria. Then, it’s also in talks with 
@ REVENUE: N.A. TET TES chine that costs around $30,000 partners both in North Ameri: 


© SIZE OF TARGET MARKET: 200 million tesis (Rs 12 lakh) for a mid-market option Europe (with two firms | 
for Hepatitis B alone and 4-9 percent and requires skilled technicians to from the Netherlands) an 
of the Indian population is said to be operate, Bigtec’s bright yellow hand- license its solutions to medical equip 
hit by this illness | sss held will cost Rs 20,000 and can ment makers. “We specialise in 
€ KEY COMPETITORS: Veredus, Singapore even be handled by staff at a pri- uct development and want to | 
mary health centre. With in-built the other parts to our busines 
Bluetooth connectivity, results from ners,” says Nair. 
tests can be relayed anywhere, using The firm reckons it 
cellphones or other mobile devices. another Rs 40 crore to develop 
“The biggest challenge was working new line of products. 
across disciplines such as electron- listening? 
ics, biology, chemistry and optics to RAHUL SACH 


IU s hassle-free and cheap: 
aT (R), with Kin 








ZEROSTOCK RETAIL 


Getting the Right Fit 


ADHUKAR GANGADI DOESN'T 

wear an odd-size shirt (he is 

size 40), already runs a 
chain of medical stores called 
MedPlus, and is a medical doctor to 
boot. So, why on earth did he think 
of Zerostock Retail, a chain of stores 
that offer ready-made menswear in a 
wide range of sizes and designs to 
give the feel of near custom-made 
clothing? “I am more a businessman 
than a doctor and I have always been 
struck by the inefficiences in inven- 
tory management in retail apparel 
stores," says Gangadi. 

In 2007, he set up Zerostock and 
roped in long-time associate and 
Wharton co-alum, Ashok Mayya, to 
be the CEO. In February this year, 
they started opening the stores under 
the Cornerstone brand, and at last 
count, had 25 of them across seven 
cities in the country (Hyderabad, 
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Bangalore, Pune, Cochin, Kolkata, 
Jaipur and Chennai). Here's how the 
Zerostock model works: The stores 
(called CornerStone) keep no inven- 
tory but have a computer (to display 
the final look of the chosen garment), 
a range of shirts in 14 different sizes 
and a trial room. When a customer 
walks in, he selects his right fit and 
style. The chosen outfit is then couri- 
ered to the customer within 24 to 
48 hours from a central warehouse. 
CornerStone's cost advantage 
comes from the fact that it has no in- 
ventory, operates small stores (600 sq. 
ft, typically) and outsources manu- 
facture. *The footfalls, interest, repeat 
purchases and revenues are more 
than double of what they were when 
we officially launched on February 
21, 2008," says Mayya. Their growth 
target: 1,000 stores by march 2011. 
E. KUMAR SHARMA 


Hanging together: 
Gangadi L) with Mayya 





e YEAR OF FOUNDING: March 2007 


@ AREA OF OPERATION: (os retai 


e FUNDING: Rs 15 crore from own 
sources and angel investors 


@ REVENUE: Expects to do Rs 35 crore 
in 2008-09, and Rs 420 crore 
by 2010- ll 


@ SIZE OF TARGET MARKET: RS 
market of Rs 45,000 crore 


¿...... ............. i... ........................... 


e KEY COMPETITORS: None directly, 
otherwise menswear brands 
such as Zodiac and Arrow 
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Focussed on research : Manohar has 
opened a facility in Malaysia too 


STEMPEUTICS 


Biotech Basics 


N SHARP CONTRAST TO THE CHAOS 

on the ground floor of Manipal 

Hospital on Bangalore’s Airport 
Road, the ninth floor of the build- 
ing, housing Stempeutics, a stem 
cell research firm, is an oasis of 
calm. Behind thick wooden doors, 
some 20-odd researchers and sci- 
entists are busy with their work, 
unmindful of an impromptu tour by 
B.N. Manohar, the firm's President 
and six-and-a-half-year veteran of 
Manipal Education and Mana- 
gement Group (MEMG). 

Backed by a Rs 50-crore funding 
from MEMG, Manohar, an engineer 
by training, who also started the 
group's distance education initia- 
tives, Is now looking to make 
Stempeutics the best-known name in 
stem cell research in the country. 
The global market for stem cell 


to be around $10 billion and it is es- 
timated that there are at least 1,000 
clinical trials ongoing globally, with 
134 treatments notched up using 
stem cell therapy. Eventually, 
Manohar hopes to have over-the- 
counter products available for the 
treatment of both life-threatening 
diseases across cardiac and neuro- 
logical ailments. Before that, it hopes 
to use stem cell products to mimic 
serious illnesses and help pharma 
companies more accurately (and 
more cheaply) test the efficacy of 
their products. 

Currently, Stempeutics focusses 
on deriving stem cells from bone 
marrow and using them to begin 
research on their different product 
lines (it’s awaiting government 
approval). “We have eight research 
groups at Stempeutics and we will 


@ YEAR OF FOUNDING: 2006 


@ KEY COMPETITORS: Pfizer, Osiris, 
Blackstone Medical 


can reach the therapy stage,” says 
Manohar. According to him, the 
focus is on replicating what hap: 
pens in vivo (in the human body) to 
in vitro (in a research lab), and 
hopefully discovering cures for 
many debilitating illnesses such as 
Parkinson's and Alzheimer's, which 
require the rapid replication of 
healthy Meanwhile, 
Stempeutics has opened a facility 
in Malaysia and has been the first in 
that country to get the Bionexus 
status, which entitles it to financial 
incentives such as tax breaks. 


cells. 
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BSNL's VSAT 


on 
single platform 
is an 
EXCELLENT NETWORKING SOLUTION 
for 
Corporates, 


Banks, 
Hospitals, 

Stock Exchanges, 
Educational Institutes, 
Government Bodies 
IT Companies, BPOs, SEZs, NGOs 
& 

Many More. 





BSNL's VSAT Service 
A Shortcut to Deliver Faster 











BSNL's VSAT provides a high-speed broadband v 
connectivity for Wide Area Networks and Internet access. 
This IP based state-of-the-art VSAT Broadband Service 
with multi-features is a boon for voice and data transfers. BS N L 
HR, Moreover, it facilitates quick network deployments even 
— MR inthe inaccessible and remote areas. Comnecting Ind 
[ MPLS | 
MLLN |. VoiP Now make your business grow many folds. www.bsnl.in 











For more details contact us [toll free] on 1800 425 2727 or email to kubandvsathub(dbs 


Making travel easy: Bajpai 
(seated) with his team 


[ ea - 


Get-about 
Guide 


YEAR OF FOUNDING: 2007 


FOUNDERS: Aloke Balpal CEO, 27; 
Jens Schutter, Chiet Architect, 32: 
Rajnish Kumar, CTO, 27; and 





Dharmendra Yashovardhan, COO, 33 


AREA OF OPERATION: Online travel 
search 


FUNDING: Has recently received an 
undisclosed sum of i rst-round 
financing from Singa dee 
angel investment fun 


REVENUE: N.A. 
SIZE OF TARGET MARKET: It is pegged 


at $2.6 billion in India this calendar 


year 


KEY COMPETITORS: Makemytrip.com, 


Yatra.com, among others 
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[ OPERATES IN A SPACE THAT IS 
already inundated with small and 
big players. So, what makes 
iXiGO stand out enough for us to 


cherry pick it for our list this year of 


hottest start-ups? “The dominant 
model in the online world is driven 
by search and not by transaction plat- 
form and that’s why we didn’t start 
yet another travel portal. We want to 
become the Google of travel searches 
in India,” 
Executive Officer, iXiGO. In other 
words, iXiGO is not a travel website 
but it helps users search for air fares 
and hotel tariffs. When a user clicks 
on a search result on iXiGO, he is 
taken to the website of the concerned 
airline or travel agency to complete 
the transaction. “This also means 
that the user doesn’t need to write 
down the prices, timings and other 
details before comparing all the offers 
on iXiGO,” explains Bajpai, 27, who 


co-founded the portal with a team of 


four former colleagues and friends. 
The idea of iXiGO, Bajpai says, 


says Aloke Bajpai, Chief 





came about in 2005 when the four 
young men decided to leverage their 
experiences in travel, technology and 
online space. “And after months of 
ideation, research and testing, we fi- 
nally launched iXiGO in June last 
year,” says Dharmendra Yasho- 
vardhan, coo, iXiGO. The company 
got its first round of funding from 
Singapore-based angel investment 
firm BAF Spectrum in February 2008. 
For revenue, iXiGO, which rec- 
ently added hotel search, is looking at 
both referral fees from 12 domestic 
airlines and over 35 OTAs (online 
travel agencies) for directing the right 
kind of traffic to their portals as well 
as CPC (cost per click) and CPA (cost 
per acquisition) advertising, which 
would be displayed along with the 
search results. At present, iXiGO 
claims to process around 25,000 
searches a day with almost 500 of 
them resulting in sale. Bajpai expects 
searches to touch 100,000 a day in 

the next one year. 
MANU KAUSHIK 


LORDS OF ODDS 


Oddballs Incorporated 


O YOU WANT TO PREDICT IF 
[) wedding bells would ring for 

Ness Wadia and Preity Zinta 
in 2008? Or, if Sachin Tendulkar 
and Saurav Ganguly are likely to 
end their one-day international car- 
eers in 2008? If yes, then log on to 
www.lordsofodds.com, a Pune- 
based start-up that allows visitors to 
predict events and 'trade' in them. 
Started in early 2007 by Rajesh 
Kallidumbil and Hariharan K. (both 
engineers and IIM grads), the site 
lets visitors predict in fields as varied 
as sports, politics and entertain- 
ment. “Basically, we met through a 
common friend," says Hariharan, 
comfortably ensconced in a beanbag 
at his apartment that he shares with 
Rajesh. “I am very passionate about 
sports. And Rajesh (during his stint 
with icic: Bank's Treasury 
Department in London) was ex- 


Wanna bet on us? 
Kallidumbil (L) and Hariharan 


posed to the concept of prediction 
markets and organised betting in 
London. So, we decided to start 
something similar in India," says 
Hariharan. 

The site itself was launched for 
the public barely a month ago. “At 
present, we have no institutional 
funding. All the money we have 
raised is from friends, family or our 
own. We are looking to raise funds," 
says Kallidumbil. Since betting is- 
n't legal in India, the company hopes 
to drive traffic to the site with tar- 
geted online advertising. *Our rev- 
enue model will largely revolve 
around internet advertising and get- 
ting companies to sponsor certain 
sections or particular prediction cat- 
egories. For example, the Indian 
Premier League (IPL)-related predic- 
tions can be sponsored by a com- 
pany that wants to be associated 


€ YEAR OF FOUNDING: 2007 


@ FOUNDERS: 
Rajesh Kallidumbil, 28; and 
Hariharan K., 27 


@ AREA OF OPERATION: Online 
entertainment, prediction markets 


@ FUNDING: No institutional funding or 
angel capital 


@ REVENUE: N.A. 
@ SIZE 0F TARGET MARKET: N.A. 
e KEY COMPETITORS: N.A. 


with the game,” says Hariharan. On 
the anvil is a mobile game that will 
allow users to make predictions. 
At present, Lords of Odds em- 
ploys about three full-time em- 
ployees. The company also plans 
to hire more employees, including 
an editor, whose job would include 
finding new areas and statements on 
which people can make predictions. 
Any bets on whether Kallidumbil 
and Hariharan's idea will fly? 
T.V. MAHALINGAM 
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IKYA 


Start-up. 
on Steroids 


e FOUNDERS: Krishnan N., 45; Romesh 
Advani, 37; Aruna Sharma, 43; 
srinivas T., 37; Muralimohan 
Bachina, 41; Nilakshi Bhattacharya, 
37; Amrita Nathani, 31; Hithendra 
K.R.,31; Sayan Jyoti Gupta, 37; S. 
Guru Prasad, 32; Richa Rudra, 36; 


@ FUNDING: $8 million by India Equity 
Partners — 


@ REVENUE: Rs 110 crore projected for 


.... 4... . .. TT CET 0.4... CeCe eee Tee eee eee eee 


@ KEY COMPETITORS: Ma Foi, Ranstad, 
Manpower Consultants 


T WAS AT ONE OF THEIR REGULAR 
evenings-out in Bangalore that 
Krishnan N. unveiled his start- 
up plans to his six friends. It was 
July 2007 and Krishnan was still 
Director (Finance & Operations) 
at Open Clovis, a US-based IT com- 
pany, but he had been thinking of 
striking out on his own and wanted 
to put together a good team. His 
friends, who worked in different 
companies, liked the idea and Ikya 
Human Capital Solutions was for- 
mally incorporated in October, 
2007. And what a fairy tale Ikya 
is proving to be. | 
In the first three months of its 
operations, Ikya, which provides 
staffing, recruiting, search and learn- 


ing solutions, reported Rs 35 crore ` 
in revenues and broke even. It has ` 


|1 offices in eight cities and an- 
other 12 cities on its radar. It started 
with 175 full-time employees but in- 
tends to add another 350. It's also 
eyeing a Bangalore-based facility 
management firm for a possible 
acquisition. What drives Ikya's blis- 
tering growth? The fact that its 14 





founders came with a set of client 
relationships that the start-up could 
tap to get off the ground quickly. 
*[n my 20 years of career in differ- 
ent companies, I always headed HR 
and worked with all of them (the 
founders)," says Krishnan. Adds 
Gaurav Mathur, MD, India Equity 
Partners, which has invested $8 
million in Ikya: *The team at Ikya 
has a proven track record, and in a 
short period, it has proven that it is 
not only a competent player but a 
strong organisation to reckon with." 

Buoyed by its success, Ikya, 
which counts L&T, Toyota, Voda- 
fone and Future Group among its 
clients, is aiming big—perhaps, too 
big—when it says it is targeting 


Rs 1,000 crore in revenues by 


March 2012. “Our core strength is 
our flexibility in offering client- 
specific solutions and use of tech- 
nology in devising that," says 
Romesh Advani, Chief Operating 
Officer. Look at it another way: 
What's the point if you are a start- 
up and can't dream big? 

K.R. BALASUBRAMANYAM 
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Is your network secure? Barai (wearing jacket) with De 





Hacker's 
Worst 
Enemy 


YEAR OF FOUNDING: 2005 


FOUNDERS: 
Bikas Barai, 26; Nilanjan De, 27 


AREA OF OPERATION: Information 
Security 


FUNDING: $2.5 million from IDG 
Ventures and eRevMax 


REVENUE: Rs 60-65 lakh (2007-08) 
SIZE OF TARGET MARKET: $2.5 billion 


KEY COMPETITORS: E&Y, TCS, HCL 
Comnet, Wipro, KPMG, PwC. 
However, they are potential 
partners of iVIZ too 


T’S A CLASSIC START-UP STORY: 
Two brainy engineers start work 
on a project, find that it has com- 
mercial potential, shake themselves up 
for start-up money (one sells his paint- 
ings and the other dips into his 
stipend) and come up with an appli- 
cation that works. That, in short, is 
the story of how Bikash Barai and 
Nilanjan De thought of iViZ while 
studying at irr Kharagpur. Two-and- 
a-half years down the road, Barai 
and De run India's only on-demand 
network security firm. *We always 
wanted to do something different 
and something on our own. While 
working on Network Security and 
Simulation of Ethical Hackers (their 
project), we found the deficiencies 
in the existing system or solutions 
available. We thought if we could 
take care of these deficiencies, we 
could stand out. That thinking was 
the beginning of iViZ,” says Barai. 
Barai, who is also a painter, is 
already credited with several innova- 
tions in the area of network security 


and anti-spam technologies 


filed for patents under his name 


expertise is in vulnerabilit 
and exploitation techniques, 


security, and kernel security 
started, Barai and De took u 


project worth $1,000 from 


company called eRev-Max. 1 


ré 


c M 


was so impressed with their wor 


it ended up angel investing 


With this investment. iVi7 


team and finally took the prod: 


market. The technology prov: 


be an eye opener for several 


ments as well as non-government 
ganisations. In January this ; 
Ventures invested $2.5 million 


up had revenues of Rs 60—65 
but expects to do an impressi 
IO crore this financial year. 


more than these figures, wi 
be the global leader in th 


ar. 


n 
Last year, the Kolkata-based 


penetration testing/security test 


says Barai. Just the sort of 


target a start-up needs. 
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Heavyweight 
2n Lidhtwéioht 


K.K. Venkatraman, 39. 


AREA OF OPERATION: 3D Authoring, 
visualisation and compression ^ 


FUNDING: IDG Ventures — 


REVENUE: $50,000 (2007-08) and 
$1 million projected for 2008-09 ^ 


SIZE OF TARGET MARKET: $18.5 billion — 
KEY COMPETITORS: Adobe 


HE CURRENT 3D TECHNOLOGY, 

while very good, suffers from 

a simple problem: 3D files 
work best on powerful computers. 
That means your humble mobile 
phoge, which is increasingly the 
firs omputer for millions of 
Dh nr can’t let you browse 
through D objects. But Bangalore- 
based Sfart-up called 3D Solid 
Compression (3DS0C) is out to 
change that. A spin-off from an 
Indian Institute of Science and 
Stanford tie-up, 3DSoC uses a 
patented technology (called vis) that 
allows lightweight 3D representation 
of geometry, text, sound, anima- 
tion, textures and interaction. 
“When we started the project, there 
was a dire need to exchange 3D 
models from one region to another 
from research point of view,” ex- 
plains Krishnan Ramaswami, who 
co-wrote the software with Stanford 
professor Fritz B. Prinz. “What we 
havlow achieved is that we can re- 
duct the file size of our own 3D 
model88 ,000: times over as com- 
pared t9 a normal file," he adds. 
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First-mover advantage: 
Venkatraman (L) and 
Krishnan 


Started off as a research proj- 
ect almost a decade ago, 3DSoC 
matured into a full-blown com- 
mercial venture in the last ycar- 
and-a-half. Besides Ramaswami and 
Prinz, Prof. B. Gurumoorthy, 
Chairman of Centre for Product 
Design and Manufacturing at IISc, 
and K.K. Venkatraman—Krishnan's 
classmate at IIsc—are the promoters 
of the company. While Venkatraman 
is the CEO, Krishnan is the Chief 
Technology Officer. In the first year 
of operations that ended March 
31, 2008, 3DSoC posted modest 
revenues of $50,000, and hopes to 
net $1 million this year. The start- 
up’s rapid growth is explained by 


the fact that it has no local com- 
petitors and the market is almost vir- 
gin. “There are a few start-ups glob- 
ally but none here in India. If we 
meet 10 customers, nine close the 
deal,” says Krishnan, adding how 
every customer they come across 
Is excited by the awesome range of 
applications their technology can 
provide. Bajaj Auto, Sundaram- 
Clayton, and Triveni Engineering 
are some of its clients. And while 
IDG Ventures is already an inventor 
in 3DSo0C, it wouldn’t be surprising 
if there are other VCs keen to get a 
piece of this heavyweight of light- 
weight 3D. 

K.R. BALASUBRAMANYAM 
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as a videophone offering maximum 
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PREMEDIA GLOBAL 


A Sibling 
Act 


@ NAME OF COMPANY: 
PreMedia Global _ 


e YEAR OF FOUNDING: August 2005. 


e FOUNDERS: Kami Narayan, 31, and 
Kapil Viswanathan, 28 


@ AREA OF OPERATION: Outsourced 
publishing 


@ FUNDING: Rs 72 crore from Mo 
Financial in January 2008 


e REVENUE: Rs 70 crore in 2007-08 
e SIZE OF TARGET MARKET: $8 billion 


e KEY COMPETITORS: Cenveo Inc; 
Innodata Isogen 
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ALK ABOUT FOCUS. AS LONG AS 
Kami Narayan and Kapil 
Viswanathan can remember, 
they always wanted to be entrepre- 
neurs. “We were also clear that it 
had to be a cross-border enterprise," 
says the duo of brother and sister. 
So, when the scions of Chennai’s 
*Enfield family" (their father, Late 5. 
Viswanathan, was former Chairman 
of the company) spotted an oppor- 
tunity in publishing, they grabbed it. 
In August 2005, Kapil, an MBA from 
Harvard, put together a team of six 
people and launched PreMedia 
Global, a publishing outsourcing 
firm. Last year (2007-08), PreMedia 
raked in Rs 70 crore in revenues. 
What clicked? *Publishers 
wanted key capabilities onsite and 
offshore clubbed with a strong tech- 
nology back-up all under a single 
head. That's what we decided to 
do," says Kapil, who earlier worked 
with Tata Consultancy Services as 
head of global sales for one of its 
verticals. Just the same, finding 


TENET 
o 





customers initially was difficult, bu 
the siblings persisted. Kami, a gol 
medalist from the National Lav 
School and also a Harvard Busines 
School alumna, had earlier worke 
with Chennai-based BPO, Offic 
Tiger, as head of its M&A team, an 
Arthur Andersen, where she worke: 
in the business advisory practice. 
The siblings’ combined experi 
ence came handy, and they quickl 
moved into the acquisition mode 
Beacon Publishing, an Ohio-base 
technology firm, was acquired i: 
March 2006, followed by Utah 
based Westwords Inc. in August the 
year. Prepress Inc. of Massachusett 
was bought in January 2007. Ther 
in March this year, PreMedia ac 
quired GGS Book Services, whic 
helps design and develop scho« 
text books. *We grew (PreMedia) s 
multaneously through the organi 
and inorganic route," says Kami. ] 
2008-09, the firm hopes to d 
Rs 150 crore in revenues. 
NITYA VARADARAJA 
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The 2007 List: How Are They Doing? 


On an expansion spree: 24x7 
Learning Solutions' Karthik K.S. 


24X7 LEARNING SOLUTIONS: The 
Bangalore-based e-learning solu- 
tions company raised $4 million 
from Capital 18 in November last 
year to fund its expansion plans, 
including the establishment of 400 
centres across the country. 


ADVENTITY: The Norwest Venture- 
funded company has just opened 
its Chennai centre and forayed over- 
seas by unveiling its Dubai opera- 
tions as well. The company has a 
headcount of over 4,000 and says it 
will double this in the next 12 
months. Adventity is also looking to 
expand its footprint overseas, be- 
sides going public in the third quar- 
ter of 2008-09. 


GURUJI.COM: Since its launch two 
years ago, this local search start-up 
has got 10 million users, claim its 
founders. An ad-serving revenue 
model was launched in February 
this year, with Guruji earning rev- 
enue per click from advertisers on its 
site. It recently launched its mobile 
search solution and will soon close 
its second round of funding. 


JIGRAHAK: This mobile services start- 
up began with just low-cost carrier 
Air Deccan as its anchor customer, 
but has since expanded its business 
to cover travel, entertainment, bank- 
ing and bill payments. Today, 
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His hands are full: JiGrahak's 
Sourabh Jain 


JiGrahak has 25 partners for its 
NGPay mobile commerce platform 
and claims to be adding 15 partners 
a month to this list. At the same 
time, user base is growing at 1,000 
a month and will soon cross 
100,000, say company officials. 


ASIA CRYO-CELL: Renamed LifeCell 
recently, the Chennai-based stem 
cell bank opened a new centre in 
Indore in March this year and tied 
up with us-based Cryo Cell to col- 
lect stem cells from menstrual blood. 
It expects to have 50 centres soon. 


NAUTANKI.TV: From being an online 
video channel, Nautanki has ex- 
panded its focus to look at games, 
with an application developed with 
gaming site games2win, available 
across 2,500 sites and blogs. 


Covering the entire gamut: 
Onyomo's Shailesh Mehta 





Look, new features: Guruji.com's 
Anurag Dod (L) and Gaurav Mishra 


SEVENTYMM: It kicked off consolida- 
tion in the online movie rental busi- 
ness by acquiring Delhi's Madhouse 
Media in July last year. It has also 
tied up with Palador Pictures to in- 
troduce foreign language films from 
cult directors such as Akira 
Kurosawa to Indian audiences. 


UFO MOVIEZ: The company has 
crossed 1,000 installations in the 
country and as part of its aggressive 
expansion plan, has begun to open 
up SEC B and C towns with its digi- 
tal projection systems. 


DRISHTEE: The six-year-old company 
has expanded its service by starting 
a pilot rural BPO programme in a vil- 
lage called Saurath and has also ex- 
panded its partner list to include 
the likes of Amaron for batteries 
and it claims to employ around 
1,500 people and reach 1.5 mil- 
lion villagers through its network of 
partners, including Microsoft. 


ONYOMO: The mobile search start- 
up has expanded its reach to 
nearly a dozen cities and has tied 
up with the likes of iXiGO, a 
travel search portal to expand its 
reach. It has launched new services 
such as SMS search and Text It, 
which allows users to message the 
contact details of a specific outlet 
to a mobile phone. M 
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OR MORE THAN A DECADE 
now, Coimbatore Krish- 
narao Prahalad, or C. K. 
Prabalad, bas been tbe 
best-known management 


guru from India. Professor of 
Strategy at the Ross School of 


Business, University of Michigan, 
Prahalad shot to fame with his book 
Competing for the Future, which he 
co-authored with Gary Hamel. Since 
then, Prahalad, who studied and 
taught at IM Ahmedabad before 
moving (back) to the US to join the 
University of Michigan as Assistant 
Professor, has written four more 
books, including the latest The New 
Age of Innovation, whose global 
release took place on April 17 in 
Delhi. In the book, co-authored with 
colleague M. S. Krishnan (he’s 
Professor of Business Information 
and Technology), Prahalad, 57, 
argues that “we have finally reached 


the point where the confluence of 


connectivity, digitization, and the 
convergence of industry and tech- 
nology boundaries are creating a 
new dynamic between consumers 
and the firm”. “Traditionally,” 
Prahalad and Krishnan write, “we 
have assumed that the firm creates 
value and exchanges it with its con- 
sumers. This firm- and product-cen- 
tric view is being rapidly replaced by 
a personalised experience and a co- 
creation view of value.” The au- 
thors use a shorthand (“it’s not an 
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equation,” Krishnan clarifies) N=1 
and R=G to drive home what they 
call the two pillars of the next 
generation of innovations, where 
N=1 stands for one consumer exp- 
erience at a time, and R=G for all 
the resources that need to be 
tapped from multiple vendors and 
around the world to satisfy the 
experiences of one consumer at a 
time. A day before the book was 
launched in Delhi, Prahalad spoke 
to BT’s R. Sridharan on innova- 
tion and his own intellectual jour- 
ney over the years. Excerpts: 


What is C. K. Prahalad really about? If 
one looks at, say, Michael Porter, one 
knows that he’s about strategy. Philip 
Kotler is about marketing, Noel Tichy 
is about leadership, and Clayton 
Christensen is about innovation. What 
is C. K. Prahalad about? 

In 1987, I co-authored (with Yves 
L. Doz) a book called Tbe Multina- 
tional Mission: Balancing Local 
Demands and Global Vision, argu- 
ing that global and local are essen- 
tial parts of being a multinational. 
That has endured. That sparked a 
whole line of research. My sense is 
it’s an attitude of mind that you 
want to focus on the next practice 
and not the best practice. You never 
know fully whether what you are 
saying will happen or not because 
you're amplifying weak signals and 
connecting the dots and trying to 
see a pattern, when the pattern is 
not fully evolved. So, whether it is 
the Multinational Mission book or 
Competing for the Future or Future 
of Competition or The Bottom of 
the Pyramid or this book, I’ve taken 
the same attitude. 


But each of your books also builds 
on the previous one. To that extent 
innovation, in a broad sense, emerges 
as the connecting theme. 

From Day One, my work has been 
about strategy, so it’s not that I’ve 
strayed too much. And the work 


has been about innovation, it’s been 
about value creation or wealth cre 
ation, if you want to talk about it 
that way. But I’ve always strived to 
look at perspective that is some- 
what different. So (in this book), 
the starting point for me is, if co- 
creation is taking root, if bottom 
of the pyramid is becoming a reality, 
on top of it you have connectivity, 


which eliminates asymmetry of in- 
formation, digitization, which re- 
duces dramatically the costs so that 
hi-tech is no longer the privilege of 
only the rich, if industry bound- 


aries are cracking up, and then social 
networks are emerging, it must have 
something to do with value cre 

ation. And it must change the very 
locus and the sources of innovation 
because, today, instead of a small 
group of people sitting and thinking 
about innovation, you can have 
three billion people not only being 
micro-producers and micro-con- 
sumers, but micro-innovators. Will 
it happen overnight? Of course not. 
But everybody has an opportunity to 
contribute to innovation. 


Not every consumer may want to be a 
co-creator... 

Co-creation by definition is vol- 
untary. You can’t force a person to 
co-create with you. And co-cre- 
ation is about experience and ex 
perience is always contextual and 
personal. You have this experience 
and you have your own reference 
group to give meaning to that 
experience. 


If co-creation is voluntary, then a com- 
pany may or may not tap its potential 
value fully. Is there some way in which 
companies can engage this important 
consumer segment in co-creation? 


There are ways in which you can 
engage them. One is, put the beta 
version out there. That’s what all 


the software companies do. The 
other one is active blogging, when 
people start talking about what are 
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the things that they want to see 
and what are the things that bother 
them. That is another way of min- 
ing that information. Third is to 
pose a question and move it out. 


If you look at it, co-creation has been 
happening after a fashion ever since 
modern management has been around. 
For example, market research and cap- 
turing customer voice, it's all an attempt 
at co-creation. What's different about 
co-creation this time around? 
Market research is about asking 
your questions and getting re- 
sponses from, say, focus groups. 
But co-creation is not about asking 
your questions. It's trying to un- 
derstand their questions. That's 
very different. Even CRM, which is 
supposed to be customer-focussed, 
is a very firm-centric view of the 
consumer. Í am trying to under- 
stand you better so that I can take 
more money out of your wallet. It 
is not creating something together. 
But what we are really talk- 
ing about is co-creation, which 
takes it one step further, where 
you have to have access, trans- 
parency, dialogue and a deep un- 
derstanding of risk and benefit. 


Toyota allows its customers to design 
their own cars. Would you call that 
co-creation? 

I think that is very close to co-cre- 
ation. But it's only while buying 
the car—the question is, what hap- 


122 BUSINESS TODAY MAY 18 2008 





"If co-creation is taking root, if bottom of the pyramid 
is becoming a reality, (if) you have connectivity, which 
eliminates asymmetry of information, digitization, 
which reduces dramatically the costs... it must 
change the very locus and the sources of innovation" 


pens after? And if you look at what 
Toyota is doing, or what BMW is 
doing and add to it what GM is do- 
ing with OnStar, it's completely dif- 
ferent. Think about this: I spent 
$30,000 to buy a car. You are nice 
to me till I buy the car. Once the 
transaction is over, you forget me 
for the next five years. Except when 
I come to the dealer for serv- 
ice—and the dealer does not nec- 
essarily transfer the information 
back to the company. What can 
OnStar do? I can establish a daily re- 
lationship with the customer. I’m 
travelling with a small baby to 
school every day. I live in Pikes 
Peak (Colorado). I can now tell you 
weather information, I have your car 
information, I know where you are 
because of Gps, I can help you with 
your child to be safe. Now, that is 
building a relationship. 


Is co-creation easier in certain kinds of 
industries or would you argue that it’s 
possible across industries? 

It is possible across industries, 
that’s the spirit of the book. In 
some, it is so obvious. Financial 
services, it is so obvious. FMCG, 
it’s not that obvious, unless you 
think about it. For example, we 
talk about Pond’s Institute (in the 
book). Pond’s Institute can now 
come and measure your skin tex- 
ture, moisture content, all of that. 
Then they can sit with you, either 
remotely or face-to-face, and then 
say “okay, this is how you want to 
look. If you want to look this way, 
these are the products that we sug- 
gest. We can modify the products 
to suit your condition. This is how 





much it will cost”. Then you can 
say “No, I can’t afford this” or 
“It’s okay” and then you get a dif- 
ferent set of products. 


Is information technology the centre- 
piece to all this co-creation activity? If 
that is the case, what happens to an 
economy like India where IT isn't that 
pervasive? We have only 50 million 
internet users. 

No, but I think cellphones, we have 
250 million. And it's going to be 
500 million. So the question is, 
how do you get cellphone as your 
device of choice and not necessarily 
the internet and the pc. Pll give 
you a very simple example. We as- 
sume PC-based banking is key, so 
someone in the Philippines invents 
text-based management, small trans- 
actions and also remittances based 
on text messaging. I can send 
money from the Philippines or the 
Gulf, to my grandmother in the 
village. So it happened in the 
Philippines first. Now we are going 
to do the same... now we are going 
one step further, you don't have 
to have an account number or an 
ATM understanding. l'll send you 
an SMS message with an encrypted 
code, with an amount of money. 
You take that cellphone with that 
encrypted code to an ATM machine 
and you'll be able to withdraw that 
money. So the machine would 
know the amount to be withdrawn 
because it is encrypted. 

Now, think about this: this is 
something that’s happening in 
emerging markets sooner than in 
developed markets, because there 
everybody has access to ATMs, 
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"The real issue in India is not technology. We have the 
best IT companies here, we have analytical skills here. 
We have to just embrace them and use them. But in 
order to build the bottom of the house, we have to 
worry about the structure at the top" 


everybody is literate and, therefore, 
nine-digit code is perfectly fine. We 
had to invent the biometric ID be- 
cause most people in our villages 
cannot read or write. So, all our 
disadvantages can be converted into 
an advantage and India can become 
a huge laboratory for the next busi- 
ness model innovation. 


For a market like India, would you say 
that co-creation is an even bigger 
necessity for innovation than it is, say, 
for a developed country? 

Exactly, it is a bigger necessity be- 
cause you want the people you're 
aiming to serve to help you un- 
derstand, what it is that they want. 
We don't want to assume that peo- 
ple in the villages want to do this, 
they may want something else. 
And I’ve been working on a project 
with BP on building cbulbas. We 
went to the villagers and asked 
them. And they gave us lots of in- 
put. They told us how to put the 
fan, how to make it battery oper- 
ated. Two, we worked with the 
Indian Institute of Science to build 
the chulha—stainless steel with ce- 
ramic coating inside—and we 
worked with village entrepreneurs 
to pelletise biomass, so it increases 
the efficiency from 10 per cent to 
45 per cent. And 250,000 units 
have been sold commercially at 
Rs 675 (apiece). 

To me, the real issue in India is 
not technology. We have the best IT 
companies here, we have analytical 
skills here. We have to just embrace 
them and use them. But in order to 
build the bottom of the house and 
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the basement, we have to worry 
about the structure at the top—of 
skills, attitudes, opinions, prefer- 
ences of managers and their val- 
ues. Ultimately, if you think about it, 
what is the book about? The cen- 
trality of the individual as a con- 
sumer. That’s all there is. 


What do you think are the factors that 
have come together to spur innovation 
in India at this stage? 
I think all the negatives we talked 
about in India are becoming posi- 
tives. Let me give you some ex- 
amples. No country had 17,000 
pharma companies or whatever 
the number is. Now, what’s the 
advantage? At least there are 
17,000 people who understand 
chemistry and fine chemicals and 
pharma manufacture. So, it was a 
negative policy which created a 
positive outcome. Drug control, 
price control, and not having 
patent protection for products... 
what happened? We ended up 
with the lowest cost and an ex- 
treme understanding of reverse 
engineering that has created the 
generic revolution worldwide. 
There is no IT market at home. 
So all the rr companies had to be 
global from Day One. They had to 
be globally-oriented, they had to 
build what I call micro-multina- 
tionals. You could be a $25- 
million software company in India 
doing some specialised service and 
you're global; 100 per cent of your 
business is outside. So they had the 
same problem of foreign exchange 
management, cross-cultural man- 
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agement, market being somewhere 
else. We figured out how to do 
this, at $25 million. 


How much of this would help Indian 
companies create markets globally? 
Think about this, because it Is very 
interesting. ICICI Bank says the av- 
erage deposit in, say, Singapore 
may be $1,000 per person; here 
it's $100. So, if I want to provide 
the same quality of service (as else- 
where in the world), my IT cost 
should be one-tenth (of that glob- 
ally). They've done that. Now I can 
go to Canada, and I can start a PC- 
based operation and I can give 1 
percentage point more interest for 
my deposits because my costs are so 
low. Everybody is trying to bring the 
backend to India, my backend is 
already in India! 

All that I’m saying is, there's a 
lot of interesting things happening in 
India in innovation and none of 
them is what people are writing 
about. It’s not product innovation, 
if you look at (low-cost) cataract 
operations at Aravind Eye Care in 
Madurai, it’s process innovation. 
So, my job has been, in The Bottom 
of the Pyramid and also to some 
extent in this book, to identify those 
unique nuggets and highlight them 
and say: what if this pattern 
spreads? That’s the question, and I 
hope the pattern spreads. 8 
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"N21 AND R=G: A SOCIAL MOVEMENT" 


An excerpt from the book that explains why the individual is now at the centre of value creation. 


HE NEW COMPETITIVE LANDSCAPE IS NOT JUST A 
T signal of change, but rather a social 

movement. Whether it is buying tires, 
renting movies, buying insurance, watching TV 
and consuming news, checking in at a kiosk in 
an airport, or self-checking out in a supermarket 
(even if it takes a bit longer and more work), we 
are migrating rapidly to an N=1 world. We see 
this everywhere. If business leaders aggressively 
adopt these trends, we will witness historical new 
growth for businesses by 2015. We believe 
that a large enough sample of firms in critical in- 
dustries will be successful over the next few 
years to provide the role models and confidence 
that will inspire many to follow this approach and 
adopt its strategic options. 

We believe that the movement toward N=1 and R=G is 
not a choice. The focus of the young on Web sites like 
MySpace, YouTube, Orkut, Facebook, and others suggests 
that a whole generation of consumers will grow up ex- 
pecting to be treated as unique individuals, and they will 
have the skills and the propensity to engage in a market- 
place defined by N21. This movement is accelerating. 
Personalized and social networking sites are currently grow- 
ing faster than ever before. For example, MySpace reports 
200 million consumers in four years, whereas Facebook re- 
ports over 47 million consumers in two years... 

Value for this new generation of consumers is not em- 
bedded in traditional notions of quality. That is a given. These 
consumers want to be involved in 
shaping their own experiences. 
Similarly, the competitive impera- 
tives of access to talent, speed (red- 
uction of cycle time or, more ap- 
propriately, reaction time to changes 
in the competitive environment), 
and cost will drive most firms toward 
using multiple vendors across the 
globe. R=G is also inevitable. 

This process of creating value 
with one consumer experience at 
a time will also permeate the way 
the firm is managed internally. 
Within the corporation, engaging rea * 
employees emotionally and intel- ^ 
lectually in the mission of the firm h 
will require that each employee is 
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The authors: C.K. Prahalad and M.S. Krishnan 


treated as unique (N=1)... Mobilizing global 
teams based on the unique skills of individuals 
to address unique tasks is no different from 
R=G... Recognizing individuals as unique in all 
their roles (consumers, employees, investors, sup- 
pliers, and citizens) will become a prerequisite 
for success in value creation. Similarly, recog- 
nizing that resources are highly distrib- 
uted—within the global firm, among suppliers, 
in consumer communities, and among people at 
large—is critical. Managers must build systems 
that selectively pull together teams that are 
i uniquely capable of providing high-quality, low- 
I cost solutions rapidly. This transformation is 
about the centrality of the individuals, their 

choices, and their cocreated experiences. 

We believe that the question for managers concerned 
about value creation is not “whether” but “when.” The sooner 
the firms learn about this transformation, the better it is. 

This transformation will also touch all levels of man- 
agement, from ctos to call center operators. Ask yourself these 
questions: 


@ How can | connect these emerging strategic opportunities 
with day-to-day operations 

@ How do l learn about specific customers' desires, skills and 
behaviors such that | can help create better experiences 
for them? 

@ What technical support structures do we need to create the 

capacity for flexibility and innovation 

at low cost? 

@ What changes do we need to 

make in the way we manage our 

human capital? 

@ Are we prepared for working 

across cultures and time zones in a 

seamless global network? 

As we move toward an N=1 and 

R=G world...the ability to develop 

flexible, transparent, and granular 

business processes that allow for 

continuous reconfiguration of re- 

sources (R =G) to serve interests of 

N=1 will indeed define the new age 

of innovation. 


(Excerpted with permission from Tata 
McGraw-Hill Publishing Company Ltd) 
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The New 
Age of Oil 


The oil sector is booming because 
of rising crude prices, but not all 
oil and gas stocks make good 
investment. How should you 






play the sector? 
RITWIK MUKHERJEE 


IL IS ON 
the boil 
again due 
to soar- 
ing crude prices. At 
$120 (Rs 4,800) a bar- 

rel, crude prices are up 
more than 300 per cent from their 
2003 levels (it was at $28 per barrel 
in 2003 and $45 a barrel in 2004). 
A lot of this rise has happened dur- 
ing the first four months of 2008. 
Rising demand from India and 
China, coupled with a supply 
crunch, is driving prices through 
the roof. As oil gathers momentum, 
it brings opportunities as well as 
challenges for companies operating 
in this sector. For oil and gas pro- 
duction companies that cater to the 
overseas market as well as for oil 
equipment suppliers, there's plenty 
of good news. It's now obvious that 
the focus is going to be on energy in 
the coming years. And investors 
must be a part of the action. 
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But not all companies will 
benefit from the oil boom. *High oil 
prices will benefit companies in the 
exploration segment like ONGC and 
Cairn. However, the government's 
policy of equitable sharing of the 
burden of high prices (oil marketing 
companies, exploration companies, 
government and consumer) is hurt- 
ing the profitability of companies 
like ONGC and their stock prices do 
not reflect their true potential," says 
Himanshu Varia, Institutional 
Sales, Asit C. Mehta Investment 
Intermediates. 

Investors should tread carefully. 
They should consider factors other 
than just the market outlook and the 
government’s domestic oil policy. 
Oil marketing companies, such as 
Indian Oil Corporation (10C), 
Hindustan Petroleum (HPCL) and 
Bharat Petroleum (BPCL), are 
plagued by huge under-recoveries as 
they have to sell finished products 
like auto and kitchen fuels at regu- 
lated prices and not market-deter- 
mined prices. This has led to a de- 
cline in their profits as well as a se- 
vere cash crunch, thereby affecting 
their expansion plans and working 
capital needs. Little surprise, their 
stocks have languished. Says Kuldip 











Balasia, Head of Research, SKP 
Securities: “Oil marketing rsus like 
HPCL AND BPCL have remained non- 
performers on the market in the 
recent past. ONGC has also failed to 
impress mainly because of the sub- 
sidy burden. These are expected to 
remain under-performers in the 
medium term due to the govern- 
ment's populist measures." 

The subsidy bill has been soaring 
over the past few years. In 2006-07, 
ONGC's subsidy burden stood at Rs 
17,025 crore, while it was Rs 
1,487.59 crore and Rs 1,993.75, 
respectively, for GAIL and OIL. At 
the same time, the subsidy burden of 
upstream oil companies rose 156 
per cent to Rs 6,447.5 crore over 


OIL'S ROCKING 


The oil sector has 
comfortably 
outperformed the 
frontline index. 
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The Sensex and BSE Oil 
& Gas index have been 

plotted on a base of 100 
in order to show relative 
performance. 
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the last one year. This year, it is 
expected to go even higher. Says 
Sandeep Shenoy, Strategist, PINC 
Research: “The PSU refinery-cum- 
marketing companies will remain 
under pressure for some time now. 
Investors should avoid them." 

On the other hand, Reliance 
Industries has seen its stock price 
soar to new highs. “Its ability to 
process highly sour crude (with 
high sulphur content) and sell the 
refined products internationally at 
market prices has enabled it to earn 
significantly higher margins than 
its PSU counterparts,” says Varia. 
PINC Research’s Shenoy seconds 
this view. *Refiners for global mar- 
kets such as Reliance Industries, 
Reliance Petroleum and Essar Oil 
should be able to reap good margins. 
The refining margins for sour crude 
are expected to remain high for 
some time. There isn’t much re- 
fining capacity coming up globally. 
India has the potential to emerge as 
a refining hub for the APAC region, 
if not globally. These three play- 
ers, therefore, will be the best bets 
for this refining cycle,” says Shenoy. 


Power Plays 

The sector is also seeing an increase 
in exploration activities and other 
services, which, in turn, have pro- 
pelled the demand for services like 
drilling rigs and logistics suppliers. A 
shortage of rigs has resulted in huge 
windfalls for companies like Aban 
Offshore and Great Offshore. 
“Service providers like Aban 
Offshore are better-placed in this en- 
vironment,” says Varia. Logistics 
suppliers, which help in transporting 
oil and gas from producers to con- 
sumers, will also benefit from an 
increase in exploration activity. 
Shenoy is especially bullish on ship- 
ping companies such as GE Shipping, 
and Mecator Lines and and oil rig 
service providers such as Great 
Offshore and Jindal Drilling. “While 
the former have stable business 
models, the latter could see a sharp 


A TICKET TO RIDE 


A handful of stocks are poised to capitalise on soaring oil prices. 
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“The PSU refinery-cum-marketing companies will remain under pressure for some 
time now. Investors should avoid them" 
Sandeep Shenoy, Strategist, PINC Research 
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"With the huge investment capex lined up for the sector, we expect oil ancillary 
companies to outperform the broader markets" 


Kuldip Balasia, Head of Research, SKP Securities 


increase in profitability, as deploy- 
ment rates have reached very high 
levels. Some unorthodox bets like 
Shiv Vani have scalability poten- 
tial. Other stocks to watch are Asian 
Oilfield, Alpha Geo and Dolphin 
Offshore. These companies have 
the capabilities to capitalise on the 
capex story of the Indian petro- 
leum sector," adds Shenoy. 

Many oil and gas companies 
have planned huge investments in 
the near future, and investors 
should keep an eye out for such 
companies. Says SKP Securities' 
Balasia: *With the huge capex lined 


ON THE RISE 


Since 2002, oil prices have risen 
more than five-fold. 
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up for the sector, we expect oil an- 
cillary companies to outperform 
the broader markets. On the back 
of rising crude prices, oil explo- 
ration companies are also expected 
to do well." In fact, the entire 
logistics chain is turning out to be a 
great investment opportunity. 
Analysts recommend pipe-makers 
like Maharashtra Seamless, 
Welspun Gujarat Stahl Rohren and 
Man Industries. Other opportuni- 
ties are in tank storage and 
distribution companies like 
Aegis, LNG Petronet, GAIL and 
Indraprastha Gas. 

But investors must keep a watch 
on the capex plans of these com- 
panies and check for cost overruns. 
Companies able to execute their 
projects on time or earlier are the 
ones to watch out for. Adds Shenoy: 
“The point to be noted is that most 
ancillary companies are on a huge 
deployment cycle and have to man- 
age the interest cost efficiently, as 
any glitches on that front could im- 
pair their workings and profitability 
in the short and long terms. The 
oilfield services companies, which 
have already built their assets, will 
reap benefits, but those trying to 
build up assets in these high-cost 
times will not be too profitable in 
the near term." 

Crude prices have hardened 
globally due to a demand-supply 
mismatch and geo-political factors. 
Given the current scenario, some 
further hardening might still take 


ITS RUNNING AWAY 


International oil prices have hit an 
all-time high. 
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THE OIL FACTOR 


How you can profit from 
the ongoing oil boom. 


INVEST IN ASSETS: The best way to 
invest is to back companies that 
have sizeable assets like refineries or 
rigs or are in advanced stages of 
capacity expansion. 


ADVANTAGE EQUIPMENT SUPPLIERS: 
Oil and gas equipment suppliers 
such as storage tank and rig suppli- 
ers have an inherent advantage due 
to the shortage of supplies. 


SUBSIDY WEIGHS HEAVY: PSU com- 
panies have been weighed down by 
under-recoveries, which is reflected 
in their under-performing stocks. 


place. As crude prices have risen, oil 
producing and refining companies 
have done very well on the bourses 
recently. On the other hand, oil 
marketing Psus like HPCL, BPCL, 
ONGC, etc., have remained non- 
performers mainly due to the sub- 
sidy burden. Oil ancillaries, like 
drilling services companies, oil rig 
suppliers and oil pipeline suppli- 
ers, on their part, have done well. 
The best way, therefore, to play 
the oil sector will be to play safe 
and invest in small companies that 
have built up capacities and are set 
to reap the benefits from their 
operating leverage. Join the action. 
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Ride the 
Rough 
Times 


Options and futures 
can help you ride 
out the market's 
volatility—and 

also profit from it. 
NITYA VARADARAJAN 
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N INFLATION SCARE IN CHINA 
or a rate hike in Japan can 
send stock prices tumbling in 
India. In an increasingly integrated 
global financial world, events like 
these have become common and 
trigger waves of panic selling. 
Consequently, stock markets have 
become volatile—and there is no 
telling which way the tide will turn. 
Therefore, in today’s volatile mar- 
ket, its important for investors to 
ride the rough times and, where 
possible even, profit from them. 
Sandeep Singal, Co-head, 
Institutional Derivatives Business, 
Emkay Share and Stock Brokers, 
has a novel suggestion for the risk- 
averse investor, and it is similar to a 


structured finance product fund TOOLS OF PROTECTION 


houses are coming out with. Ifyou tow futures and options work in a volatile market. 


have capital of, say, Rs 2.5 lakh, 
you can put Rs 2,12,500 ina bank 88 Two- or three-year options are a reality and could prove useful for the 





fixed deposit, which will give a rate long-term investor 

of return of about 8.5 per cent. This x Along straddle, or a long strangle are good options to use in a volatile market 
will ensure that the capital grows m Learn the art of arbitraging—buy in the cash market, short-sell in 

back to Rs 2.5 lakh over two years. the futures market 

With the remaining Rs 37,500 you — m Due to intra-day volatility, there is a danger of a stop-loss trigger first in the 
can buy long-dated (up to three cash market. Therefore, choose an option where the strike price premium 
years) option contracts. Says Singal: equals the stop-loss. This will not only limit the losses but gives an 
“Investors can buy option contracts opportunity to stay in the market and gain from the rise 

(up to three years) on the Nifty, I Hedge about 60 per cent of your portfolio using Nifty futures, instead 
which sEBI has allowed," he says. of averaging in the cash market 

This will allow them to take a shot at 
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the market over the long term, and 
also ride out the volatility. 


Insure Against Volatility 
Monal Desai, Vice President and 
Head of Institutional Equity 
Derivatives, Prabhudas Lilladher, 
recommends a different strategy— 
essentially a hedge to counter the 
market's downside. *During sell- 
ing sprees, if the investor holds 
stocks that trade in the futures and 
options segment, he can sell futures 
or call options, or buy a put op- 
tion. This is like buying insurance in 
a falling market." Although hedging 
comes at a cost, for some investors, 
it can work better than averaging in 
a falling market. Suresh Kumar Iyer, 
Technical Analyst, Asit C. Mehta 
Investment Intermediates, agrees: 
"The medium- to long-term in- 
vestor can hedge his portfolio by 
short-selling Nifty futures up to 50- 
60 per cent of his portfolio rather 
than averaging his purchase price 
stocks till a clear trend emerges or 
some reversal takes place." 
Another option is to use a cov- 
ered call strategy if you are already 
holding a stock trading in the futures 
segment. A short-term neutral to 
bearish view on a stock you hold but 
don't want to sell can fetch you pre- 
miums if you sell call options. This 
will reduce your cost of acquisition. 





the long term, and also ride out the volatility" 
Sandeep Singal 

Co-head, Institutional Derivatives Business 

Emkay Share & Stock Brokers 





"Investors can buy option contracts on the Nifty. 
This will allow them to take a shot at the market over 


However, option sellers take a risk— 
they have to comply if buyers choose 
to exercise the option. But selling out 
of the money call options is your 
way out, as buyers will not exer- 
cise their option if the strike price is 
higher than the spot price. 
Another solution that works for 
investors is arbitrage. Says Desai: 
"As futures are short-term instru- 
ments, prices in the cash and fu- 
tures market coincide on the day 
of expiry. Transactions can be offset 
in the cash and futures market. Buy 
in the cash market and short-sell 
futures at a higher price than your 
cash market purchase. At the time of 
expiry, sell the stocks in the cash 
market and buy the futures you sold 
earlier. This technique allows you to 
take advantage of any mis-pricing in 
the cash and futures market." 
One strategy that probably 
sounds like rocket science but is 
quite simple is going in for long 
straddles or strangles, as they are 
called. It works well in a volatile 
market, particularly when an in- 
vestor is not clear about which way 
the market will move. In a long 
straddle, an investor buys both put 
and call options on the same stock 
at the same strike price that expire 
at the same time. The investor 
makes a profit if the security moves 
either up or down, but after ac- 
counting for the option's 
cost price. It works best if 
you think the market is 
highly volatile, but don't 
know where it's going. 
Similarly, in a long stran- 
gle an investor buys both a 
put and a call option, but 
unlike a long straddle the 
options are bought at dif- 
ferent strike prices. Says 
Anand Kuchelan, Senior 
Analyst, Derivatives Strategy, 
PINC Research: *A long 
strangle is created when calls 
and puts are bought at dif- 
ferent strike prices." 
Investors can make money 


THE FUTURE ZONE 


What is the difference between 
futures and options? 


m An option gives the buyer the 
right but not the obligation, while 
-the seller has an obligation to 
comply with the contract. In 
futures, both the buyer and seller 
have an obligation to honour 
the contract 


m Acallor put options can lapse, 
but if you choose to exercise it, 
the counter-party (seller) must 
comply. A futures contract, on 
the other hand, is binding on 
both buyer and seller and it has 
to be settled on or before the 
expiry date 


m The purchase of a futures 
contract involves a larger cash 
outflow than options, where one 
pays the premium 

m A futures contract carries 
unlimited profit and loss 
potential, whereas the buyer 
of a call or put option has 
limited losses but unlimited 
profit potential 

W Futures are a favourite with 
speculators and arbitrageurs, 


while options are widely used 
by hedgers 


in a highly volatile stock, if the un- 
derlying stock moves significantly. 
At the most, an investor will lose 
the cost of the premiums, if there's 
no movement in the stock. If for 
example, the current Nifty is ruling 
at 4,750, one could buy a 4,600 put 
@ Rs 45 and a 4,900 call @ of Rs 
55. The strategy becomes prof- 
itable if the Nifty goes below 4,500 
or above 5,000, after including the 
option costs. All in all, investors 
have reaped benefits in a volatile 
market —all it takes is a bit of 
gumption. "For these strategies, a 
view is needed, but not the direc- 
tion," says lyer. Rightly so. 
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Home Turf No More 


The high price of real estate has put financiers on the back foot, 
thus, making home ownership more expensive. MANU KAUSHIK 


ONE ARE THE DAYS WHEN YOU 
e walk into a bank and 

walk out with an instant 
home loan. Banks and financial in- 
stitutions have started feeling the 
heat of the real estate market, which 
means buyers will have to dig deep 
into their resources to fund their 
new homes. Worries over rising 
defaults in home loans, coupled 
with soaring interest rates, have 
prompted banks to tread cautiously 
on this turf for now. Says Amar 
Pandit, Director, My Financial 
Advisor: “With the world’s financial 
markets in turmoil, following a cri- 
sis in the US mortgage lending sector, 
bankers in India are wary when it 
comes to assessing home loan ap- 
plications. For them, the ability of 
borrowers to pay is paramount." 


Winds of Change 

Banks and housing finance compa- 
nies (HFCs) have raised the financing 
margin for home loan borrowers, 
and borrowers now have to make 
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NOT CHEAP ANYMORE 


Interest rates have risen 400 basis 
points over the last three years. 
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higher down payments on loans. 
Says Harpreet Singh, Business 
Director (Wealth Management, 
Distribution & Loans), Centurion 
Bank of Punjab: *Banks have cut 
down the ceiling on maximum loan 
available to 80 per cent of the total 
value of the property from the ear- 
lier level of 85-90 per cent." For ex- 
ample, Punjab National Bank (PNB) 
is financing up to 75 per cent of the 
purchase value of a property com- 
pared to 85 per cent earlier. 
Similarly, Union Bank of India (UBI) 
will finance up to 80 per cent for all 
fresh sanctions of housing loans 





REALITY BITES 


How the housing finance 
scenario has changed over 
the last two years. 


THEN 

MARGINS: Down payments 
ranged from 10-15 per cent 
and, in some cases, banks 
were willing to finance 100 per cent 
of the loan amount 


INTEREST RATE: The rate of interest 
hovered in 8-9 per cent range; a 
few good borrowers could 
negotiate even lower rates 


FIXED VERSUS FLOATING: The 
differential between a fixed and a 
floating rate home loan was about 
100-200 basis points 


TOP-UP LOANS: This form of loan 
came easy as buyers could top-up 
their existing loan by about 20 per 
cent; ideal for furnishing your new 
home or tide over an emergency at 
cheaper rates 


NOW 

MARGINS: New home buyers 

have to shell out about 25 

per cent or more as down 
payments as banks have tightened 
their lending norms fearing a correc- 
tion in realty prices 


INTEREST RATE: The current floating 
interest rate has inched up to about 
11 per cent, while rate negotiations 
with banks are a strict no-no 


FIXED VERSUS FLOATING: The rate 
differential between a fixed and 
floating rate now stands at about 
250-300 basis points, making 
fixed rates more expensive 


TOP-UP LOANS: Banks have been 
forced to cut back on top-up loans 
for new buyers due to the shrinking 
loan-to-value ratio 
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“We could see a correction of around 
20-25 per cent in real estate prices' 


Harpreet Singh, Business Director (Wealth Management, 
Distribution & Loans), Centurion Bank of Punjab 


against 85 per cent earlier. 
Another reason the banks are 
wary is the expected correction in 
property prices. “Real estate prices 
have increased by about 50-60 per 
cent over the last one year. Going 
forward, we could see a correction 
of around 20-25 per cent in prices 
over the next few months. As a re- 
sult, transactions are going to be hit 
very badly,” says Singh. “Normally, 
when a bank finances a home, it 
calculates the current market value 
and gives a loan on the basis of 
exposure (say 80 per cent of the to- 
tal value) it wants to have in that 
property. If tomorrow, the price 
of property goes down, and the 
bank wants to keep its exposure 
at the same level (80 per cent), it 
will ask the borrower to pay the 
rest from his/her pocket,” he adds. 
Currently, home loan rates are 
hovering between 10.5 and 12.5 
per cent. Industry watchers believe 
that every rise in rates from here on 
will make loan repayment more 
burdensome even with the extended 
loan tenures. “Monetary measures 
like the CRR (cash reserve ratio) 
hike will certainly push home loan 
rates upward, making it difficult 
for borrowers,” says Harsh 


SHEKHAR GHOSH 





“We follow robust Six Sigma processes 
to understand customer needs” 


Egisto Franceschi, 
CEO, Wizard Home Loans 


Roongta, CEO, Apnaloan.com. 

No wonder, the last few weeks 
have seen banks reducing the cap on 
debt service ratio (DSR) of borrowers 
before approving home loans. “This 
will give banks a clear idea of 
whether a person will be able to 
afford a loan or not. When the DSR 
is low, there can be room for in- 
creasing the EMI (equated monthly 
installment) to cover any rise in in- 
terest rates. An amount (EMI) higher 
than 50 per cent of your take-home 
Is a clear indication that you could 
be heading for trouble, especially in 
the current scenario of rapidly rising 
interest rates," says Singh. 


Going Slow 

Home loan disbursements, as a 
result, are expected to slow down. 
Egisto Franceschi, CEO, Wizard 
Home Loans, thinks growth in 
home loans has been slowing this 
year. “It is expected that the market 
will grow at around 10-11 per cent 
this year compared to around 14 
per cent a year ago due to rising in- 
terest rates and the growing base 
of borrowers," says Franceschi, 
adding that a borrower's credit- 
worthiness remains the primary 
consideration in determining loan 





"For Indian bankers, the ability of 
borrowers to pay is paramount” 


Amar Pandit, 
Director, My Financial Advisor 


eligibility. Other factors taken into 
account include income level, credit 
history and repayment ability. “We 
follow robust Six Sigma processes to 
understand customer needs and 
structure the deal in such a way 
that the consumer is comfortable 
and understands his payout,” adds 
Franceschi. 

At current rates, home loans 
are the cheapest form of retail 
credit. A top-up loan is another 
name for a personal loan given to 
home loan borrowers at the pre- 
vailing home loan rates, which is 
usually backed by the property’s 
rising values. It is a useful emer- 
gency funding line for individuals. 
Banks usually lend up to 20 per 
cent of the disbursed value of the 
home loan after one year of re- 
payments. However, as the overall 
market sentiment is turning nega- 
tive, most players in the banking 
space are either reducing this cap or 
clamping down on top-up loans 
entirely. “Today, banks and HFCs 
are trying to minimise their top- 
up loans lending, and, at the same 
time, are advising individuals to 
evaluate their options well while 
utilising the top-up loans already 
taken from the banks," savs Singh. 
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A Tale of the Two Caps 


The recent correction has taken a bigger toll on small- and mid-cap stocks. Will they bounce back? 


HE STOCK MARKET'S MELT- 

down since the beginning of 
the year has taken a huge toll on 
small- and mid-cap stocks. This 
time last year, small- and mid- 
cap stocks were market favourites 
as foreign investors were investing 
huge sums of money in them. 
Such investors are normally re- 
luctant to buy in small- and mid- 
sized counters because of the lack 
of liquidity and their smaller 
ticket size. Their fast-paced 
growth rates, however, attracted 
the big-league investors to these | 
stocks. But the last four months 
have changed all that. 

Foreign investors have been 
dumping small- and mid-sized 
companies in favour of the sturdier 
large-cap companies. One reason 
is that the large-caps valuations 
have shrunk to reasonable levels, 
attracting the attention of foreign 
investors. Another reason is the 
vanishing liquidity in small- and 
mid-cap counters. Since the be- 
ginning of this year, small- and 
mid-cap stocks have underper- 
formed the Sensex. While the 
Sensex has corrected 17.7 per cent 
since January 1, 2008, the small- 
and mid-cap indices have lost 


UP THE THE TIDE HAS TURNED 


STREET Since the beginning of this year, the small- and 
Small- and mid-cap | mid-caps have lagged the broader market. 
stocks outperformed 
over the last one year. 


VW 111 


D ] Ad 


Small- and mid-caps: Losing momentum 


35.8 and 28.9 per cent, respec- 
tively. But the one-year perform- 
ance is still heartening—the 
small- and mid-cap indices gained 
25.6 and 22.9 per cent, respec- 
tively, against the Sensex's 
18.11 per cent. 

Small- and mid-cap stocks have 
an inherent disadvantage: they are 
not liquid. Many stocks see trades of 
about 500-1,000 shares a day, mak- 
ing them prone to high volatility if 
there are bulk orders. As there's 
not much trading, a small buy-side 
order sometimes can push these 


E Small-cap Bi Sensex ` Mid-cap 
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Figures are percentage increase Source: B7 research 


Indices values adjusted to 100 to compare relative movement 
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stocks to hit upper circuit filters. 
But Rajen Shah, Head of 
Research, Angel Broking, feels 
that investors need not worry 
much about liquidity, as over 
time these companies will grow 
in size and liquidity will increase 
in these counters. Shah reasons 
that five years ago, companies 
like ONGC had trading volumes 
of about 1,000 shares a day, but 
now the volumes have increased 
manifold. Says Shah: *Volumes 
are not a concern if the funda- 
mentals are in place." 

The small- and mid-cap 
show, however, is not over 
yet. Recently, these stocks have 

been getting favourable analyst 
ratings and retail interest in 
them is crawling back. As small- 
and mid-cap stocks have corrected 
significantly, many fundamentally 
sound companies are now available 
at valuations that are much lower 
than the broader market. Says 
Shah: *There's a lot of value in 
small- and mid-cap stocks. With 
the economy doing well, all com- 
panies are getting an opportunity 
to expand their business. 
Ultimately, their stock prices 
will benefit. Many excellent mid- 
cap stocks are available at single 
digit P-E multiples." 

But, it may be a while before 
the small- and mid-cap stocks 
replicate last year's momentum, 
as big investors are focussing on 
the larger companies. Of course, 
a lot depends on how long it 
takes for the markets to recover. 
And a lot also depends on how the 
small- and mid-caps companies 
perform in a slowing economy. 
Then again, they may still be able 
to maintain their above-average 
momentum. 

CLIFFORD ALVARES 


They Are Back 


Mutual funds have rebounded from the March 
mayhem and have turned net investors again. 


UTUAL FUNDS HAVE 
PACING UP NES to the stock 
Mutual funds have resumed market as net investors in April 
their buying spree. 2008. The market’s big slump 
s this year saw the big-league 
Investors shying away from 
the market—they sold stocks 
worth Rs 1,971.3 crore in 
March 2008. Some retail in- 
vestors were reported to have 
redeemed their units, thus, 
putting pressure on mutual 
funds to sell stocks in the mar- 
ket. Says Sameer Kamdar, 
Country Head (Mutual 
Funds), Mata Securities: “It’s 
not the first time that there 
have been redemptions. March 
has traditionally been a month when investors redeem 
some investments. It’s nothing new.” 

On the other hand, mutual funds managers were 
selling in the stock market to get into cash. Says Kamdar: 
“Funds may have been selling to get into cash. Many 
funds had increased their cash levels to 10 per cent.” 
Fund managers were getting into cash to protect their net 
asset values from getting eroded. 

Lately, however, fund managers have begun finding 
their way around the market. Last month, they pur- 
chased shares worth Rs 19.1 crore. The investments 
may not appear significant considering that in January 
2008, mutual funds poured in Rs 7,702.05 crore into 
equities. The next few months could be significant: mu- 
tual funds are likely to increase their investment ante and 
deploy their dormant cash. Stay tuned. m 







Net investments in 
Rs crore 





CLIFFORD ALVARES 


The top performers category-wise. 





DIVERSIFIED EQUITY 


"aT 
T 
f E a 2 
M Un 


1 JM Contra Fund . 1096 2287 
2 JM Emerging Leaders 1397 20.01 
3 DBS Chola Opportunities 4109 1980 
4 DBS Chola Mid-cap Fund . 32.16 19.60 
5 Sahara Mid-cap Fund 2391 19.51 
SEUSS eee 
1 Taurus Libra Taxshield . 27189 25.86 
2 ICICI Prudential Tax Plan 10209 18.04 
3 DBS Chola Tax Saver . 1436 15.06 
4 ING Tax Savings 2696 15.02 
5 DWS Tax Saving 1409 1411 


4 
x 


1 JM Financial Services Sector 1432 20.12 
2 Reliance Pharma . 2427 1930 
3 ICICI Prudential Technology . 13.63 16.80 
4 Franklin Infotech 4005 16.62 


5 UTI Software 1963 15.81 
BALANCED FUNDS | 


1 ICICI Prudential Child Care-Gift 4998 17.32 
2 JM Balanced . 2574 12.36 
3 Principal Child Benefit 1873 12.18 
4 LIC MF Balance 5439 1195 
5 HDFC Children's Gift-Inv 27.73 M21 
[LUIEMMSOQEMEMENENM AEN ENSE R0 
1 DBS Chola MIP 1712 436 
2 JM MIP 143 360 
3 Principal MIP Plus 1910 333 
4 Birla MIP Il Wealth 25 1421 329 
5 LIC MF Floater MIP Plan A 1484 3.27 





z 2d 1 LIC MF Bond 394 15 
2 Birla Dynamic Bond Retail 127 103 
3 Tata Dynamic Bond A .1317 101 
4 ING Income | | . 2030 0.96 
5 Grindlays SSI Medium-term 1284 0.88 
LIQUID FUNDS ee 
1 Templeton India Ultra Short Bond Retail . 1033 0.89 
2 Escorts Liquid 1194 086 


3 Mirae Asset Liquid Plus Regular 1,012.23 0.85 
4 Templeton India MMA us S a 
5 Canara Robeco Liquid Retail 14.83 0.77 





*Absolute returns percentage as on April 23, 2008 — Source: Valueresearchonline.com 
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GAME FOR CHANGE 


A New Career Pitch 


An assortment of opportunities is on offer as cricket's masala 
version gets off to a heady start. SAUMYA BHATTACHARYA 


E HAS LED HIS UNIT IN 
Jammu & Kashmir where 
quick, and correct, deci- 


sions can make the difference be- 
tween life and death. Yet, for a rel- 
atively easy task, Colonel Vinod 
Bisht was facing a unique predica- 
ment this March. A student of the 
Post Graduate Programme in Public 
Policy and Management (PGP-PMP) at 
IIM Ahmedabad, the 45-year-old 
Colonel Bisht faced a problem of 
plenty during the placement sea- 
son. He had three offers to choose 
from—a techno-commercial pro- 
file at a leading telecom service 


The business of cricket has just acquired a professional. 
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Colonel Vinod Bisht, Associate Vice- President (Operations), GMR Sports 





“| realised | Was suddenly. sought- -after when the placement 


brief was given at the institute 


provider, an IT role at a power com- 
pany and an operations role at a 
sports company. After a lot of un- 
characteristic deliberation, Bisht 
settled for the last and has not re- 
gretted the decision since. In fact, 
he realised a few days into the job 
that this decision would probably 
propel him to unanticipated glory. 
“I realised I was suddenly sought-af- 
ter when the placement brief was 


given at the institute,” says the ace 
paratrooper. Rightly so, because 
as part of GMR Sports, he has one 
of the most enviable jobs. Bisht is 
Associate VP (Operations) at GMR 
Sports and a day at work for him 
usually means interaction with stal- 
warts like Virender Sehwag, Daniel 
Vettori, Shoaib Malik and Glenn 
McGrath, who are part of his IPL 
team Delhi Daredevils. 








Ness Wadia (left), Promoter of Kings XI Punjab 





“to make a cricket reality show". He 
was then Director of Sales at 
Discovery channel. The move paid 
off soon thereafter as Emerging 
Media won the rights to IPL Jaipur. 
Asked how life at Rajasthan Rovals 





“As in other businesses, you need people In marketing, operations 
and sales with cricket being the focus 


While IPL has bowled over the 
nation with its first leg, it has also 
heralded a new era in cricket 
management. With franchisees join- 
ing the bandwagon, the business 
of cricket has just acquired a pro- 
fessional aura. Away from the on- 
field action, there are professionals 
from diverse backgrounds who are 
charting out a career in sports. 
Some, like Bisht, have joined the 
fray while others are biding their 
time to see how the market realities 
work for cricket. 

Without a doubt, cricket has be- 
come another industry and needs to 
be handled professionally. Says Ness 
Wadia, Promoter of the Kings XI 
Punjab franchise: *For me, there is 
no difference between running the 
business of cricket or running a 
company. As in other businesses, 
you need people in marketing, op- 
erations and sales." 


x. 


Melroy D' Souza, GM, Professional Management Group. 





Cricket administrators and 
stakeholders across the spectrum 
agree that IPL will change the face of 
sports management in India. 
Reasons Charu Sharma, CEO, 
Bangalore Royal Challengers: “An 
event like IPL will certainly give rise 
to a lot of professional input in all 
spheres of cricket.” 


The Non-playing XI 

Raghu lyer, 37, Chief Marketing 
Officer, Emerging Media (Rajasthan 
Royals franchise), has had top-level 
corporate exposure over the last 
13 years across the tele- 
com, media and enter- 
tainment industries. 
It was his passion for 
cricket that 
prompted him to 
join Emerging 
Media in 
August 2007 





a indust evolving very fast. 


More than ge ne clients, it’s 
difficult to get talent ” 


‘aura, courtesy IPL 








is for him, Iyer quips: “Life is 
tastic, spent mostly in Jaipur 
at airports.” Emerging Medi: 
present is a small team of 10 
people. “ 


not agree with Iyer more. Sa 
Amrit Mathur, vP (Operations 


GMR Sports: “I see a huge ch: 
in the way cricket is manage 
The former BCCI man stress 


— 


"Certain areas in the busine 
of sports management neede« 
fresh infusion of talent. Th: 


Wait for the IPL season 
get over; you will see top-notch ta 


ran 


id 


at 


= 

z ent eyeing the field. Don't be sur 
|= prised if investment bankers and fi 
|= nance whizzes queue up to join the 

© fray,” lyer signs off. 

= Cricket administrators could 


range from advertising, promo- 


tion, event management, hos; 
tality to public relations to bett 

experience for spec- 
K. tators at stadiu 
and logistics.’ 

















And this 


tO come. 
Sharma says: “] 


| . 

ent acquisitio 
will only inten 
sify in the time 





Shah Rukh Khan, Preity 





now, the activity is relatively limited. 
As we move on, I see more profes- 
sional managers becoming part of 
the team. We, at Bangalore, have 
not employed many people so far, 
but after June (once the first IPL 
season is over) we will sit and decide 
on the course forward.” 

What kind of people will he 
look for? Sharma says: “When we 
hire, we will look for profiles that fit 
our business; that means no num- 
ber-crunchers; these persons should 
have an abiding interest in sports. If 
they have sporting affiliations, so 
much the better.” 

The picture is not just limited to 
franchisees getting fresh talent to 
run their businesses. There’s a rush 
of new opportunities in outsourced 
functions. For example, at the Delhi 
Daredevils, functions such as cricket 
administration, marketing & brand- 
ing and operations are taken care of 
by the GMR Sports team, while part 
of logistics, hospitality and func- 
tions like ticketing are outsourced. 


Set the Ball Rolling 

The dynamics of IPL give sports 
marketing companies an opportu- 
nity to get more involved in areas 
like player transfers, team spon- 
sorships, merchandising and image 
rights of players and teams, ground 
and in-stadia development and 
player management, to name a few. 


140 BUSINESS TODAY MAY 18 2008 


RAJKUMAR 





All these areas require specialists 
who have spent a fair amount of 
time in the industry. “Corporate 
houses will now need sports man- 
agement companies to work for 
them not only as event managers 
but as consultants or partners on a 
year-long basis, keeping in mind 
that after the 44 days of the inau- 
gural IPL tournament, franchisees 
will need to adopt different sports 
and properties to build team loyalty 
and fan base," says Melroy D'Souza, 
General Manager, Professional 
Management Group (PMG). 

All of 27, D’Souza is already a 
veteran of sports management. He 
started in the year 2000 while still in 
college. “This industry is evolving 





Charu Sharma, CEO, Bangalore Royal Challengers 


“An event like IPL will 
certainly give rise to a 
lot of professional input” 
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THE HOT SKILLS 
OF THE SEASON 


It's business as usual in cricket 
and marketing, operations and 
sales professionals are needed 

to make it run successfully. 

e Player management skills 
Event management — 
Hospitality 

Logistics 

Client servicing — — 
Media relations. 


Exposure to international events 











very fast. More than getting clients, 
it's difficult to get talent," he says. 
D'Souza is looking for people for his 
Mumbai office. So big is the de- 
mand from India Inc. to get into 
sports today that PMG is setting up 
its office in Delhi soon. 

The companies are scouting for 
people who have experience in 
player management, international 
event tie-ups, marketing, media re- 
lations and client servicing, among 
others. The idea is to acquire spe- 
cialists rather than multi-taskers. 
Individuals are considered ahead 
of the curve if they are specialists in 
their field and understand how the 
sports work. 

As in cricket, the trick to run 
this business is to hire a good team. 
Ness Wadia puts it succinctly: 
^You are managing two teams, 
one off-ground and one on- 
ground. We have a long-term vi- 
sion and are hiring the best peo- 
ple—best coach, best players and 
best people to run the business." 
For their part, compensations al- 
ready match the best. Mathur says: 
*[t's pretty clear very early that 
IPL can pay for the right talent— 
both on-field and off-field." For 
those looking for an action-packed 
career, there's no dearth of perks— 
you get to rub shoulders with the 
who's who of the cricketing world, 
part of your own playing XI. 











Build an Inclusive Microfinance Career 


Microfinance is growing fast and needs talent at all levels. SAUMYA BHATTACHARYA 


ITH MICROFINANCE INSTITU- 
TIONS (MFIs) coming into fo- 

cus, both at the level of policy and 
growth, there are career opportu- 
nities galore in the sector. While a 
wide-range of openings are at the 
level of field workers, the sector is 
facing a talent crunch at the man- 
agerial level, especially following 
the Reserve Bank of India's focus 
on the sector. Says C.S. Ghosh, 
CEO, Bandhan, a leading micro 
credit company: “There are huge 
job opportunities in microfinance as 
the sector is very people-driven.” 
“While these MFIs come up with 
the aim of serving the poor, they 
are slowly moving to serve the cate- 
gory of customers who are dynamic 
in cash flows but not served by banks 
proactively,” says D. Sattaiah, Vice- 
President (HR), Basix India, an MFI 
comprising a non-banking finance 
company engaged in credit and an 
NGO engaged in technical assistance. 
To keep this rapid expansion on 
track, the sector needs graduates 
and undergraduates at the execu- 
tive level and people with over two- 
to-three years experience for mana- 
gerial positions. “Typically, for every 
client base of a million, over 3,500- 
4,000 persons are employed,” 
Sattaiah says, adding that at the en- 
try level, local undergraduates be- 











Microfinance: Career opportunities galore 


come the target sources. In the ex- 
ecutive cadre, fresh graduates are 
recruited and trained. 

Ghosh points out that there is a 
huge unmet demand for microfi- 
nance in India and it is perhaps the 
largest emerging market within the fi- 
nancial services vertical. Hence, the 
need to bridge the demand-supply 
gap. The problem of finding the right 


talent has intensified as there are 
very few universities and colleges 
that offer courses in microfinance. 

At the managerial level, profes- 
sionals, particularly management 
graduates, are needed in large num- 
bers. Sattaiah says that for MFis, the 
scarcity of managerial talent is re- 
flected in a poor second line of lead- 
ership. For those looking at an 
inclusive career, one requisite skill is 
a clear understanding of the cus- 
tomer's socio-economic background. 

Mainstream bankers have also 
upped the hiring ante. A pointer to 
this was that recently, *Basix alone 
was the source for mainstream 
bankers, insurance companies and 
NBFC to pick up over 50 first-line 
managers who were offered com- 
pensation hike of 60 per cent or 
more," says Sattaiah. B 


F ACT WHO'S HIRING: Microfinance institutions like Bandhan, Basix India. 


BOX 


mainstream banks and NBFCs 
WHO'RE THEY HIRING: Graduates and management graduates with over 


five years of experience in microfinance sector — 
AT WHAT LEVELS: Entry, middle and senior levels 


AT WHAT SALARIES: At entry level, salaries are in the range of Rs 3 lakh per 
annum. At the middle level, salaries go up to Rs 8 lakh p.a. At senior levels, 
salaries go upwards of Rs 10 lakh p.a. — 


WHAT ARE THE NUMBERS LIKE: Across microfinance institutions, typically for every 
million client base, around 4,000 persons are employed. While a majority of 
these are entry-level positions, the demand for managers is growing fast 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


National Institute of Design, 
Assistant Administrative Officer, 
Ahmedabad, 5 - 6 years, Job ID: 
5014388 | 


The incumbents should have a professional 


degree in mgt/law/ administration etc, good 


drafting skills in Eng and Gujarati/Hindi, 
adequate exposure in handling independently 
matters related to general administration/ 
personnel/ establishment/project mgt/legal 
/secretarial matters and at least 5 years 
experience in a similar position. 

Vakancy Voyage, Corporate 
Relationship Manager - Employee 
Benefits, Delhi, Gurgaon, 3 - 10 years, 
Job ID: 5291524 

The core responsibility for this position is to 
build and maintain relationships with 
Corporate Clients. The position is also 
responsible for selling the Group Products. 


Mobile Tech Services India, Senior 
Commercial Manager, Delhi, 10 - 20 
Years, Job ID: 4753536 

Aspirant will be responsible to draft, negotiate 
and review contracts, including service and 
engineering contracts, supply and purchase 
agreements, License agreements, etc. 
Convergys, Senior Manager - 
Command Centre, Gurgaon, 8 - 18 
Years, Job ID: 5352967 

Will be responsible to establish and maintain 
command center processes that adhere to 
each program. Accountable for all labour 
utilization and program set-up for inbound 
and outbound departments. 

Moolchand Medcity Manager - 
Quality & Systems, Delhi, 6 - 8 Years, 
Job ID: 4999664 | 

Aspirant will be responsible to improve 
Quality of In-coming products & services by 
implementing six sigma techniques, 
Implement quality improvement projects, 
Organize/conduct awareness programs on 
TQM. 

Dot Com Infoway Ltd, Vice President 
- Marketing, Chennai, 8 - 15 Years, Job 
ID: 4086914 

Engineering graduate with PG in Marketing 
(MBA/ PGDBM) with 8-10 years of exp in 


Marketing, preferably in IT. Excellent 


communication and interpersonal skills. 









Comart Lithographers Ltd, Head- 
Business Development, Mumbai, 2 - 
10 Years, Job ID: 3628353 

Aspirant must be MBA must have 05 to 10 yrs 
experience in Digital Prining / Packaging 
/Advertising company with good 
communication & presentation skills. 
Sodexho Pass services India Pvt Ltd., 
Project Head, BI, Mumbai, 15 - 18 
Years, Job ID: 5361322 

Required 15-20 yrs exp in Energy 
Management Field, BEE Certified Energy 
Manager and/or Energy Auditor, exp in 
analyzing the performance of Chillers, 
Boilers, Heat exchangers, Pumps, Fans, Air 
handling Units, etc. 


Ozone Group, DGM/GM - PHE, 
Bangalore, 12 - 15 Years, Job ID: 
5345298 

Will be repsonsible to design, review and 
sizing of STPs, Water Treatment Plants, Rain 
Water harvesting, Sanitary and plumbing 
layouts, Water requirements computations 
and optimisation. 


T John Group of Institutions, 
Director of Management, Bangalore, 
10 - 15 Years, Job ID: 3019935 

Aspirant should have worked in a 
Management College. Good at inspiring 
students & placement of all Management 
Students. Strong at taking individual decisions 
instantly.Sound knowledge of Management 
Teaching & Administration. 


Larsen & Toubro Limited, Head - 
Design, Ahmednagar, 15 - 20 Years, 
Job ID: 5326443 

Will lead a team in Engineering & Design to 
provide value added service to various SBUs, 
Develop new design concepts for prouctive & 
cost competitive tooling. Align with the latest 
technological developments in the area. Talent 
retention, motivation. 


Nortel, Sr. Contract Manager, 
Mumbai, 10 - 15 Years, Job ID: 5366240 
Candidate should be able to combine all 
commercial functions & report to the 
Account Team. Person sould be 
knowledgeable on contracts (tax, legal & 
commercial) and pref been interfacing with 
Bharti. š: 


@ 


monster.com 


Matrix Telecom Private Limited, GM 
/ VP Marketing, Baroda, Vadodara,8 - 
17 Years, Job ID: 5322903 

Incumbent must have experience of handling 
telecom / electronic products would be ar 
advantage. Should be energetic and resul 
oriented. 


UBS, Product Lead - Transition 
Hyderabad, 15 - 20 Years, Job ID 
5331685 

This role is primarily responsible for: Closel 
interacting with Client / Busines 
Development Team so as to understanc 
clients business, Work with Client / Busines 
Dev team for demand estimation and arrivin; 
at portfolio of high potential products. 


Eurobond Industries Pvt Ltd, Heac 
Mistress/ Principal, Mumbai, 7 - T 
Years, Job ID: 5316721 

Responsible for administrator activities fo 
entire setup, Looking after th 
correspondence and accounts, Impart basi 
academic training to intmates in the Ins! 
Should be willing to travel across Greate 
Mumbai. 


Brahma Auto Industries Pvt. Ltd. 
Director - Sales, Noida, 8 - 10 Years 
Job ID: 5309429 

Should have hardcore sales experience be it i 
Product or Services specifically in BFS 
domain. 


CIM INDIA P LTD, Gread 
Head & Service Delivery 
Conferences, Delhi, 7 - 12 Years, Jo 
ID: 5306828 | 
Responsible for flawless execution of servic 
delivery operations to meet the organization: 
performance plans within agreed budgets an 
time-lines. 


CentrumDirect Limited, Cluste 
Head (Sr Mgr/ AVP)- Pan Indi: 
Mumbai, 5 - 10 Years, Job ID: 5319286 
Well versed with all WM products like MF 
Insurance, PMS, Arbitrage, Structure 
Products etc.Good understanding of Dire 
Equities Knowledge of Financial Plannir 
Concepts and Frameworks. 


To know how to apply for these jobs, go to finance jobs listing page. 
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tead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Verizon Data Services India Pvt Ltd., 
Software Engineer, Chennai, 0 - 1 
Years, Job ID: 5324557 
candidates who would be graduating in 2008 
‘rom Computer Science, Information 
Technology, Mathematics, Physics, Computer 
\pplications can apply. 
ON Trading India Private Limited, 
software Performance Engineers, 
Jelhi, 2- 8 Years, Job ID: 4454454 
ispirant with Testing automation experience. 
\bility to program, both for analysis (scripting 
anguages like Tcl / Awk / Perl / Excel) and 
Iriver routines (Tcl / Java / C / C++).The 
1ididate should hold an engineering degree 
| Computer Science from a premier institute, 
vith relevant industrial experience. 
K-WIRE TECHNOLOGY, PHP 
Yeveloper / Graphic Designer, 
Aumbai, 2 - 6 Years, Job ID: 5368016 
vandidate must have Knldg of MYSQL, PHP, 
MAX, and an understanding of relational 
atabases etc. Or excellent knowledge & exp. 
a Dream viewer, Flash, Photoshop, 
:orelDraw, Html, Action Scripting Web 2.0, 
avaScript, Proficiency in both Table and table 
2ss designing with A plus. 


zapgemini, Senior Automation Test 
ingineet, Mumbai, 3 - 6 Years, Job ID: 
‘368000 
ncumbent with Experience in Loadrunner 
Performance testing) AND QTP 
Automation testing). Sound Knowledge of 
ag tracking, reporting and processes. 
ance Domain knowledge preferred. 
'tamati Technologies Pvt. Ltd., 
Jsability Manager, Hyderabad, 8 - 10 
(ears, Job ID: 5368387 
"he Usability Manager will be responsible for 
nsuting that ecommerce web sites and emails 
irovide a best-in-class usability experience. 
hould have a long and impressive track 
ecord of building usable solutions for 
commerce web sites. 
‘yas Infotech Pvt Ltd, Sr.Developer 
PHP), Ahmedabad, 1-2 Years, Job 
D: 5367889 
\spirant must possess knowledge of LINUX, 
'HP, MYSQL, APACHE with additional 
nowledge of SMARTY, OS COMMERCE, 
.OOMLA,DRUPAL, DATABASE : 
fYSQL, ORACLE. 


Varite India Pvt Ltd, Senior Technical 
Analyst, Gurgaon, 6 - 10 Years, Job ID: 
5367861 

The incumbent will be responsible for the 
day-to-day support and enhancement of a 
mixed Wintel Infrastructure including 
Microsoft Windows NT 4.0, Windows 2000, 
2003 servets, Citrix Metaframe servers etc. 


Systel IT Enabled Services Pvt Ltd, 
Oracle Apps Technical Consultant, 
Chennai, 3 - 10 Years, Job ID: 5351081 
Candidate should have extensive knowledge 
of Oracle Apps Design, Development and 
Implementation methodology. Sound 
knowledge of Oracle Apps interfaces 
(Finance / Manufacturing) methodology and 
Extensive experience in Oracle Reports and 
forms customization, Oracle D2K (6, 61). 


IPsoft India Pvt Ltd, Senior Unix 
Administrators, Bangalore, 4 - 14 
Years, Job ID: 5224672 

Will have 5-15 years of exp. in managing 
enterprise class production critical 
Linux/Unix server and storage environments. 


Excellent communication and interpersonal 
skills. 


Verizon Data Setvices India Pvt Ltd., 


Software Engineer, Chennai, 
Hyderabad, 0 - 1 Years, Job ID: 
5324548 

Candidates who would be graduating in 2008 
in Electrical & Electronics, Electronics& 
Communication, Computer Science, 
Information Technology, Master's in 
Computer Application can apply. 


Cognizant Technology Solutions Pvt 
Ltd, Team Lead, Chennai, 3 - 7 Years, 
Job ID: 5272618 

Aspirant must be expert in Cobol, Db2 
(Mandatory) and have ability to work 
independently and in a team. 


Mastek, J2EE Technical Architect, 
Pune, 8 - 12 Years, Job ID: 5367335 
Candidate should have experience in UML 
based analysis and design using tools like 
Rational Rose. Should be able to understand 
cutrent architecture of existing applications 
and be able to suggest improvements. | 


Bitwise Solutions Pvt. Ltd, .Net 
Project Manager 08, Pune, 8 - 12 Years, 
Job ID: 5147725 

Aspirant must have complete Understanding 
of Project Management and Software 
development Lifecycle. A good and complete 
understanding of .NET Development 
Environment. 

Syntel Inc, Technical Lead - J2EE, 
Pune, 5-8 Years, Job ID: 5366968 
Candidate must have Technology experience 
(one or more of the following): |2EE, JMS, 
-NET, SOA, ESB, Web Services, 
XML.Product Experience (one or more of the 
following): Servers such as IBM WebSphere, 
BEA WebLogic, Jboss or Oracle App Server; 
BizTalk Server. 

CMS Computers Limited, Business 


Intelligence Architect, Mumbai, 5 - 12 


Years, Job ID: 5268488 

Will be responsible for Cognos Planning, 
Overall system architecture and designing, 
Develop standards and processes, Project 
delivery, etc. 

Emerson, Team Leader, Pune, 8 - 10 
Years, Job ID: 5366677 

Incumbent must have Good experience in 
Engineering Change Process, managing 
Engineering tasks Drawing Changes, 
Modeling, Tolerance Stackup Studies. 
Exposure to Finite Element analysis is an 
advantage. Focus on Metrics (Quality, 
Schedule and productivity) and continuous 
improvement. 

Aztecsoft, Senior Test Engineer, 
Hyderabad, 2 - 4 Years, Job ID: 
5344144 

Ideal candidates should have system level 
testing, OS fundamentals, good written 
communication, analytical thinking. Any 
certifications like MCSE or CCNA are a big 
plus. 

Ledger Solutions Pvt Ltd, Technical 
Architect, Gurgaon, 4 - 8 Years, Job 
ID: 5366497 

Candidate must have knowledge in net 
Framework 2.0/3.0,C#, ASP.net, Sql server 
2005,UML with Architecture designing 
experience & database designing, Experience 
in People Management will be an added 
advantage. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


CentrumDirect Ltd., Branch 
Manager/Branch In charge - Forex, 
Mumbai, 3-5 Years, Job ID: 5355551 
Looking for people for our Foreign Exchange 
business PAN India. Strong team 
management and ability to develop and 
implement marketing strategies. 


Infallible I Solutions, Presales 
Executive, Chennai, 1- 3 Years, Job 
ID: 5367716 

Incumbent will responsible for Performing 
Presales activity, Building response to 
customer RFI/RFP and managing prospect 
customer visit. 


Priority Circle, Deputy Managet, 
Hyderabad, 4 - 10 Years, Job ID: 
5367680 

Candidate will be responsible for Developing 
good Rookie Advisors into a Club Member, 
Coordination and administration specific to 


ADP and FC. 


Super Technical India Pvt Ltd , 
Product Manager, Delhi, Mumbai, 4 - 
8 Years, Job ID: 5367396 

Candidate should have knowledge of Pressure 
regulator, gas analyzer, measuring instrument, 
mobile column lift, safety & lifting product, 
high pressure cleaner, lubrication equipment, 
construction equipment, professional air 
tools, power tool, pipe tools & vises, cutting 
tools, automotive tools & puller, hand tools, 
Ind. Hydraulic tools etc. 


Tata Autocomp Systems Ltd, 
Customer Account Manager, Pune, 10 
- 12 Years, Job ID: 3534589 

Incumbent is responsible for meeting budget 
target, Program management and Quality 
parameters. Should have worked in 
Procurement/ Vendor development function 
in OEM'S/ Auto component industry in 
India. 


Aptech Ltd, Counsellor, Delhi, 1- 10 
Years, Job ID: 5367092 

Ideal candidate should have relevant work 
experience of around 2-10 years in education 
industry Will be responsible to convert 
inquiries into enrollments, achieve enrollment 
targets, maintain database of students, regular 
followup on inquiries. 


Cueflux Technologies, Marketing 
Executive, Bangalore, 1 - 3 Years, Job 
ID: 5367077 

Responsible for Counseling students, 
attending tele & walk-in enquiries & follow- 
ups. To inform, educate & counsel students 
Nexsus Techno Solutions Pvt Ltd, 
Marketing Executive, Kolkata, 0 - 2 
Years, Job ID: 5364691 

Candidate will pro-actively sell products to 
both existing and new customers in order to 
achieve and exceed sales revenue targets and 
other performance targets. Candidate will be 
responsible for Maintaining and developing 
strong relationships with customers through 
regular client meetings, responding to client's 
requests and feedback in a timely manner. 
CMS Computers Limited, Business 
Development Manager, Mumbai, 
Pune, 2-4 Years, Job ID: 4884905 
Incumbent will responsible for Sales of ERP, 
BI, POS (Point Of Sales), licences, services, 
SAP services, JDE & Projects Selling. 


Zylog Systems Ltd, Business 
Development Executive, Chennai, 1 - 
4 Years, Job ID: 5365927 

Candidate will responsible for Marketing of 
s/w setvices to US based corporate, Making 
cold calls to the US corporate and discuss 
about offshore services and our offerings and 
for generating leads for US market. 
Chemtrols Engineering Ltd, Sales 
Engineer, Vadodara, 2 - 4 Years, Job 
ID: 5365355 

Candidate would need to identify, interact, 
follow-up etc. with potential cust. of 
awareness, Promotion and Sales / Marketing 
of our Company's Products. Provide active 
support by way of Sales / Marketing support 
to generate enquiries, make detailed offers, 
follow-up with clients, activate / participate in 
Techno-comm/discussions for aggressive 
Marketing / Sales of our Products to generate 
as many orders as possible. 

Heritage Space Solutions Pvt. Ltd., 
Business Development Mgr, Delhi, 3 - 
5 Yeats, Job ID: 5364372 

Incumbent should be self-motivated, pleasant 
people skills and able to generate business in 
the competitive Real Estate Market. Should be 
ready to travel, Should have experience in Real 
Estate is must. 


Integr8 IT, Business Developmert 
Executive , Hyderabad, 0 - 3 Years, Jo 
ID: 5364249 

Candidate should have Passion for sale 
Excellent communication & people skill 
Good prospecting & conversion ability /sk 
and will be responsible to Consistently deliv: 
on forecasts. 


Universal Information Service, Sal 
Manager, Mumbai, Pune, 3 - 7 Year 
Job ID: 5363894 

Experience in marketing or sale of home « 
building automation products or LV electric 
or lighting projects for residential 
commercial buildings. Experience c 
marketing of High-end products or dealii 
with Architects, Interior Designer 
Consultants or corporate client. 

Systel IT Enabled Services Pvt Lt 
Sales Executive , Hyderabad, 2 - 
Years, Job ID: 5228886 

Experience in International sales for atlea 
1.5 - 3+ yrs in sales, experience in marketit 
In-house consultants, should be able to set 
hot lists, arrange interviews and negotia 


rates with clients and should have goc 
knowledge on US IT market. 


Emco Electronics, Asst. Marketir 
Manager, Mumbai, 7 - 10 Years, Jc 
ID: 5363542 

Candiate will be responsible for all India sal 
of the company. He has to achieve the s 
targets. He will be overseeing the regior 
office and regional sales representative. Hew 
be responsible for all the activities related 
sales and marketing including payme 
recovery. 


Nelito Systems Ltd., Sales Manage 
Mumbai, 1-6 Years, Job ID: 5363217 
He/ She would be responsible f 
achievement of individual sales targe 
Participate actively in various marketi 
strategies and also implement various pla 
and Conduct various awareness programm 
about the course launch to educatior 
institutions/ students. 


Paradigm IT, Sales Representativ 
Chennai, 0-2 Years, Job ID: 5363135 
Sales / Marketing engineers will be responsit 
to market their software solutions to leadis 
engineering companies. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


T.R. Enterprises, Accountant, 
Mumbai, 5 -6 Years, Job ID: 5368021 
Candidate will be responsible for all Banking 
transactions being done viz LC Payments, 
export realisation, FD renewals and all other 
bank receipt, payment transactions, to get the 
advices from all such transactions on regular 
basis and to check the advices, ensure accuracy, 
if any corrections required getit done. 


ETA West Asia Exports & Imports (P) 
Ltd, Account Executive Trainee, 
UAE, 1-2 Years, Job ID: 5367710 

Candidate should possess sound knowledge in 
Tally, Knowledge in Accounts, Excellent 


Communication and Good proficiency in 
English. 


es 


Penguin Books India, Deputy 
Manager, Delhi, 3 - 4 Years, Job ID: 
5366926 

Candidate should have ability to liaise with 
different department heads within the 
company and should have Membership of the 
Institute of Company Secretaries. 


Cummins, Manager, Pune, 2 - 6 Years, 
Job ID: 5365686 x 

Candidate will be responsible for Compilation 
of MIS reports, Forecast statements and 
Analysis of company's performance. 


k 5 Diagnostic, Manager - Financial 
Planningr, Gurgaon, 3 - 6 Years, Job ID: 
5365442 
Incumbent will help with problem solving 
with system issues. Work with IT department 
to maintain standard procedures for billing, 
Edit procedure to ensure proper information 
for billing and Follow-up on patient claims. 


Jobseekers - To apply for above jobs 





|. Logon to www.monster.com 


homepage 
3. Click the “Go” button 





2. Type the Job ID in the "Search Jobs" box on the 






3I Infotech Ltd, Executive- Direct 
Taxation, Mumbai, 2 - 4 Years, Job 
ID: 5364621 


Candidate will responsible for compilation 
and working of tax depreciation for quarterly 
tax provision, Preparation of deferred tax 
workings for subsidiaries and Compilation 
and attendance before Income-tax authorities 
for scrutiny assessments. 

AOL Online India Pvt. Ltd., Sr Tax 
Accountant, Bangalore, 1 - 5 Years, 
Job ID: 5363734 

Candidate will be responsible for 
Documentation of US Indirect Tax & 
Property Tax processes, Reconciliations & 
Analysis of all the Old pending account & 
transitioned them smoothly to India and to 
Manage overall operations of the Processes & 
ensuring service delivery as per SLA. 


Radiant Infosystems Pvt Ltd, Finance 
Consultant, Bangalore, 2 - 6 Years, 
Job ID: 5363446 

Incumbent should have at least two fullcycle 
JDE project implementation with at least 6 
yeats of Finance industry exp. of which min 3 
years of exp in JD Edwards Worldsoft / 
OneWorld /OneWorld Xe/EnterptiseOne. 


Evalueserve, Business Analyst , 
Delhi, 1-4 Years, Job ID: 5362855 
Candidates would work in the investment 
research domain either as part of a team or on 
one-to-one associate roles with the client’s 
analyst teams. 

Saan Global, Accounts Executive, 
Noida, 3 - 5 Years, Job ID: 4835061 

The incumbent will oversee all matters related 
to Sales Tax/VAT and Credit Control & 
Collection as a core activity in addition to 
other routine accounting matters like 
Auditing, Bill Passing, Budgeting, Planning, 
MIS, Monthly Balance Sheet, Bank 
teconcilitain, Suppliers/Debtors 
reconcilitains etc. 
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Tesco India, Assistant Manager, 
Bangalore, 3 - 7 Years, Job ID: 
5135528 

The role is expected to be responsible for the 
service delivered by a team of officers (led by 
Team Leads for each stream) to the US 
Finance Team. This role covers three sub 
teams — General Ledger Accounting , 
Reporting (create & post journals, review and 
optimize the use of the GL module, generate 
reports) etc. 

JSW Steel Ltd, Asst. Mgr/Dy. Mgr, 
Mumbai, 2-5 Years, Job ID: 5357506 
Candidate should have knowledge of main 
Accounts function along with Accounts 
payable, export accounting and Sales 
accounting and will be responsible for all 
commercial activities. 

Maria Marketing Corporation, 
Accounts Executives, Chennai, 3 - 5 
Years, Job ID: 5356521 

Incumbent will be responsible for full set of 
accounts which includes Bank Reconciliation. 
Invoicing, General ledger, Payables & 
Receivables accounts, Handling TDS & MIS, 
Banking tasks, Expertin Excel & Tally. 
Bostik India Private Limited, Finance 
Manager, Bangalore, 3 - 4 Years, Job 
ID: 5356294 

Candidate will Oversee the Finance and IT 
functions of the Company and will be 
responsible to manage the financial 
performance of the Company and to help 
ensure that agreed targets are met and 
variances quantified. 


Scope International Pvt. Ltd., 
Financial Analyst, Chennai, 1 - 6 
Years, Job ID: 5355247 

Candidate will be managing the assigned tasks 
professionally and efficiently and will 
Conduct periodic tests of key controls in 
accordance with the operational risk policy 
framewotk. 








Visit: mobile.monsterindia.com 





uui 


by your side 


PROFESSORS 
ASST. PROFESSORS e LECTURERS 


In all areas of Management including 
Marketing e Finance e HR e Wealth Management e Retail Marketing e 
Insurance management e Information Technology e Systems 


Qualification : Doctorate and 10 years teaching experience or 15 years industry experience for Professors. Doctorate 
and 5 years teaching experience or 10 years industry experience for Assistant Professors. Doctorate and 3 years 
teaching experience or 6 years industry experience for Lecturers. Only those who satisfy the prescribed qualifications 
and experience need apply. 

Age Limit : Professors - 45 years, Assistant Professors - 40 years and Lecturers - 55 years. 


Salary Range : (Starting) Professors - Rs. 7.20 lakhs p.a., Assistant Professors - Rs. 4.80 lakhs p.a. and Lecturers - 
Rs. 3.60 lakhs p.a. - all based on qualifications, experience and standing as an academician or professional. 


SCMS-COCHIN is a top B.School of India. Please visit our website for more about us. 


E.mail/Fax/Surface mail your CV with photograph and filled up application format available in our website to our 
Group Chairman at : 


SCMS-COCHIN 


(SCHOOL OF COMMUNICATION AND MANAGEMENT STUDIES) 
SCMS CAMPUS, PRATHAP NAGAR, MUTTOM, ALWAYE, COCHIN-683 106. 
Ph : 0484-2623885/87, 2623803/4 Fax : 0484-2623855 E-mail : secms@ vsnl.com Website : scmsgroup.org 
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Mahansdi ( 10 km off Cuttack) 


w ALL IT BRAND AFFINITY. 
< Kolkata-based Turtle, the 
men’s readymade gar- 
* ments company, has wo- 
ven corporate social responsibility 
(CSR) into its brand building by tak- 
ing up the cause of its reptilian 
namesake. To get a first-hand feel of 
this brand correlation, this corre- 
spondent and photographer 
Debasish Paul reach the sandy banks 
of Kathjodi River, one of the dis- 
tributaries of Mahanadi in Orissa, 
which is one of the largest habitats 
of freshwater turtles in the world. 
As we alight from our jeep in 
Aitalanga village, 10 km off 
Cuttack, on a bright, warm April 
morning, local people (all fisher- 
men) flock around, trying to figure 
out who we are. “If you are poach- 
ers (and if you’ve come here to 
catch turtles), stay away; and if 
you are government officials or 
wildlife activists, make sure that 
we get compensated for standing up 
for the dwindling population of 
turtles,” the oldest member of the 
group almost shouts. 
I must confess that I’m slightly 
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Menswear brand Turtle takes up a conservation project for its namesake in O 


taken aback at his aggression, 
but quickly collect my wits and 
shoot back: “What do you mean? 
And why are you demanding 
compensation?" 

Hrushikesh Behra, Secretary of 
Jarumoli Matsyojibi Society, the lo- 
cal fishermen's cooperative, who is 
part of the crowd, explains, after we 
introduce ourselves: *Poachers from 
Bangladesh used to come here to 
catch turtles and paid us for this. But 
since the launch of Operation 
Kachchapa (Oriya for turtle) a year 
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ago, we have clamped down on 
poaching. As a result, the turtle 
population has grown.” Often large 
turtles—some weighting as much 
as 35-40 kg—get caught in fishing 
nets, damaging them. Large vol- 
umes of untreated polypacks and 
plastic materials dumped by the 
Cuttack Municipal Corporation at 
the mouth of Kathjodi River also get 
stuck in fishing nets, causing the 
same damage, he says. Hence, the 
vociferous demand for compensa- 
tion from the government. 
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Aitalanga is one of the 10 vil- 
lages where Turtle has taken up 
the conservation of the freshwater 
Green and Olive Ridley turtles—in 
collaboration with the Wildlife 
Society of Orissa (WsOo)—funding 
conservation projects in down- 
stream Mahanadi, Garihmata, Devi 
and Jatadhar rivers in Orissa. It is 
doing similar work along the coast 
of Gujarat in collaboration with 
World Wildlife Fund (wwr) India. A 
part of the proceeds from the sale 
of Turtle's products goes to WSO 
and wwF India and is used to 
fund scientific surveys, awareness 
programmes and conservation 
projects. The fishermen at 
Aitalanga and other villages have 
never worn any branded shirt or 
trousers in their life, and are not 
even aware of a brand called Turtle, 
but they have all been educated 
about the importance of conserving 
the rare marine species that their 
region abounds in. 

The conservation effort is 
already bearing fruit. Says Biswajit 
Mohanty, Secretary, wso: “Six 
species were identified in the 
Mahanadi alone, highlighting the 
remarkable diversity in the turtle 
population. Chitra Indica, a rare 
native species, was also identified." 


Unique CSR initiative: 
Turtle's Ladsaria 


catch: These fishermen help conserve rare species of turtles; 
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Nettled: Such scenes are now rare 


These surveys have thrown up vital 
information about the high levels of 
poaching of protected species, 
including the Chitra Indica. 
Following this, the first-ever con- 
servation programme for freshwater 
turtles was undertaken in January 
2006 in the Mahanadi River and 
covers a stretch of more than 239 
km along the river. 

It was this conservation effort 
that helped unearth the poaching 
network operating in the area, 
says Mohanty, adding that several 
poachers were arrested in the last 
three months alone by the state 
Forest Department following tip- 
offs from wso. In February this 
year, a raid led to the seizure of 
145 turtles, which were rehabili- 
tated and released. 

These animals are most vul- 
nerable during the nesting season, 
from February to April, when large 
herds, comprising up to 250 mem- 
bers, come to the sandy banks of 
these rivers to lay eggs. Poachers 
are most active during this period. 
Since it is well nigh impossible to 
identify and catch them without 
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local support, a buy-in from the 
local fishing community was a mas- 
sive step towards saving this en- 
dangered species, says Mohanty. 

But convincing the local com- 
munity wasn't easy. WSO had to 
counsel them for over six months 
and also had to compensate them for 
giving up the “income” they gen- 
erated by assisting the poachers. 
WSO, funded by Turtle, now assists 
local villages in buying new fishing 
nets and also gets experts to teach 
them new fishing techniques. 

As we proceed along the 
Mahanadi, we reach Sankhari Sahi, 
the base camp of Operation 
Kachchapa. This is the nerve centre 
of the project to save the turtle 
from extinction. WSO officials con- 
duct regular community awareness 
programmes and group meetings 
and also take stock of the situation 
on the ground. 

As a result of these efforts, the 
incidence of poaching has come 
down quite drastically. *We don't 
have the numbers, but I can say 
very confidently that these turtles 
are much safer now than they have 
been at any time in the recent 
past," says Mohanty. 

But poaching remains very 
lucrative for those still engaged in 
it. Turtle meat, considered a deli- 
cacy by some people, sells for 
Rs 350 per kg in Kolkata, the near- 
est big market and for much more 
in Delhi, Mumbai and Bangalore. 
However, thanks to the efforts of 
WSO and its main financial backer, 
Amit Ladsaria, Director, Turtle, the 
future is looking a little brighter for 
the Olive Ridley Turtle. m 
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19th Century Redux? 


The simultaneous rise of China, Japan and India is 
posing a geopolitical conundrum. ARNAB MITRA 


RIVALS ISTORY HAS A STRANGE WAY OF REPEATING 
Bi Emmott — — H: The balance of power “game” in 
Allen Lane 19th century Europe between England, 
Pp: 313 France, Russia, Prussia and Austria may well be re- 
Price: £20 (Rs 1,600) played in 215t century Asia. Rivals, How the Power 


Struggle Between China, India and Japan Will 
Shape Our Next Decade, by Bill Emmott, is a riv- 
eting book that focusses on the rivalries and fault 
lines that are shaping the geopolitics of Asia. 

Emmott, who was Editor of The Economist 
from 1993 to 2006, argues that the Indo-us 
nuclear deal is probably Step 1 of an emerging 
geopolitical equation that will increasingly shape 
global relations. And nuclear cooperation, says 
Emmott, is just a cover for closer strategic ties 
between the Us and India. Why? To counter the 
economic, political and military rise of China, the 
emerging hegemon in Asia. 

Emmott is no sensationalist. His tone through- 
out is sober and reasoned. The book makes it clear that China is 
decades ahead of India on every conceivable parameter. But, he says cit- 
ing independent research on the subject, China's growth over the last 
decade has not been as smooth as official statistics suggest. Rather 
than having maintained a steady 9-10 per cent trend line growth over this 
period, China's growth curve has been on a roller coaster. In 1998-99, 
for instance, growth in its electricity consumption was only 3 per cent. 
Yet, the official GDP growth figure for that year was 8 per cent—a sta- 
tistical impossibility. That is not to say that its awesome growth is not real. 
Rather, the Communist Party there evens out the spikes (both ways) and 
presents figures that look too good to be true. 

It is this growth, and the resultant prestige and influence that it be- 
stows upon China, that is most likely to lead to, if not a conflict, then at 
least intense competition, with Japan and India. Unlike many other au- 
thors, Emmott does not treat Japan as a tired power, but rather, as a re- 
juvenated one that is once again trying to reassert its position in the comity 
of nations. In this, he says, it is likely to find an ally in India—at present 
the weakest of the three—and encouragement from the us and the Ev. 

There are other flashpoints. India and Japan both have massive, un- 
resolved territorial disputes with China, which itself is grappling with its 
still festering annexation of Tibet and dispute with Taiwan. Then, 
there's the North Korea question, too. The book notes that this is the first 
time that Asia will see the simultaneous rise of three global powers. How 
each country responds to the rise of the other two will, thus, define in- 
ternational relations over the foreseeable future. So, is this a formula for 
conflict or cooperation? Emmott quotes a senior, but unnamed foreign 
ministry official in India as saying: “Both of us (India and China) think 
that the future belongs to us. We can't both be right." 

But then again, Emmott argues, they can. 








TRANSFORMING CAPITALISM 
Arun Maira 

Nimby Books 
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Price: Rs 595 


HE LAST 17 YEARS HAVE BEEN 

fantastic for Indian capital- 
ism, which has delivered what 
Nehruvian socialism promised 
but failed to. Now, poised on the 
threshold of maturity, India Inc. 
must find answers to the new 
challenges—ecological degrada- 
tion, persistent poverty and gut- 
wrenching inequalities—that still 
stare the country in the face. 

Arun Maira, Senior Advisor, 
Boston Consulting Group, has 
spent a quarter of a century ad- 
vising Indian and multinational 
companies on business and re- 
lated issues. In his new book, 
Transforming Capitalism, he now 
poses four fundamental, but re- 
lated questions: Can the busi- 
ness of business be limited only to 
business? What is the true mean- 
ing of CSR and how can corpo- 
rations serve society better? Can a 
business leader autonomously 
change the role his or her corpo- 
ration performs in society? And, 
how will a collaborative process of 
change, involving several inter- 
acting institutions—like private 
and public companies, NGOs and 
the government—he facilitated? 

These are legitimate queries 
that need answers. Maira draws 
on his vast experience in Indian 
and international business to sug- 
gest a roadmap for the future. 
Indian Inc. is now sufficiently de- 
veloped for it to evolve an "Indian 
system of management." This 
book can be an early milestone in 
that process. 
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A House for Code Joc 





A bunch of Bangalore bravehearts helps city singles beat the housing blues. 


RAHUL SACHITANAND 


IGHTEEN MONTHS AGO, 
K. Ravi Shankar, CEO, 
Forbes Technosys, found 
himself stuck in a ser- 
pentine traffic jam on 
Bangalore's arterial Mahatma 
Gandhi Road, as he tried in vain to 
rush to an important business meet- 
ing. It was late in the evening. On 
one side, an amalgam of office 
workers was northbound to their 
homes in far-flung suburbs and on 
the other, Shankar found himself 
enmeshed with hundreds of peo- 
ple similarly trying to scramble to 
their destinations. After struggling 
for what seemed an eternity (in re- 
ality, it was closer to an hour), he 
managed to squeeze his way to 13th 
Floor, a trendy nightspot to meet a 
handful of friends and business 
acquaintances. Their agenda: to try 
and devise a business model to ease 
the infrastructure ills faced by the 
mushrooming city IT industry. 


A home away from home: (L-R) Residents at the 
multi-cuisine cafeteria; table football is one of the many 
entertainment options on offer; and open spaces allow 
residents to informally meet up after work 





Shankar and his motley crew 
were staring at a lucrative business 
opportunity in what had become 
an enormous problem for 
Bangalore. They threw around sev- 
eral ideas; some of them consid- 
ered starting public transport ini- 
tiatives and others considered tin- 
kering with existing roadways to 
smooth the travel to and from the 
dozens of swish IT campuses 
around Bangalore. 

While massive campuses abound 
across the city, housing an estimated 
250,000 coders and BPO agents, the 
companies rely on a growing num- 
ber of taxis, buses and vans to ferry 
them to and from work. One of 
the largest transporters, SRS Travels, 
for example, has 3,000 vehicles, 
most of which are dedicated to cus- 
tomers like Infosys and Wipro. “We 
realised that productivity was getting 
reduced as people spent at least 
three to four hours in a cab reaching 


work and getting back home. There 
had to be some place closer for 
them,” explains Shankar. Ergo, 
germinated the idea of single’s ac- 
commodation for these employees. 


Finding the Key 

As a first step, Shankar linked up 
with some of his long-time associ- 
ates; Umashankar Vishwanath, a 
22-year veteran with companies 
such as HLL, Wipro and Tata, and 
Mathew Chacko, a hospitality sec- 
tor specialist. While the idea was 
to meet the housing needs of techies 
across the IT companies, it was eas- 
ier said than done. For starters, the 
trio (backed by angel investors M.J. 
Aravind and Amit Shah of Artiman 
Ventures, the former also a co- 
founder of Daksh), spent weeks 
looking for the ideal patch of land. 
Initially, they focussed on 
Bangalore’s Outer Ring Road, to 
attract companies in the Whitefield 
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Landlords are passe: (L-R) An exterior shot of Woodstock Ambience. It has 
543 rooms and is situated close to the Electronics City. 


and Hosur Road area, but quickly 
realised they needed two units to 
meet this massive demand. Instead, 
Shankar and Co. settled on a 12- 
acre plot, a short drive from 
Electronics City, home to companies 
such as Infosys, Wipro and Hr. It 
took over 12 months, working 24/7, 
for Woodstock Ambience, as this 
facility was named, to be ready in 
September 2007. 

As one of the founders of 
Daksh, a BPO that was later sold to 
IBM, angel investor Aravind knows 
first hand, the pain companies in 
this field (and others such as IT, re- 
tail, hospitality, civil aviation and 
even healthcare) go through ferrying 
thousands of people to and from 
work. “We struggled to find housing 
for our young staff in Daksh; some 
places took hours to reach and some 
girls lived on narrow streets in semi- 


rural areas, where our vehicles 
couldn't even reach," he says. Most 
of the housing built by large realtors 
Is two- or three-bedroom flats and 
houses, which are more suited to 
middle management, says Aravind, 
adding, “the young workforce, 
which comprises 70-75 per cent of 
the industry is left to fend for itself." 
By the time Woodstock Amb- 
lence was conceptualised and built, 
Bangalore had grown into a bustling 
metropolis of nearly eight million in- 
habitants and the rr industry had up 
to 100,000 vehicles on the road. 
Techies of all ages and designations 
were beginning to queue up and 
Shankar had to open early as one of 
his first customers, Wipro 
Technologies, turned up the heat. 
Woodstock Ambience has 543 
rooms (and is still under final stages 
of construction), with around 64 


No dearth of facilities: (L-R) The cafeteria has Plasma TVs 
where one can bring DVDs and play them; laundry service 


at Woodstock Ambience 


rooms per block. Much like a 


fortable hotel room. each 


comes with two beds (or one queen 


size bed), an en suite bathroon 
some basic linen. Mod-cons 
as air-conditioning and 

optional extras and the entire 
pus is Wi-Fi-enabled. Food is : 


care of with a multi-cuisine cal 


ria, with a few flat screen Tvs pro- 


viding entertainment while th: 


idents grab a bite. All this 
Rs 5,000 and Rs 10,000 for tv 


sharing and single occupa 
respectively. ^We're currentl 
perimenting with our pricing n 
and could increase or decrease 


as we streamline our process 


says Shankar. 


Haven for Code Jocks 


Strolling into the cafeteria in a b 


red T-shirt, blue shorts and 
pers, Amit Sharma of HP is pei 


a typical resident of Woods 
Ambience. A recent migrant 


Bangalore from Delhi, Sh: 


looked around the usual loca! 


where many of his colleague: 
but discovered that rents were 
landlords unreasonable 
commodation barely) 


antc 


IVeabD 


Another resident, Bharat Kumar of 


Infosys Technologies, points 
"Most  landlords 
Rs 60,000-Rs 1 lakh 


lem 
in advan 





and freshers initially can't afford 
such a large sum and if they need to 
move out, often struggle to wrench 
the money back." 

There are other concerns too, es- 
pecially for women working in the 
IT-BPO industries, primarily around 
the area of safety and transport. 
"These are a problem for me. I 
want to return to a secure place, 
where I can walk in at odd hours," 
says Jaya Philip of Infosys 
Technologies. 

Rather than work with indi- 
viduals, Woodstock Ambience 
prefers to tie up with companies 
for long-stay (11 months or more) 
for its employees and counts firms 
like Infosys, Wipro, HCL and 
Satyam among its growing roster 
of customers. *Woodstock 
Ambience is important to help us 
attract out-of-town talent and to 
curb our (soaring) travel costs," 
says an Infosys BPO spokesperson. 
The firm is among the largest 
users, with around 200 people 
booked into the facility. 

Currently, there is 10 to 15 per 
cent of the room inventory that's 
available and Shankar says this is a 
buffer he is willing to keep. Besides 
the booming IT and BPO industries, 
Woodstock Ambience has 
Kingfisher Airlines, housing its 
hostesses and ground staff at this 
facility. *There are other indus- 
tries like retail or even resident 
doctors, who work odd hours, who 
could benefit from clean and safe 
singles housing," says Aravind. 
While the final stage of the first 
Rs 40-crore project is underway, 
the founders see this project only as 
a test lab and believe that the suc- 
cess lies in replicating this model 
countrywide and tweaking some 
pieces to suit different industries. 
“Young executives in the retail in- 
dustry may not be able to pay this 
much for accommodation. We may 
need to provide them with a 
stripped-down version and charge 
them less," says Shankar. 
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Weekend options: A techie working out (top, left); the snooker lounge (bottom, 





left); and a store at Woodstock Ambience that sells basic provisions 


Hitting the Wall? 

Despite the obvious target mar- 
ket, there are several hurdles that 
Shankar and his team have faced 
(and will now encounter) as they 
steer Woodstock Ambience's 
growth. Real estate prices across 
metro cities have been rising ex- 
ponentially in the last five years 
and despite some signs of slow- 
ing, show few signs of dropping 
significantly. At Whitefield, the 
proposed location for the second 
unit, rentals have dropped 20 per 
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Homing in on a problem: Shankar has 
given shape to his idea 


cent or more in the last 12 months, 
but land prices continue to rise. 
Then input costs such as steel and 
cement have also been on the rise, 
resulting in much higher overall 
costs. And, any large realtor will tell 
you just how hard it is to find clean 
title deeds for large tracts of land 
on the periphery of large metro 
cities. “There are many variables 
where we have little or no con- 
trol," admits Aravind. Meanwhile, 
as the global slowdown begins to 
worsen, critics argue that higher 
realisations from IT companies (in 
terms of room rent or longer-term 
contracts) could decelerate or stop, 
as they begin to clamp down on 
their spending. 

However, the last few weeks 
have been an endless stream of 
back-to-back meetings for Shankar. 
He is for now focussed on finding 
land and rapidly scaling up his busi- 
ness. Construction on the second 
unit is expected to start soon in 
Bangalore and he is set to follow the 
growth of Indian IT into other cities 
like Chennai and Hyderabad and, 
could begin looking for funding to 
fuel his ambitions. *We want to be 
in another five or six cities in the 
next 18 to 24 months," says a 
confident Shankar. He sure seems 
to have hit a home run with 
Woodstock Ambience. 8i 
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TheThinkPad Is Back 


The Lenovo X300 is the best ThinkPad to date. 


VER SINCE CHINESE COMPUTER COMPANY LENOVO plaints whatsoever with this amazing new machi 
bought out IBM's computer business, people from Lenovo. The X300 returns the ThinkPad serie: 
have been bemoaning the fact that the ThinkPad to the top of the performance charts. 
line of laptops just hasn't been able to slice the bread, If you are an executive and frequently find you 
so to speak. Yes, it has added a few features here and self standing in long lines at airport security, lug 
there, but the look and feel of the machines have — ging a heavy laptop on your shoulder, this machine is 
remained virtually the same; nothing has seemed to perfect for you—this is at the top of the pile, because 


mark the ThinkPad out from its competitors. it has not sacrificed performance at the altar of ligh: 
HP and Dell both entered the hallowed ThinkPad ^ ness and portability. 
ground, of the travelling executive, with high- The keyboard is good; it really doesn't feel like vo 
performance lightweight laptops and ThinkPad are typing on a small laptop. The 13.3-inch screen 
acolytes missed the familiar feel on some of the fantastic, with a sharp 1440x900 native resolutio 


newer machines. But, they will not which has surprisingly good visibility even in sunlit : 
have any com- eas. Connectivity options are included as is an Optica! 
Disc Drive. And, though it does not run 
fast processor, the Intel L71⁄ 







The 13.3-inch 








meeps diae Core 2 Duo running at 1.20 gi 
pies, acre gahertz, coupled with the m 






chine's 64 gigabyte solid-state drive 
(SSD), gets the job done brilliantly 
Hardcore gamers, however, wi 
be disappointed. And the battery 
f will run for around four hours : 
E typical business tasks such as web- 
T surfing and office suites. We played a 
| few movies on the ssp and got just 
F over three-and-half hours of life 
What is also impressive is the ma- 
chine's oh-so-light weight—it weighs 
under 4 kg, including the AC adaptor, in 
a bag. In fact, the only downside was 
Windows Vista, but it seems that with the 
latest SP1 release, Microsoft has ironed out 
some of the creases that blighted earlier 
iterations of software as well. The real 
downside, if any, is the price: the X300 
costs Rs 1.45 lakh. 

But think about it—computers a: 
there to simplify your life; you don't want 
to get a bruised shoulder lugging around 
massive machines between meetings and 
to airports. If you want a good laptop that 

offers you the convenience of being light, 
while at the same time having the ability 
connect easily with other devices and also 
give decent performance, you can't really ask 
for anything more. 
Welcome back, ThinkPad. 
KUSHAN MITI 


surprisingly good visibility 
even in sunlit areas. 
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Walk Like a Farmer 


S MACHINES AND GADGETS TAKE OVER OUR DAY-TO-DAY LIVES, LITTLE 
A ose that these objects have made huge inroads into the world 

of exercising. There are machines that promise to shave off layers 
of fat from your body; others that promise shapely, sculpted bodies; 
and even more that claim to give you perfect abs or perfect thighs and so 
on. Most of them make exercise look super easy. Indeed, one belt that 
claims it will give you a six-pack doesn't require you to do anything 
other than strapping it on! Some of these aren't cheap. A California-based 
company sells a cross-trainer, ROM, for $14,615 (Rs 5.85 lakh) that in just 
four minutes promises to give you an effective workout that could otherwise 
take you an hour or longer. 

[ haven't tried any of these wonder machines so I won't be able to tell 
you whether they work or not. In fact, Pm not a great fan of ma- 
chines, preferring accessories as simple as free weights (dumb-bells, 
barbells and weight plates) to use for my workouts. Sometimes, 
the best exercises are the simplest and work better than if 
you're using a high-tech machine. 

The Farmer's Walk is one such exercise that needs to be 
brought out of the closet and resurrected. I haven't really seen 
too many people at today's gyms doing this deceptively sim- 
ple exercise but its benefits are big. It's called the Farmer's 
Walk because it resembles a farmer carrying big buckets of 
produce in each hand while walking. And it's great for 

increasing grip strength for the hands besides being a 

very good whole-body exercise. 

Here's how it's done. Grab two heavy dumb-bells— 
one in each hand. Hold them at arm's length at your 
sides and simply walk, either outdoors or indoors. 

Walk up and down a 100-200-metre stretch till you can't 
hold them any more. Dump them down, take a spot of rest 
and do another stretch of walking with the dumb-bells, prefer- 
ably picking up a heavier set. You should aim to carry the equiv- 
alent of your body weight in order to get a good workout. 

The exercise may seem easy. It's not. As you go heavy, 

the Farmer's Walk becomes tough and the distance that you can 

manage to walk can be as short as 10-12 steps. Do the walk as 

»you would do repetitions of a set of weightlifting exercises: walk 

up to a point and come back to the starting position; that’s one 
rep; do 5-6 of those for a set and then do two more sets. 

The Farmer’s Walk not only benefits the wrists and forearms by mak- 
ing them strong but also works the shoulder muscles and even the rest of 
the body as an overall mass builder. Many people like to do it at the end of 
their workouts as a sort of “finishing” touch to their session. I rediscovered 
this primitive gem of an exercise quite recently and have been building it 
into my weekly schedule—doing it once a week. Be prepared, however, to 
get sore forearms on the day after you do the Farmer’s Walk but rest assured 
that your overall strength will get boosted. Happy walking! 

MUSCLES MANI 
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write to musclesmani@intoday.com and read the Treadmill blog 
at www. businesstoday.in 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these, 
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GET SET 





FOR SUMMER 


UMMER IS HERE AGAIN, AND SO 
Care the illnesses it invariably 
brings along. Here's how to prevent 
them. 


Dehydration: Technically, dehydration 
sets in when a person loses 2 per 
cent of his body weight. For people 
with diabetes, the reason for this 
loss is elevated levels of glucose. As 
a result, the body pulls out stored 
fluid from cells to flush out the 
extra glucose. 


How to Prevent It: Says Dr Ashutosh 
Shukla, Consultant, Artemis Health 
Institute, Gurgaon: "Drink plenty of flu- 
ids: on average, at least 12-15 glasses 
a day. Avoid caffeinated beverages 
and alcohol; both contain substances 
that cause dehydration. Also avoid 
carbonated beverages as they cause 
bloating and prevent adequate 
consumption of fluids." 


Skin Disorders: Says Dr Rishi 
Parashar, Consultant, Sir Ganga 
Ram Hospital, New Delhi: "During 
summer, ultra-violet radiation burns 
through the outer layer of the skin, 
and this shows up as patches of 
darkened skin." 


How to Prevent Them: Experts say 
the best way to get your skin ready for 
summer is with regular exfoliation. 
Says Dr Parashar: "This gets rid of 
dead, dry skin cells. You can even use 
sunscreens with SPF 15." 


Food-borne Illnesses: At room tem- 
perature, bacteria in food can double 
every 20 minutes. Bacteria also needs 
moisture to flourish, and summers 
are often humid. 


How to Prevent Them: Says 
Dr Shukla: “Throw away fruits and 
vegetables that have not been re- 
frigerated within one hour of cutting 
or cooking." Dressing salad, made 
with vinegar or lemon juice, has 
high levels of acidity and salt, which 
inhibit bacterial growth. "Don't cross- 
contaminate—keep meat and poul- 
try apart from cooked foods," 
adds Dr Shukla. 
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OLF DIGEST INDIA AND... 


GROUP 


Get a quality crafted cabin traveler with strolley 
to suit all your travel needs absolutely free 


1 YEAR SUBSCRIPTION 
° Spacious interiors - 
* Collapsible strolley 


* Comfortable grip top handles A 
° Zippered pockets 


Also get a Greg Norman Mercerized Polo - bold 


striped t-shirt, a perfect wear for a sunny day on 
the course 


s. 100% mercerized cotton 


Get a Greg Norman Mercerized Polo - bold 
striped t-shirt, a perfect wear for a sunny day 
e Fabulous sheen and contrast collar enhances P P 
on the course 
the style appeal 
e Available in 2 colours - Red and Biege 


Golf Digest India, a monthly magazine, has an entire spectrum of golf related issues for 


discerning followers of the game. Subscribe now and get ready to hit some crisp shots 
around the green. 


* Learn from the experiences of international golfers like Tiger Woods, Ernie Els, Annika 
Sorenstam * Tournament coverage and articles on Indian golf and golfers 


Best Offer 


SUBSCRIPTION INVITATION AND SAVINGS FORM 


Best Offer 


120) 2479906 








Cricket's Big Daddy 


THE BUSINESS OF CRICKET HAS NEVER BEEN SO 
lucrative, thanks to the launch of Twenty20 IPL 
(Indian Premier League), the brainchild of Bcc Vice 
President and IPL commissioner LALIT MODI. A heady 
mix of glitz and glamour, IPL has also been able to 
generate huge revenues for BCCI. At last count, IPL 
deals, including Tv rights, team franchises and play- 
ers came to $2 billion (Rs 8,000 crore). While 
India Inc. looks convinced about the product and its 
revenue model, Modi, 44, believes IPL has a long way 
to go before it can be tagged as a success story. Modi 
is a scion of the business family that owns tobacco- 
maker Godfrey Phillips. He studied marketing at 
Duke University in North Carolina, where he 
earned about the major Us sports leagues. Surely, 
that experience is coming handy now. 


NUT HENG M 





Devil's Deal 


THE HARD-NOSED BUSINESS SENSE OF GULU 
MIRCHANDANI, 65, made him a natural leader at 
MIRC Electronics, even though he was just one of 
the three main promoters of the company that 
owns the Onida brand. Now that he is reportedly 
preparing to buy out the one-third stake of his 
brother Sonu Mirchandani in Guviso, the holding 
company of MIRC, his leadership and control of the 
company seem to have been re-affirmed. The pro- 
tracted negotiations over the price of Sonu's stake, 
though, also reflect the pressures that were brought 
to bear on Gulu to give a better deal to the two 
other co-promoters. He now has big plans for 
Onida. With more financial control and the issues 
with his brother moving towards resolution, Gulu's 
business acumen should work better to execute 
those plans. 





BHASKAR PAUL 
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"^ Prize Catch x 
3 FOR A COMPANY THAT HAS HIT THE TECHNOLOGY BULL'S EYE IN THE RECENT YEARS, WHAT'S THE NEXT 
logical step? "Strengthening the board," Agile Labs Director and CEO Raghunathan Perumal 
would say. And that is exactly what his Bangalore-based technology company has done by rop- 


ing in the former MD of Digital India, MIKE SHAH, 63, as non-executive Chairman. A familiar face 


on the global as well as Indian IT turf, Shah heads his own consulting group M.S. Enterprises, which 
taps international business alliances and opportunities in software development. An active angel 
investor, Shah has helped shape up a number of ventures like RelQ Software, iMorph, ICR 
Technologies, etc. At his new company, “customising and implementing business applications 
will not be expensive and time-consuming anymore", he declares. By all accounts, Agile can 

trust Shah to make the right bets for it. 
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On New Turf 


AFTER HARD WORK COMES THE REWARD. IT TOOK 
ARVIND UPPAL, 45, three years to turn around 
Whirlpool of India, the home appliances company 
that has been making losses for most part of the last 
five years. The MD of Whirlpool’s Indian business has 
now been elevated to the role of the Asia Pacific 
Region Head (excluding Greater China). Uppal 
can surely look back at his stint with pride. Next on 
the cards: Seeing the business through fast growth 
with new product launches and expansion of the dis- 
tribution network. An alumnus of irr Delhi and 
FMS, Delhi University, Uppal continues to be 
Whirlpool’s India MD for now. But Asia has been 
Uppal's backyard; this former Nestle executive 
spent several years in Vietnam and China, developing 
the market for the French food company. Time 
for him to replicate his success on the new platform. 
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Wipro's Lead Duo 


THE IMMINENT “SON RISE’ AT WIPRO, THE SOAPS-1 
software company, may have caught everyone’: 
fancy, but in mid-April this year, the succession 
plan at the firm took a different route with the 
appointment of not one, but two joint CEOs. In an 
effort to cool the frenzy over his succession, Azim 
Premji, the 63-year-old Chairman, has chosen his 
trusted lieutenants, GIRISH PARANJPE (left), 49. 
President, Financial Solutions, Wipro Technologies, 
and SURESH VASWANI, 48, President. Global 
Practices, Wipro Technologies, and President. 
Wipro Infotech, to succeed him. Both Paranjpe 
and Vaswani, who've been appointed as joint CEOs 
and Executive Directors, are long-term Wipro loy- 
alists. “We’ve leveraged some of our skills to wir 
large contracting deals in the domestic business 
(like the $600-million Aircel contract) and we hopi 
this appointment will help us grow these s 
gies,” says Vaswani. With growth slowing, the rupe 
appreciating and MNCs on a warp-speed expansi 
their India businesses, Paranjpe and Vaswani will 
have their tasks cut out in the next few months 








Baalu’s Capitalism 


T.R. BAALU, 67, THE SHIPPING AND ROAD TRANSPORT MINISTER AND REPRESENTATIVE OF THE DMK IN THE Ji 

Government, is surprised that the conscience keepers of democracy have been offended by his stand 
that it is in good spirit if an ex-managing director continues to advance the firm's business intei 
est by exploiting his present position. The case in point is the controversy surrounding Baalu seek 


Ing gas supplies at concessional rates for companies run by his sons. He also got the PMO to write 
eight letters between November 2007 and February 2008 to facilitate the same. Innocently, he : 
veyed to Parliament that he was merely trying to get a fair deal for the company, its employees 
and shareholders. "What was wrong in it?" he asked. However, his apparent innocence 
has become an embarrassment for the government. Gas being in short supply, the 
Issue has raised the spectre of crony capitalism. 
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NAME: KIRAN MALU 
AGE: 55 Y 4 
DESIGNATION: CMD 


COMPANY: Biocon 
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FTER CLOSING THE ACQUISITION OF AXICORP TO GIVE HER COMPANY A FIRM FOOTHOLD 

in the European market, Biocon Chairman & MD Kiran Mazumdar-Shaw appears 

to have trained her guns on the lucrative North American market. Although the com- 
pany was reported to be in talks for a $400-million (Rs 1,600-crore) deal to enter the North 
American market, she denies having struck such a deal, but admits that the region remains 
a key focus for her firm. *We will look at other regions, including West Asia and North 
America, after sealing the AxiCorp deal. We have put in place building blocks for the 
short-, medium- and long-term growth of the company," she says. 

From a company that earned most of its revenues from the manufacture and sale of 
enzymes, she has recently steered it in a different direction, focussing more on the bio-pharma 
market. She sold her flagging enzymes business to Novozymes and has since turned her 
attention to other areas such as her novel drug programme. At the same time, she has focussed 
on creating more value for Biocon subsidiaries Syngene (contract research) and clinical trials 
outfit Clinegene. “We have to create value independently for these businesses," she says. Worries 
over Biocon's sluggish stock price, and concerns over the declining margins of her com- 
pany notwithstanding, Mazumdar-Shaw hasn't been afraid to take on the establish- 
ment, telling anyone who will listen that biotech and the more prosperous IT industry can't 
give the same returns. For the last financial year, Mazumdar-Shaw has continued on the 
growth path; margins were up 2 per cent and net profit by 13 per cent. 

“The biotech industry has shown great promise over the last couple of years, but some 
quick changes are needed in regulations for India to maintain its competitiveness," she says. 
“The government has been fairly proactive in aiding the biotech industry," she admits, “but 
it could do more." Mazumdar-Shaw, who started Biocon in 1979 from her garage as an 

| enzymes extracting business, has now set her sights higher. Will Biocon's new path deliver 
AI r results? Watch this space. ; 
RAHUL SACHITANAND 
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The Taj Mahal, erected by Emperor Shah 
Jehan in memory of Mumtaz, marks the final 
chapter in one of the greatest love stories of all 
time. Shah Jehan married Mumtaz in 1612 and, 
on ascending the throne, bestowed upon her the 
title of Mumtaz Mahal. A true soul mate, she 
accompanied him everywhere and when she 
died he ordered the court into mourning 
before commencing construction of the Taj - a 
vision of love which became a Wonder of the 
World, an International Address, the heritage 
of civilisations across frontiers. 


In keeping with the finest of global visions, 
the Signature Orbit Realty Line brings for the 
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For a guided tour of your very own symbol 
of vision beyond the obvious, do mail us at 
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International Address for the movers and 
shakers of today's global village. 
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From The Editor 


HE INDIAN PREMIER LEAGUE (IPL) IS NOW IN THE 

"middle overs", and, by all accounts, is already 

a massive hit. If there was a question mark, it 
was over how the eight franchise owners—among 
them such big names of India Inc. as Mukesh Ambani. 
Vijay Mallya, Ness Wadia and others—and Sony 
Entertainment Television (sET), the official broad- 
caster, would recover their investments. It now seems 
that most franchisees, bar one or two, will begin to 
earn profits by next year, and sET can expect to earn 
a Rs 1,000-crore profit over the period of its 10- 
year contract with IPL. In short, IPL has become a big 
business, with little downside risk. Analysts expect val- 
uations to start soaring from next year onwards. 
Little wonder then that several large investors— 
among them ICICI Venture and Deutsche Bank—are 
waiting in the wings to buy out, or, at least, buy into, 
one or more of the franchisees who may want to dilute 
their holdings. 

For our cover story, Will Cricket's New Czars 
Make Money? (page 52), Associate Editor Shamni 
Pande and Assistant Editor Tejeesh N.S. Beh! spent 
more than a week talking to fran- 
chisees, media buyers, advertisers, 
private equity players, stock mar- 
ket research firms and other stake- 
holders and put together, for the 
first time, indicative profit & loss 
accounts for the franchisees to 
determine when each of them 
would break even. 

The Indian rr sector is being buffeted by the winds 
of the Us slowdown and all companies are rolling out 
their Plan Bs to counter this. Wipro Chairman Azim 
Premji has appointed long-time Wipro hands Suresh 
Vaswani and Girish Paranjpe as co-CEOs to unify the 
company's domestic and international rr businesses and 
cross-leverage competencies. Will this risky strategy 
work? Assistant Editor Rahul Sachitanand spoke to 
Premji, the two co-CEOs and experts within and outside 
Wipro to find out. Read about it in Two to Tango (page 
66). Meanwhile, the government has banned futures 
trading in four more commodities to tame the inflation 
monster, despite the Abhijit Sen Committee, set up to 
study the impact of futures trading in commodities on 
their spot prices, finding no connection between the 
two. This is a blatantly populist move, driven more by 
the desire to be seen to be doing something about 
the issue in a year packed with assembly elections 
than by any expectation of actually succeeding. See 
Commodities Ban: Will it Help? (page 80). This issue 
also has our annual listing of India’s 20 Most Wired 
Companies (page 93), featuring the country’s most 
IT-savvy companies. 


Sanjoy Garryas 


SANJOY NARAYAN 
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Cricket is Now a Big Business 
Hard-nosed and uber-successful tycoons like 
Mukesh Ambani, Vijay Mallya and others paid 
millions for their Indian Premier League teams 
and players. And most of them are expected to 
start earning profits from next year. Says Lalit 
Modi, Commissioner, IPL: “I'm no financial 
analyst, but given the huge success of the 
league, and its future potential, | would venture 
to say that franchisees bought assets that were 
heavily under-priced.” 
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REAL ESTATE 


CORRECTION 
CRASH? 


A Correction is Welcome 

YOUR COVER STORY REAL ESTATE, 
Correction or Crasb? was timely, as 
a churn is already evident in the re- 
alty space in the country. It gave a 
clear picture of the actual situa- 
tion prevailing in the different re- 
gions, metros and peripheral 
towns, and put in perspective all 
the factors affecting realty prices. 
True, a crash looks unlikely as 
there are many genuine buyers in 











the market, but a correction will | 
certainly be welcome. | 


JACOB SAHAYAM, through e-mail 








Gung-ho Over Innovation 

THE INTERVIEW WITH THE WORLD- 
famous management thinker and 
teacher Professor C.K. Prahalad (BT 
60 Minutes, May 18) provided 
some useful insights on product in- 
novation and process innovation, 
particularly the difference between 
the two. Indian companies, espe- 
cially those in the service sector, 
are now leveraging the benefits of IT 
to improve their business processes 
with the ultimate goal of satisfying 
the customer. This is especially true 
of the banking sector, which has 
undergone a sea-change over the 
last decade. The application of IT in 
other sectors like healthcare and 
retail has also made things easier. 
However, I am not too sure when 
he talks about the idea of co- 
creation. I still cannot foresee a car 
manufacturer, a builder or even an 
FMCG company sitting with its cus- 
tomers to discuss their needs. If 
such an interaction does take place, 
it happens for very rich customers. 
The idea (of co-creation) does not 
look like materialising anytime soon. 
I was quite surprised to know that 
many innovative processes in 
financial transaction and other areas 
of banking originated from the 
Philippines and India. 


B.RAJASEKARAN, through e-mail 
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Say No to Cheerleaders 

I DO NOT AGREE WITH THE PARAL- 
lel that you have drawn in your ed- 
itorial, A Flap over Knickers, be- 
tween the sculptures in the temples 
of Konark and Khajuraho and the 
semi-nude cheerleaders on the 
cricket field. I think Indian cricket 
lovers are just happy to watch the 
game and certainly do not need 
those scantily-dressed girls to pep up 
their passion for cricket. Also, you 
seem to be erroneously suggesting 
that T20 is not just a new format of 
cricket but also an entertainment 
package of which cheerleaders are 
an integral part. But you should 
know that *cheerleaders' do not gel 
with our sensibilities, and we cer- 
tainly do not need them to enjoy 
our cricket. So, banning them does 
make sense. Let's not make cricket a 
Bollywood tamasha. 


MAHESH KUMAR, through e-mail 


Reality of Realty 

THE COVER STORY ON REAL ESTATE 
(Br, May 18) was quite informa- 
tive. However, you could have 
explored the scenario in the small 
towns in greater detail. Your arti- 
cle suggests that a correction is 
due in the housing space in small 
towns too, but that doesn't seem 


likely. The rates are still beyond the 


reach of most buyers and are show- 
ing no signs of weakening yet. A 
correction is badly needed at this 
juncture to bring new buyers to 
the market, especially the middle- 
class buyers in small towns. 

M. DADRWAL, through e-mail 


Commodity Cartels a Myth 
THE STORY ON COMMODITY CARTELS 
(Br, May 18) has exposed the gov- 
ernment's double standards. If the 
government is blaming business car- 
tels for the rise in prices, it is clear it 
wants none of the blame for the 
situation, which could easily spoil its 
prospects in the upcoming elec- 
tions—over the next year, 10 
Assembly polls and the general elec- 
tions are due. The story proves be- 
yond doubt that there are no com- 
modity cartels at work. Steel prices 
have risen due to various reasons, 
rising input costs being one of them. 
R. NAGRANI, through e-mail 


Correction 

In the story, Commodity Cartels: 
Fact or Fiction (Br, May 18, 2008), 
Deepak Wadhwan, Senior Advisor 
(Advisory Services, KPMG, was 
erroneously mentioned as Ashok 
Wadhwan. The error is regretted. 


ww ai. RA Lap E. G J RM 





` + J 
4^ 
£ 


Pr 
M. 


wj 
` 
why 


Experience complete satisfaction as you travel 
Qrom 7 metros” in India to the largest network in 
Europe & USA. Along with our partner SWISS, 
we offer a choice of 69 flights** to our European 
hubs in Frankfurt, Munich and Zurich. For more 
details, log on to www.lufthansa.com 


"New service: Pune to Frankfurt from Julv 1. **Additional fliahte 








There’s no better way to fly. Ce) Lufthansa 


Knlkata t^ Frantfiirt fram hina A 


bt company index 


Organisations in this issue are indexed to the first page of each section/article in which they are mentioned. 


D rr NER 66 
Adani Agrifresh ............. nnne 74 
AMS ici T 17 
Bill ii 66 
Airports Authority of India........................ asses 17 
Alchemy Share & Stock Brokers ................ annsss 52 
PCT NERO 144 
T 90, 110 
Apollo DKY Insurance Company......................... a sssssssss 122 
Apollo International ........................ nn 74 
Ashok Leyland................................................................... 94 
Asia Pacific BrOWOTIGS..:cus.:c:..cssssecsscsssscssssssssssessossssssesanerseeessennnsenses 38 
[t p. o MR 94 
Asset Managsrs.......................................................................... 120 
NT Kearngy.................................. UI Ia asa ssssssssssssesssss 38 
Gee eee Senet reser E E E 94 
Atlas Laboratories and Pharmaceuticals .............................- 150 
UY  ——— —— ———: 94, 116 
Azim Premji Investments.................... nnn 66 
Bajaj Allianz Life .............. ns 122 
Bangalore Electricity Supply Company...................... sn 94 
($10 = QURE 116 
Hain Mid... ecossemseoterosaritttosóntt nans a. 116 
Barclays Bank...................................................................... 84 
Bacon IN 2. ........................................... 124 
BASE DIM... uu aasan wasasapa 38 
Wapa miyu uu Uu l Meee 84 
(ee Ree eee er 38, 52, 90, 94 
Bharti Enterprises ...................................................................... 38 
BEN... uuu ee qtd Qai adu spi ndi 74 
o2 -————— ee Te 17 
oo ga pe ——— 17,94 
B oo o asas o SUR ARD MED QM MEM ere 94 
Bulaki Deep Freeze ..................................................................... 74 
Calls ONES A EIE E I E E 94 
CBÍBUIy oziram iaasa 110 
Caila Hed ICNAB canai 110 
Caparo Group.............................................................................. 38 
Citigroup...................................... Q... 66 
CIOD. snis Q U UU IIS u aiasissis 38 
Cognizant.................................................. . . .. ..... 66 
Commirondz Rosearch.................................................................. 17 
Confederation of Indian Industry ......................— a... 17, 152 
Corporation Bank ...................................................................... 116 
Council of Graduate Scho0ls............................................................ 17 
s uU u aus amsa ace ee 38 
Dabür PRIA LLL aap inaspas qasa 84 
Dagger Forst ............ l. l u sss 38 
(3o w—— ————— 52 
COSME ——— 66 
Digital StudyHall .......................... rere 94 
Dr Reddy's Laboratories .........................—- b dipsa nid 38, 110 
27 op Qo ABN EIEE E aasawa 134 
Ebo, eR ee ee ee ee 74 
COWO n E EEE. 94 
Election Mall Technologies .......................................................... 150 
Electronic Data Systems .................. em 66 
Emkay Midas Wealth Management................................................ 120 
Emkay Sharss.............................................. nnnnnnnnttenennn 110 
Emst & Young........................................................................ 38 
ne Seen sere E E Ed 17,74 
Up LULU Ll l L E Sas Sas 150 
Forlió Haalih08g............ L uuu EEE E 149 
Fil Be SUA riaatactret etnia apos eoo onusta pd 84 
Future Group.................................................................. 74 
Future Logistics ..........ccccssssssssssussssssseccanceeseeseessesnsnsnnsnannnesssseccssscsccs 74 
Garodia Gmup............................... II. SS. 142 
CE u awaspa acier ind 66 
Gomer el Elec eacccsssvscnscocscsescsconesssecsessnssesesinsosinebeveicsreescunessbonscot 84 
Cainer MOIS... u u sasa qwkyaassuspuwsasata8 84 
Gonpagt..... LI aa aaaasasisssssssnss 94 
sta Pbi Ci... cto rsssct t) prorsus nosti 74 
Glenmark Pharmaceuticals .......................... nnn 38 
GleboSat EDEMESEWII AEE E N AT A 38 
a ENEE E A ooa nnaasaanacoon 38 
GMR Hyderabad International Airport.............. aa 94 


12 BUSINESS TODAY JUNE 1 2008 


Godrej & Boyce............................................................. 84 
Godrej Consumer Products......................... nn 38 
GOMA T a n, l U uuu aaa E 74 
GSK Consumer Heslihcare........................................................... 110 
Harvard Business School Press..................... a aaa 14 
WS: uci asiapak 90 
Plo NONE RERO RR 90 
HOFC ERGO General Insurance..........................-. 122 
^. MEMMNRRENMEMRNRCRR 52 
n EE this asa pa I iint ni igno coca 38 
BEBE cat Renamed 110 
Hare Honda MOIS ssescicsssss0sssassvessesesnsesessovsnsnnnsnnsonssosssqsbsvosnesnsienseee 90 
Hewlett-Packard ................... rro oo oa tonos sonos 94 
MISI UNIO Su assasi 90, 150 
HUE U Uu. si pin ee etna snp Mii eee eer 94 
Hyundai Motor.................................................................. 38, 52 
Áo ern 66 
(01 EEEE EAA EO EA V E KL 94 
TEEI EEEIEE AAT 90, 116, 152 
EENT u ooi qui ea ee ae eee N E 94 
ICICI GOUD .................................................................... 152 
ICICI Prudential Asset Management Company ...................... 122, 124 
ICICI Soui nanna a 94 
SO tt EE pao S 84 
MAS CODI oana qayaspa sË 90 
EN LL a ee ee eee 74 
LARS ban. Uu L po tna etotpa rot mecttntna aa 38 
n uu TU L u E EL EI 52 
Wa CNIS is u E E E 52, 110 
Iulii Di. u iiim immi éd poe cum E renee cdd 84 
Indraprastha Apollo Hospital .............................. a... 149 
Indraprastha Cold Chain .......................... nn 74 
Infosys Technologies ....................... nnns 66, 90 
Institute of Clinical Research India ......................... aa... 134 
CU RETREAT RR em 84 
Interactive Gorp.................. J.I I sas 38 
International Food Policy Research Institute ...............................—.- 17 
International Institute of Information Technology Bangalore............. 94 
TL AT eee Le en Tr TT 94 
Lesen its ec a coal cU Mol saat Lir iii 94 
co DE E EE RI ISDN MEE 84 
|| S a u kusaspa sua e rm tut 17, 80 
JB Chemicals & Pharmaceuticals ................................................... 38 
Jet Airways..............................................................................-. 17 
ndal Shoe! and WW u rrr oia aanas rrenoasononuan 94 
Karnataka State Beverages Corporation ........................... 150 
Karvy Stock Broking ...................... nennt E 
Khandwala Securities...................... IL Aus 90, 110 
Kleiner Perkins, Caufield & Byers ......................... a... 38 
I uz; ——Á——n—w 134 
^. 1  -————— ———— 120 
Mis SSOP URIS aa 116 
T ANNETTE NTNSO EUIS 150 
OO =. AE EMRMO 122 
Ma Foi Management Consultants ......................... n 134 
MECQUBIIO...sccscssccccssorsanssssssssssssocseseeceeneesnnnenssnssssscouosovensoonnenet 52,74 
Madina CANONS n 94 
Mahindra & Mahindra ............................. nnn 17, 84, 110 
Mahindra Group .............ccessccsssssescsssssssssssecsennssesssnssssescssscensnnssensnnes 38 
MakeWrip................ J... a... 38 
Manipal Education and Medical Group.................... a. 94 
Ml ie u l iudei dibus mts pest Dci oM GE 38 
Martycherra Tea Estate ............................. nnn 142 
tir ibo MESRINE RR 17, 90, 94, 110 
McKinsey & Co................... eren rennen nnne 134 
Merrill Lynch........................................................................ 38 
Hena UU u UU L l 2 RR 66, 94 
Millennium SI68J............... lu totas AT 146 
Mil iii... uu ortis i usa sin on ira iMi 66 
Morgan Stanley ...................... nnne 90, 110 
Moser Baer ii siina niaii a a 94 
| AZ ENEE A EEEE II A T 38 
MudreGrou......................................................................... 134 
Midi PU... uuu uuu lass Eb) Eb asss 94 
Nathaa ASSOCIATGS E E A 52 
Nathan Economic Consulting........................................................... 52 


Nobb Ind ee Oc een ee 52 
National Commodity & Derivatives Exchange..........................- 80, 150 
National Institute of Public Finance and Policy ............................... 38 
Nut ala quoa pter dip qae nomena 146 
Milli oe cdm c Reenter nee ene 110 
|o T OEE EEPE E LE T 90 
New York Stock Exchange............................................................... 66 
Oi i cei PR GR Un ptt Edd 52 
o ERPE E TE —P—— I € 17 
Cpodl Do AEN 38 
03 Capital Advisors................................................................. 52 
| u u a usu E EEN S 94 
Optima Insurance Brokers...................... nn 122 
Orbit Corporation,.............................................................. 110 
Oriental Bank of Commerce...........................———— 116 
Pacific Healthcare Holdings. ........................................................... 38 
So PEERS 84 
Páblicis Nataq LULU ii ii i iisas 134 
Punjab National Bank ............................. nnn 116 
RUC FOODS. uu l ipa pq ioenbeteonti iion 74 
Ramco Group............................ III 94 
ÑAanbgmy AENEAN I EEEE 38 
Ray & KOSQVAM......ssssssessesssssssssssecesesssseseseenennensecnnsannnssanrescenensnentones 38 
Rediffusion DVR... u Ui iii a iais 134 
Relícen CANIS 1... sente aa 74 
Reliance Communications ........................ rnnt 90, 94 
ISSUU titi stata sasaqa 52, 84 
Reliance Logjsties.................................................................... 74 
Religare Securities ......... nuna 120 
RPG Enterpfi808..................................... u aaa aaa aassuiAussaesassasas 38 
Ryanair ................... LIL III”ISI”q”qI S aaa a assassssse 17 
o -——' B —————— 110 
Samsung Indis............... L.I s asss 84 
Sankara Nethralaya,.......................................................... 94 
Sapient ......-cccccscsssensssssssssooercssneceeserseesestansansssssuscucoonscnensenennanessscssess 66 
SAVOM ...nvessossceccesnsssssecscsnscnonsnsoonoooenetunsunssensensananssusceoneenssnasceteetenen 90 
Sei & Neues... sa tha tmo nune 38 
e. cr — ESSE 17, 120 
Ee RR RR 90 
SIMIAN ..ccssscccsonssnsnvesssoseseonsenensooonssonnesnsssssssssscsesscnsensnnnessoqeosect eee 38 
Gli ortho aetates T bosses tton 94 
Hl aiin buses 38 
A e A A oor u uu u u... 74 
Sony Entertainment Television ........................ n 52 
SDIGBlGk AAEE O E EA 17 
Spire Group............................................................................. 74 
Candai & PUO. Z, Sa kaa so pta tta tist pt tonto y 
Stsiudard Cheiterad Bak... U... L uuu uu uu... 38 
SDS teat U. U UL Li Sa sswaqaikakakuwawaspiaa 122 
Si Ho ONG uQ. u LL E E aie 90, 94, 116 
Suguna Poultry......................... erento 94 
Tag Hauer....................................................................... 52 
Tania SONIRIONS «....0cscevossndssccosssosccoressuscassasvossussecoetsnensesucsszopanavestess 110 
Talpa. a PT Re Ne See RTT 122 
Tata Consultancy Services .......................... nnn 90 
|^ |. Z u u hee ibaa neil 94 
| Yo —— ——————— 94 
| v o—m—À— ————— oe——————9À 146 
po o a CR — 94 
Tea Association OF India ..................— rennen 142 
Telecom Regulatory Authority of India............................. a... 17 
UBI GO 38 
TION. iii Bi sno pélibg phó qurimini sia tpa al cai st RE 66 
rina Bapu iii Echt a SE bi ipo nti oni 116 
IMA DISMNBS LIS Aaa awaspaq 38 
Velbionanol geh... ii iss papasus 84 
Virtus Techno Innovatios................................................................ 84 
o wMC—————————GÁ—— 94 
Wd I uU L cc istas gadt pi Miis Gu ces taie atisnilnnhsotsó 38 
Wipro Technologies .............................................................. 66, 90 
Wipro Consulting.................................................................... 66 
Wipro Infotech........................................................................... 66 
Wipro UI; III eene aonais 66 
Vash Birla Group............................................................................ 38 
Yash MeaAOBOODN cas ccscassassoicessosnssvsisstvsasonseceseceessessoncsocecsessvossaneeveneerenad 84 
Ze gpoo pe— Ó——— t€ 38 


— 











^ ECGC Strain 
t 
Don't let risks stop your export business from going 
further. ECGC gives you the confidence to challenge 
the limits of achievement. 
¢ 
: (c»» 
ISO 9001: 2000 Certified | 
(For Head Office and 49 Branches) 
Insurance is the subject matter of solicitation. E E G C 
You focus on exports. We cover the risks. 
Export Credit Guarantee Corporation of India Ltd. 
(A Government of India Enterprise) 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India. 
Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 * Toll-free: 1-800-224500 ° * e-mail: moter in * Visit us at: www. pd in 
t = A CREE SO) SE si ea q de C M, qo CUS ee 


Mumbai: (022) 2657 1993 * Chennai: (044) 2849 1017 « Bananas (080) 2558 2576 
* Kolkata: (033) 2282 2218 * Delhi: (011) 4150 6409 


AR No. 130 





bt editorials 


LALIT RANA 


There Are No ‘Good Losers’ 


HE INDIAN PREMIER LEAGUE HAS ALREADY CLAIMED ITS 

first high-profile casualty. Vijay Mallya, owner of the 
Royal Challengers Bangalore team, has sacked Charu 
Sharma, CEO of the franchise, following the poor per- 
formance of the team in the first half of the tournament. 
[n an interview to a television channel, Mallya minced 
no words while expressing his displeasure at the “wrong 
advice" he received from Sharma and team captain 
Rahul Dravid while buying players for this team. Then, 
there have been reports that Reliance Industries, which 
owns the Mumbai Indians franchise, is *unhappy" with 
captain Sachin Tendulkar's prolonged injury-induced ab- 
sence from the field. Both parties were quick to deny 
these rumours, but the very fact they are floating 
around points to the paradigm change tha: has already 
taken place in the cricket world. 

Hiring and firing, and raps on the knuckles, have long 
been part and parcel of the corporate world. But it must 
be a new experience for Indian cricketers, who enjoy god- 
like status in the country, and even leading cricket com- 
mentators, like Charu Sharma, who has quite a fan fol- 
lowing of his own. But they had better get used to it. 

The world over, professional sport is a dog-eat-dog 
business. Here, performance on the field has a direct 
bearing on the bottom line. And team owners, who have 
invested hundreds of millions of dollars, are unlikely to 
suffer "sporting" losers who cannot deliver results. 
Some high profile names are already on the chopping 
block, and doubtless, as the format progresses, many 
more famous heads will find themselves there. 

But owners must also realise that corporate strategies 


drawn up by highly-paid whiz kids can take them only so 





There goes your wicket: Losing makes no business sense 


far. The “asset” underlying their investments remains a 
sporting event, and unlike in the post-modern corporate 
world, there's no such thing as a win-win formula in 
sports—one side has to win and one has to lose. But play- 
ers must also understand that there is no such thing in 
modern sports as a *good loser". Purists might cringe, but 
that's a fact everyone will have to live with. Period. 

It will take some time for both owners and players 
to come to terms with the hard realities of profes- 
sional sports. IPL is the first attempt at formally marrying 
sports and business in India; so, one can understand the 
impatience of the owners for results and the astonish- 
ment of the players at what they must surely believe is 
cavalier behaviour. Both sides will have to learn to 
live by a new set of rules. 
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To what end? Ban on futures doesn’t help anyone 
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Wrong Antidote 


NFLATION CONTINUES TO BE THE PRINCIPAL CONCERN OF 
| ama makers in the country. Prices of vegetables, 
lentils, rice and wheat—the staple of most consumers 
in India—have shot up over the last few months, eat- 
ing into household budgets. At an aggregate level, the 
Wholesale Price Index, which comprises three different 
product categories (food, fuel, and manufactured 
goods), had risen from 3.79 per cent three months ago 
to 7.6 per cent end of April. Needless to say, rising in- 
flation has become a political hot potato. While the 
Reserve Bank of India is trying to tackle inflation from 
the monetary side, the government is using its executive 
powers to physically restrain price rise, for example, by 
holding down prices of fuel oils, steel and cement, 
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and banning trade in agri-commodity futures. 
Executive fiat may help dampen inflation in the 
short run, but it is hardly a long-term solution. Take, for 
instance, the ban on agri-commodity futures. Earlier this 
year, the government banned futures in rice, wheat, 
urad, and tur, and followed up with a ban on four more 
items in May, including chana, soya oil, rubber and po- 
tatoes. What happened? Prices didn't soften; in fact, the 
second set of ban actually led to prices of vegetable oils 
shooting up. Clearly, the government is barking up the 
wrong tree. Far from contributing to price inflation, a 
futures market helps discover future price and thus pre- 
vents prices from shooting up. On the contrary, the ab- 
sence of a futures market would end up confusing 
both consumers and producers; the consumer would 
not know whether to curb or find substitutes for a par- 
ticular item of consumption, while producers won't 
know whether they should increase or decrease supply 


Silly Season 


OLITICAL PARTIES IN ELECTION MODE ARE STRANGE 

animals—amazingly careless and profligate. After all, 
the future is uncertain. So, despite knowing well that the 
Rs 60,000-crore farm loan waiver would hardly be help- 
ful, the central government went ahead with it. In the 
run-up to the Karnataka elections, the Bharatiya Janata 
Party has deemed it fit to offer free electricity to farm- 
ers. And with eight more state elections due over next 
12 months, culminating in the general elections in 
May 2009, we can expect many more populist, and des- 
perate, measures to woo the electorate. 

Will these token measures win elections? If one 
looks objectively, what emerges is a mixed track record. 
However, an objective outlook is rarely a treasured qual- 
ity when the limited focus is on winning elections. 
Not that winning elections is not a worthwhile aim. It 
Is, but certainly not at such cost to the economy. 
Through happy chance, we have, over the past few 
years, had unprecedented prosperity. If the politicians 
stop playing this zero sum game with the Indian pub- 
lic, such prosperity will be a lot more assured and 
much less dependent on chance. Now, as we careen 
towards the general elections, the fiscal deficit, which 
was brought under control after a few painful years, is 
ballooning yet again. And that is in the context of an un- 
certain global economy as well as flagging momentum 
on the domestic front, not to mention high interest rates 
and rising prices. 

Add to this the off-balance sheet items in the central 
government's books. A few months ago, they were 
estimated at around 1 per cent of the Gross Domestic 
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of the commodity in the market. 

Interestingly enough, the Abhijit Sen Committee, 
which was set up to study the impact of futures trade on 
commodity prices, hasn't found any evidence to show 
that futures trade is abetting inflation. The committee 
members, except Sen himself, are against a ban. Even 
Finance Minister P. Chidambaram, no country bump- 
kin, has gone on record to say that there may be no 
causal effect between futures trading and prices shoot- 
ing up. *If rightly or wrongly, people perceive that 
futures trading in commodities is contributing to a 
speculation-driven rise in prices, then in a democracy, 
you will have to heed that voice," he said at an Asian 
Development Bank meeting in Madrid recently. 
Chidambaram has got it wrong. What the country 
needs is to help farmers increase food production, 
and not deny them and the consumers the presence of 
an efficient market place. 





Populist promises: And to hell with reforms 


Product. These items make a complete mockery of 
the Fiscal Responsibility and Budget Management 
Act. Then, oil, fertiliser and food subsidy bills have been 
swelling quite rapidly against the backdrop of the 
sharp run-up in global commodity prices, burning an 
even larger hole in the government's balance sheet, but 
a political class practising vote maximisation as its re- 
ligion is looking the other way. 

This return to populism at a time when the country 
needs to spend $500 billion (Rs 20 lakh crore) on 
infrastructure—which, in turn depends on several 
doses of reforms—does not augur well for the country. 
The economy is slowing down; the need of the hour is 
bold reforms—and the operative word here is bold. But 
with so many elections to be won—or lost—reforms are 
very apparently the last thing on the mind of politicians. 
The result, unfortunately, is going to be a policy paral- 
ysis that can only exacerbate the looming economic 
slowdown. The bottom line: don't expect any reforms 
till after the next general elections. 8 


on 


Over the Hump? 


A bumper harvest and comfortable stocks could 
lead to an easing of food prices. SHALINI S. DAGAR 





Inflation no longer a threat: But agriculture still needs attention 


ANY HISTORIANS NOW CLAIM THAT IT IS AN APOCRYPHAL STORY, BUT 

the myth endures. Confronted with a shortage of bread among 

the peasantry over 200 years ago, French Queen Marie Antoinette 
reportedly said: “If they have no bread, then let them eat cake.” Faced with 
global food shortages, modern day rulers cannot afford to be so callous and 
cavalier. Now, as global food prices show some signs of cooling, India seems 
to have ridden out the roughest patch and many experts believe that the 
worst is over. *India has managed to avoid the worst in terms of food in- 
flation,” says Ashok Gulati, Director (Asia), International Food Policy 
Research Institute (IFPRI). He points out that food inflation in India is prob- 
ably a third of the rate prevailing anywhere else in the world. Also, he points 
out, inflation has had no effect on the issue price at Public Distribution 
System outlets, which serve large swathes of the poor. 

This feeling of comfort is bolstered by the record domestic food 
grain production in 2007-08 of 227.32 million tonnes at last count. 
Government agencies had mopped up 18 million tonnes of wheat—almost 
a quarter of the production this year—till May 8. In a country where rice 
and wheat are the key staples, the buffer stock is an important moderator of 
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The fortnight's burning question. 


WILL GLOBAL OIL 
PRICES CROSS $150. 
PER BARREL IN 2008? 


No. Amit Mitra, Secretary 
General, FICCI 

OPEC members have indicated that 
they will not hike output quotas. 
This, and high oil prices are also en- 
couraging research on alternate 
source of energy for further con- 
sumption. Given this scenario, | 
don't see oil prices breaching the 
$150 (Rs 6,000) per barre! mark, 
though they will continue to 
remain high. 
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price expectations. And for now, the stocks are comfortable. 

“The situation will ease in the short term, especially if the mon- 
soons are normal as forecast," says Subir Gokarn, Chief Economist, 
Standard & Poor's Asia-Pacific. *The prospects for the kharif season 
also look reasonably good. Over the longer term, however, some 
threats remain," he adds. That is especially true for edible oils, as India 
imports more than two-fifths of its requirements. The same logic is 
applicable to pulses where again India relies on imports to shore up 
domestic output. 

The recent spate of trade measures across the world in terms of 
export bans means that India 
cannot import its way out of 
the problem even though the 
country's coffers are over- 
flowing with foreign ex- 
change. True, India exports 
far more food items than it 
imports, yet the risks remain. 

S. Sivakumar, CEO (Agri 
Business), ITC, points out that 
“since demand is not going to 


: HE reduce, the current measures 
m Food grains production in 2007-08 (whether increasing imports 


at a record high of 227.32 million or banning exports and 

_ tonnes futures trading) will not help 
m Stocks of food grain staples rising; much in the medium term.” 
18 million tonnes of wheat procured Hence, one needs more 

till May 8 durable responses that affect 

m Monsoons expected to be normal, the long-term prospects for 
according to national and global [Indian agriculture. The solu- 


forecasts tion, therefore, is really to go 
m Trade and fiscal measures have back to the basics—improve 


started to show impact — ^ — ^ ^ yield per hectare and focus 


LIKELY THREATS on building efficiencies in the 


supply chain. And those re- 

m India meets its edible oil requirements °POnscS will necessarily have 

through significant imports to include responses to new 

m Myanmar cyclone may have an impact an -e climate change 

on supplies of pulses to India ano z "E / RS SOSER 

m As the economy grows, demand for prices. Lhe latter can com- 
food will only continue to rise 





COMFORT FACTORS 








pletely throw out of gear 
India’s fertiliser policy and 
muddy the price signals to 
the farmer. Fertiliser subsidies, estimated at almost Rs 60,650 crore 
for 2008-09, have almost quadrupled over the last four years. No 
wonder, the government’s deficit is swelling. 

The recent amplification of the ban on futures trading to include 
four new agri-commodities is another example of sending con- 
fused signals to the farmer, who has to respond with appropriate sup- 
plies. Hence, while the immediate trigger for long-term change in the 
agriculture sector may wane somewhat if prices ease, it should 
hardly be a reason to turn attention away from the sector. 

It is time to focus full time on agriculture. The government 
should use this crisis as a wake-up call. 
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WANNA STUDY IN 





HE UNITED STATES IS LOSING GROUND 
T. education and is no longer 
the destination of first choice for 
many prospective international grad- 
uate students, says a recent study by 
the Council of Graduate Schools 
(CGS), an organisation of 500 higher 
educational institutions in the US 
and Canada. India, China and Korea 
account for almost half of all non-US 
citizens attending American gradu- 
ate schools, but there has been a 
sharp slowdown in growth from 


DWINDLING POPULARITY 
Fewer Indian, Chinese and Korean students are 
heading for the US. 


% % Change 
in No. of Students 





2005-06 — 06-07 — 07-08 
International Total ae 8 3 


Country/Region of Origin — ——— 
India 26 12 0 
Korea 4 0 0 
West Asia 10 LENY 


Source: Council of Graduate Schools, 2008 eran 
Graduate Admissions Survey, Phase |: 

Council of Graduate Schools, 2007 Internationa 

Graduate Admissions Survey, Phase ll: Fal Monican 
and Initial Offers of Admission 


these countries, which, the study 
says, can create a significant void at 
American institutions. Applications 
from prospective Indian students to 
US graduate schools, after jump- 
ing 26 per cent in 2005-06 and 12 
per cent in 2006-07, remained flat 
in 2007-08 on account of increased 
efforts within the country to 
encourage graduate students to 
study at home. 

Business administration, engi- 
neering, social sciences, physical 
sciences and life sciences remain the 
most sought-after fields of study for 
foreign students in the US. 
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5 Oui "core application has handled over 2 million users, 350,000 

L transactions per day in the first year and we expect it to multiply 
_ by at least 4 times in the next year. SQL Server provides us with 
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Reliance Money emerged as a dominant player in the extremely 
competitive online broking and distribution space with over 20,000 





. database we need." customer touch points across 4000 plus towns in India within the 
DEMO. first year of launch. The manifold growth in user base meant greater 
GN Nagaraj | demands on scalability and availability of the application. Microsoft 
E: en Ir V P & CTO, Reliance Money SQL Server acts as the backbone to a decentralised architecture 

A a S = BE thereby ensuring 99.998% availability and high-speed transaction 


processing leading to high customer satisfaction levels. 


To know more about Reliance Money and other case studies 
Visit: microsoft.com/india/bigdata | Email: sql in@microsoft.com 
SMS: SQL to 5676751 | Call: 1800 102 1100 (Airtel)/1800 111 100 (BSNL/MTNL) 


SQL Server advantages 
° Trusted Platform: Secure, highly available and scalable 


Microsoft: 
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Faster Time to Market: Easy to use, deploy, manage and faster to 
create applications 
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Are Airlines Lying? 


S THE INFAMOUS ASTERISK AT IT AGAIN? SEVERAL LOW-FARE CARRIERS ARE 
| remos fares as low as Rs 0 (GoAir), but when you book a ticket, you 
discover that you end up paying Rs 2,350 as fuel surcharge. Along with a 
passenger service fee (PSF) levied by airports and an "Air Congestion" sur- 
charge, surcharges on low-cost and full-service carriers alike have touched 
at least Rs 2,775 per ticket since May 1 when the 17.5 per cent increase 
in fuel surcharges kicked in. However, on short sectors, i.e., for dis- 
tances of less than 500 km, the fuel surcharge is “only” Rs 1,950. 

Airlines have been raising fuel surcharges ever so often (Jet Airways 
introduced a fuel surcharge in March 2006). In April itself, they increased 
a surcharges 14 per cent to Rs 
2.000. Isn't that deliberately 
misleading consumers? In 
Europe and the us, airlines such 
as Ryanair have been fined for 
misleading advertising, but in 
India, the issue hasn't been chal- 
lenged yet. 
So, is advertising cheap fares 
iust a gimmick since the cheapest 
a passenger can fly today is Rs 


ALWAYS RISING | 5.550 for a return fare on a 


Fuel surcharges have risen dramatically from “long” domestic route if the ba- 
E y sic fare is zero? Sam Sridharan, 


LITVd sisvaad 


zero to Rs 2,350 over the last two years. Chief Commercial Officer, 
Mar. '06 SpiceJet, does not think so: “I 
July '06 think most consumers are aware 
Aug. '06 Kc that fuel prices are increasing. 
Sept. '06 B Today, fuel accounts for 54 per 
Dec. '06 cent of our costs and it is only 
May '07 3 fair that I recoup some of that 
Aug. '07 ; money. You could say that some 


first-time flyers might be put off 
by the surcharges, but on long 


Dec. '07 BEE 1,650 d c flieh h 

| i seen a major drop in capacity 
Apr. '08 . 2,000 : 
May 08 - 2350 because the alternative (rail travel) 
"e ara bc qaa a ie is expensive in terms of time. 

et Airways and JetLite introduce fuel surcharges, everyone . 

followed suit — But we have had to drop flights 
** Airlines introduce an additional Rs 150 Air Congestion’ from some shorter sectors such as 
surcharge to ‘compensate for excessive hovering times S Bangalore-Hyderabad and 
Customers also pay a PSF at airports. Private airports or joint Soda 
venture airports in Delhi, Mumbai, Bangalore and Hyderabad Bangalore-Chennal. 
are proposing higher fees to recoup ‘development’ costs. All : " 
fees and surcharges’ together add up to Rs 2,115 Incr easing, fares and a cut 
Figures are total fuel surcharge except** back on expansion plans have 


taken their toll on growth. The 
last figures published by the Airports Authority of India (Aa!) in February 
2008 showed domestic passenger growth at 10.2 per cent over the figure 
for February 2007. A year ago, traffic was growing at 25-35 per cent year- 
on-year. “A 10 per cent growth rate is still amazing, and we believe that 
things will improve on the infrastructure front once the new Bangalore air- 
port and the new runway at Delhi start operations," Sridharan says. 
KUSHAN MITRA 
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CAR SALES 


SALES ARE UP 
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Wildflower Hall, Shimla in the Himalayas 
Voted best spa resort in ludia by World Travel Awards 


inthe 2007 Travel Agents’ Poll, 


The Oberoi Amarvilas, Agra The Oberoi Vanyavilas, Ranthambhore 
Rated the 6th best hotel in the world by Condé Nast Traveler Rated the 3rd best hotel in the world by Condé Nast Traveler 
in the 2007 Readers’ Poll. in the 2007 Readers’ Poll. 





DISCOVER UNIQUE MEETING VENUES AT THE WORLD'S BEST HOTELS 


Oberoi Hotels & Resorts offer a tranquil and aesthetically appealing environment with world class service 
ideally suited for exclusive meetings. 


S @ 
(Oheror Hotels Sç Resorts 


www.oberoihotels.com 


For further information, please call 1 800 11 2030, 011 2389 0606 or email: meetings @oberoigroup.com 
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Q&A 


‘India Needs a Stronger China Policy’ 


ILL EMMOTT WAS EDITOR 
Bo The Economist for 13 
years from 1993-2006, during 
which he observed first hand 
the incredible rise of China 
and India. He is also one of 
the world's leading experts on 
Japan, and bas written six 
books about the country. 
Emmott was in India recently, 
on his "umpteentb visit”, to 
promote his latest book, 
Rivals: How the Power 
Struggle Between China, India 
and Japan will Shape our 
Next Decade. He spent some 
time with BT’s Kushan Mitra 
in New Delhi dicussing the 
new Asian power paradigm. 
Excerpts: 


Do you really think that the "con- 
flict" you talk about in your book 
between Asia's major powers 
could actually lead to an armed conflict? 
I don't think it will ever come to 
that. There is too much to lose in 
such a conflict today, which is why 
I don't believe that war will ever 
break out. I believe things can be 
solved politically. 


But war as a diversion, to deflect 
attention. Maybe in China? 

There might be some issues across 
the Taiwan Straits, but not much 
more. 


You have spoken about the unwritten 
covenant between the Chinese people 
and the government, wherein the former 
forego political freedom in return for 
economic growth. Can the current slow- 
down in the US spread to China? And 
will it affect China's stability? 

That is an interesting point. In re- 
turn for the Chinese people ac- 
cepting little political freedom, the 
Chinese government has given them 
fantastic growth year after year. 
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Yes, an American slowdown will 
have some impact on China, but if 
you study China, you will see that 
the European Union is now its 
largest trading partner. If there is a 
localised slowdown only in the us, it 
might only dent China's growth 
slightly. A broader slowdown might 
mean that Chinese growth will slow 
down and that might lead to some 
trouble at home. It will be inter- 
esting to see how the Chinese gov- 
ernment deals with that. 


The Chinese media has become pro- 
gressively freer and bloggers are 
always trying to scale the 'Great 
Firewall' of China... 

[t is quite fascinating to see this. 
Chinese leaders are more people- 
friendly than they have ever been 
because the media in China is more 
important than ever before. During 
the snowstorms earlier this year, 
the Chinese leadership went out to 
the people because they knew that 


the media would haul them 
up if they didn't. 


The recent protests over the 
Olympic Torch have fired up both 
Tibetans and the Chinese. Why 
are the Chinese so angry? 

I think the Chinese think that 
the world is not seeing the 
full picture. The incidents in 
Tibet did involve a lot of 
Han Chinese getting attacked 
and killed, and many Chinese 
felt that the military action 
happened too late. Also, 
there is a feeling, at a 
moment, of immense na- 
tional pride, that events are 
being overtaken by some- 
thing else in the world. 


What about Indian policies with 
regard to China? 

I really think India needs to 
have a stronger Chinese policy 
going forward. I don't think there is 
much of a policy right now. 


Both countries also have incredible 
inequality among their people; will this 
impact future growth? 

I believe both governments are 
acutely aware of this problem, and 
are trying to make sure that there is 
some semblance of inclusive growth. 
In India, you must know what the 
government is trying to do, and I 
believe in China also, the govern- 
ment is trying very hard to ensure 
that the poorer provinces do not 
get left behind. 


In India you often see chaos and poor 
infrastructure. China is more organised 
and has great roads and airports. Can 
India ever catch up? 

I certainly believe that India can 
and will catch up, if the policies it 
adopts are correct. India is where 
China was eight or 10 years ago. 


PCO attendant to BPO manager. 
Dhruv Sharma, Vashi, has measured promise. 


The opportunity economy. The knowledge capital. The manufacturing hub. Flat 
but do not do full justice to the new India. Fearless, optimistic, competitive 
that is accurately captured on the Nifty 50 index, based on stocks listed 
India's leading stock exchange. 


India, today, is playing to win. To catch the action live, just turn to the 


NIF TY 
D 


National Stock Exchange of India Limited S to Ck of th e nation 


wwwW.nseindia.com 






© NSE 


Nifty has been used to represent S&P CNX Nifty, owned and managed by India Index Services and Products Ltd. (IISL), a joint venture betwee! 
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Power Gap Yawns Wider 


O WONDER, THE INDEX OF 
IN apasi production (IIP) is 
on a roller-coaster. The 9 per cent 
GDP growth targets may well 
remain just that—targets—if India 
Inc. continues to reel under critical 
shortage of electricity. The latest 
Central Electricity Authority (CEA) 
figures for 2007-08 put the peak- 
hour shortage of power supply at 
18,073 MW or 16.6 per cent of 
nationwide generation. The peak 
shortage was 13,897 Mw or 13.8 
per cent in 2006-07 and 11,463 
MW or 12.3 per cent in 2005-06. 
This shows that the country's peak 
hour power deficit is rising year 
after year as the country unfail- 
ingly misses capacity addition tar- 
gets every Plan period. 

Mizoram sits at the top of CEA's 
ignoble list, with a 40.2 per cent 
deficit, followed by Meghalaya (38.7 
per cent), Bihar (32.7 per cent), 
Gujarat (26.7 per cent), Maharashtra 
(26.4 per cent) and Jammu & 
Kashmir (25.9 per cent). Not a sin- 
gle state has surplus power avail- 
able during peak hours. Delhi is the 
best performer, with a deficit of 1.1 


Peak Demand 


Peak Deficit 
(MW) %) 


per cent (45 MW). Region-wise, the 
western reglon, comprising Gujarat, 
Maharashtra, Madhya Pradesh, 


Rajasthan and Chattisgarh (the 36 
states and Union Territories are split 





into five regions, and each region 
consists of a few states and Urs. The 
Northern Region, for instance, has 
nine states and Urs, including Delhi, 
Chandigarh, Punjab and Haryana), 
tops the list with a 23.2 per cent 
peak deficit, while the south has 
the lowest deficit of 9 per cent. 

In terms of energy supply, 
Andhra Pradesh cut the maximum 
of 133.7 million units (MU), fol- 
lowed by Karnataka (72.08 MU) 
during March 2008. Tamil Nadu 
followed a different style. It did not 
allow industries using low-tension 
power to work between 6 p.m. and 
8.30 p.m. Punjab and Rajasthan, 
too, imposed similar restrictions. 

CII Principal Advisor (Energy) 
V. Raghuraman notes that the man- 
ufacturing sector has little option but 
to go for captive power generation 
using diesel. It is, however, a very 
expensive proposition as each unit 
of electricity generated by this 
method costs Rs 15-18 against Rs 5- 
7 for supply from the grid. 

Meanwhile, the country's IIP 
continues to swing up and down. 

K.R. BALASUBRAMANYAM 
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The Real Cost of Delhi's BRT 


ESPITE THE FAILURE OF THE 
| ete administration to suc- 
cessfully implement a *bus corri- 
dor”, the Delhi government is im- 
plementing a 5.8 km stretch of BRT 
with segregated corridors for buses, 
cars, cycles and pedestrians. It ap- 
pears to have made a complete 
hash of it. And the costs have been 
escalating, too. 

About one million vehicles use 
the BRT stretch every day. On aver- 
age, transit times have increased by 
an hour each for private vehicles 
using the BRT—that's over one mil- 
lion man hours wasted daily since 


the BRT came into operation. 

Cars and two-wheelers waste 
fuel idling away. There are no esti- 
mates on the amount of fuel wasted, 
but a back of envelope calculation 
indicates that all vehicles, buses, 
two-wheelers and cars together 
waste over 10,000 litres of fuel as 
they remain stuck in traffic on the 
corridor. Over 2,000 trees were 
chopped down to make way for 
Stage I of the blighted corridor, 
which has resulted in more than 
50 motor accidents, 300 injuries 
and eight deaths. 

KUSHAN MITRA 
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Who's the CFO? 
The one with the flawless, deep-cut palladium finish? 


If pens had designations, the Sheaffer Heritage Legacy would be the precise, to-the-point, finance wizard. Styled for timeless elegance, with a 


deep-cut palladium plate finish and a palladium plate trim, the Sheaffer Heritage Legacy is more than just a writing instrument. It's /ORKSTYLE 


A 
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| - Featured here: 9035 Sheaffer Heritage Legacy ie ae 


Experience fine writing at: William Penn = Shoppers’ Stop m Lifestyle m Reliance Time Out m Staples g Pyramid m Crossword = Landmark a Pantaloon = Central = Odyssey 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government’s policy radar. 





MANAGING EXPECTATIONS 


A DESPERATE GOVERNMENT HAS RESORTED TO DRASTIC 
measures to tackle inflation. Its latest salvo is the 
decision to ban futures trading in four commodi- 
ties—potato, soya oil, chana and rubber. This deci- 
sion was taken despite the Abhijit Sen Committee 
observations that it could not establish a link 
between the futures and the spot rates. And pri- 
vately, senior bureaucrats concede that the move will not have any 
impact on the ground. A senior government official told BT: “It’s now 
about managing expectations and we have to be seen to be doing 
something to fight inflation. We don't think the futures ban would 
make a difference as inflation is a global phenomenon." For the time 
being then, it appears, we'll have to live with high inflation. 

RISHI JOSHI 





BSNLLOBBIES FOR ADC 


STATE-OWNED TELECOM FIRM BHARAT SANCHAR NIGAM LIMITED (BSNL) IS 
unhappy that it is being forced to give up its Access Deficit Charge 
(ADC) handout from this year. ADC was a levy paid by private players to 


BSNL for providing services in rural India. 

ROOTING FOR ADC — BSNL received Rs 2,000 crore in 2007-08 

š BSNL RES ADC regime as ADC to run loss-making landline opera- 

yasa tions in rural areas. It has now dragged 

= the Telecom Regulatory Authority of 

m Jakes the mattertoTDSAT India (TRAD to the Telecom Disputes 

m Argues it still requires Settlement and Appellate Tribunal 

support for rural operations © (TDSAT). Its contention is that it still pro- 

vides 98 per cent of rural landline con- 

nections and hence requires support. 

However, with private operators like Airtel and Reliance 

Communications also getting aggressive in rural areas, BSNL’s argu- 
ments may not hold water. 

KUSHAN MITRA 








CURRENCY FUTURES ON CARDS 


THE RBI IS KEEN TO LAUNCH EXCHANGE-TRADED CURRENCY FUTURES 
contracts in India soon. In a recent report, the central bank has advo- 
cated the launch of forex futures in domestic exchanges under the 
purview of markets regulator sEBI. Already the exchanges and SEBI are 
reported to be working on the margining and surveillance framework 
for the product. Initially dollar-rupee futures contracts will be permit- 
ted but gradually it will be extended to other currencies as well. The 
objective is to provide companies with a transparent and simple way of 
hedging their foreign exchange exposure. 

RISHI JOSHI 
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QUIET INDULGENCE? 


WHEN FINANCE MINISTER P. 
Chidambaram proposed 
changes in the Finance Bill 
2008-09 recently, one of them 
was the extension of the tax hol- 
iday for the IT industry by one 
year, till March 31, 2010. 
Clearly, yet another annual ex- ` 
tension during the Budget speech 
would have attracted far too 
much attention and that would 
have set the precedent for other 
exemption beneficiaries. Though 
the FM has often said that the 
aim is to move towards a regime 
with fewer exemptions, cynics 
might add, surely that seems 
like a distant aim. 


SHALINI S. DAGAR ` 


BODY BLOW FOR BSE? 

SEBI'S APPROVAL OF CROSS MAR- 
gining across and cash and de- 
rivatives segments is giving BSE 
members sleepless nights. Their 
worry is it would dry up vol- 
umes on the BSE as brokers 
would shift to NSE (which is 
the preferred exchange for de- 
rivatives) to take advantage of ` 
the new system. Says an anx- 
ious BSE broker: "It's the death 
knell for the BSE." SEBI then 
might be forced think of a way 
to allay the concerns of BSE's 
broker fraternity. — 


RISHI JOSHI 





Because you can't smell the burning 
rubber on television. 





Presenting the new HSBC Platinum Credit Card. 


Different people get their thrills differently. For those who need to be where the action is, HS 
presents the Platinum Credit Card. A card for the select few who never settle for the ordinary but seel 


the best. And invariably find it 


e Complimentary Mont Blanc pen* e Special health and wellness benefits 
e Enhanced Rewards Programme e Exciting offers on international airlines 


e Exclusive holiday packages 


HSBC Fè 


2j hae Call (city code) 3030 1800 from any mobile 
RI VE SP ant: agn Call 1800 11 2882 (toll free) from MTNL / BSNL lines HSR 
¿SA Live SMS <Platinum> to 575750 
more | 
Visit www.hsbc.co.in 





*On receipt of annual and joining fees. All features and benefits are subject to terms and conditions. Issuance of credit cards is at the sole discretion of HSB( 
Issued by The Hongkong and Shanghai Banking Corporation Limited, India. 
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HEMANT CHAWLA 


NEWS / / 


ANBUMANI RAMADOS 
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A. Ramadoss: A man in hurry 


OR HIM, THE ENDS JUSTIFY THE MEANS WHEN IT COMES 

to issues close to his heart. That explains why, 
over the last four years, Union Health Minister 
Anbumani Ramadoss, a qualified medical doctor, has 
been in the news for reasons more wrong than 
right. About 52 per cent of children in India, he says, 
take their puff on a cigarette because they have 
seen movie stars smoke on screen. His remedy: 
ban smoking on screen. When he couldn't muster up 
support for this move, he appealed to Amitabh 
Bachchan and Shah Rukh Khan not to play char- 
acters that smoke on screen. Expectedly, Khan 
declined to oblige, citing creative freedom. 
Ramadoss's next salvo: introduce pictorial warn- 
ings on cigarette packets. It has been 18 months 
since the government accepted the proposal, but 
there is no sign yet of these warnings. 

- Ramadoss recently suffered a serious loss of 
face. His long-running turf war with AIIMS Director 
Dr P. Venugopal ended with the Supreme Court 
reinstating the latter to his position at the prestigious 
institution, overturning a Parliamentary amendment 
to the AIIMS Act that, Venugopal argued, was 
inserted with the sole purpose of easing him out. 

Apart from making headlines, these controversies 
have changed nothing on the ground for this 
39-year-old heir apparent at PMK, a caste-based 
political party in Tamil Nadu run by his father 
S. Ramadoss. Says Cho Ramaswamy, noted actor, 
playwright and columnist, wryly: "He may next 
seek a ban on film scenes depicting people walking 
on the road as they are also dangerous these days." 
Too far fetched? With Ramadoss, one never knows. 

N. MADHAVAN 
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NUMBERS OF NOTE í 


Rs 8,000 crore: Cost of the 27-storey 
skyscraper being built in Mumbai by Mukesh Ambani. 
Once completed, this will be the world's largest and 
costliest privately-owned home, according to Forbes 


$7 (Rs 280): The amount Indian space agency 
ISRO charges for a satellite image of every sq. km of 
earth, compared to $16-20 (Rs 640-800) charged 
by its competitors worldwide. ISRO data sales 
increased 50 per cent in 2007 


2 ,300 per cent: Rise in Apple Computer’s share 
price over the past five years. Total sales (driven 
largely by the iPod and the iPhone) have jumped 
from $5.2 billion to $24 billion during this period. 
Its market capitalisation, at $154 billion, tops 

that of giants Hewlett-Packard, Dell and Intel 


240 million: The number of people across 
the planet who will be using mobile instant 
messaging by 2011 


14.4 per cent: The rise in wages in India in 
2008, the fifth successive year of double-digit 
growth in salary increments 


800: Number of vehicles per 1,000 people 
in America compared to fewer than 30 in 
China and 20 in India 


30 million tonnes: The amount of corn that was 
used in the US last year to produce biofuels i 


$3.54 million (Rs 1,416 crore): The estimated 
size of the Indian animation industry in 2006. It is 
expected to reach $869 million (Rs 3,476 crore) 
by 2010, according to NASSCOM 


1 25: Number of branches CitiFinancial (Citigroup 
India's NBFC) is planning to close in India; 
CitiFinancial has 450 branches in the country 


42 1 686 tonnes: Edible oil India 


imported in March 2008 


1 6,226: Total number of stores 


run by Starbucks across the world 





369 million: The subscriber base of 
China Mobile, the world's 
largest telco 
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How Companies Act on Global Trends 


Executives say that global trends have become increasingly important, but few companies are addressing them successfully. Respondents rated developments 
linked to economic growth in emerging markets, including India and China, and trends related to knowledge and technology as most significant. 


Knowledge, Technology, and Emerging Markets 


What will be the impact of each of the following trends on the profitability of your company over the next 5 years? 
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Most ug. executives around the world agree that global 
social, environmental and business trends are generally more 
important to corporate strategy than they were five years ago. 
But relatively few companies act on these trends, and many of 
those that do appear to be acting tentatively have yet to see 
Significant positive results. However, 77 per cent of the respondents 
cite growing numbers of consumers in emerging markets as 
important or very important to global business. 
Take, for instance, the growing number of consumers in emerging 

economies. Almost eight respondents out of 10 consider this 

e trend important for global business, and six in 10 think it ai 
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"India will never have a revolution. China will 
need one every two or three centuries... [ts 
society is hierarchical... India is diverse" 


Foreign Minister, Singapore, in The Indiai 


"If rightly or wrongly, people perceive tha: 
commodities futures trading is contributing to 
a speculation-driven rise in prices, then in 
democracy, you will have to heed that voice” 


Finance Minister, in Business Standard 


“Today, we have more IPL (Indian Premier 
League) teams than airlines in India. Look at 
the size of our country and the market 
potential—it's huge" 

Joint MD, Bombay Dyeing, and MD, GoAir, b 
The Economic Times 


“It’s not that we were going to starve or not get 
jobs or not have a good life or whatever, but 
you have this fear of failing and of doing some 
thing new, which is very natural. In order to do 
stuff that matters, you need to overcome that” 


Co-founder, Google, in Fortune 


“There’s a difference between i improvising 
and massacring a cuisine” 


Co-founder and Managing Director, Yo! China, | 
Business Standard 


“With the economy becoming more and more 
complex, risk management is the most 
important job in any bank” 

Chairman, SBI, in Mint 


“We have a strong dollar policy and althoug 
our economy is going through a rough patch 
right now, I think our long-term economic fu 
damentals compare very favourably when I look 
around the world. Over time, these are going to 
be reflected in the value of our currency" 


US Treasury Secretary, in Reuters.com 


“They understand frugal engineering, which 
is something we aren’t as good at in 
Europe or Japan” 


CEO, Renault and Nissan Motor Company 
low-cost design advantage, in BusinessWeek 
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bt noted 


RELAXED: By RBI, 
lending norms for in- 
| frastructure projects to 
encourage banks to 
earmark more funds 
for core sector proj- 
ects. Such loans will, 
henceforth, be treated as sub-standard 
only if commercial production is 
delayed by more than two years beyond 
the date originally envisaged, instead of 
the present norm of one year. 





SIGNED: By Bharti Airtel, a con- 
struction and maintenance agree- 
ment for the Europe-India Gateway, 
the first high-bandwidth, optical fi- 
bre connecting India to Britain. 
Among the 15 other companies tak- 
ing part in the 15,000-km project 
linking 13 countries that will start 
operations by 2010 are AT&T, BT 
Group, Djibouti Telecom, Gibtelecom 
and MTN Group. 


SURGED: By 31 per cent to $4.94 
billion (Rs 20,649 crore), across 156 
transactions, the value of private equity 
deals between January and April 2008. 
According to Grant Thornton India, 
this compares with 136 PE deals 
worth $3.42 billion in the same period 
last year. 


JUST WONDERING ... 


HAT HAPPENI Al 

Khan, who is alleged to 
have more than Rs 35,000 crore, 
stashed away in Swiss banks? 
In early 2007, an investigation Dy 
the ED into tax evasion and 
money laundering, following raids 
on his premises in Pune, 
Bangalore and Hyderabad, led 


ADDED: By GSM operators in India, 
6.1 million mobile subscribers in April, 
taking the country's total GSM user 
base to 198.8 million. The industry 
had added 7.6 million subscribers in 
March. The dip in growth is due to the 
poor performance of BSNL, which added 
only 470,000 new customers in April, 
compared to 1.6 million subscribers in 
the previous month. 


FALLEN: By $371 million, India's 
foreign exchange reserves, to $312.5 
billion, for the week ended May 2. 
This is the second successive week 
that forex reserves have fallen, mainly 
on account of a fall in the value of 
gold reserves, which are part of the 
country's total forex reserves. | 





se... LAUNCHED: By 
_ À = u Yahoo! India, a 
= ME = new concept 
= "= ENS called Glue Pages 
XL Beta. This search 





experience integrates the most rele- 
vant information from across the web 
onto a single visual-search results page. 
Glue Pages Beta, which aggregates 
text, images, and video content, is 
available across categories like health, 
sports, entertainment, travel, technology 
and finance. 


the authorities to the startling discovery that the reciusive Khan had close to 
$8 billion (Rs 35,000 crore then) stashed away in numbered accounts In the 
tax haven. If the money were found to belong to Khan, It would immediately 
catapult him into the ranks of the 10 richest Indians. But ED sleuths suspect 
that he is a front for politicians, businessmen and, scarily, the underworld. Not 
much is known about Khan, except that he was a small-time punter In Pune 
till he suddenly hit the big time five years ago. Following the raids, he has dis- 


appeared without a trace. The Mumba [ 
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olice have declared him an offender. 


ANUSHA SUBRAMANI 





HIC-TOWN INDIANS 





LCOHOLISM IS BECOMING A MAJOR 

problem in Indian society. Not 
only are Indians drinking more, they 
are beginning to drink earlier. Alcohol 
Atlas of India, an in-depth report by an 
NGO, Indian Alcohol Policy Alliance 
(IAPA), reveals that eight out of 10 
male drinkers and six out of 10 female 
drinkers indulge in "binge drinking", de- 
fined as drinking at least five pegs a 
session, which doctors say falls into the 
category of "hazardous drinking". Then, 
a majority of Indians indulge in solitary 
drinking, and imbibe spirits rather 
than beer or wine. 

Meanwhile, taxes on alcohol have 
enriched the govemment by Rs 21,000 
crore but this was more than offset by 
the Rs 24,500 crore that Indians spent 
on treating ailments resulting from 
drinking. ^We are now recognising that 
alcoholism is an issue that affects so- 
ciety and the economy at large," says Dr 
Vivek Benegal, Associate Professor at 
Bangalore's National Institute of Mental 
Health and Neuro Sciences. 


RAHUL SACHITANAND 
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Mega Market for Ultra-low-cost Cars 


As income levels rise in developing nations, an entirely new category of vehicle 
buyers is emerging, signalling an enormous potential for ultra-low-cost cars (ULCCs) 
priced between Rs 1 lakh and 2 lakh. A look at the trend: 


Global Sales Forecast for Ultra-low-cost Cars - 15.6 


Rest of world Rest of Asia 
Africa India 
South America China 124 


e India and rest of Asia (outside China) represent 

more than half the potential market for ULCCs 10.0 
e China will see a slower growth in the ULCC 

segment 


e Figures are in million units 1.6 


11 
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Population by Income Class in India, 2005 vs 2020 


2005 2020 
Income class* ; CAGR an 













Upper 31 
$10,000 million 
(Rs 4 lakh) 

Middle 

>$5,000-$10,000 







(Rs 2 lakh-Rs 4 lakh) 
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Total 1.1 billion Total 1.3 billion 


*Incomes calculated in purchasing power parity, an exchange rate that equalises the purchasing power of different 
currencies in their home countries for a given basket of goods; **CAGR= compound annual growth rate. 





Number of Potential ULCC Customers by Vehicle Price 
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Source: U.N. Population Studies, A.T. Kearney 
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Fernando Gutiérrez de Vera, Civil Endineer 732 
and President of the-SEOPAN Concessions Committ "T 
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Spain is a country that enjoys high standards 
of well-being and quality of life. They are the 
reflection of a first-rate level of socio-economic 
development. Spanish businesses are very aware 
of environmental and sustainability issues and 
are also outstanding in their achievements in 
technological research and development. 


Spain is currently a leader in infrastructure 
management. It is the second largest country in 
the European Union and has the highest average 
altitude in Europe. Spanish companies survey areas 
in order to design the best routes, incorporate 
latest-generation technology and design efficient 
management systems. 


Four of the world's five largest transportation 


developers are Spanish* 


* Ranking of “Public Works Financing” (Top Transportation Developers 2007, N° of Concession/P3 Projects) 
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Dr Reddy's makes three niche acquisitions in 30 days. E. KUMAR SHARMA 


OOD THINGS COME IN 
smaller packages— 
that's perhaps the wis- 
dom Indian pharma- 
ceutical major Dr 
Reddy's Laboratories has taken 
home after its big-bang acquisition 
of betapharm in Germany for 
roughly Rs 2,500 crore in early 
2006. In the course of the 30 days 
of April the Hyderabad-based com- 
pany announced three buyouts that 
it concluded. This time, the three 
deals put together add up to just a 
little over $70 million, or around Rs 
280 crore. Clearly, the rationale 
for these purchases isn't size and 
scale. *One is for its technology 
platform, the other is an infra- 
structure play and the third is a ve- 
hicle that can take us into a new 
geography," says G.V. Prasad, Vice 
Chairman and CEO, Dr Reddy's 
Laboratories. Analysts see merit in 
such a strategy. Says Alok Gupta, 
Executive Vice President & Country 
Head (Life Sciences & Technology), 
yes Bank: “Increasingly companies 
are today keen to acquire unique fa- 
cilities, technologies or distribution 
channels that can help them not 
just reduce costs but also provide a 
time-to-market advantage.” 
Consider the technology plat- 
form first. On April 1, Dr Reddy’s 
announced its decision to acquire 
from Dow Chemical Company a 
portion of Dowpharma Small 
Molecules Business—in the main 
its UK sites in Mirfield and 
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Cambridge. These include a chiral 
and biocatalysis technology at 
Cambridge and a scale-up capability 
in Mirfield. These, says Prasad, are 
niche technologies for the chemicals 
business in the space of APIs (active 
pharmaceutical ingredients) and CPS 
(custom pharmaceuticals). “The 
technology has wide application in 
both APIs and cps but our primary 
focus will be to use this technol- 
ogy to build deeper relationships 
with innovator pharmaceutical com- 
panies in the CPS segment," adds 
the cEO. The acquisition in- 
cludes customer contracts, 
associated products, 
process technology, intel- 
lectual property, and trade- 
marks as well as the trans- 
fer of the Mirfield and 
Cambridge facilities. 

Just two days later, Dr | 
Reddy's announced the 
takeover of Jet Generici 
Srl, a company engaged 
in the sale of generic fin- 
ished dosages in Italy. 
The deal has been com- 
pleted via Dr Reddy's 
Italian subsidiary, Reddy 
Pharma Italia spA, which 
has been engaged in 
building a pipeline of 
registrations since its in- © 
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DRL’s Prasad: Gets a 
booster shot of tech, 
infrastructure and 
geographical reach 


corporation. The acquisition pro- 
vides access to an essential prod- 
uct portfolio, a pipeline of regis- 
tration applications, and a sales and 
marketing organisation. This is the 
buyout that enables an entry into a 
new geography. 

The more significant deal was 
closed on the last day of April—to 
acquire BASF's pharmaceutical con- 
tract manufacturing business and 
related facility in Shreveport, 
Louisiana, USA. This business in- 
volves contract manufacturing of 
generic prescription and over-the- 
counter products for branded and 
generic companies in the us. It 
recorded revenues of $43 million 
(Rs 172 crore) for the year ended 
December 31, 2007 and employs 
around 150 people. “We see it as 
an infrastructure play for our US 
generics business. We are serving 
the US customers from India now. 
Having local facilities is impor- 
tant," says Prasad. 

Here's why: If Indian compa- 
nies bag orders for supplies to the us 
government, their domestic sites 
(in India) are still not on the ap- 
proved list of that country and they 
have to operate out of locations 
recognised by the government. 
Explains Prasad: *Having a local 
presence (with the Shreveport fa- 
cility) not only gives us an access to 
government business but also helps 
us become more responsive to the 
local needs." The us facility will 
also serve as a growth platform for 
Dr Reddy's plans for the us orc 
market. “In the next 12 to 18 
months, we intend to add another 
3-4 products and take the total 
number to seven products," says 
Prasad. It currently sells oTc prod- 
ucts like ranitidine and ibuprofen, 
which are supplied to stores like 
Wal-Mart and cvs, where they are 
available under private labels. 

There are more advantages of 
this deal, too. As Satish Reddy, MD 
& COO of the company, put it after 
the transaction was concluded: *The 


From Wall St to Dalal St 


Risk isn't a four-letter word for Merrill Lynch. 


FTER HE STEPPED INTO THE HOT 
seat at wealth management 
giant Merrill Lynch, John Thain, 
Chairman & Chief Executive 
Officer, has been an extremely 
busy man—raising capital, re- 
enforcing risk management prac- 
tises and bolstering businesses in 
fast growing destinations like India. 
Thain has been particularly up- 
beat about the Indian economy. 
"The Asia Pacific region, particu- 
larly India, is one of the most at- 
tractive places for growth. There's 
a lot of wealth being created in 
India,” said Thain who was in India 
last fortnight on a whistle-stop 
visit. India, with its strong local 
demand, will be relatively less af- 
fected by the global credit crisis. 
The former executive of NYSE 
Euronext has been successful in 
fixing some of Merrill's problems 
in the us. The company raised 


capital and focussed on improving. 


liquidity last quarter. Says Thain: 
“We made good many problems. 
The first was capital and we raised 
$12.8 billion (Rs 51,200 crore) 
in new capital, which is much 
more than our write-offs. Second, 
we focussed on liquidity and now 
our liquidity position is at a record 
high." Thain also stressed on the 
importance of risk management. A 
new team now reports directly to 


acquisition of BASF's finished dosage 
manufacturing facility in the Us will 
enable us to strengthen our supply 
chain for North America and pro- 
vide a strong platform for pursuing 
additional growth opportunities." 
That smaller is beautiful, or 
rather more workable, is a lesson Dr 
Reddy's would have appeared to 
have learnt from the acquisition of 
betapharm. This big-bang buyout 
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Merrill's Thain: It's getting better 


the chairman. Says Thain: “We 
have added to our risk manage- 
ment team, and we have rein- 
forced its importance." The 
Chairman also says that Merrill 
Lynch is adding senior personnel 
and has changed its compensa- 
tion policy and is back to focussing 
on its clients. 

Behind Merrill's problems was 
the credit tsunami that rattled the 
global financial world and sparked 
off a global risk aversion, which 
saw a severe sell-off in emerging 
markets. But risk aversion is now 
easing. Says Thain: *The risk aver- 
sion is not really directed towards 
Asia Pacific. There was a general 
pull back towards risk, but if any- 
thing, it was more focussed to the 
US. Risk aversion, although not 
Over yet, is getting better." 

CLIFFORD ALVARES 


has yet to show results, and the 
company is still feeling the pain fol- 
lowing pharma reforms in that 
country and the subsequent decline 
in prices. Prasad thinks it's time for 
the tide to turn. ^We are increasing 
our volumes and we can see that in 
significantly improved results. It is 
already showing," he says. The lat- 
est three acquisitions are unlikely to 
take that long to bear fruit. 
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Kin ‘Asher - 
Under Threat 


Heineken may be getting in 
Vijay Mallya's hair. 


See ie zn 


As. A SERIES OF DEFEATS ON 
the field in the ongoing Indian 
Premier League, “Royal Challenger 
Vijay Mallya cannot take any defeats 
off field. He can see clear signs of 
threat from Dutch giant Heineken, 
which has snapped up Scottish & 
Newcastle (S&N), Britain's biggest 
brewer, along with Carlsberg, for 
$15.4 billion (Rs 61,600 crore). S&N 
holds a 37.5 per cent stake in United 
Breweries Limited (UBL), which is as 
much as Mallya holds; this gives S&N 


with the same privileges as S&N in its 
previous avatar is a surefire recipe 
for disaster. Or so Mallya believes. 
He is firm that s&N’s charter of 
rights does not automatically 
extend to its new acquirer. 

He is now out to prove that 
point. Mallya has moved Mumbai 
High Court, seeking termination 
of privileges that s&N enjoyed ear- 
lier. UB Group insiders don't see it 
necessarily as a legal fight, but just an 
arm-twisting tactic by the Ub Group 
Chairman to get Heineken around 
to the negotiating table. He could 
then work out fresh and favourable 
terms so that Kingfisher, which con- 
trols half of the Indian beer market, 
can continue to fly high uninhibited. 

Mallya will get big relief if 
Heineken accommodates his con- 





UB's Vijay Mallya: Guarding his turf from the Dutch giant 


certain special privileges like equal 
representation on the UB Board, 
appointing a CFO and access to all 
financial information. Will Heineken, 
which owns s&N's Indian assets under 
the deal, inherit all these? 

Mallya may not detest supping 
with Heineken; but that won't be so 
simple as the Dutch brewer is a 
large stakeholder in the Singapore- 
based Asia Pacific Breweries (APB), 
which directly competes with 
Kingfisher beer on Indian soil with 
brands like Tiger and Baron. 
Allowing Heineken to walk away 
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cerns and agrees to the business 
structure he proposes. One of which, 
UB officials say, is to bring APB's 
brands under the uB fold and sell 
them all under Kingfisher's vast dis- 
tribution network. What if the Dutch 
brewer rebuffs the proposal? Then, 
according to UB sources, Mallya may 
negotiate a buyback of s&N's stake; 
if that does not happen, he may buy 
a stake in ABP and prevent his new 
partner from getting an edge over 
him in the Indian beer market. 
Analysts, meanwhile, are not in 
a position to comment this way or 


that. *We are watching how things 
finally end. Imagine a situation 
when your competitor becomes 
your shareholder. U UB is in that situ- 
ation,” says R. Sreeshankar, Head of 
Research, IL&FS Investsmart. 

K.R. BALASUBRAMANYAM 





into Rainbow - 
Country 


Why is India Inc. headed to 
South Africa? 


HARTI ENTERPRISES’ MULTI- 
Boios dollar play for telecom 
major MIN may be the first bid for 
an asset of such magnitude in South 
Africa by an Indian company, but it 
isn't as if that region hasn't interested 
Indian promoters before. Over the 
past 3-4 years, a number of domes- 
tic firms, including pharmaceutical 
majors like Ranbaxy, JB Chemicals & 
Pharmaceuticals and Glenmark 
Pharmaceuticals, along with the 
Tatas, the Godrejs and Vijay 
Mallya's UB Group, have bid for 
South African companies. The latest 
‘India into Africa’ transaction was 
concluded in April when Godrej 
Consumer Products picked up hair 
products company KINKY for Rs 140 
crore. In 2006, the company had 
acquired its first company in the 
country, Rapidol, thereby entering 
the hair colour business. According 
to data compiled by Thomson 
Financial, since 2006, Indian com- 
panies have pulled off some 12 buy- 
outs worth a little over $200 million 
(Rs 800 crore), till date. All these, of 
course, pale in comparison to the 
big-bang acquisition made by 
China's ICBC, of South Africa's 
Standard Bank Group for $5.6 bil- 
lion (Rs 22,400 crore) last October. 
Of course, if Bharti does succeed in 
bagging MTN, that will change the 
M&A sweepstakes once again. 

There are several reasons for 


RACHIT GOSWAMI 


companies queuing up to enter the 
South African market. For one, 
South Africa is considered the “gate- 
way” to the rest of Africa. As 
Hoshedar Press, Executive Director 
& President, Godrej Consumer 


Airtel's African Safari 


Will Sunil Mittal succeed in acquiring MTN? 


HE LAST TIME BHARTI ENTER- 


Products, explains: *We were look- prises Chairman Sunil Mittal 
ing at markets where there isa large met this magazine he spoke of 
population of people with black the tremendous potential of Africa 


hair. South Africa fitted that bill. 
Moreover, South Africa is like an 
entry point to the rest of Africa." 
Others like Vijay Subramaniam, 
Head of Marico Ltd's international 
business group, believe that con- 
sumption of beauty and healthcare 
products is on the rise as prosperity 


and how Indian companies would 
have to do more to prevent the 
Chinese from gobbling up the 
African pie. To his credit, Mittal 
has now decided to put his money 
where his mouth is by making a 
$20-billion (Rs 80,000-crore) 
move for a 51 per cent stake in 
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Bharti's Mittal: Battles ahead 


levels of the ethnic population areon South Africa-based mobile opera- 

the rise, thanks to social empower- tor MTN through his telecom firm erstwhile partner, Vodafone, which 
ment programmes like BEE (black Bharti Airtel. is mulling a $22-billion (Rs 88,000- 
economic empowerment). That's Both companies have con- crore) bid for MTN, a report 
making the market ripe for quality firmed that they are in talks; how- Vodafone now appears to deny. 


products. Marico entered the South 
African market by acquiring the 
consumer division of Durban-based 
Enaleni Pharmaceuticals in a deal 
valued at around Rs 52 crore. The 
market for ethnic hair care and rel- 
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ever, sources close to the deal say 
that Bharti's valuation of MTN at 
165 rand per share might be a 
sticky point, but negotiations are 
continuing. Bharti's problem may 
not lie in MTN’s valuation, but the 
competition it might face for the 
deal. While Airtel has brought its 
partner SingTel into its camp, 
Egypt-based operator Orascom as 
well as China's leading operator 
China Mobile have indicated that 
they will not bid for MTN. But the 
bogey, according to London's 
Sunday Times, might be Mittal's 


evant over-the-counter healthcare 
products in South Africa is estimated 
to be in the region of ZAR (South 
African Rand) 1.1 billion (about Rs 
600 crore) and said to be growing at 
over 20 per cent. 

But it's not as if tapping South 
Africa or other African markets is 
without its share of challenges. *Like 


According to a telecom analyst, 
MIN will give Bharti a foothold in 
several emerging markets. South 
Africa, which has 15.1 million 
subscribers, is a nearly-saturated 
market, with over 75 per cent 
mobile penetration, but MTN’s 
largest operations are in Nigeria, 
with close to 18 million sub- 
scribers; that country has a mobile 
penetration of around 25 per cent. 
MTN'S ace is the fact that it has 
operations in several other almost- 
virgin markets such as Afghanistan. 

KUSHAN MITRA 


several other geographies, talent 
can be a challenge—especially find- 
ing talent with formal qualifica- 
tions. In some African countries, 
other aspects of business like bank- 
ing, transportation and advertising 
opportunities are not well devel- 
oped," summarises Press. 

T.V. MAHALINGAM 





2 


<i was the. 
Whar jurth point 
the boss said? .- 





q. 
4 -— s. ee 


bt current 


RNG? SH EINE ATA 
Sweet Home 
Andhra 


Lord Swraj Paul's Caparo Group 
has big plans for India. 


N THE MID-60s SWRAJ PAUL 
| pe to London, moving 
away from the business his father 
had founded in India (the Apeejay 
Group); by the late '60s he founded 
the Caparo Group in the UK. Now 
it’s the turn of one of Lord Swraj 
Paul's sons to shift the group's spot- 
light back to India. Angad Paul, 
Chief Executive of the Caparo 
Group, is also Chairman of Caparo 
India, which will be setting up an in- 
dustrial park and a multipurpose 
special economic zone (SEZ) spread 
over 2,000 acres in the Nellore dis- 
trict of Andhra Pradesh; the park 
will focus on the automotive and 
aerospace sectors. *It is more than 
just investments that we are making. 
We want to create a platform and 
play the role of a catalyst for others 
to come in," says Angad Paul. 

The park's location is, indeed, 
strategic—south of Andhra, near 
the Tamil Nadu border, and close 
to Chennai. Paul points out that 
the company was open to investing 
in any Indian state; it's just that 
the proactive moves of the Andhra 
government (*We moved from the 
concept to the foundation stone in 
less than a year," he says) coupled 
with the ideal location made 
Andhra the right choice. *We also 
need to respond to the needs and 
Andhra needed this," says the 
young 37-year-old Paul, who these 
days visits India at least once every 
five to six weeks. 

Caparo envisages an invest- 
ment of Rs 3,500 crore in a 
phased manner. Of the 2,000 
acres, 1,500 acres are for an 
industrial township and 500 acres 
for the sez. Apparently, the park 
is to be developed in such a 
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SATISH KAUSHIK 





Swraj Paul: Return of the native 


manner so as to house units for 
special vehicles, automobile com- 
ponents, aerospace, engineering, 
forging, foundry and luxury buses, 
among others. It is meant to be an 
attraction for investors from the 
UK, the US and Europe. 

According to the state govern- 
ment, the Caparo Group will be set- 
ting up four to five units on its own, 
besides joint venture projects in the 
automotive, engineering and aero- 
space sectors. Initially, Caparo will be 
setting up a luxury bus manufactur- 
ing plant in technical collaboration 
with Hyundai Motor of South 
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ISB Campus: The iconic institute is on course for another campus 


Korea. The buses, meant for sale in 
the Indian market, will start rolling 
out in July 2009. Paul says Caparo 
India has grown quite rapidly and to- 
day has sales to the tune of around 
Rs 1,000 crore. Says he: “India is one 
of our largest customer bases and 
every automotive company in the 
country is a customer of Caparo.” 
He also says: “The largest single 
concentration of our business facili- 
ties in India will be in the south.” 

That's good news for Andhra, 
and for India. 


E. KUMAR SHARMA 






New Schools 
of Thought? 


ISB may spread its wings. First 
stop could be Mohali. 


F THINGS GO AS PLANNED, BY APRIL 

2011 the Indian School of 
Business (ISB) could begin offering its 
management programme out of a 
new campus at Mohali in Punjab. “I 
must say that it is not yet finalised 
and the Punjab government has yet 
to approve our proposal but we 
are hopeful that it may happen, 
and the land will be transferred in 
the next two to three months," 
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says ISB Dean M. Rammohan Rao. 

Rao explains that the genesis 
for this proposal lies in the plans of 
the Punjab government for a 
Knowledge City in Mohali; within 
this city, it has proposed to house 
a national institute for nanotech- 
nology, a biotech institute, an in- 
stitute of science and a premier 
management institute. For ISB, he 
says, it will be a capacity-building 
exercise and an opportunity to 
stretch its wings to a new loca- 
tion. ISB is planning to start with a 
batch of 140 students and gradu- 
ally reach a strength of 350 in five 
years. For this, it is hopeful of 
getting around 70 acres. The proj- 
ect is expected to involve invest- 
ments of Rs 250-300 crore. Three 
to four investors have expressed 
their keenness to pitch in with 
some Rs 200 crore. 

Course offerings and design 
would be similar to IsB Hyderabad, 
except that, other than the core 
syllabus, there could be options 
for students to pursue some new 
electives in areas like public policy, 
manufacturing and healthcare; 
these are not offered at the Hyder- 
abad campus. A new faculty will 
also be hired for the Mohali cam- 
pus but, other than that, the ISB 
structure would remain the same, 
as also the relationships with and 
support from its international part- 
ner schools. The Hyderabad cam- 
pus has a strength of 450 students 
currently which is being increased 
to 560 in next year’s class of 2010. 

Other than Mohali, does ISB 
have more campuses on its radar? 
There has been talk that the 
Andhra government may be willing 
to offer land at Tirupati in the 
state for another campus for ISB. 
The school apparently is still ex- 
amining this but does not intend to 
start too many at one go. How 
things move for its first new cam- 
pus will perhaps become clear in 
the next month or two. 

E. KUMAR SHARMA 
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Shock 
Treatment 


The BJP promises farmers 
free power for votes. 


HE BJP HAS RUSHED WHERE ITS 
fetes fear to tread. The 
party has promised free power to 
farmers if voted to power in 
Karnataka. That was a commitment 
that not just the Congress but even 
the JD(S), which claims to represent 
farmers, deftly eschewed in their 


BJP’s Yeddyurappa: Promises to keep 


poll manifestoes. 

Karnataka has 17.5 lakh irriga- 
tion pump sets (IP sets) and adds 
25,000 new ones every year. The 
BJP’s promise flows from its leader 
B.S. Yeddyurappa’s own under- 
standing of state’s finances—he was 
Finance Minister in the JD(S)-BJP 
coalition regime before a divorce, 
which explains the elections now. At 
a subsidised tariff of 40 paise per 
unit, the BJP loves to believe its prom- 
ise, if implemented, would cost just 
under Rs 800 crore a year. But it ig- 
nores the fact that the actual power 
bill works out much higher. The 
average cost of power supply has 
climbed to an unsustainable Rs 4.30 


a unit as against recovery of just 
Rs 3 a unit from consumers. The 
government supports the five state- 
owned electricity supply companies 
(Escoms) with Rs 1,800 crore a year, 
but that has not helped much. 

The BjP's promise, if kept, will 
ruin the Escoms and drive away in- 
vestors. No investor would want 
to invest in a state saddled with a 
sick power sector, says a director at 
one of the Escoms. According to 
him, each IP set energised imposes a 
recurring annual burden of about 
Rs 26,000 on the government. One- 
third of the power Escoms buy goes 





towards meeting agriculture load, 
while a fourth is lost in transmission 
and distribution. Supply to the farm 
sector is supposed to yield Rs 60 
crore a month, but few consumers 
pay. The state’s electricity regulator 
encourages switching off supply to 
defaulters, but politicians in power 
have never allowed that. Thus 
Escoms are together left with only 
40 per cent of power they have 
bought. Result: Industrial and com- 
mercial consumers are hit by way of 
steep tariffs and a 13 per cent short- 
age in peak hour supply. Professor 
M. Govinda Rao, Director, National 
Institute of Public Finance and 
Policy, and also a member of the 
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PM's Economic Advisory Council, 
ridicules the BJP’s double standards. 
“The same party in Gujarat told 
voters it will supply quality power to 
farmers for 24 hours if voted, but 
will charge for it. If Narendra Modi 
(Chief Minister of Gujarat) could 
say so and come to power, what 
prevents the BJP from doing that in 
other states," he wonders. 

K.R. BALASUBRAMANYAM 


Bangalored or 
Gangtoked? 


There could be some out-of- 
the-blue IT hubs in the making. 


HINK IT SERVICES OR OUTSOURC- 
du in India, and the first desti- 
nations that come to mind are 
Bangalore or Hyderabad or Pune. 
With good reason. According to a 
recent AT Kearney-Nasscom study, 
90 per cent of the total direct em- 
ployment of two million is captured 
in seven cities: Bangalore, National 
Capital Region of Delhi, Mumbai, 
Hyderabad, Pune, Chennai and 
Kolkata. The report has termed 
these locations as ‘leader’ locations. 


The Rhino's Last Charge 


Tyre maker Ceat unveils a new logo in a bid to get back on track. 


EADING TYRE MANUFACTURER 
Eas, the flagship company of 
RPG Enterprises, plans to take a 
brand new road into the future. 
For starters, it has discarded its 
iconic Rhino logo and has unveiled 
a new logo that it hopes will con- 
nect with today's youth. 

Says Arnab Banerjee, Vice 
President for sales and marketing, 
Ceat: *We did an ex- 
haustive brand equity 
study and observed 
that even though the 
Ceat brand was still 
salient in the metros, the brand 
relevance for people under the age 
group of 25 was declining. That 
was the starting point for the new 
branding strategy." That the com- 
pany isn't exactly outperforming 
might have also triggered the brand 
overhaul—turnover for 2007-08 
was up by a little under 9 per cent 
over the previous year, and Ceat 
lags at #4 position in the Rs 
19,000-crore domestic tyre market 
with a share of about 13 per cent. 


SOFTWARE IN SILIGURI! 
The 'Aspirants' are the surprises on the list. 


C=AT 


Banerjee argues that the Rhino 
logo was born two decades ago 
when the primary requirement of 
clients was tyre toughness to ne- 
gotiate bad roads. *But as roads 
improve across the country, client 
requirements are shifting from load 
and toughness to speed," explains 
Banerjee. Ceat mandated design 
firm Ray & Kesavan to craft the 
new logo, and plans to 
spend about Rs 10 
crore on its new brand- 
ing campaign in the 
first year. 

Ceat also plans to invest about 
Rs 1,000 crore in two greenfield 
facilities. One of these units, which 
will take in Rs 600 crore, will be a 
dedicated radial truck and car fa- 
cility. The other will make spe- 
cialty tyres (for road excavators 
and road builders). 

Banerjee expects these two cat- 
egories to contribute about 35 per 
cent of Ceat's revenues, up from 
about 10 per cent, currently 

T.V. MAHALINGAM 





The study assesses the potential 
and attractiveness of over 50 dif- 
ferent cities in the country and has 
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Vadodara are pockets of IT activity largely led 

Visakhapatnam by small domestic firms (with less 


inc 7 - Note: NCR includes Delhi, Noida, Gurgaon and Faridabad; Ahmedabad includes Gandhinagar; 


ste LA than 50 employees or so). 
T > | Chandigarh includes Mohali and Panchkula Source: AT Kearney-Nasscom 


T.V. MAHALINGAM 
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A Trip into 
the Black 


Cleartrip seeks to dominate 
in a competitive market. 


HERE ARE AT LEAST A DOZEN 
aca in the online travel mar- 
ket, which is pegged at around 
$2. billion (Rs 8,000 crore) today 
and expected to grow to $6 bil- 
lion (Rs 24,000 crore) by 2010. 
Venture capitalists, too, are queuing 
up to invest in such firms as wan- 
derlust-struck Indians are visiting 
these sites to hunt for the most af- 
fordable airline tickets, hotel rooms 
and tour packages. Cleartrip, a 
company founded three years ago 
by venture capitalist Ram Shriram’s 
Sherpalo, claims to be leading the 
way in this market. What’s making 
it easier for Cleartrip is the third 
round of funding, all of $18.5 mil- 
lion (Rs 74 crore), that it recently 
closed. Of this, $10 million (Rs 40 
crore) came from Draper Fisher 
Juverston, while other investors, 
including the Mahindra Group, 
Kleiner Perkins and Sherpalo, 
bought in the rest. With this funds 
infusion (reportedly the largest such 
VC funding in 2008), Cleartrip has 
so far raised $30.2 million (Rs 
120.8 crore) in funding. It also 
helps Cleartrip join arch-rival 
MakeMyTrip in planning to break 
even later this year; Cleartrip also 
says it should be ready to go public 
in 12 months. 

Internationally, portals such as 
Expedia and Travelocity have been 
successful selling cheap airfares and 
hotel rooms to tourists, with the 
former boasting of operating mar- 
gins as high as 25 per cent, as its 
customers opt for the lower costs 
afforded by the internet. “We will 
focus on developing our technology 
platforms and will also acquire of- 
fline agencies to boost our inven- 
tory,” Sandeep Murthy, Cleartrip’s 
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31-year-old Chief Executive, told BT 
in Bangalore, when he visited the 
city on a family holiday. According 
to him, Cleartrip is perhaps the 
only portal to have “99 per cent 
of its business” online and Murthy 
claims customers will spend just 20 
seconds booking their ticket, tour or 
hotel room on his site. “The focus 
of an online travel business has to be 
on the browsing-booking-payment 
routine and our focus is on en- 
hancing user experience,” Murthy 





Cleartrip’s Murthy: Hone user experience 


adds. The portal has already over- 
hauled its interface to make it sim- 
pler for visitors and to give it an 
edge in an overcrowded and some 
would say overheated market. He 
lists Cleartrip Calendar (airlines 
fares across the month at a single 
click) and Graphs (graphical rep- 
resentation of rates across the spec- 
trum from carriers) as some of his 
technical advantages. 

The online travel business isn’t 
entirely new to Murthy, who stud- 
ied in Delhi before going to the Us 
for his undergraduate studies and an 
MBA from Wharton. Prior to set- 
ting up and running Cleartrip, with 


three other co-founders, Stuart 
Crighton, Matthew Spacie and 
Hrush Bhatt, he worked at 
Interactive Corp, the firm behind 
online travel major Expedia, and 
others like citysearch.com and 
gifts.com. Sensing the opportunity 
to invest in India-based businesses, 
Murthy moved first to Kleiner 
Perkins, Caufield & Byers, before 
moving to Sherpalo as a partner 
and finally to Cleartrip as its CEO. 
Three years after he started the 
company, Cleartrip has now grown 
into a 350-person business, attract- 
ing around 100,000 people to its 
site every day and converting 5.5 
per cent of them into customers. 
“We have 70 per cent repeat busi- 
ness and earn around Rs 2.2 crore 
revenue every day,” says Murthy. 
Although Cleartrip averages 
7,500 air bookings and around 
2,000 hotel reservations daily, 
Murthy is well aware of the low- 
margin business he is operating. 
“The online airline ticket business 
has wafer-thin margins and we need 
to become a much broader and 
higher margin outfit to be prof- 
itable,” he says. This could come 
from going into hotels, packages 
and ensuring much higher traffic to 
the site. “There is an issue with 
hotel reservations, too; the total 
room inventory in India is perhaps 
100,000 and that is just as much as 
a place like Macau. What’s worse, 
these rooms are poorly-categorised 
and customers are often left feeling 
in the dark when they make reser- 
vations,” says Murthy. For now, he 
plans to buy offline travel businesses 
and is also considering acquiring 
boutique technology firms in areas 
such as search and travel to sharpen 
his technology edge. With the com- 
pany expected to grow its business 
by over 100 per cent this year (and 
close with $300 million in revenues), 
Murthy will have his hands full en- 
suring he can build a large and prof- 
itable online travel business. 
RAHUL SACHITANAND 


Leap ahead 
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Aggregating Indian films and 
soaps is big biz in the West. 


F YOU THOUGHT IT'S ONLY 
housewives in the country (along 
with some helpless husbands) who 
are glued to soaps like Kyunki Saas 
Bbi Kabbi Babu Thi, that may not 
quite indicate fidelity to the truth. 
Consultancy firm Ernst & Young 
(E&Y), in a report titled Indian 
Content on the Move, estimates 
the value of Indian content sold 
outside the country—films and 
television content—at over $200 
million (Rs 800 crore). The audi- 
ence is doubtless of Indian origin— 
comprising largely of the global 
community of non-resident Indians 
—but it's huge and spread all over 
the world, with most of them con- 
centrated in the Us and the UK. And 
as India becomes the flavour of the 
globe—economically and culturally 
—this demand for domestic con- 
tent is expected to grow at over 20 
per cent annually, says E&Y. 
That's a huge opportunity for 
ethnic content aggregators, and 
one such firm run by three South 
Asian entrepreneurs is the New 
York-headquartered GloboSat 
Entertainment. This $9 million (in 
revenues) firm specialises in aggre- 
gating and distributing ethnic con- 
tent to the Us, Canada, the UK and 
Europe. Says Adris Chakraborty, 
Director, GloboSat: *Zee, Sony 
and STAR TV are the only estab- 
lished Indian channels in the us 
and the UK. Most new channels 
that have launched in India in the 
last few years and more recently 
are seeking to tap the NRI audience 
given the potential this market 
holds. Setting up on their own and 
distributing in this market would be 
difficult." The company currently 
distributes Sahara's channels namely 
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India Story in Sin City 


Indian media & entertainment makes a mark at the NAB Show. 


OR EIGHT DECADES NOW, IT'S 

been the Woodstock of global 
content creators, managers and 
distributors. And at the National 
Association of Broadcasters (NAB) 
Show 2008 in Las Vegas, it was, 
not unpredictably, the Indian me- 
dia & entertainment (M&E) indus- 
try's chance to grab centre stage. 
For the first time the NAB show 
had an India pavilion and an 
‘Indian Super Session’ titled Tune 
In to India’s Entertainment 
Economy: From Emerging to 
Surging and as many as 400 Indian 
delegates. So, when David Rehr, 
President & CEO of the NAB Show, 
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expected to double by 2010; sub- 
scription revenues, currently neg- 
ligible, and the evolution of pay 
Tv would be a key driver of this 
growth. Another driver would, 
of course, be the rash of chan- 
nels being launched. “Almost 8-10 
channels are launched every 
month. There is clutter due to 
that, but this is allowing niche 
targeting of audiences via con- 
tent. Also, there would be con- 
solidation over the next few 
years,” adds Balsara. 

The NAB Show was a huge 
gathering of 105,259; these in- 
cluded 28,310 international at- 





India Panel at the NAB Show: Taking the centre stage 


muttered that India was high on 
NAB’s agenda, he wasn’t overplay- 
ing to the gallery. 

The India Super Session saw 
the unveiling of the NAB-com- 
missioned Ernst & Young (E&Y) 
report on the Indian entertain- 
ment economy. “The M&E market 
in India is at $12 billion (Rs 
48,000 crore) and is growing at a 
fascinating pace of about 18 per 
cent annually.” Farokh Balsara, 
National Sector Leader, Media 
and Entertainment, E&Y, who 
moderated the India Super ses- 
sion, says the television sector in 
India is currently valued at $5.7 
billion (Rs 22,800 crore), and is 


tendees, 1,296 members of the 
news media and 1,650 exhibitors. 
So, was it worth the miles 
clocked for the Indian contin- 
gent? Perhaps not, if you ask NAB 
regular Vivek Malhotra, propri- 
etor of the Mumbai-based rx 
Graphics, a provider of software 
and hardware for the animation 
and post-production industry. 
Says Malhotra: “The show was 
average this year, as I did not 
see any radical new technologies 
being showcased in terms of new 
softwares or solutions. But the 
conference sessions continue to 
be useful.” 
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In a world of emerging options, there's only one 
that's right for you. 


Indiagames Limited 


KPMG Corporate Finance 


Advised Vishal Gondal on the 
acquisition of TOM Online's holding 
in Indiagames Limited by UTV 
Software Limited 
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Intelenet Global Services 
Pvt Ltd 


KPMG Corporate Finance 


Advised the management team on 
its buy-out of Intelenet 
from Barclays H&B Mauritius and 
HDFC Limited 


novo met 


Novozymes A/S 
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Advised Novozymes A/S 
in the acquisition of the Enzymes 
division of Biocon Limited 
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Take Solutions Limited 


KPMG Corporate Finance 


Advised TAKE Solutions Limited 
for acquiring ClearOrbit, Inc. 
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Inside GloboSat: The company distributes channels like Sahara One & UTV Movies 


Sahara One, Sahara Filmy and 
Sahara Samay in the Us, Canada, UK 
and Europe. More recently it signed 
on UTV Movies and Bag Films' N24 
(a news channel) and E24 (general 
entertainment). GloboSat also dis- 
tributes Bangladeshi channels NTV 
and RTV, Caribvision (a Caribbean 
channel) and Ravi, an Urdu channel 
from Pakistan. 

GloboSat's 60,000 square in- 
frastructure facility in New York 
includes editing suites, broadcast 
facility, five studios and provides a 
full spectrum of services in broad- 
casting, channel playout services, 
time delay, ad insertions, conver- 
sions, marketing, and ad sales, as 
well as a call centre for its channel 
partners. 

Shubho Basu Nag, Chief 
Consultant, GloboSat India, ex- 
plains the procedure of distribu- 
tion. *We get the feeds from these 
channels on a daily basis. We break 
the half-hour episodes into seg- 
ments, edit out the Indian ads and 
fit in the us and uk-relevant ads. 
The same content that plays in 
India plays in these markets, ex- 
cept that there is a time delay of 
about two days." 

GloboSat's partners in the us 
and Canada include Direcrv, Dish, 
Rogers, Comcast, Time Warner 
Cable, and BSkyB in the UK. Says 
GloboSat President & CEO Sudhir 
Vaishnav: “Our strategic partner- 
ships with DTH, cable, broadband, 
IPTV, mobile and other platforms 
spanning across North and South 
America, Europe and the UK help 
our broadcast partners to build in- 
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ternational presence faster.” 
According to Chakraborty, the 
overall ethnic content market 
across the US, the UK and Europe is 
estimated to be worth $6-7 bil- 
lion (Rs 2,400-2,800 crore). Of 
this, the US is estimated to account 


for nearly 70 per cent and the bal- 
ance is accounted for by the UK 
and Europe. Subhash Singh, Head 
of Advertising Sales at GloboSat 
Entertainment, pegs the ad sales 
market for ethnic channels in the us 
at $16 million (Rs 64 crore). “By 
2010, the market is expected to 
be $30 million (Rs 120 crore)" 
he ventures. Some 40 per cent of 
the advertising in the US comes 
from American corporations and 
the rest from local India-centric 
products and services such as calling 
cards, real estate companies, grocery 
stores and the likes who are tar- 
geting the South Asian community. 

ANUSHA SUBRAMANIAN 


Yash Birla Faces Off 


He has firmed up plans in the health and wellness space. 


F BUSINESS VENTURES CAN BE AN 
1... of a CEO's personal- 
ity—think Vijay Mallya and 
Kingfisher, or Gautam Singhania 
and Raymond—a foray into 
healthcare and wellness fits Yash 
Birla like a glove. A few months af- 
ter the Rs 3,000-crore Yash Birla 
Group (which has companies like 
Zenith Birla and Dagger Forst) 
announced a tie-up with the 
Apollo Group to set up a hospital 
at an investment of Rs 110 crore, 
Birla has sewn up another alliance; 
this one’s with the Singapore-based 
Pacific Healthcare Holdings, to 
set up a countrywide chain of 
medi-spas branded Evolve. 





“In the next three years, we 
plan to take Evolve across India by 
starting 25 facilities,” says Birla. 
He adds that the group had com- 
missioned consulting major Ernst 
& Young to do a study on the 
health and wellness segment in 
the country, which revealed that 
the sector was valued at 
Rs 1,80,000 crore and was grow- 
ing at 20 per cent per annum. 

While the Birla Group will 
hold a 50 per cent stake in the 
newly-inked joint venture, Pacific 
will hold about 42.5 per cent, 
and Dr Abhijit Desai, a promi- 
nent dermatologist, will hold the 
rest. “Today, everybody is con- 
scious about the way they look. 
We plan to cater to this grow- 
ing market by being present in 
all aspects of healthcare, from 
Ayurveda to beauty treatments,” 
says Birla. Evolve will offer an 
entire gamut of treatments, 
including plastic surgery, implants 
and cosmetic dentistry, cosmetic 
dermatology, botox treatments 
and anti-aging medicine. 
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Outsource your company car fleet. 
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Hard-nosed and uber-successful tycoons like Mukesh 
AME Es Mallya and others paid millions for their IPL 
and players. Now, they have to figure out how to 
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SOLID STRATEGY | 

what poster boy of 
flamboyance Vijay 
Mallya's team Royal 
Challengers Bangalore (RCB) swears by, 
at least on its website, claiming, rather 
cheekily, that while a match here and 
there may be won by dash and verve, it is 
the strategists who will romp home with 
the trophy. Ironically, Mallya's team has 
managed exactly that—a win here and 
there (read two) from its eight outings— 
prompting the *King of Good Times" to 
sack RCB CEO Charu Sharma when he was 
preparing to board a flight to Kolkata 
for his team’s next fixture. It’s a clear 
indication that the stakes are high, and that 
no quarter will be given or sought—not 
just to or from the opponents on the field 
but also within the ranks. 

If Mallya is feeling jittery, it is with 
good reason. He has already spent $111.6 
million (Rs 446.4 crore) to buy the fran- 
chise, and another $5.4 million (Rs 21.6 
crore) on his top 14 players. And am 
chance that he may have had of roping in 
outside sponsors to lighten his burden— 
despite an earlier avowal of not doing 
so—would appear bleak now given the 
going price of $3-5 million (Rs 12 
crore) for a season and the RCB’s per- 
formance. So, does that mean Mallya has 
hit a financial nerve point? Probably no: 
he could still end up earning a decent re- 
turn on his investment, but that i 
unlikely to be any time soon. 

"The trouble with RCB is that it has 
overpriced itself in the sponsorship stakes 
compared to some other teams (lik« 
Mohali and Jaipur). Plus, it is just dis 
covering that corporate strategies can’t 
always be implemented in cricket,” says a 
senior executive associated with an I 
team on condition of anonymity. But that 
is, perhaps, natural as this is the firs 
attempt in India to formally marry sport: 
and business. 


The ‘King’ Rules 

The other high-profile IPL owner, Shah 
Rukh Khan, is in far better spirits. For one, 
his team, the Kolkata Knight Riders (KKR 
has got six sponsors backing it, and two 


— 
-— 








4 
j 














bt cover story 


more—Airtel and Hyundai—are 
believed to be negotiating to board 
his bandwagon. The savvy Khan, 
in fact, has leveraged his associa- 
tion with the brands he already en- 
dorses—Nokia, Tag Heuer and 
Belmonte, among others—to 
bankroll his team's expenses. "It 
was a strategic decision to sponsor 
KKR as it cements our brand associ- 
ation with Khan. Plus, we are ex- 
ploring opportunities for expan- 
sion in Kolkata; so it made sense for 
us to invest in the Kolkata team," 
reasons Sarang Wadhawan, 
Managing Director, HDIL, one of 
KKR's sponsors. 

‘King’ Khan's KKR, in which ac- 
tress Juhi Chawla and her husband 
Jay Mehta of Saurashtra Cements 





Chennai Super Kings 
OWNER: India Cements 


FRANCHISE FEE: $91 million (10 years) 
MOST EXPENSIVE PLAYER: M.S. Dhoni - $1.5 million 


SPONSORS: Aircel, Coromandel King, India Cements, Reebok, 
Royal Challenge, Jet Airways, Peter England, 
Real Value, Ananda Vikatan, Big Music, Radio One 


Rond (Year 1) 











TEAM SPONSORS | 





are co-promoters, is expected to be 
one of only two or three teams to 
break even in the current season. 
Meanwhile, Manoj Badale, 
Chairman of Emerging Media, 
which owns Rajasthan Royals, is 
targeting profitability in the third or 
fourth year. 

Analysts, however, expect 
Badale's team—and, of course, 
KKR—to actually show some profits 
in the first year itself. Others are 
expected to incur losses of varying 
magnitude. But IPL’s success has 
made franchisees optimistic. Mohit 
Burman, Co-promoter, Kings XI 
Punjab (KXP) and Director, Dabur 
India, expects his franchise to break 
even in two years, compared to the 
four years it had projected earlier. 
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Deccan Chargers 


OWNER: Deccan Chronicle & GroupM 
FRANCHISE FEE: $107.01 million (10 years) 
MOST EXPENSIVE PLAYER: Andrew Symonds - $1.35 million 


“At the end of the next season, we 
don’t just expect to break even but 
even earn a small profit,” he says. 


That’s because several companies 
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@ STRENGTH: Can bank on a super start, Dhoni's leadership 
@ WEAKNESS: Have lost two big players in Mathew Hayden 


and Michael Hussey. No depth in bowling 
@ THREAT: Other teams are picking up. Batting relies 


on just 2-3 players 
@ VERDICT: Hard fight ahead for a semi-final spot 




















All figures in Rs crore 
Break even in: Season lll 


SWOT ANALYSIS: 


@ STRENGTH: Explosive batsmen in Gilchrist, Gibbs, 
Rohit Sharma and Afridi 


V.V.S Laxman, too, coming to terms with Twenty20 
@ WEAKNESS: Relatively weak bowling, underperforming batsmen 


@ THREAT: Laxman has made costly mistakes in the past 
@ VERDICT: Cannot rule them out yet 
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were initially uncertain about the 
success of this format and, so, were 
hesitant to come on board as spon- 
sors. “But given the eyeballs it has 


garnered, the performances of the 
teams and the new viewership seg- 
ments—read: female viewers and 
children—it has attracted, compa- 


nies are now more willing to loosen 
their purse strings. In fact, the suc- 
cess of the league has caught even 
the owners by surprise," says 


Burman, candidly. 


Tribal Loyalties 

Modelled on the English Premier 
League, IPL’s financial success will 
depend largely on the creation of a 
club culture—which may be easier 
in a city like Kolkata that is already 
home to the sometimes fanatical 
supporters of local football clubs 


such as Mohan Bagan and East 
Bengal. Even franchisees realise that 




































=: It's not going to be a cakewalk. 
Y z “Realistically, it will take several 
! z years to develop a club culture. 
x Don't expect it to happen 
= 
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hos eee Se, | OWNER: Reliance Industries 
m | FRANCHISE FEE: $111.9 million (10 years) 
|. MOST EXPENSIVE PLAYER: Sachin Tendulkar - $1.12 million 
Royal Challengers |. SPONSORS: Reliance Industries, FOUNDING SPONSOR: 
MasterCard; Official partners: Adidas, Kingfisher, Royal Stag 
OWNER: UB Group 
FRANCHISE FEE: $111.6 million (10 years) | Revenues (Year 1) 
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@ STRENGTH: Good bowling unit, potential match-winners in 
Jayasuriya, Pollock, Uthappa and Tendulkar when he returns 


€ WEAKNESS: Gambled on unknown players for the rest of the 


team. Tendulkar's injury n» 
@ THREAT: Lack of depth in batting. Poor start has left it with a 


lot to catch up on 
@ VERDICT: Watch out, they could swing it i 


All figures in Rs crore 
Break even in: Season IV 


SWOT ANALYSIS: 
@ STRENGTH: Decent new ball bowlers, but not much else 


@ WEAKNESS: Wrong team. Batting looks solid, but lacks bite. 
Confused leadership 


@ THREAT: Team in disarray 
@ VERDICT: Down and nearly out 































Kolkata Knight Riders 


OWNER: Shah Rukh Khan, 
Juhi Chawla, Jay Mehta 


Tag Heuer 






Revenues (Year 1) 


entral Sponsorships 15 
.. (a) Total 35 . (b) Total 








EXPENSES 

Franchise fees 31 ( 
| Team 25 E 
| Advertising 14 
| Admin 6 

Total 76 

Net Profit 11 


All figures in Rs crore UNS 
Already profitable this season EA 


SWOT ANALYSIS: 


local talent, frenzied home support 





struggling captain 
@ THREAT: Mercurial players 
@ VERDICT: Uphill task from here on 





overnight," warns Badale. 

While merchandising will play a 
part in generating club loyalties, 
Badale feels CSR initiatives—like 
community outreach programmes 
by players within the franchise's 
catchment area, supporting local 
charities and setting up talent acad- 
emies—will be key. 

According to Ram Tamara, 
Managing Director, Nathan 
Economic Consulting, an economic 
consultancy, the consumer—in this 
case, the cricket-watching public— 
will necessarily have to erase 
national identities in order to let 
regional or city-specific loyalties 
bloom. *The target audience here 
(for generating the ‘tribal loyalties’ 
that are the lifeblood of all big clubs 
worldwide) is not the 25-plus 
crowd; it is the 10-12-year-olds 
who will grow with the game and 
the format," he says. 
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FRANCHISE FEE: $75.09 million (10 years) 


MOST EXPENSIVE PLAYER: Sourav Ganguly- $1.09 million 
SPONSORS: The Telegraph, Belmonte, Nokia, HDIL, Reebok, 
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€ STRENGTH: Good start, good bowling combination, strong 





@ WEAKNESS: Two top players have gone home, uneven team, 
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Delhi Daredevils 


OWNER: GMR Holdings 
FRANCHISE FEE: $84 million (10 years) 
MOST EXPENSIVE PLAYER: Virender Sehwag - $833,750 


SPONSORS: Religare, Adidas, Kingfisher, InterContinental 
The Grand, New Delhi, Hero Honda 


Revenues (Year 1) 
BROADCASTING RIGHTS 


Central Sponsorships 15 Co-sponsors 5 
a) Total 35 b) Total 20 
(c) Gate P 15.4 


EXPENSES 

Franchise fees 34 

Team 23 
Advertising 14 ; 
Admin 6 . 
Total 77 

Net Loss 66 ` 


All figures in Rs crore 
Break even in: Season Il 


SWOT ANALYSIS: 

@ STRENGTH: Best balance in team constitution—best opening 
combination in batting and bowling. Has depth | 
@ WEAKNESS: No decent spin option after Daniel 

Vettori's departure 

@ THREAT: Rajasthan Royals, Mumbai Indians, 

Chennai Super Kings giving them a fight 

@ VERDICT: Best bet 
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While Tamara’s long-term per- 
spective spells good news for the 
league, the short term doesn’t look 
too bad for the franchisees. Player 
transfers will come into play from 
the next season, as will revenues 
from merchandising and sale of food 
and beverages. Then, franchisees 
will be allowed to sell stakes in their 
teams after three years. That’s when 
team valuations are expected to wit- 
ness exponential growth, subject, 
of course, to their performance. 
However, Lalit Modi, Commi- 
ssioner, IPL, says: “I have always 
maintained that franchisees are free 
to induct fresh funds as and when 
they feel the need to. And it is up to 
them to decide whether they want to 
walk down the private equity, IPO, or 
SPV route for this.” 

Private equity players such as 
ICICI Venture and Providence, and 
also venerable global financial gi- 


ants like Deutsche Bank, which lost 
out in the first round of bidding, 
are believed to be waiting in the 
wings to buy out some of the current 
owners. Others, such as Alcazar and 
Engelfield, Macquarie Group as also 
hedge funds like pE Shaw, are also 
said to be watching the iPL closely. 


Valuations to Rise 

Franchisee values can only rise. Says 
Balu Nayar, former Managing 
Director, IMG, which helped BCCI 
put together the IPL concept: “While 
revenues are important, they nor- 
mally have a lower weightage in 
determining valuation in this cate- 
gory, relative to the typical corpo- 
rate organisation. Secondly, intan- 
gible assets are accorded more im- 
portance in overall valuations than 
is normal. Most significantly, there 
is the indefinable factor of ‘own- 
ership prestige’, which is very sig- 
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nificant in sports franchises." That 
means that KKR or KXP, by virtue of 
their associations with Shah Rukh 
Khan and Preity Zinta, respectively, 
may attract more investors than 
say, Royal Challengers Bangalore. 

Future valuations, therefore, hold 
the key to investor interest in IPL 
franchisees. *Very few media prop- 
erties have the potential to break 
even in such a short time," says Salil 
Pitale, Head, Media & Telecom, 
Enam Investment Banking. 

And like any other business, the 
base valuation of each franchisee 
will be a function of revenues, prof- 
itability and growth—their *own- 
ership prestige" notwithstanding. 
Says Deepesh Garg, Founder & 
Director, O3 Capital Advisors: “IPL 
and its franchisees will grow in 
phases. So, the franchisees will 


Rajasthan Royals 


. OWNER: Emerging Media Group 





FRANCHISE FEE: $67 million (10 years) | 
MOST EXPENSIVE PLAYER: Mohammand Kaif - $675,000 | 
SPONSORS: Bajaj Allianz, Kingfisher, Royal Challenge, Reebok 
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. Advertising 7 
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Net Profit 5 
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Already profitable 
SWOT ANALYSIS: 


anybody's game 
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@ STRENGTH: Surprise story of the tournament. 
Inspiring leadership from Shane Warne 
@ WEAKNESS: Apart from Graeme Smith, no other big player 


@ THREAT: Performance under pressure 
@ VERDICT: Will make it to semis from where it is 


become hotter properties with every 
passing year.” 

Yasmin Shah, Head of FMCG & 
Media Research, Alchemy Share & 
Stock Brokers, has the numbers 
ready. “I believe that the three most 
successful teams can easily notch 
up revenues of Rs 300 crore over 
the next three-to-four years, and 
report operating margins of 15-20 
per cent.” The Alchemy report, in 


fact, singles out the Chennai Super 


Kings team and says it believes that 
the India Cements franchise will be 
EBIDTA-positive in the first year itself. 

The world over, average teams, 
like the Tottenham Hotspurs trade 
at 1.5 times sales, while champi- 
ons like Manchester United do so at 
2.5 times revenues. 

Here, Nayar has an interesting 
take. “It is my belief that the team 
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| |. All figures in Rs crore 
Break even in: Season ll 


SWOT ANALYSIS: 


@ STRENGTH: Very well-balanced team, has at least 
five match winners 


@ WEAKNESS: Slightly thin on bowling options after 


Brett Lee is gone 
@ THREAT: From Delhi Daredevils 


6 VERDICT: Likely finalists 
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Kings XI Punjab 


OWNER: Preity Zinta, Ness Wadia 
fee Dyeing), Karan Paul | 
Apeejay Surendra Group) and Mohit Burman (Dabur) | 


| FRANCHISE FEE: $76 million (10 years) 
|. MOST EXPENSIVE PLAYER: Yuvraj Singh- $1.06 million 
SPONSORS: Spice, Provogue, Kotak, Coca-Cola, 9X 












EXPENSES 





SARANG WADHAWAN 


that wins the finals will not neces- 
sarily be the most valuable one," 
he says. Lots of intangible factors, 
such as team brand, city image, the 
number of potential buyers inter- 
ested in that particular city fran- 
chise, etc. will play a role here. 
For now, though, most team 


| 
| 
| 





. Revenues (Year 1) | 





| BROADCASTING RIGHTS TEAM SPONSORS | 
| SET Max 20 Main Sponsor 12 
| | CentralSponsorships 15 ^ | Co-sponsors 10 
Cae PS | | (a) Total 35 (b) Total  /— à 3J2 


| Franchise fees 30.4 
| | Advertising 7 
| | Admin 6 
| . Total 68.4 | 
| | Net Loss 2.4 
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owners are playing the wait- 
and-watch game—aware that 
team valuations will only in- 
crease with each passing 
game—and season. Both 
Burman and Badale admit 
having received feelers from 
private equity funds, but are 
too astute to sell cheap. India 
Cements, owner of Chennai 
Super Kings, which has also 
been approached by several 
private equity players, cites 
its public listing as a deter- 
rent to such divestment. 


The Bottom Line 
Most owners are high-fly- 
ing corporate chieftains. So, bot- 
tom lines will always matter 
most—now and forever. “Local 
revenues will need to be max- 
imised and sponsorship rates will 
also rise,” predicts Burman. 

Of course, he, like other team 


BHASKAR PAUL 


LALIT MODI 





owners, will get an assured annual 
sum of nearly Rs 35 crore from 
broadcasting and sponsorship 
shares—Rs 20 crore as share from 
Sony Television and nearly Rs 15 
crore as share of central sponsor- 
ships, including the title sponsor DLF. 





ONY ENTERTAINMENT TELEVISION (SET) IS ON TO A GOOD THING. TRP RATINGS OF INDIAN PREMIER LEAGUE 
nant which have averaged 5.5 as per the TAM Peoplemeter, have ensured that. SET 
and the Singapore-based World Sports Group bagged broadcasting rights for 10 years for 
$1.026 billion (Rs 4,104 crore). Of this, $108 million (Rs 432 crore) has to be spent on mar- 
keting the game over 10 years. This brings down the actual cost to $918 million 
(Rs 3,672 crore). SET will have to pay $316 million (Rs 1,264 crore) in equal installments 
over the first five years and $608 milllion (Rs 2,432 crore) over the next five. That 
means SET has to pay about Rs 253 crore to BCCI this year. 

The channel will make a neat packet on its investment. Ad rates, which started off 
at Rs 1.8-2 lakh per 10 seconds, went up to Rs 2.25 lakh. "We have already sold the entire 
inventory except for about 150 seconds that we are holding for the last 10 games. We will 
sell those at a premium. Our last few deals were at Rs 3 lakh per 10 seconds," says Rohit 
Gupta, President, SET. 

“If you take an average cost of Rs 2.25 lakh per 10 seconds, then the estimated rev- 
enue per match works out to Rs 4.5 crore. So, SET can expect to earn total revenues from 
the 59 IPL matches of Rs 265 crore. Add Rs 20-crore revenues from sponsorships and the 
total revenue for SET will be at least Rs 285 crore," says Sathyamurthy NP, Joint 
President, Lintas Media Group. This is a conservative estimate, with revenues calculated 
at the lowest ad rates. If the premiums charged for the later stages is considered, then SET 
can reasonably expect revenues in excess of Rs 300 crore in the first year itself. 

According to projections by equity research firm Alchemy, however, SET is projected 
to incur a loss of about Rs 15 crore in the first year, after factoring in promotion expenses 
of Rs 43.2 crore. However, the same report forecasts a profit of Rs 934 crore over the 
10-year contract period. 
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Chennai Super Kings, 
meanwhile, has raced ahead 
of others in the sponsorship 
game, having roped in 11 
local sponsors. This should 
generate Rs 25 crore in rev- 
enues. This, along with gate 
receipts and its share of 
broadcasting rights and cen- 
tral sponsorships, is expected 
to leave it with a only small 
loss of Rs 0.2 crore. 

But it is teams like the 
Mumbai Indians—the most 
expensive in the league, at 
$111.9 million (Rs 447.6 
crore)—which could remain 
in the red for a while. Its 
owner, Reliance Industries, has 
very deep pockets and the loss of a 
few crores of rupees a year will 
be like small change. Still, even a 
small loss is likely to be galling for 
a group that wears its Midas touch 
like a proud badge. 

However, every franchisee has 
a built-in insurance policy, at least 
partially, in the form of inflation. 
The franchise fees, which forms 
the bulk of their expenses, will 
remain constant through 10 years. 
But the revenues they earn by way 
of ticket sales, team sponsorships, 
merchandising, etc., are expected 
to rise each year, thus, making it 
easier for them to become prof- 
itable as the years go by. 

Given this equation, and the 
global hoopla that IPL has created, it 
is little wonder that the franchise 
owners are confident of receiving a 
payback on their investments sooner 
rather than later, notwithstanding 
fears of a cricket overdose killing 
the golden goose. No wonder, Modi 
says: “I’m no financial analyst, but 


. given the huge success of the league, 


and its future potential, I would 
venture to say that franchisees bought 
assets that were heavily underpriced." 

For the sake of the millions of 
dollars they have invested, fran- 
chisees will be hoping that he 
is right. M 
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GUEST COLUMN 


IPUs Economics Demystified 


Franchisees will have to understand what viewers want. 


RAM TAMARA AND MICHAEL MALONEY 


HE FIRST SEASON OF THE 
| Indian Premier League (IPL) is 
underway and there is a lot 
of hoopla and excitement sur- 
rounding the league and the games. 
The Board of Control for Cricket in 
India (BCCI) auctioned eight fran- 
chises for a sum of $724 million 
(Rs 2,896 crore); the Chennai Super 
Kings bid Rs 6 crore for Mahendra 
Singh Dhoni; Ricky Ponting played 
under his old enemy Saurav 
Ganguly; Ishant Sharma, who just 
played his first international sea- 
son, will make Rs 3.8 crore for six 
weeks of work; and Bollywood fig- 
ures such as Shah Rukh Khan and 
Preity Zinta have thrown their hats 
into the ring. All of this has raised 
eyebrows not only in India but 
around the world. 
While the stakeholders have 
come up with revenue projections 
and their rationale for investments 


on this scale, this central issue has to : 


be addressed: what will drive the 
success of this league? And how 
can it be achieved? Drawing on our 
experience as economists, and based 
on observations about the devel- 
opment of sports franchises around 
the world, we offer our two paise 
worth to this debate. 


What Is Sports Economics? 
Economists have for long been fas- 
cinated by markets and how they 
work. In recent times, economists 
have trained their sights on ad- 
dressing the peculiarities of the 
sports market and the field of sports 
economics has evolved. 

Sports provides an ideal testing 
laboratory for economists for the 
following two reasons. First, the 
availability of rich statistics collected 
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SHEKHAR GHOSH 


as a part of the sporting/competition 
process, and secondly, contrary to 
popular perception, sports appeals 
even to the tribe of dismal scientists. 


What Will Drive the 
Success of the League? 

The simple answer to this question is 
demand. The fan base determines 
demand, and demand translates into 
revenues, profits and franchise value 
in that order. The league will be 
financially viable if the entertain- 











Ram Tamara 


ment that is packaged, marketed 
and sold is what the fans demand. 

In the long run, interest in IPL 
matches will be determined by the 
level of competition in the league. 
The professional sports leagues in 
the us, such as the NFL (National 
Football League), have striven over 
the years to ensure “parity” as the 
price a viewer is willing to pay is di- 
rectly related to the enjoyment he 
gets from watching a game. 
Therefore, it is in the interest of 
the league organiser, BCCI, to ensure 
an adequate level of competition 
that will sustain demand and 
determine the long-term viability 
of the league prevails. 

The number of teams in the 
league, the structure of the league— 
relegation system versus a single-tier 
system—number of games in a sea- 
son, end of season playoffs and 
tournaments, salary caps, and free 
agency are all factors that will con- 
tribute to the level of competition in 
the league. This is an area that has 
been well researched by economists, 
and, in fact, the BCCI has used the 
services of sports economists to 
structure the league. In the us, the 
structure of the sports league has 
been observed to be important: the 
more unified structure of NFL has 
been more successful in marketing 
the sport than the less unified one of 
MLB (Major League Baseball). 


How Can the Franchisees 
Contribute to the 

Success of the League? 
Functioning within the league struc- 
ture created by BCCI, the franchisees 
have to engage in activities that 
strengthen the demand-generating 
fan base. The league will be finan- 
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cially viable only if franchisees take 
and implement value-maximising 
decisions. 

Understanding what viewers 
want from an IPL match and how 
much they are willing to pay are im- 
perative to franchise value max- 
imisation. 

a) Understanding of consumer 
behaviour should drive pricing and 
seat allocation 

IPL fans will be of different stripes. 
Some might want their team to win 
no matter how lopsided the game is, 
while some may wish to see keen 
contests notwithstanding the out- 
come for the home team; some may 
want a match with heavy hitting, 
while some others may want to see 
celebrity players. 

Similarly, the paying capacity of 
fans differs. A franchisee who can 
discern this and price access 
according to the fans' willingness to 
pay will maximise his revenues. 
Decisions regarding seat allocation 
in the stadium—daily tickets versus 
season tickets versus box seats— 
and pricing of seats in various 
sections of the stadium stem 
from a good understanding of 
consumer behaviour. 

In allocating stadium seating, 
the franchisee is basically rationing 
quality and quantity of seats. In 
terms of the shape of a cricket sta- 
dium and angles from which the 
game is viewed, cricket is closer 
to baseball than any other sport. In 
the Us, with regard to quality and 
ticket pricing, baseball stadiums 
vary in the number of different 
quality segments. This is a big deal 
for baseball because there are many 
games, and they don't generally 
fill up. Entry into the quality seats 
must be policed. Policing costs 
increase with the number of 
defined sections, and, therefore, 





policing costs determine the opti- 
mal number of sections. 

The total amount a fan is willing 
to pay for a game is not just the 
ticket price, but the cost of trans- 
portation to the ground, the time 
spent travelling to the stadium and 
back, standing in queues inside and 
outside the stadium, etc. Some fans 
may be willing to incur these non- 
monetary costs in exchange for a 
cheap ticket. A prudent franchisee 
will separate the wheat from the 
chaff and target fans who are willing 
to pay a higher price for the tickets 
if these other costs are reduced. 

When a fan purchases a ticket, 
he is purchasing the rights to watch 
the game and to consume amenities 
at the stadium such as concessions 
and refreshments. The way these 
amenities are priced will signifi- 
cantly contribute to revenues. 
Economists refer to this as two-part 
pricing, and it is very commonly 
used in sporting events in the us. 
b) Rearing a fan base is crucial to 
tap into other revenue sources 
The key to a franchisee's long-term 
success is the rearing of a solid fan 
base. An ardent fan base creates var- 
ious revenue opportunities—prima- 
rily, revenues from the sale of mer- 
chandise and television revenues. 

Teams with a large fan following 
command higher television revenues. 
In an interesting model, teams have 


used the media to build fan bases in 
the us. For instance, Atlanta Braves 
baseball games are broadcast on 
TBS; and Chicago Bulls basketball 
games through the Michael Jordon 
era were broadcast on WGN, to 
name two. 

One strategy to build a strong 
fan base for IPL will be to target the 
10- to 12-year-olds who grow into 
adulthood supporting their favourite 
teams and players. They do not 
carry the baggage that adults carry in 
terms of biases towards other forms 
of cricket and, being impression- 
able, they have the ability to influ- 
ence the consumption patterns of 
their parents. 

c) Team composition and valua- 
tion of players should fit into the 
fans’ demand profile 

The question that a franchisee has to 
answer is how cost-effectively he 
can provide the entertainment 
demanded by his fans. Team com- 
position should reflect the demand 
of the fan base—whether they de- 
mand celebrity players, local players, 
foreign players, hard hitters, etc. 
This, in turn, determines the value 
that a team places on a player and 
the price it is willing to pay. This is 
a scientific process and not merely an 
ad hoc exercise. For instance, the 
Boston Red Sox, under its new man- 
agement, has used quantitative analy- 
sis of player statistics for decision 
making and has become one of the 
most dominant teams. 

While projections are being 
made about potential revenues and 
breakeven points, all of this will be 
a moot point if the organisers of 
the league and the franchisees do 
not consider the human element. 
It is not about gazing at a crystal ball 
but about doing your homework 
and truly understanding what your 
fans are demanding. lš 





Dr Tamara is the Managing Director of Nathan Economic Consulting India Pvt Ltd (Nathan India), Chennai, a wholly-owned subsidiary of 
Nathan Associates, Inc. a US-based economic consulting firm (rtamara@nathaninc.com) 


Dr Maloney is Professor of Economics at the John Walker Department of Economics, Clemson University, US, and a Principal Consultant at 


Nathan India (maloney@clemson.edu) 
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Chairman Azim Premji is betting on a risky co-CEO model to unify 
Wipro IT businesses and spur growth. Will it work? RAHUL sACHITANAND 


IPRO'S 28-ACRE CAMPUS ON SARJAPUR 
Road, on Bangalore's eastern 
periphery, is an oasis of calm on a 
Saturday morning in early May. 
Despite being a weekend, this ver- 
dant campus has been a beehive of activity for the 
last few months, with employees, beginning with the 63- 
year-old Chairman Azim Premji, spending 18-hour 
workdays and sacrificing weekends as the company tran- 
sitions into a new management set-up. From a five-per- 
son management committee put in place after the for- 
mer CEO and Vice Chairman of Wipro Technologies 
Vivek Paul quit, Premji has now taken the next step in 
the transition, appointing long-timers Suresh Vaswani 
and Girish Paranjpe as Joint CEOs of the rr business and 
putting in place a simplified management structure 
to take Wipro's rr business into the big league, possibly 
into the top 10 global rr companies. 

Before he can achieve these lofty goals, Premji, 
who took over a creaking vegetable oils business and 
transformed it into a $5-billion soaps-to-software con- 
glomerate, will need to prove that the co-cEO model will 
work at Wipro. There are several high-profile cases 
globally where the joint CEO experiment has failed. 
These range from Citigroup, where Citicorp's John 
Reed and Travelers’ Sandy Weill fell out after the historic 
merger to create Citigroup and the former left the cor- 
porate world for a while, only to rejoin as the interim 
CEO of the New York Stock Exchange; at consumer 





JOINT CEO, IT BUSINESS 
Suresh Vaswani 


goods giant Unilver, which also experimented with 
two co-chairmen, the executives sparred for territory. 
Elsewhere, in the rr industry too, companies such as 
Sapient have flirted with the co-CEO model, but slowing 
growth and issues between co-founders Jerry Greenberg 
and Stuart Moore saw the latter depart. 

The Wipro Chairman is, however, unfazed. “I 
think the teams are ready, the timing is right. Our 
size and complexity have increased and with two CEOs, 
this is an appropriate time to seize the opportunities that 
are coming up," he says. At the same time, he recognises 
that the outsourced IT services market has been trans- 
formed and Wipro has grown into an 80,000-person 
entity with customers in 50 countries. *(There is a) ne- 
cessity to integrate the domestic and global businesses, 
which we've done through our joint CEOs and we are in 
a big play for large, complex deals, which require 
large transformational capabilities... and faultless 
execution," says Premji. 

Prior to this management set-up, Premji had what 
was evidently a stop-gap five-man management com- 
mittee in place, and took a much more hands-on role 
with management. This structure was necessitated by the 
abrupt departure of Vivek Paul, the former CEO of 
Wipro Technologies and Vice Chairman of Wipro 
Limited, who was among half-a-dozen vice-chairmen 
appointed by Premji in an effort to distance himself 
from the operational intricacies of managing his busi- 
ness. “I was running a $4-billion highly service-oriented 


JOINT CEO, IT BUSINESS 
Girish Paranjpe 
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company for years," says Premji, “The timing is 
appropriate and the leadership is ready for change." 

Premji took his time and mulled multiple organi- 
sational structures before taking a final call on the 
joint CEO structure. Rather than commission an exter- 
nal consultancy to research his alternatives, he com- 
missioned Wipro Consulting, his own set-up, to look at 
different succession models used in the global rr industry 
and beyond. The six-member team, led by the head of 
Wipro's consulting unit Anurag Srivastava, was com- 
missioned in July last year to make this study and 
took three weeks to deliver its report. “We under- 
took this management overhaul 
in two stages," says Pratik 
Kumar, EVP, HR, and the sponsor 
for the study, *and our board 
took a final call on what changes 
to make". 


Options Open 

The study itself looked at sev- 
eral examples in the IT industry, 
including companies such as Dell, 
Microsoft and Sapient who have 
used the co-CEO model with vary- 
ing degrees of success as part of 
their research. Some options con- 
sidered included staying with an 
existing management structure, 
appointing just one CEO or over- 
hauling the entire system and 
putting a new one in place. 
" Most Joint or co-CEO structures 
are made by force, especially in 
the financial services industry, 
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HOW ALIKE? 


They may share responsibilities, but they are hardly alike. 


Suresh Vaswani Name Girish Paranjpe 
48 Age 49 
President, Wipro Infotech & Services Previous Role President, Financial Solutions, 
Lines, Wipro Technologies Wipro Technologies 
Pink Floyd, Guns N’ Roses, Oasis Favourite Music Hindustani Classical 
| London Favourite Getaway London 
Blue ^ Favourite Colour Blue 
Joseph Heller Favourite Author — John le Carre 
Jimmy Connors Sporting Hero Pele 
Jack Nicholson Favourite Actor — Robert de Niro 
Walking, working out, tennis, golf, Hobbies Travel, reading, used to play 





"We undertook this management over- 
haul in two stages and our board took a 
final call on what changes to make" 

Pratik Kumar/ EVP/ HR 


badminton, has switched to yoga 





but (forced structures) rarely work," admits Paranjpe, 
who was previously President of the financial solu- 
tions business for Wipro. *As companies grow into 
multiple verticals, business units and geographies, they 
may find it difficult to locate one executive with all the 
required skills to be appointed CEO,” reasons Vasanthi 
Srinivasan, Associate Professor of Organisational 
Behaviour and Human Resource Management at IIM 
Bangalore. *In Wipro's case, clearly the new joint CEOs 
have a complementary set of capabilities and they were, 
therefore, chosen for their roles," says Srinivasan. 
After the consulting team spent three weeks on its 
study, Wipro's board spent an- 
other few weeks taking its final 
decision. *This move gives a sin- 
gle investor view of Wipro's IT 
strengths and enhances synergy 
and scalability of our business," 
says Suresh Senapaty, Wipro's 
CFO, who was recently appointed 
to the board. Besides appointing 
two CEOs and unifying its tech- 
nology business (formerly Wipro 
Technologies, focussing on the 
global market and Wipro 
Infotech, its domestic and Asia- 
Pacific arm), the firm will now 
be able to cross-leverage its ex- 
pertise across these units to bag 
large deals, says Paranjpe. 
Company officials point to the 
$600-million deal Wipro bagged 
from Aircel, a mobile operator, 
as a sign of the times. “We suc- 
cessfully leveraged skills from 
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our global telecom business and our tota! outsourcing 
skills with Wipro Infotech to seal the deal," says 
Vaswani, whose previous role saw him oversee this unit 
and manage Wipro's IT services lines. 


Personality Management 
Besides managing a business that is expected to grow to 
over $7 billion this year (and perhaps 100,000 or 
more employees), Premji will have to manage two co- 
CEOs who have divergent personalities and comple- 
mentary organisational capabilities. While Vaswani is 
a rock music-listening and guitar-playing chief execu- 
tive who loves bands such as Guns N’ Roses and Pink 
Floyd, Paranjpe has moved from playing badminton to 
practising yoga and like his wife, is a Hindustani music 
aficionado (see How Alike?). At Wipro, too, their col- 
leagues identify each of them with distinct capabilities 
that, if managed, could work well for the firm. “Suresh 
is the customer-facing CEO who can act as the market- 
ing and branding face for Wipro. Girish is a numbers 
man who can manage process and operations as well as 
the back end that is equally critical,” says Jessie Paul, 
Chief Marketing Officer, Wipro Technologies. 
IIM-B's Srinivasan says that Wipro needs to clearly 
delineate responsibilities for each CEO and that both of 
them need to respect each other’s strengths and weak- 
nesses. So, how do responsibilities divvy up between the 
two? Paranjpe’s oversight includes communications, 
media and technology, finance and solutions, global 
delivery and global programme management. In addi- 
tion, many support functions around clO/administration 
and facilities, e-enabling, CTO and systems engineering 
and integration will also directly report to Paranjpe. On 
the other hand, Vaswani will continue to run the Asia 
Pacific and domestic business (Wipro Infotech) and will 
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"This move gives a single investor view of Wipro s 
IT strengths and enhances synergy and scalability 
of our business” 

Suresh Senapaty/ CFO/ Wipro 


now be in charge of BPO, TIS testing services, EAS services, 
manufacturing and healthcare, energy and utilities, 
retail, and transportation and services. Like his coun- 
terpart, Vaswani will also handle related functions 
such as sales, marketing and quality. 

In a few months down the road, one of them (pos- 
sibly Vaswani) may relocate to the us, leaving the 
other greater room back home in Bangalore. Until 
then, Paranjpe will continue to work out of the 
Electronics City facility in the city, making daily trips to 
the Sarjapur corporate headquarters, where Vaswani will 
retain his office. “In any case, we will be on the phone 
and e-mail constantly,” says Paranjpe. What happens 
when the co-CEOs can’t get to agree on an issue? “The 
Chairman will play the role of umpire when there 


Indian IT walks a tightrope as it ushers in its next gen leadership. 


N APRIL LAST YEAR, NANDAN NILEKANI SURPRISED MANY INDUSTRY 

watchers when he stepped down as the MD and CEO at 
Infosys, opting to become the firm's Co-Chairman and focus on 
winning and executing large deals. His predecessor N.R 
Narayana Murthy, on the other hand, had moved on as 
Infosys' roving brand ambassador, travelling over 200 days a 
year to evangalise Infosys and Indian IT. So, in effect, there are 
three leaders running Infosys, but unlike Wipro, they are co- 
founders and not just colleagues. Elsewhere, TCS has appointed 
N. Chandrasekharan as CEO, even as incumbent S. Ramadorai 
tums 65 and gets set to retire next year. Cognizant, on the other 
hand, split top management duties in January.last year in its 
most recent rejig. Under the plan, its then president and 
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CEO Lakshmi Narayanan became Vice Chairman of the 
Board and COO Francisco D'Souza was elevated to President 
and CEO. In addition, Gordon Coburn, currently Chief Financial 
Officer, was promoted to CFO and COO. Smaller companies 
such as Bangalore-based MindTree Consulting, too, have 
tweaked their top management, as senior founders pass the 
torch to the next generation. In MindTree's case, Ashok Soota 
and Subroto Bagchi, two senior co-founders, stepped aside as 
N. Krishna Kumar took over the reigns and Salil Godika, an out- 
sider, was brought into manage strategy. "There are clear 
areas of responsibility between all of us; Krishnakumar and Salil 
will handle day-to-day operations and Subroto and | will be 
advisors," says Soota. 
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ELGI AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS 
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Oil-free Rotary Compressors 
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are unresolved issues, 
which is my job," quips 
Premji. 

Win Some, Lose 
Some 

In choosing Vaswani and 
Paranjpe as CEOs, Premji 
may have caused some 
heartburn with several 
senior managers. Sudip 
Banerjee, who moved 
from heading the enter- | |. 
prise business to Azim | |; 
Premji Investments, ri | 
Premji's privately-held in- 
vestment arm, Sudip 
Nandy, Wipro's former 
M&A marksman and T.K. 
Kurien, the former BPO head, are all said to be un- 
happy with their new assignments. In addition, some 
old Wipro hands such as Mythili Ramesh and Ramesh 
Emani have quit (P.R. Chandrasekar, President 
Americas and Europe for Wipro, too has left). “This 
is not about the others not being good enough... it's 
about picking a captain for your team and sticking 
with your choice," says HR head Kumar. 

But the rejig is good news for some relatively young 
managers, who now get to take on greater responsibili- 
ties. For example, Soumitro Ghosh, an expert in finan- 
cial services, has been given overall charge of the 
financial solutions unit, replacing Paranjpe. With Manoj 
Punja, who headed the technology, media and trans- 
portation services vertical, moving to the Us, younger lead- 
ers such as N.S. Bala and B.M. Bhanu Murthy will be 
given wider leadership roles. Wipro has also created a 
global delivery head in Sambuddha Deb, its former 
quality head, to try to improve the quality of the deliv- 
ery centres across the world. “Seamless global delivery 
is absolutely critical. A constrained delivery footprint will 
be a significant inhibitor, especially in bidding for the 
largest deals," says Partha Iyengar, 
Vice President, Gartner India. 

According to Vaswani, this re- 
organisation has also broadened 
the scope of some groups like prod- 
uct engineering and BPO to cover 
more industries and has made the 
once nascent consulting unit a sig- 
nificant, 1,000-person business line. 
Bidding for and winning large global 
contracts is also a key reason for this 
rejig and a niche where Wipro lags 
its peers. “There are significant dif- 
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New roles: Banerjee (L) moves on to Premji's investment 
firm, while Kurien gets to head new initiatives 
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Slippery Margins 


Profits are under pressure 


2005-06 
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ferences in the market; onc 
is our size, two is our foot: 
print, three is the neces 
sity to integrate the do: 
mestic business and globa 
business, which we've done 
through our joint CEOs. 
four is that we are in a big 
play for large, comple» 
deals, which require large 
transformational capabili- 
ties, a lot of transforma: 
tional selling, and faultles: 
execution,” says Premji. 

From a company tha 
focussed on winning app 
lication development anc 
maintenance deals fron 
technology companies 
Wipro has expanded its bouquet of offerings t« 
cover everything from BPO to consulting and gets 5: 
per cent of its revenues today from enterprise cus 
tomers. Wipro has already taken its first steps as i 
seeks to be seen in the same league as global giant 
IBM, Accenture and EDS. Its deal for Infocrossin; 
has given it access to five data centres in the Us am 
a toehold to large contracts that required this infra 
structure. “We've actually bagged one such dea 
($600-millon healthcare deal) with the state o 
Missouri. We have had no undesirable attrition 
it’s a good team, we have 900 Americans and we'v 
moved some of them into Wipro,” says Premji. 

Rather than focus on being just an adept vendor o 
IT services, Wipro is now trying to re-invent itself as ; 
trusted business advisor, says Premji. “This includes th 
consulting front-end, but also means providing mor 
than a small sliver of services to customers," explain 
Paranjpe. Adds Gartner's lyengar: “Emerging mega-ven 
dors are coming from “left field' (in this case th 
Indians) to challenge the incumbent mega-vendor 
and possibly dethrone them from their position in th 
medium to long term." 

That sounds like Premji's pla: 
too, except that the business envi 
ronment today is much harsher tha 
it was even a year ago, and Wipro 
leaning on a risky co-CEO model t 
make the leap. But as Premji say: 
there's nothing permanent abov 
any structure. Eventually, though, 
may be up to his son, Rishad, 34 
currently earning his spurs as a mar 
ager under Paranjpe’s watchful ey: 
to deliver on Premji's dream. 8 
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Out of 


Cold 
Stora 


Organised food retailing is 
going to be huge, but it wil 
be nothing without a back 
end, and a backbone. That's 
where the logistics sector 
comes into play, right from 
state-of-the-art warehouses 
to the entire gamut of cold 
chain infrastructure. 

ANAND ADHIKARI 








RACHIT GOSWAMI 


PIRE GROUP LIMITED IS A TORONTO-HEAD- 
quartered corporation that constructs and 
manages refrigerated warehouses, and is a 
giant in the logistics business. Of late, Spire 
has been on a global expansion spree, kick- 
ing off operations in emerging markets like Kiev and 
Odessa (Ukraine), Bucharest (Romania), and Moscow 
(Russia). Recently, Patrick Gouveia, owner of the 
Spire Group, was busy surveying the Indian and 
Chinese cold chain markets. This has resulted in Spire 
putting up an outpost in Beijing and Tianjin, in 
China—and one in Mumbai. If Gouveia has been 
particularly keen on India and China, it's clearly be- 
cause of the emergence of these countries as huge 
consumption centres (Us President George Bush re- 
cently realised it when he attributed rising food prices 
to the increasing affluence of the huge middle class in 
China and India, but businessmen like Gouveia would 
have cottoned on to this trend much before). 

The business rationale for entering a country like 
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THE COLD CHAIN WORLD 


The infrastructure is needed across sectors. W 








Commodities Cold storage Capacity Capacity Utilisation 

units (Million MT) ^ (96 of total capacity) 
Potato |. 2806 1603 — 8186. 
Fruits & Vegetables 126 005 __ _0.3 









Meat & Fish 
Dairy 


Source: BT research 
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India is visible in the num- 
bers. Consider: India is the 
leading producer of fruits in 
the world—at 32 million tonnes (MT) annually, diss 
translates into 8 per cent of global production; in veg- 
etables, it is second in the world (after China), producing r 
71 MT per year, which gives the country a 1$ per cent 





Badly to be delivered: Snowman's 
refrigerated van service 


Stocking up: Snowma 


warehouse in laloja, Maharashtra 


share of the world market. Now for the bad news: As 
high as 40 per cent of the fruits and vegetables grown in 
India (that's some 40 Mt—worth a staggering $13 bil- 
lion) gets wasted. In fact, India's waste is huge enough 
to feed countries like Brazil and Vietnam. The reason for 
this colossal wastage is the yawning gaps in the cold 
chain, or even the absence of a cold chain to preserve 
fruits and vegetables. Such infrastructure is virtually 
non-existent, cold storage capacities are insufficient, cold 


THE COLD CHAIN ENTRANTS 


The players, their partners, and their plans. 


> Snowman Frozen Foods 

GENESIS: A joint venture between Gateway Distiparks, Mitsubishi 
Corp & Nichirei Logistics Group. Nichirei of Japan is the second- 
largest in this business in the world 

WHAT'S NEW: Gateway Distiparks recently bought into this 
company. Plans are underway for an IPO in 2009 


> Fresh and Healthy Enterprises 

GENESIS: A subsidiary of the state-owned Container Corporation 

of India (Concor), which deals in transporting containers via rail 
WHAT'S NEW: Set up a 100 per cent subsidiary for cold chain 
logistics with an initial capacity of 12,000 tonnes at Rai in Sonepat, 
Haryana; has plans for over a dozen cold storages in the 

near future 


> Apollo-Everest Cool Solutions 
GENESIS: A joint venture formed by the Delhi-based 

Apollo Tyres in association with the Spire Group of Canada 
WHAT'S NEW: Plans to construct 15 temperature-controlled 
warehouses in India with an investment of $250 million 








> Kausar India 

GENESIS: A leading cold chain company for perishable 
goods and frozen items 

WHAT'S NEW: The Hyderabad-based Gati recently bought a 
majority stake in the company. Gati plans to scale up 
operations in cold chain logistics 


> Adani Agrifresh 

GENESIS: A logistics venture formed by the Gujarat-based Adani 
Group, which has interests in ports, power, oi! & gas and trading 
WHAT'S NEW: Recently sold its retail business to start a cold storage 
supply chain for fruits and vegetables in over two dozen top cities 





Fresh & juicy: Adani 
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storages in close proximity of farms don't exist, trans- 
portation is inefficient, and temperature-controlled 
transportation extremely rare. 

[t's a sad state of affairs but for entrepreneurs like 
Gouveia, the lack of integrated cold chain infrastructure 
that's so badly needed to increase the shelf life of 
food items, presents a big business opportunity. The 
Spire Group's search for a local partner took it to the 
headquarters of Kishore Biyani's Group in Mumbai. 
Gouveia, who has built his cold storage business from 
a single facility some 22 years ago into Canada's third- 
largest player, would seem to have made an ideal part- 
ner for Biyani who, for his part, can take credit for pi- 
oneering organised retail in India. Alas, the courtship 
didn't last as differences cropped up over the terms of 
the proposed cold chain joint venture. Gouveia was 
quick to move on, and eventually tied the knot with the 
Delhi-based Apollo Group (which has a flagship 


LONG ROAD AHEAD 


How India compares with other countries in cold 
chain infrastructure. 





India China | Developed 
| countries 
Fruits & Vegetables 103 MT N.A. N.A. 
Cold chain Utilisation 10% 25% | 80-90% 
Losses | 35-40% 30% 5% 





MT: Million tonnes N.A.:Not available Source: BT research 
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Ravi Kannan/CEG/Snowman Frozen Foods 

"The current cold chain capacity in the organised 
sector is around 60,000 tonnes and it will grow 
by almost 40 per cent by 2010" 


business of tyres) to start a cold chain logistics venture. 
Three months ago, Spire entered into a joint venture 
with the Apollo Group, in which the duo have decided 
to invest $250 million. 

Spire and Apollo aren't the only corporations keen 
to exploit the potential that lies at the back end of mod- 
ern retail. A hos: of players, big and small, are drawing 
up plans to set up cold chain infrastructure. Other 
than the cold chain, retail supply logistics, warehous- 
ing, sourcing and merchandising management—all 
key to the success of a front-end retail business—are ar- 
eas where companies are looking to invest. The bigger 
groups are doing so by acquiring established players in 
this sector. Over the past 18 months, two majors 
names in the cold chain industry, Snowman and 
Kausar, have been bought over. Last August, 
Hyderabad-headquartered logistics player Gati ac- 
quired Kausar India, even as transportation & logistics 
major Gateway Distiparks acquired a controlling stake 
in Snowman Frozen Foods. 

Other companies betting on cold chain infrastruc- 
ture include the state-owned Container Corporation of 
India (Concor), and the Ahmedabad-based Adani 
Group, once a trading house, now an infrastructure gi- 
ant that also has cold chain logistics on its drawing 
board. The existing players that are expanding capac- 
ities in a big way include R.K. Foodland, Refcon 
Carriers, Indraprastha Cold Chain, Bulaki Deep Freeze, 
and Glacio Cold Chain. The Future Group, mean- 
time, has integrated backward—from food retailing to 
storage and transportation—with the launch of Future 
Logistics. And like the Spire Group, there will be 
other multinationals too who will be keen to get a 
slice of the Indian pie, what with 100 per cent foreign 
direct investment being allowed in the cold chain sec- 
tor (thanks to the infrastructure-status conferred upon 
it). For instance, GE Equipment Services is looking at en- 
tering India's cold chain logistics market, especially 
cold storage and transportation equipment. Malaysia's 
Haisen has signed an agreement with the Beta Empire 
Group and Pace crs for a possible joint venture to 
establish cold chain logistics in India. The Finance 
Minister's proposal to provide full excise duty ex- 
emption on refrigerated equipment in his latest Budget 
also comes as a shot in the arm. Clearly, this highly cap- 
ital-intensive industry—a large-size cold chain has a pay- 
back period of as high as five years—is slowly but 
surely coming out of cold storage. 


UMESH GOSWAMI 
— ; 


So what has changed in the last couple of years that's 
pushing companies to plunge into this hitherto-neglected 
segment? Without doubt, it's the scorching pace of 
growth in organised retail, which is expected to be a 
massive $30-billion pie by 2010. The billion-dollar 
Investments announced by the likes of Reliance, Bharti, 
ITC, the Godrejs, the Tatas, the Aditya Birla Group and 
the Future Group offer a ready market for third-party 
cold chain logistics players. The cold chain industry it- 
self is estimated to be as large as Rs 10,000-15,000 
crore, growing at 20-25 per cent and is expected to 
touch Rs 40,000 crore by 2015. 

Ravi Kannan, CEO, Snowman Frozen Foods, says: 
"The consumption patterns of Indians have changed 
drastically." That's evident in the gradual shift in 
favour of frozen meats and fresh vegetables that are 
available in malls not just in metros but also in tier-II 
and tier-III cities. Anshuman Singh, CEO, Future 
Logistics, makes an interesting observation. He says the 
growth of consumption in India has also resulted in the 
willingness of customers to buy imported fruits, veg- 
etables, dairy products, chocolates and other such 
items. Today, not just malls but even neighbourhood 
grocery stores are stocked with imported apples from 
as far as New Zealand or dairy products from the 
UAE. This is contributing to the huge demand for cold 
chain infrastructure in the country as such products 





Pranav Adani/ Director/ Adani Agrifresh 

“There is a huge scope for developing integrated 
cold chain infrastructure in the country for fruits 
and vegetables" 


NEHA NATH 


need temperature-controlled storage and movement al 
ter they're unloaded from ships. 

In the next three years, the cold chain in: 
expects to see a huge capacity addition with invest 
expected to increase manifold. Sanjay Sethi, Co 


ustr 
ment 
chair 


man, FICCI Task Force for Quality in Agriculture, says: 
“The opportunity is unlimited.” Agrees Snowman's 
Kannan: “The current cold chain capacity in the or 
ganised sector is around 60,000 tonnes and will grow 
almost 40 per cent by 2010.” 

Pranav Adani, Director, Adani Agrifresh, says: “We 
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have invested about Rs 200 crore in creat 





Anshuman Singh/ CEO/ Future Logistics 

“Not many retailers in the world have a full-fledged 
logistics arm. Our model is unique as it provides ai 
end-to-end logistics solution” 


integrated cold chain infrastructure for fresh fruits 
and vegetables.” In fact, Adani is also doing extensiv: 
work with farmers in advising them to follow scientific 
post-harvest practices to ensure highest standards of 
food safety and quality. 

The Spire Group's joint venture with Apollo, called 
Apollo Everest Kool Solutions (Spire has a North 
American subsidiary called Everest Cold Storage). 
plans to set up at least 15 temperature-controlled 
warehouses in India starting 2008. The Spire Group will 
attempt to bring into the country international quality 
standards in storing food items. *There is a demand for 


has 
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modern temperature-controlled warehouses, which 
comply with international health and safety stan- 
dards," says Raaja Kanwar, Managing Director, Apollo 
International. Snowman Frozen Foods is also ex- 
panding rapidly in terms of capacity and also getting 
into tier-II cities. 

Logistics and cold chain operations would ap- 
pear a logical integration for food retailing companies. 
Biyani certainly thinks that way, although he's the only 
modern retail promoter to be doing so. Mukesh 





Raaja Kanwar/ Managing Director/ Apollo International 
"There is demand for modern temperature-controlled 
warehouses that comply with international health and 
safety standards in the Indian markets” 


Ambani's Reliance Group does have a subsidiary 
called Reliance Logistics, but that's focussed on pe- 
troleum products. “There are not many retailers in the 
world with a full-fledged logistics arm. Our model in 
Future Logistics is unique as it allows us to provide an 
end-to-end logistics solution," says Future Logistics 
Singh. Future Logistics has firmed up its plans to 
have its own cold chain facility in the next 1-2 years, 
in alliance with a foreign partner. 

India may lag behind the developed countries in 
cold chain infrastructure, but the new-found focus 
will allow it to pick up the best from the West. There's 
scope to bring down inefficiencies in a big way. For in- 
stance, cold chain utilisation is just 10 per cent in 
India, and 25 per cent in China, as against 80-90 per 
cent in developed countries. Losses, too, are lower in 
the West, at just 5 per cent, as against 35-40 per cent 
in India and China. However, there's a long way to go 
before India can match up to those high standards. 
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Sanjay Sethi/ Co-Chairman/ FICCI Task Force for 
Quality in Agriculture 


“Technology today is freely available, but the 
issue is of investment" 


Traditional networks of traders in fruits and vegetables 
are strong. Sethi also laments that players in the busi- 
ness are focussing on piecemeal operations rather 
than creating a complete chain right from farm to re- 
tail. *Cold chains seem to be limited to a few products 
like ice creams and frozen products," admits Adani, 
whose company is focussing on fruits and vegetables. 
“We need more logistics players focussing purely on 
horticulture products," adds Sethi. 

There is also a crying need for technology, but the 
main issue may be that of big investments—some- 
thing only the mega-corps are in a position to make. 
But now with capital becoming relatively easily 
available, the industry may just be poised to become 
the next big thing. 

*Private equity players, Indian as well as foreign, 
have shown keen interest to invest in cold chain com- 
panies—more so after witnessing the boom in the 
retail sector," says Kannan of Snowman. Global and lo- 
cal financial services firms like Edelweiss, IDFC, 
Goldman Sachs, Macquarie and Blackstone are on 
the look out for the right investment candidate. “There 
is a lot of interest from private equity (PE) players," 
agrees Singh of Future Logistics, which is in talks 
with a few PE majors. If PE players are keen on this in- 
dustry, it's clearly because of the huge potential that lies 
ahead—potential not just to grow and turn out prof- 
its but also for these players to play a crucial role in 
turning around the global foods shortage by eliminating 
wastages, and be in a position to feed the world—the 
developed part included. Bush would approve. 8 
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TWIN-SECTION STROLLY: 


HAT DOES THE 

partial ban on com- 

modities trading in 

India have to do 

with bikinis? The 
late Aaron Levenstein would have 
made the connection immediately. 
His famous, and prescient, quote: 
*Statistics are like a bikini; what 
they reveal is suggestive, but what 
they conceal is vital," succinctly 
sums up the situation. 

The Abhijit Sen Committee set 
up by the government to study the 
impact of futures trading on com- 
modity prices found that in the 
post-futures market period, infla- 
tion has accelerated in 14 com- 
modities, including wheat, rice, 
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chana and pepper, while it has de- 
celerated in seven items, including 
soya oil, soya bean, rape seed/mus- 
tard seed and potatoes. That is the 
“suggestive” part of this particular 
set of statistics, and was, perhaps 
why Sen personally favoured a con- 
tinuation of the ban, imposed by 
the Forward Markets Commission 
on January 23 last year, on for- 
ward trading in rice, wheat, tur and 
urad. *The suspension of futures 
trading in these four sensitive com- 
modities should continue and, in 
the case of sugar and edible oils, 
discussions should be held with 
processors on how much hedging 
benefits they currently derive from 
the futures markets, and a decision 





should be taken accordingly," he 
has been quoted as saying. 
However, as with the bikini, 
these figures conceal a *vital" point. 
Of the 14 commodities in which 
price acceleration took place, 10 
had witnessed negative inflation 
during the immediate pre-futures 
period. It is, therefore, probable 
that the acceleration in the growth 
rate of Wholesale Price Index (WP!) 
in these commodities is simply a 
rebound, albeit one helped along 
by more efficient price discovery. 
Similarly, of the seven commodi- 
ties in which wel growth was lower, 
six had unusually high pre-futures 
inflation. It is possible that the ob- 
served deceleration is a reversal of 





trend (see Inconclusive Evidence). 
"Both trends could well be the result 
of the commodities catching up 
with the market," says Prakash Apte, 
Professor at HIM Bangalore and a 
member of the Abhijit Sen 
Committee. 

This may explain why the com- 
mittee, which submitted its report to 
the government on April 29, noted, 
despite its Chairman's personal 
views, that *data analysed in this 
report does not show any clear ev- 
idence of either reduced or in- 
creased volatility of spot prices due 
to futures trading". 

Under normal circumstances, 
that should have been the end of the 
matter. But these aren't normal 
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times—the Karnataka Assembly 
elections this month are the first 
of a busy year at the hustings, and 
the big one, the 2009 general elec- 
tions, is due in exactly one year, 
almost as a grand finale to the 10 
lead-up battles in the states. And, as 
everyone knows, the government 
must not only do the right things be- 
fore elections, but must also be seen 
to be doing them. And placing curbs 
on businessmen have traditionally 
paid dividends in the polling booths. 
Finance Minister P. Chidambaram 
indirectly acknowledged as much. 
“If rightly or wrongly, people 
perceive that futures trading in 
commodities is contributing to a 
speculation-driven rise in prices, 
then in a democracy, you will have 
to heed that voice,” he said in a re- 
cent statement in Madrid. 

There is reason for the govern- 
ment to be worried. Wholesale 
prices rose 7.61 per cent in the 
week ended April 26, 2008 com- 
pared to the figure a year ago. This 
is the steepest increase in inflation 
since November 2004 when infla- 
tion rose to 7.68 per cent. The con- 


tribution of the 12 food grain items, - 


having a combined weight of 5.01 
per cent in the WPI, is determined by 
the increase in WPI of these items rel- 
ative to their weight in the index. In 
the post-futures period, the contri- 
bution of chana, wheat, urad, pep- 


The Arguments 





FOR 

* Enables better price discovery as it 
evens out distortions in prices. 
prevailing in different markets in 
the county — Sie 

* Helps farmers realise better prices 









° Acts as a hedging instrument for — 


. producers, refiners, processors and 
_ consumers, and helps remove the - 





isk of intermediate price changes — 
* Brings in liquidity into the market 


per, jeera, chillies, potatoes, maize 
and tur have been much higher 
than their weight, thus, fuelling the 
price spiral that is now throwing 
both household budgets and the 
government's macro-economic pro- 
jections out of gear. 

50, the government and the 
Reserve Bank of India are rightly 
focussing on inflation control. But 
having got the diagnosis right, the 
authorities may well have chosen 
to prescribe the wrong medicine. 

The government banned futures 
trading in chana, soya oil, rubber 
and potatoes with effect from May 
8 for four months. Within a dav, the 
prices of all vegetable oils, including 
mustard oil, palmolein and soya oil 
rose sharply. Palmolein rose the 
sharpest, from Rs 540 per 10 kg 
on May 7 to Rs 560 per 10 kg the 
following day. Spot prices of soya, 
which has become a proxy for soya 
oil following the ban, rose Rs 50 per 
quintal within 24 hours. 

The fear is that now, with no 
domestic price discovery mecha- 
nism available, local prices will inch 
up to international levels, which 
are 25-30 per cent higher. *Without 
a free pricing mechanism, how will 
the consumer know whether to 
curb consumption or find substi- 
tutes for a particular item of 
consumption? And without price 
signals, how will producers decide 


There are strong arguments both in favour of and against futures tradin 





AGAINST 
© Encourages hoarding, especially by - 
big corporate players, in the grains 

_ trade and this can push up spot - 
prices 3 
* May lead to speculation-driven 
. * Transmits global price volatility into 
. * ls against the age-old policies fol- 
lowed by the Government of India 
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The futures markets have been in operation 
for too short a period to discern whether price 
trends are a result of the opening up of the 

market or normal cyclical adjustments. — 


Name of the WPI Trend Growth Rate (%) 


Commodity Pre- Post- 
Futures Futures 


20.8 
214-09 
: 90 












8.8 
32.7 


4.16 4.99 


491 . 4.73 


In the post-futures market period, inflation has ac- 
celerated in 14 commodities, including wheat, rice, 
chana and pepper rice. It has decelerated in seven 
items, including soya oil, soya bean, rape- 
Š% seed/mustard seed and potato. There is, thus, 
"d some statistical support for the claim that open- 
x CX. ing up the futures markets has spurred inflation. 
* 
Jæ Ofthe 14 commodities in which acceleration took 
“ place, 10 had witnessed negative inflation during 
the pre-futures period. It is possible that the accel- 
eration in growth rate of WPI in these com- — 


the seven commodities in which WPI 
growth was lower, six had unusually 

high pre-futures inflation. It is possible 

that the observed deceleration is a 

reversal of trend. 






o 


Source: Abhijit Sen Committee Report 
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on the optimum levels of supply 
to the market in the next season?" 
asks Arjun Chatrath, Professor of 
Finance, University of Portland, us, 
and a keen observer of the Indian 
economy. 

The government is believed to 
have taken the decision to ban for- 
ward trading in commodities un- 
der pressure from regressive ele- 
ments like the Left parties. The 
Abhijit Sen Committee, many peo- 
ple accuse, was merely supposed to 
provide the post-facto rationalisation 
for the move. Says Sharad Joshi, 
Rajya Sabha MP and a member of 
the Sen Committee: *The panel 
was set up merely because forward 
trading and the futures market in 
commodities, which was allowed 
by the NDA government in 2003, 
go against the Central government's 
earlier policies with respect to com- 
modity markets. Then, futures trad- 
ing, being a free market initiative, is 
fundamentally contrary to the Left's 
principles. It was, hence, hoped that 
the Abhijit Sen Committee would 
give them the authority to abort it. 

But is forward trading really 
leading to a speculation-fuelled rise 
in prices? *No," says S. Sivakumar, 
CEO, Agri Business, rrC. *On the 
contrary, a properly functioning, 
and deeper, forward market is 
needed. Bans and other artificial 
restrictions, will only slow down 
the development of the market. 


) z»-. Instead, I feel that the nas- 
modities is simply a rebound. Similarly, of d". = 


cent Indian market needs, 
MARE among other things, a 
«CO proper regulatory frame- 
de work that allows aggre- 
2 gators to buy small lots 
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"Data analysed does not show any clea 
evidence of either reduced or increased 
volatility of spot prices due to futures 
trading” 


Abhijit Sen/ Member/ Planning Commission 


from farmers that they can then 
aggregate and sell as marketable 
lots in the market.” 

So, what is driving the sustained 
surge in food grain prices? The in- 
flationary trend in food grains can be 
explained by supply-side factors like 
domestic production and foreign 
trade. Joshi feels that irrespective 
of whether futures trading is per- 
mitted or not, in today’s globalised 
world, the government cannot in- 
sulate the domestic market from 
global price levels. Says Madan 
Sabnavis, Chief Economist, National 
Commodity & Derivatives Exchange 
(NCDEX): “The study (by the Sen 
panel) only reinforces what we’ve 
always held: futures trading does 
not lead to price rise. It’s the other 
way round—futures prices are de- 
termined by the spot market." 

Fiscal conservatives, however, 
continue to iterate that futures trad- 
ing leads to speculation and hoard- 
ing, which, in turn, increases prices. 
Counters Joshi: “Contrary to pop- 
ular opinion, speculators are crucial 
for the proper functioning of the 
marketplace." And, as is becoming 
obvious, it is the absence of a futures 
market, rather than its functioning, 
that leads to speculative price in- 
creases. But is a government bent on 
populism, and critically dependent 
on parties clinging to antediluvian 
economic theories, listening? I 
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» @ =w INAY KUMAR TRIPATHY 
| f does not fit the copy- 
book description of 
the absent-minded sci- 
i entist. At 72, the CEO 

of Virtus Techno Innovations, a 
company specialising in applied 
nanotechnology, stands tall and 
fit. He is excited at the prospects of 
bio-mimicry, a science so esoteric 
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that most laymen would label it 
science fiction. Today, he thinks, 
his company is close to finding a 
solution to an age-old human 
quest—of being able to arrest the 


cW kes Up 


Virtus Techno's Tripat | 
Small is bo Uta] 





India Inc. is taking baby steps into the 
nano world, and this promises to change 
the way you liVe. NITYA VARADARAJAN 


biological ageing process. 

*The human genome, which re- 
mains active in childhood and ado- 
lescence, becomes dormant in the 
late twenties. We are using 


“Our method uses nanotechnology to reactivate genes. 
This — arrest the biological ageing of man" 


V.K RIPA 


, CEO, Virtus Techno Innovations 


nanotechnology to reactivate these 
genes. This helps arrest the process of 
biological ageing and enables man to 
fight diseases better," he says. It has 
taken Virtus 11 years of intense re- 
search to reach this stage. The com- 
pany has applied for patents not 
only for a gene repair therapy called 
Mitsanika, but for various other 
bio-engineering applications using 
nanotechnology in the Us and a cou- 
ple of other countries. 

Clinical trials for Mitsanika, 
conducted on 840 people, have 
shown encouraging results. “We 
have found substantial reduction 
in blood pressure, and significant 
improvements in patients suffer- 
ing from cancer, diabetes and HIV- 
AIDS," says Tripathy, adding quickly: 
“This technique will not cure these 
diseases; it will only enable the 
body to fight them better by reac- 
tivating the iminune system that 
had gone mute." 

Says Claudine Cholerae, a 
French national and Director of 
Barclays Bank, Hong Kong, who 
was suffering for many years from 
acute candida, a persistent fungal 
disorder of the skin owing to a 
dysfunctional immune system. “I 
found this treatment amazing. 
Though I could be treated at only 
40 per cent efficiency owing to my 
schedule, I was completely cured in 
under a month." 

Nanotechnology has other ap- 
plications as well. Garnier has 
brought in its international range of 
shampoos that make use of nano 
applications. Here, the molecular 
structure of titanium dioxide has 
been suitably altered to suit a sham- 
poo application, resulting in better 
bounce and lustre. Then, Samsung 
has successfully used nanotechnol- 
ogy in its washing machines and 
airconditioners. Says Ravinder 
Zutshi, Deputy Managing Director, 
Samsung India: “The technology 
has given a tremendous boost to 
the sales of our washing machines." 
The technology, sourced from 





THE EARLY ADOPTERS 


The following companies are engaged 


in nanotechnology R&D, though final 
consumer-oriented products are still 
some way off. 





Dabur Pharma: Launched anti-cancer drug 
Nanoxel last year and is launching Docetaxel 
this year using nanotech drug delivery. 


Tata Group: Experimenting with nanotech to 
make fertilisers more efficacious and its 
vehicles lighter and stronger. 


Mahindra & Mahindra: Working o 
developing auto windscreens 
that don't need wipers. / 


Hindustan Unilever: | 
Developing sunscreen lotions | 
and anti-ageing creams for — 
an enhanced effect. N 


Asian Paints, Nerolac, 

Nippon Paint: Developing paints with 
functional properties beyond mere 
decoration; also planning to replace 
semi-conducting materials with nano 
materials. 


Eureka Forbes: Uses a technology for its 
water filter, developed by IIT Madras, to 
remove pesticides from water with the 
help of silver nano particles. 
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cancer drug delivery system 
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His company is using nanotechnology for a novel 


Korea, removes odour and bacteria 
from clothes more efficiently than 
other methods. 

Thus, nanotechnology applica- 
tions in traditional products make 
them more efficacious. But the tech- 
nology has still not caught on in 
India in a big way, though several 
Indian and multinational companies 
such as Reliance Industries, the Tata 
Group, Mahindra & Mahindra, 
Intel, General Electric and General 
Motors are investing in it. 

But what is nanotechnology? 

Put simply, it involves the 
i engineering of functional 
\ systems at the molecu- 
1 lar, or nano, scale. To 

| get an idea of just how 

J small this is, consider 
/ this: 1 nanometer is one- 
Z billionth of a metre. That 
E» is the length a man's 

k. beard grows in the 
b time it takes him to 
| lift a razor from its 
stand to his cheeks. 
P Engineering at that 
scale can change every 
paradigm of the industrial and post- 
industrial age. “Imagine a medical 
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SURENDERA TYAGI, Chief Scientific Officer, Dabur Pharma 
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He and his team have developed a cardiac diagnostic 
device that uses nanotechnology for blood analysis 
RAMGOPAL RAO, Professor, Electrical Engineering Department, IIT Bombay 


device that travels through the hu- 
man body to seek out and destroy 
small clusters of cancerous cells be- 
fore they can spread. Or a box no 
larger than a sugar cube that con- 
tains the entire contents of the (US) 
Library of Congress. Or materials 
much lighter than steel that pos- 
sess 10 times as much strength," 
says a US National Science 
Foundation document on the ad- 
vantages of nanotechnology. 

Dabur Pharma, which was re- 
cently acquired by the Singapore- 
based Fresenius Kabi, is using nan- 
otechnology for a novel cancer 
drug delivery system. "This will 
continue to be our focus," says Dr 
Surendera Tyagi, Chief Scientific 
Officer at the company. It has used 
nanotechnology to increase 
patients' tolerance to the anti-can- 
cer drug Paclitaxel. The company 
spends more than 10 per cent of its 
sales of Rs 2,396 crore on R&D 
and plans to launch other prod- 
ucts (using novel drug delivery sys- 
tems) by 2009-10. 

*There should be out-of-the- 
box thinking; we should not mimic 
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TOO LITTLE, TOO LATE 


HE GOVERNMENT OF INDIA HAS WOKEN UP, 
Tuner belatedly, to the potential of 
nanotechnology. It is planning to invest 
Rs 1,000 crore on it during the 11' Five 
Year Plan to build, ground up, the nanotech 
industry in India. The Ministry of Science 
& Technology has launched a Nanotech 
Mission that will fund R&D by industry and 
also give grants to leading educational and 
research institutes engaged in nanotech 
research. The plan envisages developing 
cutting-edge products and services in drug 
delivery, cosmetics, consumer durables 
and engineering. 

Earlier, in 2001, the Ministry had 
launched the Nano Science & Technology 
Initiative (NSTI) under the chairmanship of 
C.N.R. Rao to seed the industry in India. 
NSTI, which received allocations of about 
Rs 75 crore from the government, has 
financed over 100 projects over five years. 

These initiatives, including the latest 
one, however, are just a drop in the ocean. 
According to official statistics, the govern- 
ment has spent only about Rs 250 crore to 
encourage nanotechnology so far. Clearly, it 
needs to do much more—and also provide 
long-term fiscal and other incentives—f 
India is to realise its potential in this break- 
through science. 


the West,” says Krishna Ella, 
Chairman, Bharat Biotech, which is 
conducting nanotechnology research 
on products (like oestrogen ther- 
apy) reportedly using herbal bases. 
“My goal is to come out with one 
product that is eye-catching and 
different, which will catch global 
attention,” he says. Adds Kamal 
Nandi, Vice President, Godrej & 
Boyce Manufacturing Company, 
which uses nanotechnology quite 
extensively in components it makes 
for the Indian Space Research 
Organisation: *Our appliances di- 
vision is working on a refrigerator 
compressor using this technology. It 
will greatly reduce the size of the 
compressor without compromising 
on its functionality." 

The Bangalore-based Velbio- 
nanotech, a bio-nanotechnology 
product development company, has 
developed nanotech-based treat- 
ments for atherosclerosis (arterial 
plaque), nephrolithiasis, (stone in 
the urinary tract) and diabetes. 
Joseph Asantraj, its founder and 
CEO, says the company has filed 
patents in the Us for these products, 
which are currently undergoing clin- 
ical trials. He is expecting to license 
them to Pfizer for $500 million (Rs 
2.000 crore) each. 

Nanotechnology can potentially 
be widely used in the auto, elec- 
tronics and electrical, non-ferrous 
casting, power, engineering, gar- 
ment manufacturing, sugar, and 
metals industries, but in India, at 
least, it is mainly being used by 
companies in the pharmaceutical 
and biotechnology spaces. 

At uT Bombay, Ramgopal Rao, 
Professor, Electrical Engineering 
Department, and his team have de- 
veloped i-sens, a cardiac diagnostic 
device that uses nanotechnology 
for blood analysis. The device di- 
agnoses heart conditions, and, im- 
portantly, imminent cardiac attacks. 
It is currently undergoing field trials. 
Vimti Banerjee, Associate Professor, 
School of Biosciences & Bioengin- 
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we faced no problems" 






"It is difficult for start-up companies, though 


JOSEPH ASANTRAS, Founder and CEO, Velbionanotech 


eering, irr Bombay, has developed a 
drug for lung cancer that is inhaled 
in the form of nano particles 
through an aerosol spray. *We have 
received enquiries from companies 
interested in this product and clin- 
ical trials could be completed in 
under a year," she says. 

But despite these achieve- 
ments, the nanotechnology in- 
dustry in India still faces consid- 
erable challenges. It is highly cap- 
ital intensive and the concept- 
to-product gestation period is 
very long. *The biggest challenge 
for nano-biotechnology is to of- 
fer cutting-edge solutions at af- 
fordable prices," says Shivani 
Shukla Raval, Industry Manager, 
Healthcare Practice, Frost & 
Sullivan, South Asia and Middle 
East. Then, little is known about 
their safety not only to humans 
but also to the environment. 

And India's advantage in hav- 
ing a large base of skilled man- 
power is offset by a shortage of 


She has developed a drug for lung canc 


experienced techno-commercial per- 
sonnel who can exploit the com- 
mercial potential of this technology. 

“Also, the infrastructure to sup- 
port entrepreneurial activity, of the 
type that fed the rr boom, is miss- 
ing," Raval says. Venture capitalists 
have still not cottoned on to this 
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inhaled in the form of nano particles 
VIMTI BANERJEE, Associate Professor, IIT Bombay 
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sector and technopreuners find it 
difficult to access both funding and 
skilled personnel for their projects. 

ICICI Venture, for instance, 
only looks at companies that have 
crossed the venture funding stage 
and are ready for private equity. 
The Pune-based IndiaCo, a ven- 
ture capital company, has funded 
only one company that makes 
nano-positioning products. The 
end-users of this product are R&D 
labs, and the electronics, biotech- 
nology industries where it is vital to 
control the position of an object 
at the nano level. Says Praveena 
Chandra, Vice President, IndiaCo: 
“We have worked with this com- 
pany for three years, and we are 
looking at some others." Globally, 
only three out of 100 nanotech- 
nology projects make money for 
investors; so, investors are under- 
standably cautious. Typically, PE 
funding for pure play IP compa- 
nies in the nanotechnology seg- 
ment would be at least Rs 4 crore. 
Admits Asantraj: “It is difficult for 
start-up companies, though we faced 
no problems." 

This probably explains the 
inadequate interest from the 
Indian industry, which despite 
the technology potential, is still 
only at the stage of pilot trials. 
“We are nowhere near exploiting 
the full potential of the technol- 
ogy," says Anurag Gupta, CEO 
of Yash Nanotech, adding: 
*There is a lot of hype and there 
are many waiting in the wings. It 
is a question of who will burn his 
fingers first. Then, the others 
will cautiously follow the leader." 

Globally, nanotechnology is 
expected to spawn a $1 trillion 
(Rs 40 lakh crore) market by 
2010, and given the right im- 
petus, India can emerge as a 
huge nanotech hub, as in the 
case of information technology. 
Given this potential, it's just a 
matter of time before this trickle 
turns into a deluge. M 
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bt economy 


Hit by higher input 
prices and interest 
rates, corporate earnings 
growth was down 
sharply in the last 
quarter of 2007-08. 
Now with derivatives 
losses growing, India 
Inc. faces anxious times 
ahead. RISHI JOSHI 


T'S NOW APPARENT THAT THE 
Indian economy is slowing 
down. Most economists peg 
the growth estimates for the 
economy at about 8 per cent. 
This is largely seen as a fallout of 
two factors. For one, the central 
bank has maintained a tight mone- 
tary policy over the last year to 
keep inflation on a tight leash. The 
concerns were that the Indian econ- 
omy (particularly manufacturing) 
was overheating. For another, there 
are global concerns over what 
appears to be the onset of reces- 
sion in the Us. This would impact 
our exports adversely. 
While India Inc. had managed to 
avert a sharp deceleration in its 
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topline and bottom line growth in 
the first three quarters of fiscal 
2008, it's the last quarter that per- 
haps gives a clear picture of where 
they are headed. An analysis of 258 
companies in the BSE 500 that had 
declared results at the time of going 
to press clearly shows that corporate 
India is feeling the heat. Growth 
in net sales, gross profit and net 
profit has slowed down noticeably 
in Q4 (see Feeling the Heat) com- 
pared to the results in the corre- 
sponding quarter of fiscal 2007. 
For the entire fiscal, too, there 
has been a slowdown but clearly 
the last quarter numbers have been 
the worst in recent times (PAT 
growth rates have come off sharply 


WHY IT'S HURTING 


e Interest rates have risen, pushing 
up cost of funds 


e Commodity prices are rising, 
eating into profit margins 

e Near-recession in the US has hit 
exports, including IT companies 

e Astronger rupee vis-à-vis the US 
dollar has shrunk export earnings ` 


e Aslowdown is visible in the 
domestic market, particularly 
in manufacturing 











during the quarter). Says Ashok 
Jainani, Head-Research, Khandwala 
Securities: ^We believe the results 
are the outcome of several factors. 
Both sales and profits have been 





hit by higher financial (interest) 
costs and rise in raw material prices. 
Bottom lines have been further im- 
pacted due to losses on account of 
currency derivatives and higher de- 
preciation charge due to capital ex- 
penditure." And none of these fac- 
tors, except perhaps the last (losses 
in currency derivatives) can be 
wished away any time soon. 

So, how did some of the key 
sectors perform and what's in store 
for them? Here's a quick look: 


Auto: Gradient Ahead 


For the auto sector, it has been a 
bad quarter. Rising raw material 
prices impacted profit margins even 
as volume growth was hit due to 


Feeling the Heat 


The US slowdown and soaring commodity 
prices have hit full-year performance. . . 





...Butthe last quarter has been the 
worst of the four. 





WNet Sales MWOtherincome MPBIDT WePAT 


Figures in per cent Source: Khandwala Securities 
Combined results for 258 companies in BSE 500 


high interest rates. For the eight 
auto companies that were part of 
our sample of 258 companies, net 


: sales in the fourth quarter of 2007- 


08 were up 9 per cent (compared to 
28 per cent in Q4, 2007), while PAT 
actually shrank by about 2 per cent 
(compared to 12 per cent growth in 
Q4, 2007). Volumes have been im- 
pacted as well. Passenger car sales, 
which grew by 13 per cent between 
April and December 2007, rose by 
only 6 per cent in the fourth quarter. 
The slowdown in commercial ve- 
hicles (Cv) sales continued with a 
growth of 1.2 per cent in Q4 2008, 
compared with a 3.6 per cent in- 
crease in April-December 2007. 
These factors were reflected in 
the results of automobile giant 
Maruti Suzuki, whose net profit 
margin declined significantly (also 
an outcome of the change in depre- 
ciation policy). Overall, it posted a 


decline of 34 per cent in net profit in 
the quarter. Sales also remained slug 
gish. Maruti sold 202,225 vehicles in 
the January-March quarter, up only 
1 per cent. Says Ajay Seth, CFO, 
Maruti Suzuki: “There has been a 
clear demand slowdown. We see de- 
mand picking up over this fiscal unless 
interest rates harden further.” 
Two-wheelers, too, have 
impacted. Sales of two-wheelers 
continued to decline due to a drop 
in demand for motorcycles 
were down 12.5 per cent in the lat- 
est Q4 compared to a decline of 
7.7 per cent in April-December 
2007. However, the world’s largest 
manufacturer of two-wheelers, Hero 
Honda Motors, managed to buck 
the trend to report robust fourth 
quarter numbers, posting a 53 per 
cent growth in net profit (sharp cut 
in promotional expenses helped 
shore up margins) and a jump of 
3.28 per cent in quarterly sales 
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Banking: Derivatives Danger 
It’s a sector that delivered the goods 
in the last quarter. Overall net sales 
and PAT were up a healthy 29 and 
32 per cent (compared to 34 and 
38 percent in fiscal 2007 
tively. Most of the large cap banks 
seem to have beaten consensus es 
timates. HDFC Bank’s net profit was 
up 37 per cent, ICICI Bank's 39 per 
cent and SBI’s was up 26 per cent, 
driven by growth in net interest 
and fee-based income. Banks have 
reported higher current and sas 
ings account deposits, as need for 
funds have decreased. Net interest 
margins in general were intact. 
Although there were some pro 
sions made on account of deriva 
tives losses made by their client 
the magnitude of such losses is in 
significant. Analysts, though, sound 
a note of caution. Says Gaurav Di 
Head-Research, Sharekhan: “Fe 
based income might moderate for 
banks going forward. It then might 
be difficult for banks to sustain this 
earnings momentum." 
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Fast moving, still 


Major FMCG companies reported double-digit sales growth, while 
dina hikes allowed them to absorb input costs and i diia margins 
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FMCG: Looking Good 


FMCG companies had a productive 
quarter. Higher volumes allowed 
most firms to record impressive re- 
sults. Revenue grew 19 per cent in 
the quarter (compared to 20 per 
cent in Q4 2007) while net profit 
was up 25 per cent (compared to 28 
per cent in Q4 2007). All frontline 
companies reported double-digit 
growth in sales. Price hikes allowed 
companies to absorb higher input 
costs and even improve on their 
margins. Says Morgan Stanley in a 
report: "Despite input cost pres- 
sures, most companies were able 
to expand gross margins via judi- 
cious price hikes and prudent pur- 
chase management." 

For example, Hindustan Uni- 
lever, India's largest FMCG com- 
pany, grew its net sales by 19 per 
cent, one of the highest in the last 
eight years, along with margin ex- 
pansion in its home and personal 
care business. Nestle also had a 
good quarter. Higher product prices 
allowed the company to expand 
operating profit margins and record 
strong topline and bottom line 
growth—net profit was up 47.67 
per cent to Rs 160 crore while net 
sales grew more than 26 per cent to 
Rs 1,090 crore. 
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For the FMCG companies, 
clearly, the increase in purchasing 
power of Indians is proving to be a 
boon. Says Martial Rolland, CMD, 
Nestle India: “The economic envi- 
ronment continues to provide 
support to our business.” 


IT: Double Whammy 


The quarter was extremely chal- 
lenging for the rr companies, which 
are grappling with a near-recession in 
the main market for their exports, the 
Us. The Top 5 rr majors (rcs, Infosys, 
Wipro, Satyam and HCL) together 
showed 34 per cent Y-o-Y growth in 
dollar terms (23 per cent in rupee 
terms) in the January-March quarter, 
but crucially margins were under 
pressure. EBITDA margin has declined 
by 140 basis points over the last year 
at 23 per cent. PAT growth in the 
quarter was also flat (up marginally) 
impacted by lower non-operating 
income, foreign exchange losses and 
higher tax provisions. 

On a sequential basis, too, 
most of the frontline companies 
declared poor growth numbers. 
Infosys saw a PAT increase of 1.46 
per cent QoQ while total rev- 
enues were up 6.35 per cent. TCS 
actually reported a sequential de- 
cline in net profits of 6 per cent 
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even as revenues were up 3 per 
cent. Says Som Mittal, President, 
Nasscom: “There is a definite im- 
pact of the us slowdown. The 
outlook for the next couple of 
quarters is uncertain and would 
depend on how the situation in 
the US unfolds. Meanwhile, com- 
panies are trying to scale up op- 
erations in other geographies like 
continental Europe and Asia as 
a natural hedge." 


Telecom: Jingle All the Way 


Telecom companies had a good 
quarter driven by a robust growth in 
subscriber base. Net sales were up a 
healthy 29 per cent, while PAT ex- 
panded by 20 per cent. Indian mo- 
bile phone companies added a 
record 10.2 million subscribers in 
March alone, taking the total to 
261 million—almost the combined 
population of the UK, France, 
Germany and Italy. 

India's largest cellular company 
Bharti Airtel outperformed the oth- 
ers last quarter. It recorded the high- 
est-ever net addition of wireless sub- 
scribers in a single quarter—6.9 mil- 
lion—taking its total base to 64 mil- 
lion, translating into a market share 
in this segment of 23.8 per cent. It 
consequently reported impressive 
results for the quarter. Net profit 
was up 39.28 per cent at Rs 1,792.3 
crore, while revenues rose 44 per 
cent to Rs 7,819 crore. 

Reliance Communications and 
Idea Cellular, too, beat expectations 
with their numbers (with over 45 
per cent rise in net profit during the 
quarter), bolstered by increased av- 
erage revenue per user and a swelling 
subscriber base. Says Harit Shah, 
Analyst, Angel Broking: “Things are 
looking good for telecom compa- 
nies. There is a lot of headroom for 
growth as the telecom density in 
the country is still low." But should 
the economy slow down some more, 
then even telecom companies may 
find it hard to keep up their break- 
neck pace of growth. m 





Our Annual Listing of the Most 
IT-Savvvy in the Country. 
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special 


AN INFORMATION TECHNOLOGY BE TRANSFORMATIONAL? WITHOUT 
doubt, yes. And here are 20 examples to prove it. Among them: 
a poultry firm that's using IT to lower costs and get to the 
market faster; an eye hospital that's handling a flood of patients 
without breaking a sweat; an IT institute that's wired to the core; 
and even an NGO that's using DVDs to take quality instruction to village 
schools. Like last year (this is our fifth listing of Most Wired Companies), we 
spoke to a variety of technology experts and vendors to compile the list of 20 most 
savvy users of IT in the country. Companies or institutions that have featured in any 


of our previous three listings were excluded, and those with the most imagination—and 
not necessarily the biggest rr budget—selected. 


Mundra Port: Changing 
the face of Indian ports 


MUNDRA PORT 








Global Gateway on the West Coast 


OST SHIPPING LINES DREAD DROPPING ANCHOR 
M: Indian ports. Reason: turnaround can take 
days compared to a few hours in other ports 
elsewhere in the world. But at Gautam Adani's Mundra 
Port in Gujarat, big companies such as Maruti Suzuki, 
HPCL, IOC and Tata Power are queuing up to do busi- 
ness. What's unique about this new generation, all- 
weather private port is its fully-mechanised and efficient 
cargo handling facilities. “We have implemented IT 
solutions like Integrated Port Management System 
(IPMS), which provides operational information on var- 
ious activities of the port on a real-time basis," says 
Rajeeva Sinha, Director, Mundra Port & SEZ. 
The 10-year-old port also offers a single-window 
clearance to customers. In fact, systems like IPMS allow 
management to monitor and initiate intervention on a 
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continuous basis to improve efficiency. “The IPMS is 
dovetailed into our ERP system. This dovetailing allows 
us to capture all activities and plan in advance for 
procurement and expansion," explains Sinha. 

The port's USP is its fast turnaround of ships. 
Equipped with eight multi-purpose and four container 
berths, the port helps ships discharge 25-30,000 tonnes 
in just two-and-a-half days whereas many other ports take 
more than a week to do so. “We are handling more than 
28 million tonnes a year and have plans to handle 50 mil- 
lion tonnes by 2010," says Sinha. The port is also build- 
ing a dedicated car terminal for Maruti Suzuki that will 
allow the car maker to load 4,000 cars in an hour (cur- 
rently it takes half a day to a day at other ports). It 
looks like India's first world-class port is in the making. 

ANAND ADHIKARI 
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Asian Paints" Choksi: 
Mapping opportümties 
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A Colour for Every One 

OW MESSY COULD BE THE BUSINESS OF SELLING 

paints to retail consumers? Extremely, if the 

number of potential colour shades that cus- 
tomers could ask for is as much as 1,500. No wonder 
then, India's largest paint company is leveraging in- 
formation technology to connect better with its cus- 
tomers. "From investing in back-end IT we are now in- 
vesting heavily in rr that touches our customers," says 
Manish Choksi, Chief, Corporate Strategy and rr, at 
Asian Paints. The company's most recent initiative, 
barely six months old, is to arm its “territory sales in 
charge’ (TsIs) with PDAs and laptops so that the paint 
maker connects directly with consumers. *Tsis are 
now connected to the company on a real-time basis to 
source or transfer information on a secure platform," 
says Choksi. The PDAs, which run on Bharti’s GPRS 
network, have connected all of Asian Paints’ 550 TSIs 
with its 19,000 retailers. 

For ‘large project’ sales, where the customers are 
hotels, builders, or housing societies, the company 
has provided Tsis with laptops as they need full scale 
technical data, pricing, quotation letter etc., while 
talking to a customer at the site. This real-time infor- 
mation transfer also allows the company to map all the 
opportunities in the market in terms of demand for a 
particular product. The company has a tie-up with 
Reliance Communications! CDMA network for data 
transfer since the quantum of information to be ac- 
cessed is much more for project sales. Such automation 
has already been done in about 15 key cities, but 


Choksi says the idea is to push it across the country. 
ANAND ADHIKARI 
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Axis Bank's Ramani: Banking 
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Virtual Banker 


ORTHERN HIGHWAY, 63 MOUNTAIN BRIGADI 

Headquarters, between Changu (1somgo 

Lake) and Nathu-La Pass, Thegu, 
Gangtok." As you may have guessed it, Thegu is 
best known as a base for the Indian Army’s 17" 
Mountain Division, but over the last four vears, it 
has earned a name for being home to the world's 
highest altitude automated teller machine—from 
Axis Bank. At 13,200 ft above sea level, it beats the 
State Bank of India's ATM at Leh, which is 11,500 
ft, by several hundred feet. 

India's third-largest private bank, Axis Bank 
(formerly uri Bank) has been using Ir to good ef. 
fect. For instance, its 2,674 ATMs account for 90 
per cent of all transactions that take place in sav- 
ings accounts. Its ATMs also allow customers to pas 
LIC premium or buy mutual funds. “ATM installa 
tion has become a routine affair for us,” 
V.K. Ramani, President (I, Axis Bank. Now. 
Ramani is more excited about mobile banking. 
“We have a customer base of 7 million, where 25- 
30 per cent have already opted for mobile bank 
ing services," reveals Ramani. The bank, which has 
670 branches, is conducting pilot tests for more m- 
banking solutions to cope with the 30-35 per 
cent growth in demand for m-banking (mones 
transfer is not yet allowed). Ramani is also push 
ing i-banking because he wants to cater to the 
bank's younger customers. But IT at Axis Bank is- 
n't about just convenience; sophisticated analyt- 
ics tools help it keep its bad loans at near zero 

ANAND ADHIKARI 
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Powering Bangalore On 
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Bescom: Automating transmission & distribution of power 


T IS QUITE EASY TO GIVE UP ON A SECTOR THAT IS 

hijacked by politics of populism. But Bangalore 

Electricity Supply Company (Bescom) is not just 
holding on, it is pushing itself hard to squeeze out as 
much efficiency as it can. In 2007-08, for instance, the 
state-owned utility earned Rs 275 crore more by selling 
the same amount of energy as the year before. How did 
Bescom do it? Its executives say the utility's focus is 
on reducing T&D (transmission and distribution) losses 
and increasing metered sale. Last year, Bescom, which 


CENTRAL BOARD OF DIRECT TAXATION 


Taxman's New Tool 





IGH GROWTH RATES HAVE HELPED. CHANGES IN 
attitude have also helped. Above all, information 
systems and technology have helped the most." 
That's how Finance Minister P. Chidambaram started on 
his tax proposals in his Budget 2008 speech and went on 
to announce tax cuts. So indirectly, Indians have com- 
puterisation to thank for paying lower taxes this year. 
Computers are not new at CBDT, which oversees a 
taxpayer base of almost 30 million. The organisation 
took its first steps towards becoming 'e-enabled' over 
a decade ago, when it started using IT for relatively sim- 
ple tasks such as making digital records. However, sad- 
dled with hundreds of millions of files, digitisation was 
a massive challenge for the department. Instead of try- 
ing to bite off everything at once, CBDT started with 
digitising its records and is now connecting all its of- 
fices. The exercise has taken more than 11 years and 
Rs 500 crore in investment. 
But as Nipun Mehrotra, General Manager, Global 
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serves eight districts, including Bangalore, cut its distri- 
bution losses to 17.5 per cent from 23 per cent in 
2006-07. In the case of Bangalore, the figure is already 
down to 9 per cent—one of the lowest in the country. 

If Bescom is turning around in a sector notorious for 
bankrupt utilities, it’s because it constantly upgrades 
technology where it can. It has, for example, adopted 
programme logic control (PLC) to segregate agricul- 
ture load from non-agriculture load under its rural 
load management scheme (RLMS). The PLC restricts 
supply to irrigation pump sets but ensures supply to ru- 
ral homes. At another level, the utility uses real-time re- 
mote automatic metre reading (RRAMR) to constantly 
monitor consumption trends among ‘High Tension’ 
consumers and high-end ‘Low Tension’ consumers. This 
checks tampering too. Besides, energy audits at the point 
of distribution transformers and high-precision metres 
at the consumer end have kept a tab on thefts, while 
spot billing and easy payment options like ATP (any time 
payment) kiosks have improved collections. 

Bescom’s next leap? It has set out to automate 
power supply for the whole of Bangalore. Once that hap- 
pens, the average interruptions in the city are expected 
to drop from 84 hours per year per feeder to four 
hours per year per feeder. 

That should be one bright spot in the city’s otherwise 
gloomy infrastructure scenario. 

K.R. BALASUBRAMANYAM 





The old IT office: Online filing has made life easier 


Technical Services, IBM India explains, the main aim of 
the work undertaken at CBDT (by IBM) is to properly net- 
work the organisation. *CBDT is a huge organisation, you 
have 745 offices spread over 510 cities working under 
33 commissariates, and almost all the data was iso- 
lated. It was impossible for the government to study the 
data properly," says Mehrotra. Armed with data and an- 
alytics, CBDT has turned into a money-spinner for the FM. 

KUSHAN MITRA 
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DIGITAL STUDYHALL 





Beauty in Simplicity 


HILE THE COUNTRY WAITS FOR UNIVERSAL 

broadband to deliver quality education 

through the internet, here’s an NGO that is 
physically distributing digital video content to expand 
the reach of quality education to underprivileged chil- 
dren. Says Urvashi Sahni, co-founder, Digital StudyHall 
(DSH): “We digitally record live classes by the best 
grass roots teachers on different subjects and distribute 
them on DVDs to schools in semi-urban and rural areas.” 
Nothing hi-tech about it, but the fact is DSH is using 
technology innovatively to address a pressing problem. 

DSH, which started operating in July 2005, works 
on a hub-and-spoke model, where the resource-rich ur- 
ban school in the hub records and dispatches DvDs 
every second day to the resource-poor village and slum 
schools (the spokes). Says Sahni, 53: “As of today, DSH 
runs hubs in four cities—Lucknow, Kolkata, Pune and 
Dhaka—covering approximately 30 schools and over 
6,000 students across different areas in Maharashtra, 
Uttar Pradesh, Kolkata and Dhaka.” Each spoke school 
is given at least a TV and a DvD player. 

At last count, DSH had accumulated more than 550 
recordings of lessons in English, maths, science, envi- 
ronment, Hindi, Marathi, and Bengali catering to stu- 
dents from standard I to VIII. “Deployment of DsH has 
not only helped students but also the teachers in rural 
schools to improve their knowledge,” says Sahni, who 
co-founded DsH with Randy Wang, a friend and former 
colleague at UC Berkeley. With financial support from 
Microsoft Research, University of Washington and 
National Science Foundation, DSH expects to go places. 

MANU KAUSHIK 
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Wired Up for a Fight 


FEW YEARS AGO, THE COUNTRY S THIRD 













largest maker of commercial vehicles de Los 
cided that it needed to smoothen out its sys Cet 
tem if it had to make a dent in the duopoly (of dn 
Tata Motors and Ashok Leyland) that reigned in AR 
the commercial vehicles market. But spread out e 
over four manufacturing units, 49 offices, 142 LA 


dealers and supplied by 308 vendors, the compam Me 
realised the task would be Herculean. To get 
round the problem, Eicher decided to host ap- 
plication. ^While all our 
dealers and vendors are 
hooked into the net- 
work, we realised that 
network connectivity 
would be difficult since 
several of our dealers 
are located in remote 
local areas," explains 
Ajay Khanna, Head of i 
IT at Eicher. Ë ei gem 74 

The company inno- "EAR NA 
vated with the Eicher = 
Portal for Information 
and Collaboration (EPIC), 
a company-wide portal 
that deploys both inter- 
nal and external 
processes onto a light 
web-based server that 
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Eicher Motors: e-manag: 
Ing employees and delivery 


allows users (dealers, 
vendors and sales Ax 
teams) in far-flung locations the ability to log into Xe 
the company's system. It has deployed a unique at 
Executive Information System (Eis) which auto- act 
matically picks up trends and data from the system ere 
whenever it is required. While Eicher could not es 
quantify benefits that have accrued in manufac: x 
turing processes, it says the time taken for em «ee 
ployee-centric processes is down by 40 per cent. seein 
Besides improvements in workflow, Eicher ot, 
has managed a reduction in manpower. “But we x 
still have a long way to go," Khanna admits, been 
"technology is constantly evolving and the worst os 
thing is that there is often little stability.” Eicher is bre 
currently working on a pilot project with radio CAA 
frequency (RFID) tags for inventory management. “| x 
believe we can make our systems the best in th« C 
industry," he says. Ultimately, Eicher's objective is ever 


to become more competitive in the marketpla 
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Genpact's Ramana: Making IT work for its employees 


i 


GENPACT 


Tech with Human Touch 


T'S AN INDUSTRY MADE POSSIBLE BY INFORMATION 

technology, so it comes as no surprise that Genpact, 

India's largest BPO, uses technology to not just im- 
prove productivity and business but also to make life 
easier for its hard-to-retain employees. “Our trans- 
port management system—Wheels—sends SMS to our 
employees informing them of times for pick-up and 
drop and everything else that they need to know 
about office transport," says S.V. Ramana, Chief 
Technology Officer, Genpact. *That's using technology 
to provide human touch, in addition to optimising 
routes and bringing efficiency in utilising our cabs." 

Parichay, an online employee reference system, 
has helped Genpact cut recruitment costs by 40 per cent 
—another instance of technology dovetailing smoothly 
and profitably into human networks. There is, of 
course, the online learning management system for en- 
suring that employees learn efficiently the skills they 
need to perform their jobs. 

Deploying Dialler, a technology that puts in wait- 
ing the phone calls where the customer is not ready to 
take the call, has helped the company save 30 per 
cent in costs of bandwidth usage, says Ramana. Given 
that it operates in a 24/7 environment, Genpact has 
built a lot of redundancy into its network. For exam- 
ple, it has been using two different gateways (Mumbai 
and Chennai), multiple carriers (Br, AT&T, Cable & 
Wireless), and multiple service providers (Bharti Airtel, 
Tata Tele, VSNL, and BSNL). “What all that means is that 
we minimise downtime," explains Ramana. Surely, 
that's one more thing its customers like about Genpact. 

KAPIL BAJAJ 
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GMR HYDERABAD 
INTERNATIONAL 
AIRPORT 


Fly By Wire 


HERE IS CUTE, 
there is CUSS and 
there is an AODB 
too. Talk tech solutions 
and the list of abbrevia- 
tions seems to go on at 
the newly-built Rajiv 
Gandhi International 
Airport in Hyderabad. 
“The airport—opera- 
tional since March this 
year—deploys an integrated solution that captures 
any transaction happening in and around the 
airport, including data collection from air traffic 
control (ATC) and stored in Airport Operational 
Database (AODB),” says Viswanath Attaluri, Chief 
Commercial Officer, GMR Hyderabad International 
Airport Limited (GHIAL). CUTE, he explains, is 
‘Common User Terminal Equipment’, meant to in- 
crease or decrease the counters based on the re- 
quirement. This reduces the service time per cus- 
tomer. And cuss is ‘Common User Self Service’, a 
multi-airline link available at kiosks (to put it sim- 
ply, any airline can use one of the kiosks and a pas- 
senger could technically key in the flight and other 
details and get a print-out of the boarding card). 
Then there are different flight information 
display systems. For instance, there is an intelligent 
public addressing system that allows area-spe- 
cific announcements. “The technology solutions 
that are being implemented at this airport are a 
first for India,” says Attaluri. While that has cost 
8 to 10 per cent of the total project outlay of 
Rs 2,478 crore, GMR officials claim hi-tech has 
helped them reduce average check-in time for 
passengers by 10 to 15 per cent. In a country 
where most of the older airports are in a state of 
chaos, GHIAL’s hi-tech environs come as a blessing. 
E. KUMAR SHARMA 
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According to IRS 2008 Rt, Dainik Jagran 
is the most widely read newspaper in 
India yet again. 5.66 crore readers 
at last count. And still counting. 


Dainik Jagran 





10° TIME RUNNING 
IRS 2008 R1 - 5.66 crore readers 
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IA ICICI Securities’ Bagchi: 


Xt StOp M-trading 
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Direct to D-Street 


ROM THE TIME IT WAS SET UP IN 2001, ONLINE 

trading player ICICI Direct has had a meteoric 

growth. Today, it has 15 lakh accounts and, on an 
average, it does 3.5 lakh transactions every day. To do 
transaction volumes of that magnitude, it is imperative 
to have a high-quality IT infrastructure supported by an 
equally dependable backend as well. “The reason for our 
dependence on rr is simply because it is the most efficient 
way of creating, communicating and delivering value,” 
says ICICI Securities’ Executive Director, Anup Bagchi. 
ICICI Securities reaches the retail segment through its 
brands, ICICI Direct and Icicidirect.com. 

Bagchi outlines four key components in the online 
trading story—having financial literacy, giving out 
advice, executing transactions and finally making sure 
there is settlement. “All these existed earlier and it 
was important to bring them all together. Without 
the internet and IT, it would have been impossible,” he 
says. ICICI Direct gets across to 385 cities, although get- 
ting across to Tier 3 and Tier 4 cities is a problem due 
to poor last mile connectivity, says Bagchi. 

Much like banks, icici Direct is looking seriously 
at the next big opportunity: mobile trading. “If the se- 
curity issue can be handled, then mobile could over- 
take the internet as far as small content goes. This 
could be for something like the price of a stock or the 
value of a portfolio,” says Bagchi. While icici Direct's 
current growth looks quite alright, Bagchi says that the 
challenge going forward will be one of synchronisa- 
tion. “Everything has to work well together,” he 
says. But the good thing is, over time, the firm’s IT 
backbone has only become stronger. 

KRISHNA GOPALAN 
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Learning on the Move 


. LAKSHMI, A RECENT STUDENT AT INTERNATIONAL 
Institute of Information Technology Bangalore 
(HIT-B), would rush to Chennai every second 
week to visit her doctor. She had health problems re- 
quiring visits to Chennai off and on. But as a student, 
she could ill-afford to miss classes and lose a year. What 
bailed her out of her crisis were the classroom lectures 
her institution had recorded and digitised. Thanks to 
technology, she attended her lost classes online and 
came out with flying colours in the exams. She now 
works for Oracle in Chennai. *We always see how 
technology can help all the four aspects of learn- 
ing—lecture, library, lab and life—and integrate 
them,” says S. Sadagopan, Director of ttrr-pB. 

Starting this year, IIIT-B's entrance exams have 
gone online. And so have its admission processes. If 
there is one aspect of MT-B’s affairs that is still not in 
the realm of online, that's semester exams. Sadagopan 
has already experimented with it, but does not seem 
keen on denying his students the experience of con- 
ventional exam. 

IIIT-B students are lucky in more ways than 
one. The laptops that they carry treble up as a 
digital library, lab, and a virtual classroom with 
recorded lectures accessible at the click of a mouse. 
After their course too, they walk away with a mark- 
sheet that's protected with the latest 2D barcode, in- 
troduced this year. That will spare their employers 
the tortuous verification process—they can simply 
verify the mark sheet online. What's next on 
Sadagopan's mind? Well, he is working on taking 
placements online from next year. 

K.R. BALASUBRAMANYAM 


IIIT-B's Sadagopan: Bringing IT to campus life 
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IRCTC's Singhal: | aking 


C nmerce [C i Ts r Y 


A Ticket to Ride 


UESS WHO RUNS THE COUNTRY'S LARGEST 
e-commerce website? Here's the surprising 
answer: it is the government-owned Indian 
Railways Catering and Tourism Corporation (IRCTC). 
The portal—www.irctc.co.in—is an online rail ticket 
reservation platform for booking two types of tickets— 
i- Ticket and e-Ticket. In the case of i- Ticket, when a 
customer books a ticket, it is printed from IRCTC's 
operation centre and subsequently delivered to the 
user's home or office in over 200 cities across the 
country within 24 hours. For e-ticket, customers can 
book rail tickets online on making payments either by 
credit cards or debit cards and print it at home. IRCTC 
also offers net banking facility to users who have their 
accounts in one of more than 27 partner banks for di- 
rect debit payment. *Online ticketing has caught on," 
quips Nalin Singhal, Managing Director, IRCTC, adding 
that queues at railway stations for tickets would be a 
thing of the past in the next couple of years. 

Currently, the website is doing transactions aver- 
aging Rs 47 lakh a day. Around 78,000 tickets are 
booked every day, out of which more than 10,000 are 
printed and dispatched daily. *We are expecting the 
overall sales to grow at over 200 per cent year-on-year,” 
says Singhal. In order to reach out to customers who do 
not have credit cards or access to internet, IRCTC is push- 
ing mobile ticketing. Additionally, IRCTC has tied up 
with Sify to make online railway ticketing services 
available at cyber cafés on cash payments. The world's 
largest railway network under one management is, 

clearly, no laggard when it comes to technology. 
MANU KAUSHIK 
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Jindal Steel and Power: Showcasing real-time control 


ONCERN FOR SURVIVAL AND THE DESIRE TO GO 

global seem to have sharpened Jindal Steel & 

Power's instinct for technology. “You cannot 
survive in the steel industry in the long term without 
leveraging the state-of-the-art-technology," says 
Vikrant Gujral, Vice Chairman and CEO of the 
Rs 3,500-crore Jindal Steel and Power (JsPL), whose 
recent acquisition of a $2.1-billion (Rs 8,400 crore) 
Bolivian iron ore mine project made quite a splash in 
the steel industry. 

So, the company has been investing in better 
steel-making technologies. It makes, for example, 20- 
metre rails, the world’s longest, and is the first to 
produce in India the hot-rolled parallel flange beams 
(H-Beams) and columns in medium and large sizes, 
both in technical collaboration with JFE Engineering 
Corporation of Japan. 

JSPL has also found a way to convert India’s high- 
ash non-coking coal into coal gas, which is as good 
as having natural gas, thanks to a technical arrange- 
ment with Lurgi of South Africa. 

Gujral says JsPL has been going full steam ahead 
with automating its steel production apart from 
deploying IT systems (like SAP’s ERP) across other 
functional areas, such as inventory management, 
marketing, finance and HR. “The Level II automation 
that we are deploying in our steel plants will give us 
real-time control of our operations,” he says. 

KAPIL BAJAJ 
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Enriching Live: 


Buy Kirloskar Green 
15-625 kVA genset. 


Get Total Value for Money." 


Fuel efficient 
CPCB compliant 
24 x í service 


x Winner of the 
FROST @ SULLIVAN 


Voice of Customer Award in the “Best Bang 
for Buck” category in the Indian Genset Market. 


KIRLOSKAR GREEN ADVANTAGES: e World class compact 
design saving your money on space e Multiple sets for higher kVA 
requirement e Super silent genset e Utmost reliability ensuring 
continuous power for smooth business operation e Complete Power 
Ideas from load assessment to genset selection, to installation 
» World's largest selling genset brand e Preferred choice of various 


industrial segments e Available in a wide range of 5 to 6600 kVA 





KIRLOSKAR OIL ENGINES LIMITED, 
Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 INDIA. 


Hungry for Power Ideas? Call 1800 233 3344 (Toll-free from BSNL and MTNL) 
& 020-6608 4608 (Other than BSNL and MTNL). 


"Kirloskar", "Kirloskar Enriching Lives", "Kirloskar Green Chilli Power Ideas" are trademarks owned by Kirloskar Proprietary Limited 
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Madras Cements' Dharmakrishnan: 
—Taking ERP to the fore 
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MADRAS CEMENTS | 


Goodbye Gut, Hello Fact 


HEN YOU PLACE AN ORDER WITH MADRAS 
Cements, you get an immediate SMS 
confirming the order quantity. And 
soon afterwards you get another SMS detailing 
the quantity dispatched, the truck number and 
also the cell phone number of the driver—all 
handled by the company’s ERP system. “Every 
company has an ERP system but we customised 
ours to such an extent that, today, all our op- 
erational parameters are captured real time 
thus enabling evidence-based decision making 
instead of gut feeling," says A.V. 
Dharmakrishnan, Executive Director, Finance, 
who also heads the company’s information 
technology initiative. Under his guidance, the 
flagship company of the Rs 3,000-crore Ramco 
group, also considered to be one of the lowest- 
cost manufacturers of cement in the country, has 
further leveraged technology to bring about a 
significant transformation in its operations. 
Today, the company has not only achieved 
enhanced quality but also significant operational 
and distribution efficiency, which has resulted in 
an annual savings of Rs 60 crore—a whopping 18 
per cent of the company’s annual profits of Rs 
338 crore in 2006-07. No wonder, manage- 
ment guru C.K. Prahalad chose to feature the 
company’s IT backbone elaborately in his latest 
book The New Age of Innovation. 
N. MADHAVAN 
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Education Anywhere 


VER 150,000 STUDENTS ATTEND CLASSES AT THE 

universities of the Manipal Education and 

Medical Group across the country and over- 
seas in places such as Dubai and Antigua. But as the 
group looks to extend its reach beyond the brick- 
and-mortar classroom, it is using technology extensively 
across its network. Sikkim Manipal University, for 
example, has some 120,000 students taking 50-odd 
distance education courses from across the country, 
leveraging some 500 learning centres. “To us, dis- 
tance education is flexible education across a wide 
range of subjects. These are delivered in a distance 
mode using the support of over 500 learning cen- 
tres," says Anand Sudarshan, Managing Director and 
Chief Executive Officer of Manipal Education. 


Manipal Education's Sudarshan: 
Distance no bar 


The group provides a blended pedagogy, including 
physical material, local coaching and then it uses tech- 
nology in two areas, first by using EDUSAT-based vsAT 
(very small aperture terminal) to beam lectures and 
finally using the internet to expand its reach. “We want 
to set up e-communities to enhance the collabora- 
tion between student communities," says Sudarshan. 

Then, Sikkim Manipal University, Gangtok, uses 
technology for its examination and testing require- 
ments, covering tests for 120,000 students, on average 
four or five subjects, totalling around 600,000 tests. “If 
you have to effectively administer this, you have to go 
online," says Sudarshan. Sikkim Manipal University has 
just kicked off this initiative with a round of around 
5,000 tests, but plans to eventually cover all students. 
Sikkim Manipal University has also put in place tech- 
nology to enable correction of multiple choice questions 
and judge essays online. But, as Sudarshan says, build- 
ing technology infrastructure is the easy part; leveraging 
this to enhance scale and quality is the challenge. 

RAHUL SACHITANAND 





Not Just A Logo But An Initiative That Will Benefit 
65 Lakh Weavers & Protect A Rare Skill & A Proud Legacy 
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Moser Baer Labs: 


Replication Revolution 


OME 250 MILLION MOVIE CDS AND DVDS ARE SOLD IN 
the country every year, and an estimated two- 

thirds of them are pirated. Expect the numbers to 
drop, courtesy optic media manufacturer Moser Baer 
India, which has started selling such discs at rock- 
bottom prices of Rs 30 to Rs 69—that’s less than the 
Rs 50-100 range for grey market prices. “If you have 
to take on movie piracy you have to back yourself up 
with technology and give consumers a high-quality 
product," Ratul Puri, the company's Executive Director, 
told BT recently. 

How does Moser Baer do it? It has invested in a 
high-speed, six-colour disc and paper printing system 
that allows it to replicate, print and pack discs and 
deliver them within 24 hours. The system is extremely 
versatile. The Noida-based company claims that it 
can fulfil small orders of less than 100 discs and big 
orders of over 100,000 discs depending on demand. 
The system keeps master files of all 10,000 Indian ti- 
tles that Moser Baer has the rights to and can produce 
any disc at any time. “We do not have much time to 
produce the discs, therefore, we invested in a set-up 
that is not just versatile and fast, but high quality," says 
a company executive. 

The technology, which supplier HP's head of im- 
aging and printing business calls the best installation his 
team has ever done, has allowed Moser Baer to build 
a sizeable entertainment business. Last year, it raked in 
Rs 160 crore in revenue, and the company expects that 
the home entertainment business will outpace the ind- 
ustry which should hit Rs 1,000 crore by 2010. 

KUSHAN MITRA 
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ONGC: Getting IT-ready holistically 


(E&P) industry has not been the most IT savvy. 

So, when ONGC, India's largest public sector 
E&P company, started delivering in 2004 on its 
Promise Initiative, an effort to implement 21 IT, 
telecom and communications projects, it was a 
landmark leap into the future. “Except for large com- 
puting power that’s deployed in exploration and pro- 
duction, ONGC had been slow in leveraging IT and 
telecom. So, Promise Initiative was conceived in 
2002 to fill that gap by leveraging IT on an enterprise- 
wide basis,” says M. Thyagraj, Executive Director 
(Infocom), ONGC. 

All 21 projects (except for the final phase of 
Supervisory Control and Data Acquisition or SCADA 
project) under the Promise Initiative, which cost 
about Rs 700 crore since 2002, are complete, pitch- 
forking ONGC into a select league of IT-savvy E&P 
companies. “Today, our SCADA system allows us to 
start or stop production at a site with the press of a 
button,” says Thyagraj. “We have been focussing on 
best-in-class IT systems in three areas—field opera- 
tions, commercial, and geophysical and geological 
(G&G) functions,” he adds. 

Thyagraj is already working on ONGC’s next 
long leap in rr—a 10-year blue-print to have IT-ready 
people, rr-ready business technologies, IT-ready in- 
frastructure, and IT governance. KAPIL BAJAJ 


T HE INDIAN OIL EXPLORATION AND PRODUCTION 
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Suguna’s Karunanithi: 


All olo 16 2801140 


Anything But Bird Brained 


UGUNA POULTRY FACES TWIN CHALLENGES TO REMAIN PROFIT- 

able. Its unique business model of contract farming—it sells 

live birds, eggs and processed meat worth Rs 2,020 crore 
(2007-08) without owning a single poultry farm—and a market 
scenario where both input costs and end product prices cannot be 
more volatile, calls for superior management with strong emphasis 
on information technology. *We have connected 233 locations, 
including our branch offices, breeder farms, hatcheries, feed 
mill so as to ensure seamless flow of information," says 
S. Karunanithi, DGM-IT of the company. Information from 15,000 
contract farms regarding the health of each farm, mortality of the 
birds, feed intake etc., are captured and processed by the ERP system 
every day. Plans are afoot to make this real time by offering hand- 
held computers to the field officers who visit the farms every day. 
IT also facilitates procurement decisions so as to keep costs down 
and helps get new-born chicks faster to the broiler farms (in less 
than six hours). Suguna's business may be poultry, but it takes more 
than a bird brain to run it. N. MADHAVAN 
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Sankara Nethralaya: 


Inthe vanguard 


A Sight to Behold 


NE HUNDRED AND TWENTY SURGER- 

ies and 1,500 outpatients. That’s 

the daily traffic at Chennai-based 
Sankara Nethralaya. And if the doctors and 
support staff handle the load without 
breaking a sweat, it’s thanks to the eye hos- 
pital's state-of-the-art IT systems. “The 
objectives of Sankara Nethralaya are four- 
fold," explains Akila Ganesan, General 
Manager. “These are patient care, com- 
munity service, education/training, and 
research, and we have deployed rr in each 
one of them." The most important service 
that the hospital offers is tele-ophthal- 
mology through five mobile vans operat- 
ing in villages—two each in Karnataka 
and Tamil Nadu and one in Maharashtra. 
These vans are linked to the central hub via 
satellite to enable patient-doctor confer- 
encing largely for second opinions in com- 
plex cases. The hospital is currently im- 
plementing an electronic medical records 
system that would also allow online patient 
appointments. NITYA VARADARAJAN 








Turning Over a New Leaf 


VERY WORKING DAY, THE 28 REGIONAL PASSPORT OFFICES ACROSS INDIA 
receive an average of 25,000 applications—that’s over six million a year. 
And as anybody who has a passport would know, getting one isn't the 
easiest of things. Not only is the documentation elaborate, but processing and 
police verification take time, too. Until three years ago, it took the RPOs an av- 


[wee erage of 45 days to issue a passport; last year that time came down to 20 days, 
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© and by later this year it could come down to just three days (plus time taken 
for police verification). The secret behind the passport office's growing effi- 
ciency: adoption of information technology. Just the sort of change citizens ex- 
pect of e-governance projects. 


KUSHAN MITRA 
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The stock market's recent correction has 
pulled down the valuations of many 
sturdy stocks to rock-bottom levels. 

It's time to pull out the shopping cart. 
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Whether the stock markets rise or 
fall, smart money will always chase 
fundamentally sound stocks. Here's 
what you should keep an eye on. 
RISHI JOSHI 
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CADILA HEALTHCARE 







P-E 15.73 
EPS (Rs) 19.19 
MARKET CAP 3,789.77 





May 8, 2007 May 9, 2008 


T HAS BEEN A GOOD RECOVERY 
for the stock markets so far. 
After the pummelling of 
January and February, the BSE 
Sensex has bounced back 
16 per cent from its mid-March 
low of 14,677. At the current 
17,000-levels, the Sensex is cruising 
steadily, although it's hard to say 
whether the stock market will look 
up very soon. Its all-time high of 
21,207 in January still seems like a 
distant peak. The list of negative 
headlines—slowing economy, ris- 
ing inflation, reducing margins, and 
slackening global growth—are 
weighing heavily on the market. 
For now, the Indian economy is 
trying its best to fight off the ef- 
fects of inflation. Many economists 
expect the Indian economy’s growth 
to cool off to around 8 per cent 
this financial year, while investment 
bank Morgan Stanley pegs it even 
lower at 7 per cent. The slower 
growth is due to the contraction in 
money supply as a result of RBI's 
inflation control strategy. Already, 
there are signs that the grind has 








36.23 


EPS (RS) 
MARKET CAP 





Figures in Rs crore 


begun. In the last quarter of 2007- 
08 margins were under pressure, 
although corporate results were 
broadly in line with expectations. 
The next few months are crucial, 
as analysts watch for a slowing in- 
vestment rate, or slackening con- 
sumer demand, both of which are 
crucial for corporate profitability. 
For now, the market is likely to 
move sideways, but if there’s any 
nasty surprise, the stock market can 
correct some more. But corrections, 
as the gurus of investing have main- 
tained, are opportunities to buy— 
particularly in a growing economy 
like India. Even domestically, ana- 


_ 99.29 EPS (Rs) 
1,0843.82 
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May 9, 2008 
*12 months ended Dec. 2007 


lysts feel that while it may be diffi- 
cult to take a call on the market in 
the short to medium term, there 
are many opportunities available in 
quality companies. 

Like all corrections, the recent 
one has dragged down the prices of 
many fundamentally strong compa- 
nies. Nearly 70 per cent of the BsE 
500 companies have dipped more 
than the Sensex since the correction 
began on January 10. So, we took 
the opportunity to find companies 
that have seen their prices come off, 
yet have the ability to deliver re- 
turns over the long term. We asked 
top analysts for their best picks in the 
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current market, and sifted through 
them to find the ones that have more 
compelling growth stories in these 
tough conditions. Read on. 


Cadila Healthcare 


Cadila has been focussing on con- 
solidating its presence in the Indian 
formulations market, but the big- 
ger story is its initiatives in the reg- 
ulated exports market (primarily 
Europe), which will be its key 
growth driver. It is targeting a slot in 
the top 10 global generic compa- 
nies with sales in excess of $1 billion 
(Rs 4,000 crore at current exchange 
rates) by 2010. Says Hitesh Agrawal, 
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EPS (Rs) 36.02 
MARKET CAP 16,559.31 
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Head of Research, Angel Broking: 
“New product launches in Europe 
and the us will drive its export 


growth." Another growth driver is 


acquisitions in countries with low 
generic penetration and this will fur- 
ther accelerate its growth. Invest for 
the medium to long term. 


Dr Reddy's Laboratories 


This long-time laggard seems all set 
to change gears. Dr Reddy's 
Laboratories (DRL) is now a global 
pharmaceutical company with a 
presence in over 100 countries. 
Exports constitute 86 per cent of its 
overall sales. In the Us alone, DRL has 
69 ANDAs (Abbreviated New Drug 
Applications—applications with the 
US FDA for selling formulations in the 
US market) pending approval. The 
market opportunity: $57 billion 
(Rs 2,28,000 crore). In its pipeline 
are around 29 Para-IV filings (liti- 
gations challenging patents of com- 
panies, which can give the chal- 
lenger exclusive rights to sell gener- 
ics in the Us for six months) with a 


112 BUSINESS TODAY JUNE 1 2008 









< 


MARUTI SUZUKI INDIA 


1 "rfr h: 
"í rT PPE 

r "I rn l| 
L ja hh Maira 


P-E 1287 
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market opportunity of $12 billion 
(Rs 48,000 crore). As a future 
growth strategy, the company plans 
to boost formulations sales in 
emerging markets. 


GSK Consumer Healthcare 
It is a clear market leader in the Rs 
1,600-crore malted beverage cate- 
gory with a market share of 70 per 
cent. The company's core brands, 
like Horlicks and Boost, have stood 
the test of time from competition 
like Cadbury, Heinz and Nestle ow- 
ing to strong brand equity, innova- 
tive variants and a strong foothold in 
key markets like south India. In the 
last quarter, the company recorded 
a better-than-expected revenue 
growth of 26 per cent to Rs 411 
crore, along with margin expan- 
sion. These were aided by robust 
volume growth and price hikes. Says 
Agrawal: “Rising input costs remain 
a key challenge for the company, 
but it is planning to offset the same 
through improved productivity and 
cost-cutting initiatives.” 
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EPS (Rs) 12.28 
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India Cements 

It’s one of the major players in south 
India and a promising turnaround 
story. India Cements is increasing its 
capacity from 9 MT to 14 MT over 
the next two years, which will lead 
to strong volumes growth. Says 
Ashok Jainani, Head of Research, 
Khandwala Securities: “It has cash 
reserves of about Rs 600 crore, 
which will help it expand opera- 
tions in states like Rajasthan and 
Himachal Pradesh." The company is 
also cutting costs. It acquired two 
ships for importing coal and is also 
setting up lignite-based captive 
power plant, which will reduce its 
cost of operations and result in sub- 
stantial cost saving. 


Mahindra & Mahindra 

Mahindra & Mahindra (M&M) is 
expected to record steady growth 
in its core businesses over the next 
few years. It's a leader in tractors 
with a market share of 40 per cent. 
Tractor sales have increased over 
the past 3-4 years. In the domestic 
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utility vehicle (UV) market, too, M&M 
is a leader with 30 per cent market 
share. Its strong product portfolio 
caters to different user segments, in- 
cluding taxis in the rural, urban and 
the semi-urban segments, which has 
enabled it to outperform its industry 
growth. M&M is now targeting ex- 
ports aggressively in geographies like 
Europe, Australia and New Zealand. 


Maruti Suzuki 


India’s best-known car company has 
plenty of gas left, despite rising oil 
prices and interest rates. Maruti has 
the strongest brand image in the 
domestic market and will continue 
to be a dominant player in the pas- 
senger vehicle segment. It is well- 
positioned in a competitive scenario, 
having successfully launched new 
products over the last two years. Its 
new capacity will provide it with a 
platform to expand into overseas 
markets and increase exports. Its 
timely launch of diversified fuel op- 
tions like the diesel Swift and Omni 
is catching the attention of con- 
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sumers. Upping its ante, the com- 
pany is now positioning itself in the 
mid-sized segment with the launch 
of the sx4. Says Agrawal: “In the 
next 2-3 years, Maruti will maintain 
its over 50 per cent market share.” 


Orbit Corporation 

Orbit Corporation is a niche real 
estate player focussed on redevel- 
opment projects in Mumbai. It spe- 
cialises in converting old, dilapi- 
dated buildings into premium high- 
end apartments—a highly profitable 
business with very high margins. 
Says Ajay Parmar, Head-Research, 
Emkay Shares: *Orbit has emerged 
as a strong player in redevelopment 
projects in Mumbai and has bagged 
several projects in a short span of 
time." The company is now looking 
to aggressively scale up operations. It 
is eyeing opportunities for redevel- 
opment projects in suburban 
Mumbai and is also looking to de- 
velop townships in the Mumbai 
Metropolitan Region (MMR). A good 
bet over the long haul. 


SAIL 


It's the largest domestic integrated 
steel producer and one of the 
biggest corporate turnaround stories 
in India. It produces both basic and 
special steels for domestic con- 
struction, engineering, power, rail- 
ways, automotive and defense in- 
dustries and exports. SAIL's captive 
iron ore mines are a hedge against 
rising iron ore prices and result in 
better margins in comparison to 
non-integrated producers. It has 
lined up gigantic investment plans of 
Rs 53,000 crore to increase its ca- 
pacity at various locations through- 
out the country from 14.5 MTPA to 
26 MTPA by 2010. Says Jainani: “It’s 
a virtually debt-free company and is 
in a position to undertake major 
expansion." Although the govern- 
ment is applying pressure on steel 
companies to reduce prices, there's 
enough momentum and demand 
for steel products. SAIL’s stock is 
well-poised to do well. 


Tanla Solutions 

Tanla Solutions has a unique busi- 
ness model in the telecom solu- 
tions space. It operates in the niche 
businesses of aggregation, telecom 
products, and providing offshore 
support to its clients. All the three 
businesses have high margins, rang- 
ing from 35 per cent to 90 per 
cent and enable it to offer end-to- 
end telecom solutions. The im- 
pressive margin profile is a clear 
reflection of the scalability and 
profitability of these businesses. 
Says Agrawal: “Its advanced solu- 
tions and its ability to leverage its 
offshore manpower has enabled 
the company to offer strong value 
at very low costs to its clients.” 
Tanla has relationships with mobile 
operators across the UK. The com- 
pany’s fourth quarter numbers were 
impressive, with revenues up over 
70 per cent and net profit up 47 
per cent to Rs 147 crore and Rs 50 
crore, respectively. And it makes 
a compelling long-term story. 
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Banking with the Best 
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The banking sector has been through many downs—loan waivers, subprime write- 
offs, derivative losses and CRR hikes. But is the worst over? KRISHNA GOPALAN 


times for the Indian banking 

sector. News on the interna- 
tional front, led by the subprime 
crisis as well as the recent revelations 
of losses in the derivatives market, 
have frightened investors. As a re- 
sult, banking stocks have been badly 
hit over the last three months. 
While the BsE Bankex outperformed 
the Sensex last year with returns 
of 31.8 per cent compared to 25 
per cent returned by the bellwether 
index, it has underperformed the 
frontline index since January 1, 
2008, dipping 20.6 per cent against 
the Sensex’s 13.3 per cent slide to 
date. The big question now is: can 
investors bank on banking stocks? 


[: HAS NOT BEEN THE BEST OF 


A Problem Too Many 

There is more than one issue that is 
rattling investors, and forex deriv- 
atives are their latest concern. For 
banks, derivatives have been a grow- 
ing source of income. The prob- 
lem occurs when some derivative 
calls taken on behalf of corporate 
clients go wrong. Some companies 
default on their positions and main- 
tain that banks did not keep them 
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apprised of the downside. But, who 
bears the losses? Some companies 
have taken the legal route and have 
filed lawsuits against their bankers. 

Last month, State Bank of India 
(SBI), the country's largest bank, an- 
nounced that its clients were ex- 


Money in the Bank 


Banking stocks had outperformed the 
broader market earlier, but have lagged 
the Sensex recently. | 








= Bankex 
ll Sensex 
Figures in per cent 


100 


May 3. 2007 
Indices values adjusted to 100 to compare relative movement 


May 2, 2008 


pected to incur losses of nearly 
Rs 700 crore on account of for- 
eign derivatives contracts. ICICI Bank 
and Axis Bank are also affected. 
However, since income from ex- 
change transactions form a small 


part of the income of most banks, 
the losses are likely to be moderate. 
Punit Srivastava, Banking Analyst, 
Enam Securities, feels the losses in- 
curred from forex derivatives are 
not such a big issue. 

The subprime crisis in the us, 
too, has taken its toll on Indian 
banks. On January 31, 2008, ICICI 


= Bank said its mark-to-market losses 


from exposures to the subprime 
crisis were $264 million (Rs 1,056 
crore). Then, the news of the 
Rs 60,000 crore farm loan waiver 
announced by the Finance Minister 
came as a huge blow for Psu banks. 
Surely, these are bad times for bank- 
ing stocks, but market analysts think 
investors can still find some inter- 
esting opportunities. 


All's Not Lost 


But the scenario for the banking 
sector is not entirely gloomy. À re- 
port by Karvy Stock Broking has 
noted a growth in deposits during 
2007-08. *This has been mainly 
due to strong growth in time de- 
posits. Total accretion in time de- 
posits during 2007-08 was Rs 
4.92.300 crore compared to Rs 


4,37,800 crore in 2006-07," it says. 

The market has been extremely 
uncertain for a while and a lot of in- 
vestors have incurred serious losses. 
As a result of this, as well as negative 
news flows from other economies, 
the banking index and individual 
stocks have plunged by over 40 per 
cent from their highs. *We believe 
that at the current levels, banking 
stocks are broadly underpriced,” 
it adds. Analysts tracking the sector 
say that investors have to pick 
their stocks. *Prices in the sector 
have corrected by 25-30 per cent,” 
says Srivastava. 

Arun Kejriwal, Director of the 
Mumbai-based Kris Securities, is 
upbeat about the sector. *If the 
economy has to grow, the banking 
sector has to take off," he says. SBI 
and Bank of Maharashtra are his 
favourites. “sBI is owned by the gov- 
ernment and the merger of its sub- 
sidiaries is good news. Bank of 
Maharashtra’s net non-performing 
assets are under control,” adds 
Kejriwal. Still, investors would 
be better off being a little cautious. 
The market has yet to react to RBI’s 
decision to hike the cash reserve 
ratio (CRR) by 0.25 per cent to 
8.25 per cent. 

So, what should investors do? 
The importance of looking for 
the best stocks at reasonable prices 
for the long term can hardly be 
overstated. The top picks in the 
Karvy report are Axis Bank, 
Oriental Bank of Commerce, Bank 
of India, Union Bank, Punjab 
National Bank and sBI. Banking 
stocks that have lost a lot of ground 
can also be good picks. “The current 
and future uncertainties of the mar- 
ket notwithstanding, the banking 
sector has to grow and, therefore, it 
is as good a time as any for in- 
vestors to pick and choose their 
stocks,” says Kejriwal. 

Overall, investors can look for 
opportunities in the banking sec- 
tor. Keep an eye out for key de- 
velopments, as the markets may 


BANK ON THEM 


Select stocks still have plenty of potential to deliver. 





Mi INO or^ 
] i 


EPS* 
MARKET CAP* * 








2934 
33,386.55 


414.25 


May 3, 2007 









106.56 
1,15,063.37 


EPS* 
MARKET CAP* * 


May 3, 2007 
YoY growth in per cent 


May 2, 2008 
*|n Rs 


not yet have heard the last of the de- 
rivatives losses or the impact of the 
subprime crisis. Investors will do 
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well to keep this in mind before 
going ahead. But, by all means, do 
bank on them selectively. 
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A Class Asset 





Real estate MFs promise to change the landscape of realty investments and 
make them accessible to all. Here's what you should know. MANU KAUSHIK 


NVESTING IN REAL 
[= just got easier. 

Following the Secur- ` 
ities and Exchange Board 
of India's (SEBI’s) nod to 
real estate mutual funds 
(REMFS), small investors can 
now grab a piece of the 
real estate investment pie. 
Even better, they will now 
have none of the problems 
associated with huge in- 
vestments, tedious paper- 
work, high stamp duties and 
the property management 
expertise that direct invest- 
ment in real estate usually 
entails. Investors now have 
a chance to diversify 
their investments, buy 
real estate for small sums and par- 
ticipate in an asset class that's grow- 
ing by the day. Says Jai Mavani, 
Executive Director, KPMG India: 
"REMFS provide the property market 
with an investor base. For investors, 
it offers an attractive investment 
option. Both parties benefit." 

Like any other mutual fund, 
REMFSs invest money collected from 
a large number of investors in real 
estate assets, and earn income by 
renting or leasing the property, 
and/or through capital apprecia- 
tion. Says Akhilesh Singh, Business 
Head, Emkay Midas Wealth 
Management: “People in India have 
traditionally liked fixed asset in- 
vestments. But property has always 
been seen as an asset class that 
suited only high net worth indi- 
vidual (HNI) investors who could 
afford the large investments.” 

But now, feel financial plan- 
ners, retail investors will be able 
to participate in the real estate sec- 
tor with investments of as little as 


=< 
< 
x 
e 
« 
wu 
z 
= 
z 
< 
e 


120 BUSINESS TODAY JUNE 1 2008 





Rs 5,000 to Rs 10,000. In com- 
parison, real estate venture capital 
funds, available only to HNIS, 
institutions and global investors, 
require a minimum investment of 
around Rs 50 lakh. Says Surya 
Bhatia, Principal Consultant, Asset 
Managers: "Investors get to gain 
from the real estate boom even 
with a small investment." 


Diversify Into Real Assets 
REMEFs spread out an investor's 
risk to a different asset class, which 
does not usually move in the same 
fashion as the stock or the debt 
market. Hence, they offer investors 
an opportunity to diversify their 
investments. Also, REMFs are likely 
to give better returns than equity- 
oriented real estate funds, as the 
former benefit from a booming 
realty market in addition to real 
estate stocks. Says Singh: “REMFs 
work like any equity-oriented mu- 
tual fund, and are a convenient way 
of investing in real estate." 


Bhatia feels that “after 
stocks, property is prob- 
ably the only asset class 
— that prevents the value of 
your portfolio from erod- 
ing under the effects of 
inflation”. He says that 
investors can get hefty 
annualised returns from 
REMFs over 3-4 years, sim- 
ilar to long-term equity 
returns. “Since real estate 
projects have higher ges- 
tation periods, investors 
have to be patient and 
not expect quick bucks,” 
adds Bhatia. 

Another advantage of 
investing in a real estate 
mutual fund is that it low- 

ers the volatility of your portfo- 
lio—property prices rise and fall, 
but not as fast as stocks. 


It’s More Liquid 
The real estate sector is a lot more 
illiquid than, say, stocks. Besides, 
there is little transparency of valua- 
tions. But REMFs will add more liq- 
uidity as they improve money flow 
in the property market. For in- 
vestors, REMF units can be bought 
and sold as easily as stocks, mak- 
ing them far more liquid than direct 
real estate investment. Says Suman 
Memani, Research Analyst at 
Religare Securities: “SEBI has man- 
dated that these funds should be 
close-ended and listed on the stock 
exchange, and like any mutual fund 
scheme, their net asset value (NAV) 
should be declared every day. 
Investors can, thus, track their real 
estate investments on a daily basis.” 
On the other hand, direct in- 
vestment in real estate calls for an 
in-depth knowledge of the property 


market. Says Mavani: *Investing 
in real estate requires a lot of ex- 
pertise. Due to complex transac- 
tions, it is not easy for an investor 
to identify profitable opportuni- 
ties in different cities and loca- 
tions. À fund manager's under- 
standing of the local market will 
solve this problem." 


It's Cheaper, Too 

Also, investors do not have to in- 
cur huge costs when buying or 
selling real estate mutual fund 
units. The only charges include 
transaction costs such as brokerage 
and asset management fees, as well 
as routine expenses that are de- 
ducted from the Nav. In sharp 
contrast, investors have to pay a 
stiff stamp duty to buy physical 
real estate. REMFs, thus, reduce an 
investor's cost substantially. 


THE ABC OF REAL ESTATE FUNDS 


INVESTMENT LIMITATIONS: The schemes will invest in real 


estate, generally income-generating units. 





"REMFs provide the property market 
with an investor base" 


Jai Mavani, 
Executive Director, KPMG India 


Moreover, investors should look at 
the investment pattern of the fund 
they want to invest in—issues like 
whether it invests in real estate 
assets for rental and lease income 
or also seeks capital gains through 
price appreciation. Investors must 
also look at the composition of 





“REMFs are a convenient way of 
Investing in real estate 
Akhilesh Singh, 


Business Head, Emkay Midas Wealth Management 


other real estate securities such as 
debentures, bonds or equity. 

Investment in real estate has 
always been a traditional form of 
acquiring assets in India, like buy- 
ing gold. Finally, for small in- 
vestors, investment in property 
will be a breeze. 


THE INVESTMENT RATIONALE 


They may investors: 


acquire uncompleted or underdevelopment projects, but 


their value shall not exceed 20 per cent of the total net 
asset value (NAV). The fund shall not have more than 
15 per cent exposure on a single project, and not more 


than 25 per cent of real estate projects of 
group of companies. 


ASSET ALLOCATION: At least 35 per cent of the 


a single 


Four benefits that real estate investment funds offer 


REGULAR INCOME: Real estate funds will invest in a wide 
variety of property like office malls, apartment buildings, 
hotels and retail malls. A fund earns rental income and dis- 
tributes the same as dividends. The yields on commercial 


property can be around 9-10 per cent. As 90 per cent of 
the income will be distributed, investors can hope to eam a 


net asset of 


the scheme shall be invested directly in real estate assets, 


while the balance may be invested in mortgage-backed 


securities, securities of companies dealing 


assets or in real estate development projects and other 
securities. Altogether, investment in real estate 


shall not be less than 75 per cent of the 
total assets. 


DIVIDENDS: Real estate funds shall distribute 
90 per cent of income by way of 
dividends every year. 


NAV DISCLOSURE: A fund's NAV shall be 


disclosed daily. Also, the fund house has to 


get each asset valued by two valuers 
accredited by a credit rating agency. 
The NAV will have to be computed 
using the lower of the two values. 


in real estate 





stable 7-8 per cent annual return on their investments. 


DIVERSIFICATION: Real estate funds allow investors to diversify 
their portfolios, largely made up of volatile bonds and equity 
instruments, and, hence, lower the risk. Real estate MFs can 
invest in different types of assets like office spaces, residential 
spaces, malls, hotels, etc. 


HEDGE: Real estate funds can also offer 
investors a hedge in case returns from 
other assets are negative. When stock 
prices fall, real estate funds can become a 
safe haven. Investors can allocate about 
10-15 per cent to real estate 

mutual funds. 


EASY ENTRY AND EXIT: For only a few thousand 
rupees, investors can get entry into the 


THE FUND STRUCTURE: A real estate mutual fund 
will be close-ended and its units will be 
listed on recognised stock exchanges. 


RAMEN SARKAR 





real estate sector. Then, they can sell real 
estate mutual funds immediately in the 
stock market unlike, say, real estate assets 
that take time to dispose off. 
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Healthcare 


General insurers are offering 

a host of health insurance 
benefits. How can you make the 
most of it? NITYA VARADARAJAN 


HEN IT COMES TO BUYING 
health insurance, people 
like Ravi Malhotra are 


spoilt for choice. It isn't the multitude 
of health plans that has the 42-year- 
old wondering what he should do, 
but it's the mix of the right health 
plans with a minimum overlap of 
illnesses covered and maximum ben- 
efits that Malhotra is keen on signing 
for himself. Today, there are health 
insurance products for diabetes 
care, critical illness, cancer, stan- 
dard medical plans, and cash- 
less and cash options for hospi- 
talisation, among others—some 
tailored to suit your needs, and 
others with plain vanilla fea- 
tures. “In reality, everything boils 
down to your requirements and 
there are several ways of assess- 
ing this," says Rahul Aggarwal, 
CEO, Optima Insurance Brokers. 
*The lower one's income, the 
greater the need for a health 
cover, as the rich can pay for 
themselves," he adds. 

There are some ground rules 
you need to remember. It is never 
too late to go for health insurance 
and that the first policy should be 
the basic one offered by all gen- 
eral insurers. This is the typical 
mediclaim policy that reimburses 
the cost of hospitalisation and 
day-care surgeries. This policy 
needs to be renewed every year, 
covers all ailments needing hos- 
pitalisation and is very useful in 
emergencies. 

Also, it is best to go for a 
health policy at an early age, as 
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getting one after one has crossed 
50 becomes a bit difficult. HDFC 
ERGO General Insurance is perhaps 
the only insurer that does not ask for 
any certificate about the current 
state of health till 55 years. National 
Insurance asks for this after age 51, 
while almost all other insurers insist 
on medical tests after the age of 45. 
But when you do sign up for insur- 
ance, be truthful in your declara- 





. sau id policy is the bare 


. minimum insurance policy one 
| must! have. 


og A second health insurance policy 


is required if you can identify 

critical illness benefits, general or 
specific. This need could crop up 
on account of hereditary or 
lifestyle factors. 


m= |f you are going for a general 


critical illness benefit policy 
offered by life insurers, 

opt for the one that suits your 
purse, and offers maximum 
coverage. 


= Optfora flexible premium 


payment option or one that offers 
premium refund benefits if no 
claims are made only after you 
have a basic healthcare cover. 


m The premium alone should not 
determine what policy you 
buy—unless it is for the 
first mediclaim policy. Premiums 
are not strictly comparable 
among life insurers as features 
vary. The benefits are crucial. 
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tion so that your health claims are 
honoured, and not rejected on 
grounds of untruthfulness. 

The first step in buying a med- 
ical insurance is to decide on the 
quantum of health cover your fam- 
ily needs. If you require additional 
leeway, opt for health covers from 
different insurers. Life insurers today 
(barring Bajaj Allianz Life that offers 
a mediclaim-like product) offer cov- 

ers for critical illnesses along 

with a lump sum benefit. They 

pay for hospitalisation as per a 

pre-fixed slab. These policies 

complement an already existing 
mediclaim policy that helps meet 
daily miscellaneous expenses and 
also doubles up as additional 
cover in case of critical illness, 
which may not require immedi- 
ate hospitalisation. Some insurers 
offer a specific disease cover for 
diabetes or cancer—Prudential 

ICICI Life has two such products. 

The premium in a diabetes plan 

is prohibitive, but this is more 

affordable in a cancer care plan. 

These plans are essentially ori- 

ented towards managing the 

insured disease. 

Star Health has a general in- 
surance policy that covers the 
cost of hospitalisation for dia- 
betics up to a maximum of Rs 5 
lakh. Specifically, it covers dia- 
betic retinopathy, diabetic 
nephropathy (chronic renal fail- 
ure), diabetic foot ulcer requiring 
micro-vascular surgical correc- 
tion. The best thing about this 
policy is that it covers the cost of 


HEALTHY OPTIONS 


What is on the table, and who is it best suited for? 


Insurer Sum Assured Key Benefits 


Premium * 






Tata AIG 2.5 lakh; Protection against 12 critical 
Health Investor 11,575 

| ‘if there's no claim till maturity 
Star Health 2 lakh; 
Diabetes Safe 2,565 

| transplant 
ICICI Prudential 10 lakh; Lump sums distributed during 
Cancer care 4,144 various stages of cancer 
ICICI Prudential. 3 lakh; Offers protection against 
Diabetic Care 12,263 — 6 critical illnesses 
LIC Health | 4 lakh; Offers protection against a huge 
Plus 


` 12,000 


* Figures in Rs 


organ transplant (both for donor 
and receiver) subject to the sum as- 
sured and allows a second trans- 
plant if the first is a failure. People 
can enter into this policy even at age 
65 and can get renewals till age 70. 

LIC's Health Plus is an interesting 
ULIP scheme. While a portion of the 
sum assured is used for covering im- 
mediate risk, the rest is invested in 
equities. In case any listed critical 
illness is diagnosed, a lump sum ben- 
efit is offered. Surgery patients are 
provided with a daily hospitalisa- 
tion cash benefit. A person can claim 
up to three times the sum assured 
in the policy's lifetime as lump sum 
benefit, as well as coopt for cover 
with family members. In a year, one 
can make several claims. For other 
medical exigencies, including illnesses 
not covered under the policy, the 
insured can utilise the invested corpus. 

Tata AIG recently introduced a 
money-back policy, Health Investor, 
wherein premiums are refunded if no 
claims are made. “It is similar to a 
term insurance policy with a money- 
back option," says Rahul Aggarwal. 
The policy, however, lapses when 
one makes the first claim. On death, 


illnesses; premiums will be refunded 


Claims against diabetic retinopathy, 
foot ulcers, renal failure and organ 


list of critical diseases, with sizeable 
hospital cash benefits 










Salient Features 


exclusions 


year for free 


"A healthy young person can opt for a 
policy that has limited critical 
illnesses covered" 

Rahul Aggarwal CEO, Optima Insurance Brokers 


survivors get the sum assured. 
Besides, there is a 5 per cent in- 
crease in critical illness benefit every 
year subject to a maximum of 50 
per cent (like the no-claim benefit of- 
fered by general health insurers). 
Health Investor also offers a lim- 
ited premium paying term. 

What is the best way to plan for 
a comprehensive health cover? Over 
and above the basic mediclaim pol- 
icy, individuals could opt for policies 





‘Sum assured increases 5 per cent every year People interested 
as no-claim bonus subject to a maximum 
of 50 per cent; policy lapses on first claim 


Both the donor and recipient of kidneys are 
eligible for payment depending on the sum assured; is accepted. It's 
second transplant allowed if first is a failure 


Most cancers are covered but there are 


Premium increases if diabetes not managed 
properly; wellness checks offered every 
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Recommended 
For 





in getting benefits 
when there's no claim 


Pre-existing diabetes 


a must for diabetics 


People with a family 
history of cancer or 
close to age 50°” 


People suffering 
from heart and other 
ailments related to 
diabetes" " 


An investment component ensures a growing For everyone as policy 
fund for other medical exigencies or old 
‘age medicare 


allows several claims 
in a year 


** Policy lapses on first claim 


that have flexible payment terms. 
If there's uncertainty of income, a 
limited premium plan is another 
option, but this should not come 
with loss of benefits. Essentially, in- 
dividuals must evaluate their pre- 
mium outgo against the healthcare 
benefits. A diabetic can check out his 
options under the Star Health policy, 
while a person with a family his- 
tory of cancer can opt for a specific 
policy offered by icici Prudential; but 
do check out the cancers excluded 
from cover. “A healthy young per- 
son with no serious bad habits can 
opt for a policy that has limited crit- 
ical illnesses covered rather than the 
full gamut,” says Aggarwal. 

One should also check out the 
amount of cover. Apollo DKV 
Insurance Company, in its in-patient 
hospitalisation cover, provides cov- 
erage of up to Rs 10 lakh against 
the maximum cover of Rs 5 lakh 
offered by other insurers. But it is bet- 
ter to opt for two policies from dif- 
ferent insurers—those that comple- 
ment each other. But if you find 
premiums expensive, a standard plan 
with a few critical top-ups should 
always be your first choice. 
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NEWS ROUND-UP 


The Wealth Effect 


India will see a dramatic rise in the number of wealthy households by 2017. CLIFFORD ALVARES 


F YOU WERE WONDERING WHEN THE 
Tics growth story will reflect in 
an increase in household wealth, 
here's the answer. A new Household 
Wealth Index developed by Barclays 
Wealth and the Economist 
Intelligence Unit (EIU) says that India 
will move ahead of some developed 
countries to become the 8th largest 
wealth market over the next decade 


(see The Richie Rich Club). In the re- | 


port titled Evolving Fortunes, 
Barclays Wealth predicts that the 
number of Indian dollar-million- 
aire (net wealth over Rs 4 crore) 
households will increase from a neg- 
ligible number currently to over 
400,000 in 10 years, and India’s 
mass affluent (net wealth of over 
Rs 2 crore) is expected to increase 
from a negligible figure to over 1.9 
million households by 2017. 

Indian households, for long, 
have been holding its wealth in 
the form of.physical assets like 
land, houses, gold and even cattle. 
While Indians are the world’s 
largest consumers of the yellow 
metal, real estate comprises a large 
portion of household wealth 
here—Indians hold about 43 per 
cent of their overall household 
wealth in property. 

The report states that the Indian 
financial markets have expanded 





124 BUSINESS TODAY JUNE 1 2008 


NISHIKANT GAMRE 





Satya Bansal, CEO, Barclays Wealth 


in recent years. The country’s 
financial assets stood at $1.8 trillion 
(Rs 72 lakh crore) in 2006, more 
than double its GDP. Compared 
to other emerging markets, there's 
a very strong allocation to the equity 
markets among retail investors 
in India. The proportion allocated 
to equities has increased gradually 
in recent years from 60 per cent 
in 2004 to its present level of 
69 per cent. 

Indians, however, have yet to 
embrace conventional ideas of risk 
and diversification. The Indian stock 
market has given excellent returns 
lately, which is why Indians are in- 


wealthy individuals. 


next decade 


real estate and gold 


. financial assets 


LHSIS WJUNSJNVN 


"There's a change happening in the country as people 
are moving from physical assets to financial assets" 


THE 
RICHIE RICH CLUB 


India's household wealth 
is all set to go places. 





Rankin Rankin 

2007 2017 

US QUE vou 
Japan do Eee 
China E = 2648 

UK Ex 
Germany I SEA | Sdn d 
Fane u 4:6 

| Italy US ISI 
=m nda 14 8 
Canada . 5 Fees: | 
Spain 8 10 


Source: Barclays Wealth & EIU 


vesting in the domestic market. Says 
Satya Bansal, CEO, Barclays Wealth: 
“The asset allocation patterns 
show that the Indian investor is 
return-focussed, but undiversified 
with a big home bias in their 
investing pattern.” 

Broadly, the report also says 
that the Indians are moving towards 
financial assets away from the tra- 
ditional forms of physical assets. 
Says Bansal: “Managing assets be- 
comes far simpler if it’s held in fi- 
nancial form.” It’s a sign of how 
global growth and its rising wealth 
is changing the way Indians view 
their investments. 


THE GREAT INDIAN WEALTH STORY 


How India is coming into its own as a nation of 

m India will create over 400,000 new US dollar-millionaires over the 

m India's mass affluent population (individuals holding wealth of over 
$500,000 or Rs 2 crore) to see a huge increase 


m The wealthy hold more than half of their wealth in physical assets like 


m Indians, however, are increasingly moving from physical assets to 
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Date: June O5, 2008, New Delhi 


The communications needs of businesses have moved beyond 
mere voice and data networks. The increasing mobility of users 
and the demands of modern businesses to incorporate business 

solutions applications such as CRM, SCM and PRM are taking 

communications into the age of the Next Generation Networks 

(NGN). How can real-time multimedia communications, with 

flexible connectivity options, enable your enterprise to meet 

geographic and business challenges without compromising 
i connectivity, reliability, security and scalability? 


NEC Presents Business Today Managing Tomorrow Series. 
Hear a high-powered panel discuss and deliberate on the theme 
‘Enabling Trustworthy Communication to Empower the 
Enterprise’ and take part in an interactive session 
that will follow the discussion. 

Entry by invitation only. 


For more details: email us your name, designation, 
organization and contact details to bbmt@intoday.com 
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NEWS ROUND-UP 


“Time to Go Back to the Basics" 


ILESH SHAH, DEPUTY 

Managing Director, ICICI 
Prudential Asset Management 
Company, talks about the 
current market and the strate- 
gies that investors should 
adopt in the changed market 
realities in an interview 
with BT’s Krishna Gopalan. 
Excerpts: 


What do you make of the stock 
markets today? 

The last four years of this 
bull run has spoilt the in- 
vestor’s habits. I think a lot of 
money was made quite eas- 
ily. That dream has now come 
to an end and it is very clear 
that the time has now come 
to go back to the basics. 
Interestingly, between 1992 
and 2004, we had virtually 
the same level of index, but 
the four year period starting 
from 2004 changed quite a 
few things. 


RACHIT GOSWAMI 


Do you think there is any reason 
for the investor to panic in a mar- 
ket like this? 

The investor should be concerned 
but should certainly not panic. The 


- market, after the correction, is def- 


initely looking more attractive. 
Investment, it must be said, is not 
about gambling. Rather, it is about 
taking rational decisions. The in- 
vestor should understand that. 
Overall, it needs to be said that 
the India story is looking good 
and there is clearly a growth story. 
The investor will do well to go in 
for a strategy that involves asset 
diversification. 


What would you advise an average 
investor in a market like this? 

There are four key rules to my 
mind. First, investors have to un- 





picie 


"| will say the investor should 
not go for stocks or sectors if 
he is not willing to give his 
investments time to grow" 





derstand that the equity market is 
going to be risky and volatile. 
Secondly, it is absolutely necessary 
to take a long-term call on invest- 
ments—at least 3-5 years. Thirdly, 
I think it will be futile to look to 
maximise return and instead one 
should look to merely optimise it. 
This will be possible if the investor 
has a diversified portfolio compris- 
ing equities, fixed income, com- 
modities and real estate. Finally, 
do not listen to rumours. Instead, 
work on your own gut feeling. 


What are your key concerns in 
today's context? 

I think inflation is one major con- 
cern, but then, it is rising globally. 





In fact, even in India, it has 
been moving upwards over the 
last one year. From a global 
perspective, I think the situa- 
tion in the US is a cause for 
concern. However, the Indian 
stock market has had more 
downsides than the us mar- 
ket. Lastly, a lot has been said 
about interest rates. This, to 
my mind, is not an issue since 
our corporate earnings are not 


highly leveraged. 


There is a school of thought that 
India is stretched on valuations. 
Would you agree with that? 

Yes, we are expensive. There 
is certainly a premium com- 
pared to emerging market 
peers. But it also needs to 
be understood that the return 
on equity in India is far higher. 


Are there any sectors or stocks 
that look interesting to you? Where 
does an investor put his money in 
a market like this? 

Typically, if valuations are 
lower, there should be a 
higher proportion of one's in- 
vestment in equity and in 
case of higher valuations, that 
proportion should be lower. 
Speaking about sectors, I will only 
say that an investor should not go 
for stocks or sectors if he is not 
willing to give his investments 
enough time to grow. Basically, 
an investor needs to ask two simple 
questions about the company he 
wants to invest in before making a 
decision: whether that compam 
will be around in the next 
10 years and whether it will make 
more profit in the next 10 vears 
If the answers to these questions 
are in the affirmative, the investor 
should go ahead and invest in 
that company. 
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FOR IN INDIA 


TTENTION INDIA INC. YOU ARE INVITED TO JOIN THE BUSINESS 
Today-Mercer-TNs study of the Best Companies to Work for 
in India, now in its eighth edition. Your enthusiastic partic M 
ipation has been as much responsible for making the study the 
most respected in its class as the seriousness, scientific our ES 
and objectivity we bring to the exercise. We continue with the changes we Bet 
made last year: there will be an overall ranking of top 15 employers, but 
this year we will also publish the top rankings for each quadrants. As al- 
ways, names of participating companies other than the winners will be kept 
confidential. For details on how to participate, read the box below and 
log on to: http://survey.tns-global.co.in/BestCompanies2008/Home.htm. 


HOW TO PARTICIPATE 


m Participation in this survey is open to any 
company that operates in India, irrespective 
of its ownership. 


m Participating companies must have been in 
existence in India for a minimum of four years, 
and must employ at least 200 management/ 
executive-level personnel in India. 


m To participate, companies should log on to 
http://survey.tns-global.co.in/BestCompanies2008/Home.htm 
and register online. Additionally, participating 
companies should download the registration form 
from the website, print it on the company 
letterhead and fax or courier the completed form 
to the following address: 

Ms Shivangi Singhal/Ms Neha Ahluwalia 

TNS India 

30, Hauz Khas Village 

2nd Floor, Power House Complex 

New Delhi 110 016 

E-mail: shivangi.singhal@tns-global.com 

Fax: 011-2656 1255 

Note: Both online & offline registration is a must 


m Participating companies will be required to 
nominate a point person for the study who 
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THE BEST COMPANIES 
st TO WORK FOR IN INDIA: 2008 


Registration for the annual survey of best employers is now open. 
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will be the study coordinator on behalf of 
the company. 


Participating companies will have to share 
information regarding their people practices, 
provide employee details from which a sample will 
be administered a questionnaire, and should be 
willing to throw themselves open to a physical 
audit by the survey partners. 


The last date for companies to register is June 
30, 2008. 


By participating in the survey, companies are 
signalling their willingness to be part of the special 
issue Business Today plans to bring out on the 
Best Companies to Work for in India. 


The Business Today, Mercer Human Resource 
Consulting and TNS teams are committed to 
maintaining the absolute confidentiality of the 
study participants. 


At no stage will the names of the participating 
companies be released to any third party. And 
only the names of those companies that are 
recognised as The Best Companies to Work 
for in India will be publicly released. 





Enabling trustworthy communication 
to empower the enterprise. 


Expectations are high for communication systems in today's connected world. 


The demand is to deliver a lower cost of ownership while ensuring that people are 
available and have the tools necessary to collaborate. 


NEC, the global leader in IT and networking, delivers mobility and unified 
communications to improve business processes and customer relationships by 
connecting people to people and the information they need anytime, anywhere. 


NEC empowers you through innovation. 


WWwW.necindia.in 
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There's no better way to beat the heat this summer. Subscribe to India's No.1 news magazine 
and get cool gifts to tame the scorching sun. Log on to www.indiatoday.com or fill in the form 
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TREND SPOTTING 





With the business environment getting more competitive, advertising agencies 
are redrawing job profiles to tap deeper into the talent pool. MANU KAUSHIK 


AST YEAR WHEN MUKUL 
ES 38, left his foren- 

sic accounting job at KPMG to 
join Publicis Network, an advertis- 
ing agency, as Finance Director, he 
was consciously looking beyond a 
hardcore finance job. “So, I landed 
up here. While I knew that this job 
would certainly require excellent 
finance skills, at the same time it 
demanded strategic and business 
development skills,” says 
Shrivastava. In his previous job, 
more than 95 per cent of his work 
was finance related. “Today, almost 
85 per cent of the time is spent on 
non-finance-related issues,” adds 
Shrivastava, a chartered account- 
ant by education. 

Shrivastava’s job profile is sym- 
bolic of the changing character of 
the ad agencies themselves. Silos 
are giving way to a horizontal or- 
ganisation where the emphasis is 
on collective decision-making. “The 
whole planning of which market 
to pitch to and which client to cater 
to is a collective decision and every- 
body in the organisation is very 
much a part of it,” says Shrivastava. 

The advertising and communi- 
cation industry has traditionally 
been led by people from client serv- 
icing. Now, there appears to be a 
change in the traditional structure 
with chief financial officers, chief 
strategy officers and chief planning 
officers—in addition to the existing 
chief operation officers—being re- 
cruited by many agencies. But, hang 
on, hasn't the advertising industry 
been down this road before? Nakul 
Chopra, CEO & MD, Publicis 


NISHIKANT GAMRE 





New order: (Sitting left) Partho Sinha, Chief Strategy Officer; and (sitting right) 
Mukul Shrivastava, Finance Director, with the Publicis Network team 


Network, says a vehement no. "As 
the management techniques across 
companies are getting more so- 
phisticated, there are several as- 
pects of a client buying into your 
service. This includes both people 
and cost angle," says Chopra. The 
question, he points out, is that 


ADVERTISING AGENCIES 





ARE LOOKING FOR... 


Strategy Officers 
HR Executives 
Creative Officers 


Business Managers (i.e., client 
servicing heads 


Integration Officers 
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e T h : : i i 
= Agencies are now required to i es to the clients while 


ensuring the service is provided a 


he cheapest possible cost" 


Nakul Chopra, CEO & MD, Publicis Network 


agencies are now required to bring 
value to the clients while ensur- 
ing the service is provided at the 
cheapest possible cost without qual- 
ity compromise. 


Brand Builders 

And that has translated into tweak- 
ing of the traditional structures. 
Conventionally, the role of a CFO in 
any advertising agency was restricted 
to number-crunching and cost-con- 
trolling functions. The finance head 
was seen as the person who sat in a 
corner of the office, worrying him- 
self over accólinting issues. “Their 
job was largely to ensure that things 
got done within the budget," says 
Madhukar Kamath, CEO & MD, 
Mudra Group. Obviously, that part 
of the job still stays. However, it 
appears that agencies want financial 
heads to deliver much more than 
traditional CFOs have. “In fact, they 
have transcended from their con- 
ventional role to embrace respon- 
sibility for improving operations, 
driving revenue growth and exe- 
cuting big acquisitions. À few years 
ago, no one would have heard of 
it,” says Kamath. 





“1 


OLOCIUCI 


So, what exactly are the ad 
agencies looking for in people be- 
fore hiring them? *If I talk about 
strategy officers, strong academic 
background is essential. And if 


you top it up with clarity of © 


thought, then you are the right 
candidate for the agency. That's 
why, instead of picking manage- 
ment graduates, we are picking 
freshers from reputed undergrad- 
uate schools having right kind of 
exposure," says Partho Sinha, 
Chief Strategy Officer, 
Publicis Network, adding 
that agencies have be- 
come more solution-ori- 
ented than output-ori- 
ented. Explaining that, 
Sinha says that his agency 
no longer creates a piece 
of ad for its clients but a 
communication solution, 


"Best i tapes 
comes when all hands 
work together" 


Ambi M.G. Parameswaran, 
CEO, DraftFCB Ulka 
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“which may require us to wear 
multiple hats—creative, finance, 
and planning, among others’ 

It's a similar story at other lead- 
ing agencies. According to Kamath, 
the ideal combination to run an ad- 
vertising agency includes people, 
product and profit. “While people 
and products do form the biggest as- 
sets, profit, however, is ensured by 
either maximising the profit or ra- 
tionalising the cost. For that vou 
need a smart CFO who has overall 
understanding of how an agency 
operates. I believe the finance head 
should have skills of business de- 
velopment and the ability to partner 
with business heads," says Kamath. 

Agrees Publicis’ Shrivastava: 
“Today, the ad world wants part- 
ners and not mere employees. Being 
a business partner means that a per- 

son should be able 
to visualise chal- 
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management, the age- 
ncy expects every de- 
partment to give useful 
inputs to the top mana- 
gement. In short, we 
need people who can sit 
back and think inde- 
pendently and offer out- 
of-the-box ideas." 

Ambi M.G. Parame- 
swaran, Executive 
Director & CEO of 
DraftFCB Ulka, has gone 
one step farther. He has 
put in place processes and 
forums for all teams to 
meet to work together. 
“It is understood that no 
single division can im- 
prove anything on its 
own. Best advertising 
comes when all hands 
work together, be it cre- 
ative, planning, media, 
direct, interactive, etc.,” 
says Parameswaran. 


UMESH GOSWAMI 


Hands-on Clients 
The reinvention of work 
profiles is also because 
client needs are evolving. 
“Good creative stuff 
should be the demand of every 
client and they must accept nothing 
less than the best. They have gone 
much ahead of advertising agen- 
cies," says Dilip Upadhyaya, CFO, 
Mudra Group, explaining that the 
best clients recognise that adver- 
tising is one of their key weapons 
and he sees the top managements 
getting involved in the advertising 
of the healthiest of brands. “In 
these changing times, it has be- 
come impossible for client servicing 
executives alone to understand the 
client’s demands. It no longer works 
like one client servicing goes to the 
client, takes down the brief and 
delivers the job. It has become a 
team effort,” says Upadhyaya. 
Adds Nisha Singhania, 
Executive Vice President, 
Rediffusion pYR: “Clients want a 


136 BUSINESS TODAY JUNE ! 


2008 





Agencies want financial heads to deliver 
much more than traditional CFOs” 


Madhukar Kamath, CEO & MD, Mudra Group 


seamless experience with your 
agency—something that’s difficult 
to deliver if you and your colleagues 
in other functions are separated by 
silos. To give clients what they 
want—and bring in the cash your 
firm needs to stay healthy—man- 
agers must break down those silos 
and replace them with cross-func- 
tional collaboration.” 

Industry veterans also think the 
role of finance officers has ex- 
panded after the clients started 
bringing in their procurement and 
finance people to negotiate the 
deals with ad agencies. “Agencies 
are increasingly confronted by client 
procurement officers (purchasing 
agents) who have been empowered 
by clients to take cost decisions on 
their behalf. As a result, agencies 
needed people to negotiate with 





clients’ commercial offi- 
cers and there is no one 
better than the CFO and 
his team to do that job. 
Broadly speaking, it is 
mirroring the develop- 
ment on the client’s side,” 
says Kamath. 


New Flavours 

That’s not all. Increasi- 
ngly, ad agencies are 
looking at a melting pot 
of emerging media—inte- 
rnet, mobile, and televi- 
sion. Some are expanding 
their existing digital me- 
dia units and others are 
even spinning theirs off. 
Says Brent Gosling, Chief 
Strategy Officer, Lowe 
India: “As clients get 
more discerning and de- 
mand greater accounta- 
bility, the advertising in- 
dustry is gradually frag- 
menting into specialised 
units. The new managers 
of media services are 
those who have dealt with 
clients and are trained to 
balance client’s self-opin- 
ions with agency service.” 

With the growth of new media 
opportunities, the demand for new 
types of talent has also grown. 
Points out Parameswaran: “Not 
only do we have the traditional 
creative and servicing teams, we 
have had an increase in the strategic 
planning and campaign planning 
teams.” People with interactive 
skills and database skills have an 
edge over others. “Going forward, 
we will see areas like events, acti- 
vation, and promotion planning 
become important,” says 
Parameswaran. 

For those executives who are 
probably tired of their stints at, say, 
cement or steel companies, this may 
be just the perfect time to jump 
Over to a more creative—perhaps, 
even glamorous—industry. 
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Prescription for a Rewarding Career 


High compensation awaits clinical research professionals. MANU KAUSHIK 


HE CLINICAL RESEARCH MARKET 
Ta India is growing by leaps and 
bounds and so are the job opportu- 
nities therein. Says E. Balaji, CEO, 
Ma Foi Management Consultants: 
"India is increasingly becoming an at- 
tractive destination for clinical re- 
search for pharmaceutical compa- 
nies and CROs (clinical research or- 
ganisations) looking for faster and 
more efficient ways to test drugs. 
This requires a huge number of clin- 
ical research professionals, and 
hence, high quality educational in- 
stitutes." It is believed that factors 
such as a diverse genetic pool, large 
patient pool on whom trials can be 
done, competent medical profes- 
sionals, and low cost of services have 
stimulated the flow of clinical re- 
search to India. 

According to a McKinsey report, 
India would need 50,000 cR (clinical 
research) professionals by 2010. As 
against this, there are a little more 
than 20,000 professionals available 
and about a 1,000 such candidates 
are likely to be added annually. Says 
Shiv Raman Dugal, Chairman, 
Institute of Clinical Research India 
(ICRI): "Such a widening gap of rising 
demand and too few human re- 
sources has left pharma companies 
struggling not only to secure their 
staff but guard against poaching too. 
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In demand: Clinical researchers 


Payouts in the CR market have 
zoomed in the recent past.” 

CR professionals form the 
bedrock of domestic pharmaceutical 
industry and several manufacturing 


companies who have outsourcing 
clinical research to India. Says Dugal: 
“Before a drug is introduced in the 
market, it has to pass a lengthy ap- 
proval process involving a series of 
clinical trials. In the next few years, 
many key patents will expire and 
major pharmaceutical companies 
will look to bring new pharmaceu 


tical products off the laboratory 
bench and onto the pharmacy 
shelves. In order to accommodate 
this, the pharmaceutical industry is 
going to transition from pre-clinical 


research and development (R&D) to 
large-scale clinical trial work." 8 


WHO'S HIRING: Ranbaxy, Dr Reddy's Labs, GlaxoSmithKline, Johnson 
& Johnson, Roche, Novartis, Biocon, Pfizer, Dabur, Wockhardt. 
Merck, Astra Zeneca, among others 


WHO’RE THEY HIRING: B.Pharma, M.Pharma, MSc in Clinica! Research, 


and Post Graduates in Clincal Research 


AT WHAT LEVELS: Starting from Research Executive at the fresher's level, the 
pecking order goes like this: Operation Director (10 or more years of experi- 
ence) followed by Group Project Manager (5-8 years of experience), Project 
Manager (3-5 years of experience), and Clinical Research Advisor 


(2 years of experience) | 


AT WHAT SALARIES: Research Executive (Rs 2.5-4 lakh p.a.); Clinical Research 
Advisor (Rs 6-9 lakh p.a.); Project Manager (Rs 15-18 lakh p.a.); Group 
Project Manager (Rs 35-50 lakh p.a.); Operation Director (Rs 60-80 lakh 


p.a. plus benefits) 


WHAT ARE THE NUMBERS LIKE: The clinical research market currently employs about 
20,000 executives; this figure is likely to touch 50,000 in the next two years 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Desctiption. 


IPsoft India Pvt Ltd, Senior Manager- 
International Sales(Managed 
Services), Bangalore, 8 - 18 years, Job 
ID: 5425505 Candidate should have a 
proven track record in sales with an 
understanding of customer analysis, business 
plans, marketing focus, identification of 
growth, and management experience is key 
having been gained from a major Managed 
Services Provider (MSP). 

Rolta India Limited, Head of 
Engineering, Mumbai, 20 - 50 years, 
Job ID: 5392481 

Rolta India requires Head of Engineering 
with minimum 20 years experience in detail 
engineering, procurement and construction 
of projects in refinery, petrochemical and 
power industry. 

Ozone Group, CEO Leisure, 
Bangalore, 15 - 25 Years, Job ID: 
5371645 

Will be responsible to implement a Resort 
within a 300 acre coffee plantation, convert 50 
acres by the river to a luxurious experience. 
Should have International exposure at key 
global Tourist destination(s). Knowledge of 
Indian, Regional and international tourism. 
Integreon, Director Sales, Mumbai, 5 
-7 Yeats, Job ID: 5376873 

Aspirant should have experience in managing 
all phases of sales development cycles, from 
prospecting and cold calling through detailed 
presentations and negotiations to closing and 
follow-up activities. Experience with sales in 
the USA and European markets. 

Nous Infosystems Pvt. Ltd., Business 
Development Manager, Bangalore, 8 - 
18 Years, Job ID: 5377071 

The incumbent should have 2+ years of 
hardcore software services sales in the US 
market. He should preferably be an 
Engineering Graduate with MBA in 
Marketing or International Business. 


Infotech Enterprises Ltd., Practice 
Head - Aerospace, Hyderabad, 20 - 25 
Years, Job ID: 4416396 

Aspirant should have a bachelor's or master’s 
level degree in engineering An MBA is 
preferred. Worked in a global organization in 
the industry in a customer facing role 
(preferable business development or sales). 
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Hero Corp Services Ltd, Manager- 
Strategy/Merger & Acquisition, 
Gurgaon, 5 - 10 Years, Job ID: 5269887 
The candidate should be a post graduate in 
Business Mgmt, from a reputed mgmt 
institute with around 5 years work exp in corp 
development/strategic planning function, 
OR Management consulting/ KPO, OR 
Strong operational/technology mgmt role. 

T John Group of Institutions, 
Director - Computer Science (MCA) 
Department, Bangalore, 9 - 15 Years, 
Job ID: 5345254 

Candidate should have strong knowledge of 
subjects. Prior exp - added advantage. Good in 
inspiring students & placement of Students. 
Strong in taking individual decisions instantly. 
Q-cent Technologies Pvt Ltd, Pursuit 
Project Manager, Hyderabad, 4 - 10 
Yeats, Job ID: 5382583 

Will be responsible to set up Project Plan for 
the Opportunity Team with Milestones to 
map to the Opportunity plan. Conduct a 
Scope-WBS workshop with the Delivery Mgr, 
Engagement Manager and Solution Architect. 
Pacifica Companies, Vice President - 
Asset Manager Real Estate, 
Ahmedabad, 5 - 10 Years, Job ID: 
5388858 

Aspirant should have proven exp in managing 
different real estate asset class. Demonstrated 
track record of handling major development 
of real estate assets. Good knowledge of 
renovation costs and major vendors. 
NSE.IT Limited, Project Manager- 
Testing, Mumbai, 8 - 10 Years, Job ID: 
5394957 

Will be responsible for preparing regular 
updates of Project Status, concerns and 
escalations. Experience in Managing teams 
handling Software Development / 
Maintenance / App Support for Transaction 
processing Systems (preferably OLTP). 
Jeevan Softtech Ltd, Vice President, 
Hyderabad, Kurnool, 15 - 20 Years, Job 
ID: 5404034 

Incumbent will be responsible for leading 
operations of business unit as a profit unit. 
Responsible for total affairs of plant, overseas 
operations, project procurements and 
execution, etc. 


o apply for these jobs, go to finance jobs listing page. 
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Datacraft India Ltd., Sr. Operations 
Manager, Bangalore, 12 - 16 Years, Job 
ID: 5404750 

Aspirant will be responsible to manage and 
deliver consistent, SLA-driven services 
through a standardized, scalable and best- 
practice-driven global services. 

Moolchand Medcity, Manager - 
Quality & Systems, Delhi, 6 - 8 Years, 
Job ID: 4999664 

Candidate will be responsible to improve 
Quality of In-coming products & services by 
implementing six sigma techniques. 
Implement quality improvement projects. 
Organize/conduct awareness programs on 
TQM. Introduce/implement workplace 
improvement techniques (Kaizen etc). F 
Comart Lithographers Ltd, Head- 
Business Development, Mumbai, 2 - 
10 Years, Job ID: 3628353 

Ideal candidate must be a MBA must have 05 
to 10 yrs experience in Digital Prining 
/Packaging / Advertising company with good 
communication & presentation skills. 
Eurobond Industries Pvt Ltd, 
CEO/COO, Baroda, 15 - 25 Years, Job 
ID: 5418520 

He shall be responsible for the day-to-day 
mgmt of the industry and its staff and has 
commercial accountability for planning, 
organizing and directing all the operations. He 
shall be responsible for modernization of the 
existing process. 

DNDC Infrastructures Ltd, Asst. 
Manager-Real Estate, Chennai,f 
Delhi, 5 - 10 Years, Job ID: 5418392 
Incumbent should have minimum 2-3 years 
property related experience 
(industrial/logistic warehouse sector related 
preferred). Civil Engineering Graduate and 
MBA/Diploma in Mgmt or NICMAR 


. course/ certification preferred. 


Mudra Electronics Ltd, GM 
Technology, Delhi, 10 - 15 Years, Job 
ID: 5423752 

Candidate should be Btech with MBA in 
computer sciences / IT. Should be having 
hands on experience of technology and must 
be a excellent motivator and team member. 
Should have knowledge of Projects and 
Services. 
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—Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


RSM McGladrey FPO India , IT 
Helpdesk, Mumbai, 1 - 5 Years, Job 
ID: 4732168 
The incumbent shall be responsible for Voice 
based support to users in US for IT related 
matters. He/she should be able to rectify 
systems and ISP related launched queries, 
Should possess knowledge of 
troubleshooting, Graduates in any discipline, 
preferably from IT field with at least 1 to 4 
years relevant exp and with excellent 
communication skills should apply. 
Candidates trained in US voice and Ascent 
shall be preferred. Should possess knowledge 
of troubleshooting. 

soft India Pvt Ltd, Senior Unix 
Administrators, Bangalore, 5 - 15 
. Years, Job ID: 5224672 

‘Incumbent will have 5-15 years of experience 
n managing enterprise class production 
critical Linux/Unix server and storage 
environments. Excellent communication and 
interpersonal skills. 
I Infotech Ltd, Sr. Software Engg., 
Jangalore, 3 - 6 Years, Job ID: 5423941 
he person should have exp in - PL SQL and 
nix. Very Strongin PL /SQL with UNIX. 
Triumph Systems And Solutions Pvt 
. Ltd, Software Engineer, Mumbai, 0 - 1 
` Years, Job ID: 5394980 

Aspirant should be BSC (IT) / BE/ MCA/ 
»Msc/ BCA/ MBA (IT/Systems) with/ 
| Without IT exp, with excellent communication 
skills. 
trenta India Pvt Ltd, SSE/LE/PL - 

Configuration Management, Noida, 3 
. -8 Years, Job ID: 3963951 


. Candidate will be responsible for 
















testing and related automation of Atrenta 
flagship product SpyGlass and other tools of 
Atrenta. 
MicroUsability Pte Ltd, Principal 
Consultant, 5423788, 2- 5 Years, Job 
ID: 5425788 
Incumbent should have a good degree or a 
postgraduate qualification in -Human 
Computer Interaction, Human Factors 
Engineering or related discipline like technical 
communications, library science, graphic 
design, or industrial design. 


tion Management build, regression 


D.B Info Technology Pvt. Ltd., 
Project Mgr/PHP, PERL, MySQL, 
Kolkata, 3 - 5 Years, Job ID: 5423766 
Will be responsible to manage software 
developers for existing projects. Acquire new 
projects through online bidding.2 years in 
PHP, PERL, MySQL. At least 3 years of 
expetience in online bidding. 

3Di Systems India Pvt. Ltd, DSP/ 
Embedded Engineer, Mumbai, 3 - 5 
Years, Job ID: 5390267 

Aspirant should have experience with CCS 
(code composer studio) or similar IDE, and 
pipelined microprocessor architecture (e.g TI 
OMAP, TI DaVinci).Strong C/C++ 
programming and knowledge about assembly 
language is must. DSP knowledge and hands 
on experience (will be an added advantage). 


MATLAB knowledge (will be an added 


advantage). 

Raffles Solutions, Developer, 
Bangalore, 2-4 Years, Job ID: 5423575 
The candidate should be proficient at C/C++, 
RTOS & D0178B.Should be good at 
Verification and Validation.Experience: Not 
less than two years of work experience 
required. Basic knowledge in testing is a plus 
and should be willing to work in both 
development & testing. | 


Accenture, Software Engineer, 
Gurgaon,3-5 Years,Job ID: 5423540 
Incumbent should have Bachelor degree in 
Engineering and minimum of 3-5 years of 
relevant experience of Oracle ASCP. 


California Software Co Ltd, Datacom 
Testing - Automation, Bangalore, 2 - 5 
Years, Job ID: 5423535 

He/She should have written the scripting 
language (Tcl/tk). Good experience in 
preparing, writing & Automating the test 
cases.Should be good in Layer2-Layer3 
Testing of OSI Model- Routers & Switches. ` 


MBA Infosoft Pvt Ltd, QA Testing 
Engineer, Bangalore, 7 - 9 Years, Job 
ID: 5423442 

Person should have good hands-on Testing 
experience, proficientin writing test plans, test 
reports, test cases, executing Test cases, defect 
reports and documenting test results.Should e 
goodatbith Manual & Automation testing. 


Inter Globe Technologies Pvt Ltd, 
Senior Software Engineer - .Net SQL, 
Gurgaon, 4 - 6 Years, Job ID: 5353520 
Aspirant should have .Net (3+ years 
experience). SOL (2+ years of experience). 
XNL/XSL/XSD(1* yeats ot 
expetrience).Ability to work with a team or as 
and individual contributor.Good 
Understanding Of Travel Domain. 
Cognizant Technology Solutions Pvt 
Ltd, Technical Leader, Chennai , 3 - 7 
Years, Job ID: 5272618 

Ideal candidate should have atleast 3+ 
experience in Cobol, Db2 (Mandatory) and 
Good communication skills, Ability to work 
independently and in a team. 

Procentris India Pvt Ltd, Team 
Leader - Dotnet, Mumbai, 6 - 9 Years, 
Job ID: 2588362 

He/ she would play technofunctional 
responsibilities as he/she would be managing 
the team and would guide the team to solve 
any issues. Required skills are ASP.Net 2.0, 
VB.Net, ADO.NET, Ajax 1.0 ver,Web 
Services etc. 


IP soft India Pvt. Ltd., System 
Administrator- Windows, Bangalore, 
4-8 Years, Job ID: 2427288 

Looking for experts in Windows 
administration (Mandatory) - Windows 
Server Installation/ Configuration/ 
Administration, Active Directory, Backup, 
Remote administration, DNS etc. Work 
experience on DELL, HP, IBM servers. 


India Bulls, Software Testing 
Engineers, Gurgaon, 1 - 4 Years, Job 
ID: 5423027 

Will be responsible to focus on creating test 
plans, setting up test environments, 
developing tests, executing and maintaining 
suites, the analysis of the results and leading 
manual test efforts. 


Ace Software Solutions I Pvt Ltd, VB 
Programmer for GUI, Mumbai, 1 - 2 
Years, Job ID: 5423271 

Aspirant should have 1 to 2 years experience in 
VB knowledge. Crystal reporting knowledge 
will be added advantage. Good 
communication. Preference will be given to 
banking/finance domain experienced people. 


To know how to apply for these jobs, go to finance jobs listing page. 









Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ASSI Pvt.Ltd., Sales Manager-Tied 
Channel, Chandigarh & Panchkula, 1 
-8 Years,Job ID: 5424554 

Candidates can apply from any sector - 
INSURANCE or NON - INSURANCE. À 
self-driven performer with good 
communication skills and a proven track 
recordin sales. 

Panoramic Group of Companies, 
Group Head Sales and Marketing, 
Mumbai, 12 - 20 Years, Job ID: 
5424475 

Responsible for increasing the 
sales/marketing and generation of new 
business opportunities allover India. 


Out-Of-Home Media (India) Pvt Ltd, 
Sr.Executive-Sales Support/ 
Coordinator, Mumbai,1-3 Years, Job 
ID: 5424438 

Aspirant will be responsible for Co-ordination 
with Branches. Execution of Release Orders 
received. Deal Tracking Inventory 
Management. Co-ordination with traffic 
department. 

Globus Infocom Limited, Regional 
Manager Sales, Bhopal, 6 - 8 Years, 
Job ID: 5424386 

Responsibilities include: Managing Sales team 
in the Region and ensure Sales targets as well 
as customer satisfaction; End objective is to 
drive profitable growth in the Region 
(Revenues and Profits). 


Infrasoft Technologies Limited, 
Head Presales, Mumbai, 8 - 14 Years, 
Job ID: 5424203 

Incumbent should have, Proven Product 
Management Skills for BFSI IT services, 
Excellent Documentation skills, at least 8 - 13 
years Presales & Product Management 
experience. 

Geneombio Technologies Private 
Limited, Sales Admin. Managet, 
Pune, 5-8 Years, Job ID: 5424141 

The job is to control activities of field staff 
working all over the country. He should be 
able to operate the on-line reporting, analyse 
the activities, ensure implementation of work 
norms & strategies. He will be required to 
check input utilisation & take corrective steps 
needed to ensure impressive input-output 
ratio. 





Digitron Computers Private Limited, 
Senior Executive - Sales, Mumbai, 2 - 
5 Years, Job ID: 5424088 

Computer Sales professionals with 2 to 5 years 
of experience in handling P.C's, Server, 
Networking Equipment and associated 
peripherals. Should possess good Technical 
knowledge along with Communication skills 
Maxelor Infinit Potential, Sales 
Account Managers, Delhi, Gurgaon, 4 
- 6 Years, Job ID: 5160197 

Required Sales Account Manager with exp in 
client mgmt with a good IT/HR company. 
Should have handled large Accounts (Over 
200 Cr. Turnover, 2000+ people) for IT 
solutions. CxO levelinteraction is a must. 
Mudra Electronics Ltd, Marketing 
Manager, Delhi, 3 - 5 Years, Job ID: 
5423618 

Graduate with MBA in Marketing would be 
preferred. The candidate should be from IT 
industry and must have had at least 3-5 years of 
work experience. Smart with good personality 
and excellent communication skills would be 
added advantage. 

Auto Cop India Pvt Ltd, Area Sales 
Manager, Mumbai, 2 - 7 Years, Job ID: 
5320141 

Aspirant will be responsible for Business 
Development, Achieving allocated 
sales/revenue targets for the assigned 
territory, Managing a team of sales personnel, 
Motivate and train subordinates. 

Gympac Fitness Systems Pvt. Ltd., 
Area Sales Manager, Bangalore, 
Chennai, 5 - 10 Years, Job ID: 5423005 
Responsible for achievement of sales, 
Customer Satisfaction and collection Targets, 
marketing activities. Exposure to direct 
marketing, Building material, Consumer 
Durables, Insurance sales is an added 
advantage. Preferably MBA from reputed 
institute. 

Abb India Ltd., Marketing Engineer- 
Exports, Nasik, 1 - 5 Years, Job ID: 
5422824 

Candidate should have Switchgear 
Domestic/International Marketing 
Exposure. Good Communication Skills. 
Knowledge of Switchgear Products. Order 
Execution Knowledge. SAP exp will be 
preferred. 


To know how to apply for these jobs, go to finance jobs listing page. 
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CavinKare Pvt. Ltd., Institutional 
Sales Manager , Chennai, 8 - 10 Years, 
Job ID: 5422818 

Incumbent should have experience in 
handling CST, canteens and other institutional 
sales. He is primarily responsible for creating 
contracts with CSTs and Canteens and 
generate sales. 

Pacifica Companies, National Head 
Marketing, Ahmedabad, 12 - 20 Years, 
Job ID: 5422678 

The candidate would be accountable for all 
dealings with respect to selling of 
residential/commercial developments. To 
develop marketing strategies including 
product positioning and pricing of projects. 
Participation in strategic business 
development interface. 

Maxelor Infinit Potential, Sales 
Account Managers, Delhi, Gurgaon, 4 
- 6 Years, Job ID: 5160197Required Sales 
Account Manager with experience in client 
management with a good IT/HR company. 
Should have handled large Accounts (Over 
200 Cr. Turnover, 2000+ people) for IT 
solutions. CxO level interaction is a must. 

IP soft India Pvt. Ltd., Senior 
Manager-International Sales, 
Bangalore, 8 - 15 Years, Job ID: 
3677355 

Senior Manager will have responsibility for 
increasing sales, distribution and channel 
growth of IPsoft, Inc.s managed services 
across the Independents and Multiples 
channels. f 
Subhnen DBRr Pvt. Ltd., Sales Officer, 
Mumbai, 1 -5 Years, Job ID: 5421188 
He/she should be having at least 1 to 2 years 
expetience in selling FMCG products. He / 
she must be resident of Mumbai. He / she 
must be having good contacts with Architect's 
Firms, Interior Designing firm and 
construction group. 


Shaman Cars India Private Ltd, Sales 
Manager, Mumbai, 9 - 12 Years, Job 
ID: 5441001 

The responsibility for this job would be to lead 
a team of high performance sales executives 
and achieve pre determined sales targets for 
Honda Cars in a highly competitive 
environment. 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


CentrumDirect Limited, Research 
Associate/ EquityAnalyst, Mumbai, 2 
-5 Years, Job ID: 4827971 

Candidate will be required to compile data 
from multiple sources and develop detail 
financial model to develop opinions on 
sectors. (Sectors like: IT & Telecom, FMCG, 
Real Estate, Oil & Gas, Cement, Metal, 
Engineering etc.) 


ADP Pvt Ltd, Senior Financial 
Analyst, Pune, 3 - 8 Years, Job ID: 
5244574 

Professionals should be Graduate + 
CA/ICWAI/MBA (Finance)/GDCA 
Qualification.Good communication 
skills. Willing to work in the shift of 3PM to 
12AM. 


Eigen Technical Services Pvt Ltd, 
Finance Executive/Sr. Executive, 
Gurgaon, 3 - 7 Years, Job ID: 5426587 
He/ She will be required to handle large 
aspects of general accounting in Service/mfg 
industry, preparation of periodic MIS, 
experience in handling day to day general 
accounting etc. 


Datamatics Ltd, Account Executive / Sr. 
Executive, Mumbai, 2 - 6 Years, Job ID: 
5306215 

Aspirant will be responsible for handling day 
to day accounts, Bank reconciliation, Bills 
receivables & payables, Preparation of MIS 
reports, P/L Account etc. 


Panchshil Realty, Finance Officer, Pune, 
2-5Years, Job ID: 5425525 

Candidate should have experience in monthly 
/ quarterly / management reporting. Should 
have knowledge of Auditing, Costing, Indian 
Gap, Capitalization of Fixed Assets, Sales 
accounting etc. Knowledge of SAP is 
preferred. 







Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


homepage 
3. Click the "Go" button 


2. Type the Job ID in the "Search Jobs" box on the 


ISC IT Services Pvt Ltd, CFO (Chief 
Financial Officer), Delhi, 7 - 15 Years, 
Job ID: 5424898 


He / she will be responsible for: continuous 
management of financial / accounting 
systems and budgets, Undertaking financial 
audits (an independent check of an 
organization's financial position), Providing 
financial advice. Ensuring preparation of 
financial statements, including monthly and 
annual accounts. 

Suzlon Energy Ltd, Assistant 
Manager / Deputy Manager - 
Commodity, Pune, 3 - 6 Years, Job ID: 
5427713 

Incumbent will be responsible for monitoring 
and tracking key economic and market 
variables influencing commodity prices in 
Base metals, Crude. 

Maytas Infra Pvt Ltd., Head-Acounts, 
Hyderabad, 15 - 25 Years, Job ID: 
5426925 

Aspirant will be reponsible for coordinating 
with internal, statutory and tax auditors for 
finalising of accounts, Tax audit, evaluating 
management objectives, strategies, etc. 
ValueAdd Systems & Technology Pvt 
Ltd, Sr. Mgr Accounts & Finance, 
Mumbai, 5-10 Years, Job ID: 5428456 
Responsibilities include: prepare profit and 
loss statements and monthly closing and cost 
accounting reports, compile and analyze 
financial information to prepare entries to 
accounts such as general ledger accounts, and 
document business transactions. 


CFC India, Chartered Accountant 
(Reconciliations), Mumbai, 1 - 3 
Years, Job ID: 5428512 

Candidate will provide functional direction to 
other accountants and leads projects, Makes 
preliminary determinations of financial 
accounting and reporting requirements. 
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Now Search jobs on mobile, SMS jobs <keyword> to 53030 


Search for a job with Monster 


by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 





Employers - To buy Monster products and Services 


Call us at 1800-419-6666 


email us at sales 


Marvell SemiConductors, Business 
System Analyst (Finance-Account 
Payables), Bangalore, Pune, 2 - 4 
Years, Job ID: 5428770 

He should have BA/BS degree Computer 
Science, Accounting or Business Admin. 2-4 
years exp in doing functional support & hands 
on configuration of two or more of the 
following Oracle Enterprise Req. Planning 
(ERP) Applications rel. 11 
Oracle iProcurement, Purchasing, 
Oracle Fixed Assets, Oracle General Ledger) 
Akamai Technologies Inc, Specialist- 
Accounts Payable, Bangalore, 5 - 5 
Years, Job ID: 5428879 

Incumbent will be responsible for accounting 
of Expenses as per India GAAP. Treasury 
management-Banking & Cash payment, etc, 
Ashima Ltd, Asst. Manager / 
Manager - Finance, Ahmedabad, 2 - 5 
Years, Job ID: 5429965 

The incumbent will be responsible as a 
Finance Controller of a profit centre covering 
Finance, Banking, MIS & Budgetary Systems, 
Accounts and other related functions. 

Tesco India, Assistant Manager, 


i: (Oracle Payables, 
Oracle 


Bangalore, 3 - 7 Years, Job ID: 
5135528 
Must be CA and have at least 3-4 years of 


experience in the field of financial accounting, 
particularly in General Ledger, Cash & Bank. 
At least 1 year experience working with a US 


Finance process either in offshore 
environment or otherwise. 
Moolchand Medcity, Assistant 


Manager-Costing, Delhi, 5 - 5 Years, 
Job ID: 4873213 

Aspirant will be responsible to develop a 
robust framework to understand service line 
economics, Create a cost/pricing database, 
Create a framework for allocating costs Create 
cost analysis template to enable costing of 
different products/services offered by 
hospital. 
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plucking season— labour crunch. RITWIK MUKHERJEE 


MAY 6, 2008 


Martycherra Tea Estate, Cachar, 
55 km off Silchar, Assam 


T'S LITTLE AFTER 8.00 IN THE 

morning as we (BT photogra- 

pher Debashish Paul and I) 

drive down the bumpy roads 
(that often degenerate into dirt 
tracks) bisecting picturesque tea gar- 
dens. We get the whiff of tea leaves 
(the most crucial second flush—the 
April-May picking season—has al- 
ready started) as we proceed to- 
wards Martycherra Tea Estate. This 
plantation is one of the 116 regis- 
tered tea gardens in the Barak Valley 
and the last in the Cachar district 
bordering North Cachar Hills, once 
a hotbed of insurgency activities. 
But for now, these tea gar- 
dens are faced with another 
severe crisis—the non-avail- 
ability of tea garden work- 
ers; this is affecting their op- 
erations this plucking season 
that started in April. The 
reason: an apparently “kind” 
gesture by the Centre: the 
National Rural Employment 


` 
` 
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Guarantee Scheme (NREGS). 

As per NREGS, the local pan- 
chayats are supposed to provide at 
least 100 days of work to the rural 
unemployed. However, across 
Cachar, even permanent workers 
at the tea gardens are getting hold 
of NREGS Job cards, allege tea own- 
ers. Claims Anil Gogoi, Manager, 
Martycherra Tea Estate: ^We have 
lost around 100 workers this sea- 
son to NREGS." The total number 
of workers (permanent and ca- 
sual) at the tea estate is 750-plus. 
*Even some of our regular workers 
who are on the permanent rolls 
and get housing, ration, PF, gratu- 
ity and what not, have got these 
job cards," he adds. 


And how do these workers man- 


The workers are missing: Martycherra's Gogoi 
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age to get these job cards? “There is 
hardly any village in the vicinity. 
These garden workers contest pan- 
chayat polls and some of them get 
elected. So, it’s very easy for them to 
get these cards,” says Gogoi. He is 
not alone; R.K. Mishra, Senior 
Manager of the Jayashree Tea 
Industries-owned Kallain Tea Estate, 
by far the largest in the region and 
Ishvar Ubadhia, Manager of Rose 
Kandy Tea Estate, are facing the 
same problem. 

Explains Mishra of Kallain Tea 
Estate: “At the gardens, they (work- 
ers) get Rs 48.65 per day. That's 
their cash salary. But if one takes 
into account other facilities they are 
being offered, their cost to com- 
pany comes to more than Rs 100 
per day." 

Talk to Nani Bhatt- 
acharya, leader of the INTUC- 
affiliated Cachar Cha 
Shramik Union, and he adds 
a twist to the NREGS story in 
the tea gardens. He rattles 
off the names of permanent 
workers at Kallain Tea 
Estate, who are getting 


> 
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PHOTOGRAPHS BY DEBASHISH PAUL 


Rs 77 per day for having enlisted 
their names under NREGS, while there 
are others like Asim Munda who 
have not been paid at all despite 
working. Munda says he has an 
NREGS job card but has not been paid 
any money for the last two months. 

Some of the ongoing NREGS proj- 
ects near the tea gardens are con- 
struction of water tanks near Padma 
Jhil at Kallain Tea Estate, construc- 
tion of drainage systems at 
Baikanthapur and construction of 
a water reservoir at Mejenta Colony, 
among others. 

For their part, the Tea Asso- 
ciation of India (TAI) and the Indian 
Tea Association, the two bodies of 
planters, have already taken up the 
issue with the district administra- 
tion. When contacted, district ad- 
ministration officials maintained 
that they could only react to official 
and specific complaints relating to 
permanent tea garden workers being 
brought under NREGS. They refused 
to comment further when BT 
pointed out that several gardens 
claim to have filed such complaints. 

Says Jameel Ahmad, Secretary 
(Barak Valley Chapter), TA: “We 
have asked the district administra- 
tion to first obtain a “no objection 
certificate’ from the garden man- 
agement and then issue job cards, 
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Needed more hands on the job: Women workers bundling tea leaves 
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Where's the money? Munda has a 
NREGS job card but does not get paid 


otherwise the fate of the tea indus- 
try in Cachar or Barak Valley will 
be sealed." 

For the new generation tea gar- 
den owners, who are spending large 
amounts on turning the plantations 
around, NREGS has come as a body 
blow. “The cost of production has 
been higher than the selling price of 
tea for the last 10 years or so. This 
year looked bright before intro- 
duction of NREGS. But if we don't 
get the required workforce for 
plucking and pruning, our entire 
investment will go down the drain," 
says Vijay Garodia, Chairman, 
Garodia Group, which bought 
Martycherra Tea Estate and took 
Dollu Tea Estate on lease last year. 
For now, there is no fortune in the 
tea cup for him. 








EVER IN THE PAST DID S. CAVERAPPA, 

52, a planter in Napoklu village of 
Coorg district in Karnataka, struggle as 
much to get his coffee harvested as 
this year. In the recent coffee picking 
season (December-February), 
Caverappa offered a daily wage of 
Rs 150— 50 per cent more than what 
he paid last year. But the offer excited 
few workers. By the time he somehow 
managed to get coffee in his 25-acre 
plantation harvested, it was late by al- 
most a month.“We could manage 
higher wages because of good coffee 
prices this year,” says Caverappa, 
Vice Chairman of the Coffee Board. 

Coorg requires 20,000-plus 

labourers during the season, but the 
attendance last season was very thin. 
Earlier, it was among the favourite 
places for labourers from backward 





districts like Gulbarga, Raichur and 
Chamarajnagar. But not anymore. 
The road and real estate projects in 
Mysore and Bangalore have weaned 
them all away. Even the National! 
Rural Employment Guarantee 
Programme is a big failure in Coorg as 
the plantation wages are far higher. 

Another reason for the sudden 
drop in the availability of workers, 
many of whom are small agriculturists 
in the plains, was robust production 
of crops as a result of a good mon- 
soon. As a result, they did not find 
the need to earn in plantations. 

"The labour crisis was equally 
acute in Chikmagalur and Hassan 
districts," says Caverappa. 

Karnataka grows coffee on 2.05 
lakh hectares, accounting for about 60 
per cent of the total area under coffee in 
India. In 2007-08, India produced 
292,000 tonnes of coffee, of which 
Karnataka contributed 72 per cent. 

K.R. BALASUBRAMANYAM 
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A Flawed Premise 


Globalisation and geopolitics will intertwine and become 
the new global paradigm this century. ARNAB MITRA 





THE SECOND WORLD HINK OF THE WORLD'S POLITICAL MAP AT THE 
Parag Khanna — — start of the 17th century. The Ottoman 
Allen Lane Empire, which ruled massive swathes of cen- 


Pp: 466 tral and southern Europe, North and East Africa 
Price: Rs 750 and West Asia, was the world's predominant power, 
while Moghul India was the world's richest. Safavid 

PARAG KHANNA 7 Persia, the Holy Roman Empire, Czarist Russia and 

— China were the other big powers of the day. Sir 

TH |. Thomas Roe, Queen Elizabeth [s Ambassador to the 

court of Emperor Jehangir, wrote in awe in his 
memoirs that the power, wealth and grandeur of 
Hindustan’s monarch made the Virgin Queen look 
like a courtier to a provincial governor in comparison. 

Contemporary observers could be forgiven for 
save projecting that one or the other of these empires 
would go on to dominate the world. Yet, none of 

HE New GIO them did. Instead, England and France went on a 

Js | political, military and social overdrive and soon 
emerged as the world's pre-eminent powers. Parag 
Khanna's The Second World suffers on that count—of projecting a flawed 
interpretation of current reality as the future. It says, quite authorita- 
tively, that the us, the European Union and China “already possess most of 
the total power in the world". He also dismisses Russia, Japan and India as 
middle-tier powers who “cannot assert themselves globally, militarily or 
otherwise; they are not superpowers but rather balancers whose support (or 
lack thereof) can buttress or retard the dominance of the three superpowers 
without preventing it outright." 

Apart from the obvious flaw of painting China, still a member of the 
developing world, as an incumbent superpower, the basic premise of this 
book flies in the face of projections made by both geopolitical and finan- 
cial experts that point to the replacement, over the next few decades, of the 
current US-led unipolar world with a more multi-polar architecture. 

Then, The Second World doesn't really break any new ground. But it is 
well researched. Khanna travelled extensively across 50 countries, spending 
time with politicians, bureaucrats and people in authority, as well as the man 
on the street to get a “feel” of the land and to get under the skins of the peo- 
ple in each of them. His objective: to analyse the situation in each country from 
the point of view of its residents, and not from that of interested outsiders. 

The author argues that the three “superpowers” will compete for 
influence in the so-called Second World, which he defines as Eastern 
Europe, Central Asia, South America, West Asia and East Asia. His analy- 
sis of the situation prevailing in each of these regions is insightful, but, again, 
doesn't break much new ground. 

In sum, Khanna's work is interesting in parts, informative in others, but 
as mentioned earlier, its central theme stretches credulity a fair bit. However, 
students of geopolitics and globalisation can, in fact, learn a lot about the 
political and economic imperatives that drive the new emerging regions across 
the world. And for that reason alone, it makes interesting reading. 
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THE POINT OF THE DEAL 
Danny Ertel and Mark Gordon 


Harvard Business School Press 
Pp: 265 
$26.95 (Rs 1,078) 


HINK OF A DEAL AS THE 
[pec point, and not the 
end, of value creation. That, 
in sum, is the argument of 
this book, written by two 
partners at Vantage Partners, 
a Boston-based firm that 
trains executives in negotiat- 
ing techniques. The problem 
with most deal making, the 
authors argue, is that man- 
agers tend to stop with the 
handshake, whereas the real 
value—the things that make 
or break a deal—lies in the 
stage after a deal has been 
signed. And this often turns 
out to be a minefield, blowing 
up even well thought out 
deals. Why do problems crop 
up once a deal goes into the 
implementation stage? "The 
answer is that lots of the 
'conventional wisdom' serves 
them badly," write Ertel and 
Gordon. Advice such as 
"avoid disclosing information 
when you don't have to,” 
"keep them off balance", 
"always be closing". That 
works when the objective is 
to outmanoeuvre the other 
party, but when the objec- 
tive is to ensure that the deal 
delivers its expected value, 
it's best to negotiate for im- 
plementation. The good thing 
about the book is that while it 
is descriptive, it is also pre- 
scriptive; it tells you how to 
improve and do deals that 
deliver the expected value. 


bt announcement 


CALLING ALL 
YOUNG ENTREP 









RS 


Inviting entries for the TiE-Canaan Entrepreneurial Challenge 2008. 


F YOU THINK YOU HAVE A BRIGHT 

business idea and you need a 

platform to showcase your en- 

trepreneurial zeal, head to the 
TiE Entrepreneurial Challenge 
2008, a national level business plan 
competition for budding entrepre- 
neurs. You can validate your ideas 
with a marquee list of judges, get 
mentoring and even attend a course 
at a business school for free. 





To be eligible to participate, 
focus on technology or serv- 
bile, education, BPO, / 
nal award, the biggest 


you must have registered your 
company and your business should 
ices (covering IT, internet, 
software, telecom, mo- 

B 
KPO). More than the fi- ` 4, 
attraction may be the op- adus 


(C^ 


2 . port on the company's 
| > platform as well as de- 
e velopment support 


The finalists will be mentored by 
TiE-ENP (Entrepreneurship 
Nurturing Program) to fine tune 
their business plans before presen- 
tation to the jury. 

Finally, three winners will be 
chosen based on their potential to 
scale, develop large businesses with 
sustainable differentiators and be- 
come a leader in their categories. A 
slew of benefits await these win- 
ners, including a Microsoft Award, 
where at least one finalist will be 
invited to join the Microsoft 

Accelerated Starter Program, 
where they will get ac- 
cess, guidance and sup- 


from the software giant. 


portunity to present your in- New Delhi ^ representative from each 


novative business ideas to a 
wide audience and then build aware- 
ness about them in India's top fi- 
nancial magazine Business Today 
and CNBC TV18 news channel. 
To get shortlisted for the final 
round, participants will need to 
submit their business plans. A se- 
lection committee will evaluate those 
plans and choose the best eight that 
will make it to the final round. The 
eight participants will then get the 
opportunity to present their inno- 
vative ideas to a blue-chip jury con- 
sisting of Pramod Bhasin, CEO of 
Genpact, Raman Roy of Quattro 
BPO, serial entrepreneur Saurabh 
Srivastava, angel investor Mahesh 
Murthy, online business maven 
Sanjeev Bikhchandani and Canaan 
Partners’ India head Alok Mittal. 


of the winning teams will 
be invited for a free course at ISB’s 
Centre for Executive Education and 
more details on the specifics will be 
available soon. In addition, the 
finalists will be mentored by Nass- 
COM, Canaan Partners, and jury 
members for three months after the 
event and will also have access to 
investors from TiE, Indian Angel 
Network and other early 
stage investors. 

To participate in the TiE 
Entrepreneurial Challenge 2008, 
download application template form 
online from www.tienewdelhi.org/ 
canaan/Registration.htm and 
submit your plans before 
May 20, 2008. Log onto 
http://tienewdelhi.org/ canaan for 
more information on the challenge. 





Media Partner 


Technology Partner 








Microsoft 


Knowledge Partners 


ISB Nasscow" 





What is the TiE-Canaan 
Entrepreneurial Challenge? 

It is a national business plan com- 
petition started by The Indus 
Entrepreneurs (TiE), a non-profit 
global network of entrepreneurs and 
officials, and Canaan Partners, a 
Menlo Park, California-based vc firm. 
It is designed to help budding entre- 
preneurs take their businesses to the 
next level of growth. 


How is this different from other 
business plan contests? 

Only those people with registered 
and functional companies are eligible 
to take part in the competition. These 
companies also get a chance to bag 
investment as well as mentoring by 
some of the best-known entre- 
preneurs and vcs in the country. 


Who can take part in this contest? 
Ambitious entrepreneurs across the IT 
and services sectors are welcome to 
participate in this event. 


Who will judge the participants? 
Industry veterans such as Raman 
Roy, Pramod Bhasin, Saurabh 
Srivastava and Sanjeev Bikhchan- 
dani, along with well-known angel 
and vc investors such as Mahesh 
Murthy and Alok Mittal, will judge this 
competition. 


How can you participate? 
Application forms can be downloaded 
from www.tienewdelhi.org/ 
canaan/Registration.htm. Com- 
pleted forms must be submitted before 
May 20, 2008. After the initial screen- 
ing, eight entrants will be invited to 
present their plans before the jury by 
end May/early June. From this, the 
jury will announce the three winners 
of this competition. For more details, 
log on to: www.businesstoday.in. 
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CAST IN 
GOODWILL 


“Shankar ia E 
ie réasofis to smile ` 


Pond life: Tribals of Sersikeld dig a deep bind that will be used for fish farming 


HE TRIBALS IN THE SLEEPY 
village of Kalyandi in 
Jharkhand depend on 
fish farming for living. 
However, till last year, 
the hectic activity would come to a 
grinding halt in May. The reason: 
non-availability of water in the 
ponds. This May, fish farming is on 
in full swing and the ponds are 
swarming with fish—all thanks to a 
livelihood development programme 
initiated by Tata Steel. For pisci- 
culture farmers groping in the dark, 
the programme has been a manna 
from heaven. Water is available 
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now because ponds have been deep- 
ened to increase their capacity. A 
new water management system en- 
sures use of water without exhaust- 
ing it fully for irrigating crops. And 
most importantly, the tribals are 
now armed with knowledge to sus- 
tain better pisciculture operations. 
There are winds of change at 
the neighbouring Masodih village, 
where the yield of paddy crop is 
estimated to have trebled from 0.5- 
0.6 tonnes per acre last year to 1.5- 
1.7 tonnes per acre. The optimistic 
farmers say it's possible to increase 
it to more than 2 tonnes per acre. 








In its 100th year of existence 
that was preceded by a string of 
acquisitions—NatSteel Asia, 
Singapore, Millennium Steel, 
Thailand, and Corus—the behe- 
moth Tata Steel is busy making a 
difference to the lives of tribals in 
Jharkhand, its home base. The 
group bills it as part of its 100-year- 
old ethos of nation building; vil- 
lagers across 21 villages, including 
Kalyandi and Masodih, perceive it 
as a new way of life. 

Says Kailash Majhi, Chairman of 
the Village Development Committee 
of Kalyandi village: “Earlier, we 








would just catch fish and sell them 
for meagre sums after keeping some 
for our own consumption. But now, 
with conducive fish farming con- 
ditions, we get large varieties like 
Rohu and Katla, which we sell in 
the market for no less than Rs 40-50 
per kg. Over the last six-to-seven 
months, each one of us has earned 
nearly Rs 25,000.... We could have 
never thought of this a year ago." 


A New Dawn 

When Tata Steel adopted 21 vil- 
lages in the Seraikela and 
Kharsawan blocks of Seraikela- 
Kharsawan district in September 
2007, the idea was to carry out a 
sustainable livelihood development 
programme through watershed 
management. The objective: to en- 
hance the overall socio-economic 
conditions of the rural and tribal 
population and ensure proper man- 
agement of natural resources. 





The project, now in its eighth 
month, has done exactly that and 
much more. 

This programme includes a bou- 
quet of initiatives that has made life 
simpler and richer for these tribals. 
The villages boast of solar home 
lights, solar street lights, biogas 
plants, woody biomass gasifier, en- 
ergy plantation (trees grown for 
fuel), irrigation wells and green ma- 
nuring. And for the company that 
also makes steel, “these initiatives are 
as important as becoming a global 
leader through organic and inor- 
ganic routes," says B. Muthuraman, 
MD, Tata Steel, who met Br at the 
sidelines of the company's 
Foundation Day celebrations. 

The world's sixth-largest steel 
company, with an annual crude 
steel capacity of 28 million tonnes, 
has a simple philosophy. Says a 
spokesperson for Tata Steel: *We 
have persisted with the company's 
legacy of returning to the society 
what we earn, evoking trust among 
consumers, employees, sharehold- 
ers and the community in a meas- 
ure. The adoption of these villages 
55-60 km off Jamshedpur stems 
from this guiding principle." The 
project, once completed, is ex- 
pected to benefit as many as 
1,362 households. 

And the results are already vis- 
ible. Says Gurcharan Saddar, 
elected head of Village 
Development Committee of Sidma 
Kudar village, 55 km off 
Jamshedpur: *This (the Sustainable 
Livelihood Development 
Programme) is fast changing our 
lives. Even six months ago, we 
couldn't think of electricity in our 
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village. But now, most of 
homes have solar power. We 
have piped biogas flowing 
our homes. And our padd: 

duction has nearly doubled 
through structured water harvest- 
ing and irrigation." 

This programme is part of Tata 
Steel-CINI (Central India Initiative) 
that aims to ensure food security 
in the region. It has introduced best 
practices in agriculture—timely field 
preparation, quality and ri: 
availability of seeds, fertiliser doses. 
timely weeding and post plantation 
care, among others. 

That’s not all. Over the last few 
months, water harvesting infra- 
structure and irrigation facilities 
have been built across the 21 villages 
to ensure regular availability 
water for irrigation, 

This apart, as many as 3,500 
plants (teak and nia 
been sown over 5.75 acres and the 
local Bhunij Militis tribals are al- 
ready dreaming of a large appreci- 
ation in the long run. These dreams 
are, however, based on some solid 
number-crunching. In one acre, 
there are around 500 saplings. 
Considering mortality at higher 
side, i.e., 30 per cent, this will yield 
at least 350 live plants. The matu- 
rity period for both teak and ma- 
hogany is 30 years. Each plant will 
fetch a minimum of Rs 1 lakh at the 
rate of Rs 1,500 per cubic metre (at 
current rate) after this period. 

Thus, Tata Steel, 
riching shareholders even as it in- 
tegrates its operations around the 
globe, is also fortifying the lives of 
these tribals at the other end of 
the spectrum. 
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The Flat Panel TV Buyers' Guide 


Flat Panel TVs are getting cheaper, so maybe, it's time you 
bought one. Here's a ready reckoner. KUSHAN MITRA 


flight from South East Asia that did not have a bellyful of flat 

panel televisions being brought back by consumers who 
thought they got a better deal in Thailand or Malaysia than they did 
in India. Not for much longer; a slew of new products from almost 
every major manufacturer have made these televisions the must-buy 
item this year. Of course, compelling content, such as the Indian 
Premier League, has also helped. The problem with buying such a tel- 
evision, however, is that there are several sizes, and worse still, a host 
of acronyms and specifications to deal with as a consumer. So, 


A FEW MONTHS AGO, YOU WOULD BE HARD-PRESSED TO FIND A 


what should you keep your eyes peeled out for? 


Full-HD and HD-Ready: This one is extremely im- 
portant, since virtually all flat panels advertise this. 
High Definition (HD) is the future of television, and 
even though Indian broadcasters do not broadcast 
HD signals as yet, if you want to buy a TV with a certain 
degree of future-proofing, what you need is a “full-HD” 
TV and not one that is “HD-ready”. Full-HD means that 
a screen can display 1,080 lines of video in a “pro- 
gressive" scan format. This is the resolution that will 
be displayed by next-generation Blu-Ray Disc movies. 
HD-ready could mean a lot of things, including that a 
TV can only display 768 lines of video. Basically, to cut 
to the chase, a full-HD Tv has far higher potential 
resolution (if you have the input) than an HD-ready TV. 
Unsurprisingly, full-HD Tvs costs almost 25 per cent 
more (for the same screen size) than HD-ready Tvs. 


Contrast Ratio: Here is the problem: since 
there are no mandated norms to advertise this, 
manufacturers tend to quote rather random 
numbers. Basically, the contrast ratio measures the 
difference between the light output of the black- 
est black and the whitest white the screen can dis- 
play. Manufacturers, however, do contrast tests 
in completely dark rooms, whereas in the real 
world, people stay in homes with lights all over. 
The real world contrast ratio, therefore, is often 
a fifth or even less of what’s advertised. In fact, 
when it comes to blacks, you really can’t beat a 
good old tube television. 


AMIT KUMAR 


Response Time: This is the time taken for the 
screen to change to a new image. Again, a 
standard definition tube television is best at this, 
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but thanks to advancements in tech, flat panels are 
getting better. However, before you buy a flat panel Tv, 
a good test is to play an action movie or a sports DVD. 
If the picture appears choppy, that usually means the Tv 
has a poor response time. 


Inputs: Most flat panel Tvs support multiple 
inputs, and some have several more than others. 
Keep an eye out for the number of “High Definition 
Multimedia Interface” (HDMI) and Component HD 
inputs the Tv has. Also, given that you will probably 
be dealing with standard video inputs, make sure 
that your flat panel has multiple “Simple Video” 
(S-Video—the yellow video lead with white and red 
audio leads) inputs. If you still watch basic cable 
TV without a set-top box, make sure your TV has an 
input for a co-axial cable. 
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bt treadmill 


How Fit Are You? 


F YOU'VE EVER HUNG AROUND WITH ELITE RUNNERS, YOU MAY HAVE HEARD 
E talk (or brag) about their vo2 max rates. Of course, the higher that 

rate the greater the bragging rights. But what exactly is VO2 max? In pure 
layman terms, it is a measure of your capacity to generate energy required for 
endurance activities. In more scientific terms, VO2 max is the maximal volume 
of oxygen that the body can consume during intensive exercise while 
breathing at sea level. Since oxygen consumption is directly related to energy 
burning, measuring oxygen consumption is a way of measuring a person's 
capacity to do aerobic work. And, in a broad sense, of how fit a person is. 
Take a quick test to find out how fit you are by measuring your VO2: 
1. First, run as far as you can in 12 minutes. 
2. Enter the distance in metres in the following formula: (Distance run in 12 
minutes - 504.9)/44.73. The resulting ratio is your VO2 max measured in 
ml/kg/min. 

Now, how do you know how fit you are? Simple. Check the charts 
below to see where you feature. 

If you're in the less than *Good" category for your age, don't despair. While 

resting VO2 levels are often genetically determined, it is possible to increase your 





Female (V02 max) 

Age Very Poor Poor Fair Good Excellent Superior 
13-19 «250 250-309 . 310-349 350-389 390-419 419 
20-29 «23.6 236-289 290-329 330-369 — 370-410 2410 
30-39 «22.8 228-269 — 270-314 31.5-35.6 357-400 40.0 
40-49 «21.0 21.0-24.4 245-289 . 290-328 329-369 . 2369 
50-59 «20.2 202-227 | 228-269 270-314 315-357 | 357 
60+ 21S 175-20.(1 202-244 245-302 303-314  »314 
Male (v02 max) 

Age Very Poor Poor Fair Good Excellent Superior 
13-19 «35.0 35.0-38.3 38.4-45.1 45.2-50.9 510-559 | 2559 
20-29 «330 330-364 — 365-4124 425-464 465-524 >52.4 
30-39 «315 31.5-35.4 355-409 . 410-449 450-494 >494 
40-49 «30.2 30.2-33.5 33.6-38.9 39.0-43.7 438-480 — 2480 
50-59 «26.1 26.1-30.9 31.0-35.7 35.8-40.9 410-453 >45.3 
60+ <20.5 20.5-26.0 26.1-32.2 32.3-36.4 36.5-44.2  »442 





vo2 max by intensive practice. Goal-setting and constant timing improvements 
can lead to higher vo2 level, implying that you can train your body to consume 
more oxygen during exercise by pushing it to perform better. 

Now for a quick tip. I got a couple of e-mails from readers asking 
whether it is better to run or do other cardiovascular exercises before weight 
training sessions or after them. Now this is tricky. If you do intensive cardio 
before you lift, you're likely to be able to lift a lot less because you'll be tired. 
And if you try to run or do cardio after you lift, you may be too tired to do that 
well. So, what's the best solution? Two answers. You can either break your car- 
dio session: a 15-minute run, followed by weight training and then another 
15-minute run. Or better still, segregate the two types of exercise: run (or do 
other cardio stuff) on three days of the week and train with weights on an- 
other three days (you could think of alternating the two). Happy workouts! 

MUSCLES MANI 





write to musclesmani@intoday.com and read the Treadmill blog 

at www. businesstoday.in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these, 
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The Homecoming 


GOPAL VITTAL, 41, WAS SELECTED BY BUSINESS TODAY AS 
one of its Hot Young Executives back in 2006. 
Little wonder then, the Hindustan Unilever's man 
and rM Calcutta alum was subsequently poached by 
telecom giant Airtel. As Director (Marketing and 
Communication), he helped position Airtel brand in 
virtually every part of the country. But as the adage 
goes, ‘home is where the heart is'—Vittal is now 
travelling back to Hindustan Unilever to head the 
Home and Personal Care (HPO) category that was un- 
til recently headed by HUL’s new MD Nitin Paranjpe. 
The consumer goods company rarely hires back 
executives, but Vittal, who refused to comment 
on the move, is possibly too good a talent to let go 
of, or that is what Paranjpe seems to think. 





HSOHD YUVHAAHS 


Campaign Guru 


HE HAS CREATED ONE OF THE TOP CAMPAIGN AND 
election technology companies in the Us and *could- 
n't have ignored the world's biggest democracy 
any longer". RAVI SINGH, CEO, Founder of Election 
Mall Technologies Inc., recently visited India to 
set up R&D facilities in New Delhi and Bangalore. 
Singh's company is a non-partisan technology so- 
lutions firm providing political parties and candidates 
with the necessary online tools and services to tar- 
get their voters via the internet. But will such a 
set-up work in India? Singh, 35, says: "I am looking 
forward to a day when people can log on to a 
rahulgandhi.com." Mum's the word though on the 
Us Presidential elections. “It’s neck and neck... 
can't afford to lose revenues by naming one candi- 
date, can I?" he laughs. He is sure of one thing 
though—the business of democracy is “lucrative”. 





UMESH GOSWAMI 








Tryst with Markets 


NATIONAL COMMODITY AND DERIVATIVES EXCHANGE'S (NCDEX) NEW CEO AND MD R. RAMASESHAN, 51, WOULD HAVE BEEN à 
market veteran had he had his way five years back. His plans to quit IAS and join an exchange came a crop- 
per in 2003 when the then Kamataka Chief Minister S.M. Krishna got him to stay back. He was sent to head 
the Karnataka State Beverages Corporation, a new entity set up to take over the wholesale distribution of liquor 





and plug leaks in revenue. To his credit, Ramaseshan took liquor tax revenues to dizzying heights from Rs 600 
crore in 2003 to Rs 2,400 crore in 2006. Ramaseshan's ex-colleagues speak of his work in awe; so will prob- 
ably the new ones, thanks to his deep knowledge of markets. An engineer qualified in cost account- 
ancy with an MBA, he headed the North India region of National Stock Exchange in 1996- 
98. Ramaseshan seems determined to script a whole new success story. “I want to see 

NCDEX become a premier exchange of Aisa,” he signs off. 
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. Small Car, Big Dream 


ASK MICHAEL BONEHAM, 51, ABOUT INDIA AND HI 
answers simply, “It’s hot, both the weather and the 
food. But so is the car market." The Australian. 
who will take over as Ford India's new Mana ng 


~ 


Director from June, is looking forward to his stint in 


India. As the company’s head of production for 
Asia-Pacific, he oversaw the company’s expansion at 
| the Chennai plant and is now gearing up for the 
| world's #3 car maker's foray into the small car 


market. “What I can tell you is that the product we 
are planning will take the market by storm," declares 
a confident Boneham. Even though consumers will 
have to wait a while before the small car sees the light 
of day, Boneham hopes it will increase the company’s 
presence on the roads. 
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Beyond Cycles 


SOME BIG DREAMS START YOUNG—AS IN THE CASE OF | — 
ASHWIN KAPUR, Executive Director, Atlas Laboratories | 
and Pharmaceuticals (ALP). The third-generation 
entrepreneur of the Gwalior-based cycle manufac- 
turer Atlas Group, Kapur, 23, has steered the com- 
pany to foray into the $48-billion (Rs 1,92,000 
crore) domestic pharma industry. Was it Kapur's 
entrepreneurial ambitions or Atlas’ inclination 
towards the health business that prompted the 
move? “It was a combination of both. We are already 
running a couple of hospitals. Also, in the last three 
years, the growth rate of the domestic pharma | 

' industry has been impressive," says an enthusiastic 

| Kapur. In the next 4-5 years, ALP aims to have about — 
100-150 products (from 15 now) with a turnover of | 
Rs 500 crore. Kapur, who joined the family business | 
last year, hopes to have a shot at early success. | 
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The Elder Statesman 


UNDAPUR VAMAN KAMATH, 60, MD AND CEO OF ICICI BANK, THE SECOND-LARGEST BANK 

in the country, has now turned his de facto position as one of India Inc.’s elder states- 

men into a de jure one—he recently donned the mantle of Confederation of 
Indian Industry (cil) President for 2008-09. That happened in the first week of May, when 
he succeeded another stalwart, Sunil Bharti Mittal. This IIM-A graduate, whose every 
professional move is closely watched, and emulated, by his competitors, will now play 
bigger role and take up larger policy issues relating to Indian industry at large. 

In fact, the workaholic Kamath got down to work on the very day he took over the pres- 
idency. His agenda: to build a talent pool in the country. Under his leadership, cit will take 
up a national-level skills development programme, which will look at building a bank of 
skilled manpower for industry. He also struck the right chord when he said that Cit would 
address the issue of wage inflation. “If India has to maintain its competitiveness in the world 
markets, we cannot have a wage inflation of 12-15 per cent per annum," he said. 

Kamath, who joined ICICI in 1971 when it was a development financial institution and 
spent his initial days in its project finance division, says: *We have not created a big enough 
pool of skilled labour." 

The icici Bank boss's accession to top job at cit is the icing on the cake for a man who 
has practically defined the rules of private sector banking in the country. During his 
tenure at the top, he has set a scorching pace of growth that has ensured handsome returns 
for all stakeholders. Now, the icicl Group has a dominant presence across almost all the 
niches of the financial services industry—from banking to investment banking to asset man- 
agement, insurance, venture capital financing and microfinance. 

He has also successfully groomed a second line of leadership, which will ensure that there 
is no vacuum whenever Kamath decides to move on. For now, though, he has no plans of 
walking into the sunset. He is determined to make a difference in his new role as the top 
honcho of cit. And given his track record at cic Bank, not many are betting that he won't. 

ANAND ADHIKARI 
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What do Sir, the documents are printed by ! 
you mean? Sharp MFD. So, they cannot be : 
copied, scanned or faxed! Really? That's smart! 


No sir, that's Sharp! 





Halkathada Serceant /Nal/Charn/NN2/NA 


Sharp presents Complete Color Capable Enterprise Solutions 
with Advanced Security Functions 





A tribute to the outstanding 
performance and innovation of 
Sharp digital multifunctional systems. 





Not just 
Printer /Copier/ 


To know how it is possible please contact Sharp Business Systems (India) Limited at: 
North - New Delhi: 011-46665460/68, Jaipur: 0141-4006950, 5106950, Chandigarh: 
0172-5079536, Lucknow: 0522-2324710/96, Raipur: 0771-2582367, East - Kolkata: 
033-22816743-45, Guwahati: 0361-2662216, West - Mumbai: 022-66793931/32, 
Pune: 020-25537911, 25520608, 25531010, Ahmedabad: 30022961. 26580734, 
South - Bangalore: 080-22353535-38, Hyderabad: 040-66661003-06, Chennai: but Color Capable 
044-28171562, 28172207, Kochi: 0484-2314154. 


1800-4254-321 (Toll Free), email: info@sharp-oa.com, website: www.sbsil.com Enterprise Solution 
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imagine a Full HD TV inspired by art 


Introducing the beautifully sculpted Samsung Full HD LCD-TV Series 6 
with Crystal Design finish. With the highest contrast ratio ever of 
50,000:1, it is the world’s first television that perfectly blends 


performance and beauty. Is it art, or television? 


Samsung LCD-TV. Design that performs. 





THE CAR WITH 
GENIUS IN [T5 GENES. 


THE TELH-FALKEL SCORPIO V-SERIES 
~~ | Here'sa car that's loaded with innovations. The new engine is engineering nirvana. Named 
A s) A | this light-weight, turbocharged CRDe engine comes with all-aluminium cylinder heads, 


variable geometry turbine, and top-mounted intercooler. 





It can do 60 kmph in 5.7 seconds flat! With dramatically low noise and vibrations. Mileage is higher. 


AD Mahindra 


The brakes are . Then there is ; . Music system controls on steering wheel. An system. 


on lights and wipers. coats. Anti-pinch window: Anti-theft . Etc. Etc. Etc. 


Seriously, why would you want to drive any other car that insults your intelligence? 





on steering wheel 


"m ' Nothing else will do 


: uni " Cruise Peer < k I U i. J ' i | - 
Li TWTE V-SERIES 


Tyretronics Intelligent rain | light sensors 


- 


To know more about the tech-packed Scorpio V-Series visit www.mahindrascorpio.com and test drive it today. "Driver's side. 
Accessories shown and mentioned above may not be part of standard equipment. Vehicle body color may differ from printed photographs. 
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From The Editor 


O BE FAIR TO THEM, THE FOUR GENTLEMEN THAT 

we've featured (alright, they're caricatures and 

not photographs) on the cover, holding bar- 
code scanners James Bond-style are not in the sort of 
war that you expect in the corporate world. None of 
them is trying to wage a battle against any of the 
others for, say, control of companies or businesses. Yet, 
these four, along with several other similar players 
about whom you can read in our cover story, are all 
giving shape to their ambitious plans to strike it big in 
the Indian market where the retailing business is 
expected to grow from $15 billion (Rs 64,500 crore) 
today to around $110 billion (Rs 4,73,000 crore) by 
2014. One of the men featured on the cover is Kishore 
Biyani, who is not exactly a new player in the retail 
arena. Yet, more than a decade after Biyani, among 
others like B.S. Nagesh of Shoppers’ Stop and the 
Tatas of Trent, took the first tentative steps in or- 
ganised retail, a lot has changed. After experimenting 
with different formats, all these players as well as the 
new ones are now more focussed. 

What's more, all of them have huge investments 
lined up and, inevitably, they will 
fight it out against each other in the 
not-so-distant future. Take Reliance. 
Already, it has rolled out 3.5 million 
square feet of shopping space, and 
that is probably just the beginning, 
given the Rs 25,000 crore it has ear- 
marked for its retailing plans. That's 
serious money, even for Reliance. 

Our cover story (Retail Wars, page 62) details the 
plans that the biggest players in the business have for 
that market and takes a look at what they've already put 
on the ground. As each of them vies for the largest 
share of the customer's wallet, get ready to witness 
India's imminent retail battles. 

This issue of our special report is on India’s Fastest 
Growing Companies (page 107). Readers will recognise 
this as our annual listing of large, medium and small 
companies that grew the fastest in 2007. There are 
quite a few surprise entrants this year. Check them out! 

Lamenting or lambasting the government's poor 
showing in the social sector may have actually 
become a sort of de rigueur practice but when there are 
those rare cases where government schemes actually 
make a difference, they deserve to be highlighted. 
Senior Correspondent Kapil Bajaj’s story on the 
government's Jawahar Navodaya Vidyalayas (JVN) is one 
such case where thousands of underprivileged children 
have been helped to escape the misery and hopelessness 
of poverty. Bajaj tracked down several people whose 
lives have changed beyond their dreams because of the 
scheme (Schools of Hope, page 90). 


—: 


SANJOY NARAYAN 

















The Oberoi Vanyavilàs, Ranthambhore 
Rated the 3rd best hotel in the world by Condé Nast Traveler in the 2007 Readers' Poll 





OBEROI EXOTIC VACATIONS 


A JOURNEY THROUGH TIME 
AT 


SOME OF THE BEST RESORTS IN THE WORLD. 


Oberoi Exotic Vacations, a short holiday for two, includes accommodation, breakfast 
and dinner for a minimum of two nights or more. 


Offer valid till 31st July, 2008. Terms and conditions apply. 


Q 
Obewi Ofotals & Resorts 


For further information and reservations, call us toll free at 1 800 11 2030 or call 011 2389 0606. 
E-mail: reservations@oberoigroup.com Online: www.oberoihotels.com/exoticvacations or contact your travel ag 


Oberoi Exotic Vacations is available at: 
The Oberoi Udaivilas, Udaipur; The Oberoi Rajvilas, Jaipur; The Oberoi Vanyavilàs, Ranthambhore and The Oberoi Amarvilas, Agra. 
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The Retail Rush 

After years of experimenting with various for- 
mats, serious players are beginning to settle 
down in the categories that matter—food & bev- 
erages and personal care, which constitue some 
two-thirds of the market for organised retail. As 
Future Group’s Kishore Biyani puts it, this is 
Phase II of the retail story, when companies 
have figured out what works and what doesn't. 
The moves of the larger players could deter the 
smaller ones. Read on. 
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Good for the Game 

IPL IS AN OUTSTANDING SUCCESS. TOP 
overseas cricketers playing along- 
side homegrown stars in a spirit of 
camaraderie is a sight to behold, es- 
pecially in the backdrop of a surge in 
sledging and other on-field contro- 
versies. IPL has certainly benefitted 
cricket. But the business tycoons 
who have invested millions in their 
teams will have to wait a little longer 
to break even and make profits. 
They will also have to constantly 
innovate to make profits every year. 





- D.B.N. MURTHY, through e-mail 








The Midas Touch? 
THE FEATURE ON WIPRO (TWO TO 
Tango, June 1) is well-researched. 
Though corporate history is replete 
with examples of co-CEO models 
failing to deliver, Wipro Chairman 
Azim Premji's decision could pay 
off. Like a true leader, Premji has 
paid great attention to the choice of 
leaders, and avoided pushing his 
progeny into leadership positions. In 
fact, his son Rishad is learning the 
rules of the business from one of 
Premji's trusted lieutenants. The 
failure of the co-CEO model in other 
companies need not repeat itself, 
and Premji, by taking such a deci- 
sion is not risking the prospects of 
the company. The new structure 
has paved the way for pooling ideas 
and sharing opinions to churn out 
decisions without conflicts. Personal 
preferences and hobbies of the two 
CEOs will hardly affect the day-to- 
day functioning. Rather than being 
cynical, let’s be hopeful. 

B. RAJASEKARAN, through e-mail 


A Different Ball Game 

YOUR COVER STORY ON IPL HAS RAISED 
a very pertinent question about the 
economics of this extravaganza. 
The team owners are all business ty- 
coons who know where to sow and 
how to reap profits. However, 
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unlike other businesses, the IPL busi- 
ness—managing a team, getting en- 
dorsements and winning matches— 
may prove to be a different ball 
game. Besides issues of corporate 
management, some adjustments on 
the part of the owners may be nec- 
essary. Their future profitability 
will depend on how soon they can 
create loyalties around their teams. 
If the franchisees make money, why 
shouldn’t the government, too? The 
government should come up with a 
special tax to tap the huge profits 
the IPL owners look set to make. 

A. JACOB SAHAYAM, through e-mail 


Learning the Ropes 

THERE IS NO DOUBT THAT CRICKET 
has loads of money. And it was the 
whiff of mega money that drew 
Mukesh Ambani, Vijay Mallya, 
GMR, Shah Rukh Khan and N. 
Srinivasan to the latest form of 
cricket. But after the first round of 
games, Vijay Mallya and T. 
Venkattram Reddy—owners of 
Royal Challengers and Deccan 
Chargers—must be disappointed 
over their choice of players. Their 
teams figure at the bottom of the 
points tally and have not per- 
formed to their potential. On the 
other hand, Shah Rukh Khan and 
Manoj Badale—owners of Kolkata 


Knight Riders and Rajasthan 
Royals, respectively, are already 
in the black. Their teams are not 
only one of the cheapest in terms 
of cost, but their managements 
have also managed to squeeze out 
higher revenues. The first season 
of IPL will surely teach the owners 
a few lessons in team selection. 
BAL GOVIND, through e-mail 


In Need of Big Push 
THE FEATURE ON NANOTECHNOL- 
OGY (Br, June 1) should have been 
done earlier. Also, the story didn't 
adequately emphasise the lack of 
research and industrial application 
of nanotechnology in the country. 
In fact, there is a complete discon- 
nect between the government and 
industry over the use of nanotech- 
nology. Incentives in the form of 
tax holidays that were given to IT 
should be extended to companies 
developing applications of this 
technology. The companies that 
have taken baby steps in adopting 
this technology should certainly 
be lauded for their great, albeit be- 
lated, efforts. 

R. NAGRANI, through e-mail 
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[Increase Petrol Prices 
9 

OR A BELEAGUERED UPA GOVERNMENT, INCREASINGLY 
F under fire from the Left and the Opposition over 
galloping inflation, the sharp rise in global crude oil 
prices couldn’t have come at a more inopportune 
time. The under-recoveries of the oil marketing com- 
panies (OMCs) are mounting and there are very real fears 
that they may soon run out of money to import crude 
with. Worse, there seems to be no immediate possibility 
of a respite from high global oil prices, which are 
currently hovering around $135 (Rs 5,805) per barrel. 
Global financial powerhouse Goldman Sachs esti- 
mates that crude is likely to strengthen further to 
$200 (Rs 8,600) levels soon. 

The time has come to bite the bullet and take some 
tough decisions. Shielding the economy from soaring 
crude prices will require substantially higher issuance of 
oil bonds. But there will still have to be some pass- 
through to consumers. The Indonesian government, for 
instance, recently announced a 30 per cent increase in 
pump prices despite stiff opposition. At the time of 
going to press, there was speculation in the media 
about the possibility of a massive increase—of Rs 10-16 
per litre—in the price of petrol. But given the drubbing 
the Congress has received in the Karnataka elections— 
and the fact that several more elections, including the 
General Elections, are due over the next 12 months— 
it is unlikely that the government will muster the 
political courage to go this far. 

What then, are the other options before the gov- 
ernment? One way could be to levy a 3 per cent oil sta- 
bilisation cess on the lines of the education cess. This 
could yield up to Rs 20,000 crore per annum, which 





Subsidise Other Fuels 





Fuel prices: No respite in sight 


can be used to fund the under-recoveries of the OMCs. 
However, given the huge losses being sustained by 
them, this alone may not be adequate. A combina- 
tion of this, a duty cut on crude and petroleum prod- 
ucts and a price hike seems to be the only way forward. 

The government should simultaneously use the 
crisis to push through some critical reforms in the pe- 
troleum sector. The most important step in this direc- 
tion will be to grant oil companies the freedom to fix 
market prices for petrol, while persisting with subsidies 
on other fuels like diesel, kerosene and cooking gas to 
protect the interests of the poor. 

But can we expect our political class to rise above 
rank political opportunism in national interest? Given 
its track record, it's perhaps asking for too much. 
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Retail rush: Real(i)ty check 
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Retail's Pain Point 


NDIA INC.'S FIRST FLUSH OF ROMANCE WITH ORGANISED 
| pese is now getting tempered by the realities that 
often crop up in a long-term relationship. The big 
boys of the game have realised that the pot of gold at 
the end of the rainbow is not quite as near as it earlier 
appeared. While receding footfalls have been a problem, 
it's the real estate crunch that is forcing most players on 
the backfoot. 

Retail rentals, touching almost Rs 300 per sq. ft per 
month in Delhi and Mumbai, have forced retailers to 
shy away from mall-side retailing, where the brand mix 
of upmarket brands existing cheek by jowl with their 
mid-market cousins is creating confusion in the mind 
of the shopper—who is happily giving both a miss. That 
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can certainly sting when a retailer's real estate costs con- 
sume up to 18 per cent of his gross turnover, compared 
to the global average of about 8 per cent. 

Not that the retailers’ grouse is unjustified— 
developers have admitted that there's an urgent need to 
rationalise retail rentals to about Rs 175 per sq. ft per 
month, though most retailers will be happier with a rate 
closer to Rs 100 per sq. ft per month. And it's not just 
mass-product retailers who are feeling the pinch— 
luxury product retailers, too, are getting the 
heebie-jeebies over spiralling lease rentals. A store in any 
of the upcoming malls in Delhi or Mumbai costs as 
much as five similar stores in secondary cities, accord- 
ing to luxury product retailers. 

Even High Street rentals are beyond the budgets of 
most retailers in the business, given that an outlet on 
Mumbai's Linking Road in Bandra can cost over 


Rs 1,000 per sq. ft per month. The current economic 
slowdown and the resultant cutback in spending by 
consumers means retailers are preferring to down shut- 
ters on outlets that are proving to be financially unviable. 
As it is, most of them operate on razor thin margins, 
which even in the most optimal locations, do not exceed 
3 per cent. Continuing down the same trajectory could 
seriously impede organised retail's plans of achieving 
revenues of Rs 8 lakh crore by 2017—up from the 
current level of about Rs 75,000 crore. 

Developers have realised this and instead of shoot- 
ing themselves in the foot, are collaborating with re- 
tailers to ensure not just occupancies in their malls 
but also footfalls—one way out has been the revenue 
sharing model that is picking up. That could be a ray of 
hope for retailers for whom organised retailing so far 
has been a zero-sum game. 











Gaining Momentum 


SEPHOLOGY IS A DIFFICULT JOB AT THE BEST OF TIMES 
Pss in the most homogenous of states. In India— 
with all casteist, religious, ethnic and regional fault 
lines—it is doubly so. So, every state and central elec- 
tion is preceded by opinion polls and exit polls, most of 
which, in recent times, have proved to be wrong. So, it 
is well nigh impossible to predict whether the Bjr's 
victory in the Karnataka Assembly elections is a pointer 
to the General Elections due a year hence. But what it 
does, emphatically, give the saffron party and its allies 
in a year packed tight with elections, is momentum. 
That, more than the verdict itself, is bad news for the 
Congress and the United Progressive Alliance it leads. 

Already, the wolves are out, and even responsible 
people have started labelling the Manmohan Singh 
government at the Centre a lame duck one. It is fairly 
certain now that Messrs Singh & Company—never par- 
ticularly known for their spunk—will now be even 
more diffident about pushing through contentious, 
but important, measures like the Indo-us 
nuclear deal, FDI in retail, insurance reforms, etc. 

The two most important issues exercising the mind 
of the Indian voter today are inflation and fuel prices. 
The two issues are inter-related and have, in the past, 
spelt doom for many a government. Rising onion 
prices paved the way for the late Indira Gandhi to 
sweep back to power in 1980. Then, almost 20 years 
later, the BJP government paid a heavy price for rising 
onion prices and lost the Delhi Assembly elections. 

This time around, it is more than just onions 
whose prices have begun to bring tears to the eyes of 
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Karnataka verdict: Something for Congress to worry about 
the aam aadmi, who brought the UPA to power in 
2004. And the Byp-led NDA is the only political for- 
mation that can benefit from the brewing voter anger. 
This is where the Karnataka elections can play an 
important role. It is now clear that no party—neither 
the Congress, nor the BJP—is in a position to come to 
power on its own. India now has a tri-polar polity— 
with the UPA, NDA and regional parties, including the 
Left, as the three poles. The grouping that can cobble 
together and retain the broader coalition will be the 
one more likely to triumph at the next polls. And 
the Karnataka results, by giving the BJP momentum, will 
make the NDA a more attractive magnet for still un- 
decided regional satraps to throw their lots in with. 
How the two groups reach out to the smaller parties, 
will, thus, go a long way in deciding the outcome of the 
next General Elections. ls 





Another Oil Shock 


Rising crude prices could derail India's growth story 


Trends 


and cause massive pain all around. RISHI JOSHI 


1973 oil shock. Even though 

the circumstances behind the 
current price rise, and even the 
rise itself, are less dramatic than in 
1973, the impact is no less debili- 
tating, particularly for India. Crude 
prices are now ruling at $135 (Rs 
5,805) per barrel levels, as a result 
of supply worries, burgeoning 
global demand and the weaken- 
ing of the dollar. Investment bank 
Goldman Sachs has predicted that 
oil prices will soon hit $200 (Rs 
8,600) per barrel. 

The Paris-based International 
Energy Agency has now said it is 
worried that there may not be 
enough oil to meet global demand. 
In particular, there are concerns 
that crude has been boosted in re- 
cent days, especially by strong de- 
mand for diesel in China where 
power plants in some areas are 
running desperately short of coal. 
Says Siddhartha Roy, Economic 
Advisor, Tata Group: “The in- 
creased demand from developing 
countries like India and China are 
factored into the prices.” 

Meanwhile, the Organisation 
of Petroleum Exporting Countries 
(OPEC) has blamed speculators for 
soaring oil prices. OPEC will not 
boost output or price its oil in eu- 
ros (which is more stable than the 
dollar) as it is convinced that rising 
prices are not related to the basic 
elements of supply and demand. 
Agrees Rajiv Kumar, Director and 
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Crude prices go up: Will it affect the India growth story? 


WHY IT HURTS 


Crude prices have doubled 
over the last one year. 


May 24, 2007 


Figures are in $ per barrel 
Source: Energy Information Administration 





May 21, 2008 


Chief Executive, ICRIER: *More 
than demand and supply, the price 
rise is driven by people moving 


out of the dollar and into com- 


modities like crude." In short, in- 
vestors see hard commodities such 
as oil as a hedge against inflation 
and a weak dollar. 

In India, rising crude prices are 
hurting state-owned oil marketing 
companies that are forced to sell 
fuel at subsidised rates. On average, 
the oil companies are losing over 
Rs 400 crore every day on sales. If 
crude prices continue to stay at 
these levels, their losses could rise 
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to Rs 2 lakh crore this year. This is 
ironic, when one considers that 
the profits of the top five oil 


listed companies in the world — 


have reached all-time highs 
due to surging crude prices. For 
instance, Exxon Mobil, in 2007, 
beat its own record for the highest 
profits ever by any company with 
a net income of $40.6 billion (Rs 
1,62,400 crore). The company's 
sales, at more than $404 billion 
(Rs 16,16,000 crore), exceeded 
the GDP of 120 countries. Chevron, 
too, recorded strong profits at 
$18.7 billion (Rs 74,800 crore). 

Says D.K. Joshi, Principal 
Economist, CRISIL: *Given the high 
inflation rate, the government may 
not go in for a substantial hike in 
fuel prices. But if it doesn't, it will 
cripple the oil marketing compa- 
nies whose under-recoveries will 
mount. The government will then 
have to compensate them, which 
will bloat its subsidy bill." Already 
Hindustan Petroleum Corp (HPCL) 
has initiated talks with its bankers 
to raise its borrowing limit. The 
company has admitted that it 
needs access to more funds to 
continue processing costly crude 
oil and sell it at a discount. 
Bhaswar Mukherjee, Director 
(Finance), HPCL, told reporters re- 
cently: “Our borrowings are in- 
creasing by Rs 1,000-1,500 crore 
every month. If crude prices con- 
tinue to rise like this, we estimate 
that by June-end, we will reach 
our borrowing limit of Rs 22,000 
crore." Other oil companies like 
BPCL and 1OC are also in the same 
boat. Worryingly, this huge drain 
of resources can lead to a situation 
where they don't have any money 
left to import crude. 

Then, surging crude prices are 
also likely to have an inflationary 
impact, despite the government's 
best efforts to prevent it. Says Joshi: 
“Input costs of industry will in- 
crease as commodities such as avi- 
ation turbine fuel (ATF), naphtha 
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and furnace oil are sold at market- 
determined rates. This will lead to 
another round of widespread price 
increases." High economic growth 
and high profit margins had earlier 
insulated India Inc. somewhat 
from the impact of rising crude 
prices. But that cushion may no 
longer be available. Most manu- 
facturers are expected to increase 
prices of end products and some 
have already done so in the first 
quarter of 2008. Any further in- 
crease in crude prices or a hike 
in domestic fuel prices will put 
more pressure on corporate bot- 
tom lines, household budgets, gov- 


ernment revenues and the oil mar- 
keting companies. This will lead to 
analysts asking some really hard 
questions about the long-term 
India growth story. 

The spate of state elections 
lined up for later this year, and 
the General Elections due in May 
2009 have queered equations fur- 
ther. Political pressure is building 
up on the government to reduce 
taxes and duties on oil to keep re- 
tail prices in check. These account 
for more than 50 per cent of the 
retail price of petrol and about 30 
per cent of the retail price of diesel 
(see The Cost of Oil, page 32). At 
the time of going to press, there 
was speculation over an imminent 
hike in prices and a reduction in 
taxes. Says Kumar: *The govern- 
ment must reduce taxes, which 
are very high right now." Adds 
Roy: *The government could opt 
for a moderate hike in prices 
along with a reduction in taxes. 
This will prevent a substantial loss 
of revenues to the exchequer." In 
2007-08, rising crude prices pre- 
sented the government with a 
windfall gain of about Rs 2,000 
crore in incremental taxes. 
According to CRISIL estimates, the 
government collected Rs 36,000 
crore as customs and excise duties 
on crude oil imports and the sale 
of oil products. 

Then, there is a school of 
thought that advocates that the 
government should replace the ex- 
isting ad valorem levy on crude oil 
with specific duties to contain the 
impact of the surge in crude oil 
prices. This was recommended by 
the Rangaranjan Committee on 
Pricing & Taxation of Petroleum 
Products, and will insulate oil com- 
panies and consumers from the 
volatility in the global crude market. 

The bottom line: There seems 
no easy way out of this problem. 
Any steps the government takes 
will cause pain all around. In sum, 
the future looks pretty grim. 


Farm labourer to plantation owner. 
Joseph Tarakkal, Kozhikode, has measured growth. 
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Old Wine, New Bottle 


TO NEGOTIATIONS 
X resume on May 26, 
but the most likely outcome 
Is yet another stalemate. 
The sticking point remains 
the same as before—the 
new "discussion text" re- 
leased last week on trade 
in agricultural and indus- 
trial products requires de- 
veloping countries to grant 
considerable access to their 
domestic market in order 
to draw minuscule conces- 
sions from the rich coun- 
tries. The document also 
reflects the pressure on rapidly developing economies like India, China, 
Brazil and South Africa to open up their markets for manufactured prod- 
ucts and agriculture further. Says Biswajit Dhar, Professor and Head 
(Centre for WTO Studies), Indian Institute of Foreign Trade: “The text is 
completely unacceptable. It not only hurts the interest of our manufacturing 
sector, but also seeks to weaken our agriculture." 

Indian authorities have been very vocal in their opposition to the 
text. Says G.K. Pillai, Commerce Secretary: “We cannot go ahead with the 
deal without ensuring protection for our national interests." India is par- 
ticularly disappointed because the text on non-agricultural marketing 
access (NAMA) makes its small and medium units extremely vulnerable. 
Moreover, the NAMA draft includes proposals to liberalise the market for 
remanufactured goods (used machinery and equipment, refurbished au- 
tomobiles, etc.) This is seen as threatening to Indian industry as cheap im- 
ports will destroy them. *While completely ignoring farm livelihood 
concerns, the text only seeks to divide and rule the developing countries," 
says Pillai. The Doha Round was launched in 2001, and, by the looks of 
it, it is no closer to closure than it was when it was launched. 

ROHIT VISWANATH 
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Kamal Nath: Bumpy road ahead 


DEAL BREAKERS 


The draft WTO document is loaded in favour of the rich nations. 


Proposals Counter Proposals 





In agriculture, the number of products Developed countries should reduce trade- 
for which special safeguard mechanism distorting subsidies so that farmers in the 
will be available will bid between three developing world have the incentive to grow 
and eight more grain and end the global food crisis 


Special provisions and flexibility offered All developing countries should get the same 


for many "small and vulnerable economies" 


In the industrial sector, 30 emerging 


level of flexibility 
The new text should also include "Less 


market economies are required to lower Than Full Reciprocity in Reduction 
customs duties to a maximum level of Commitments (LTFR)”, implying that dev- 
between 19 per cent and 26 per cent. eloped countries should commit to cutting 
This is greater than the cuts mandated — tariffs on industrial goods by a bigger mar- 
for developed economies gin than developing countries 
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The fortnight's burning question. 


IS THE WEAKENING OF 
THE RUPEE THE BEGIN- 
NING OF A LONGER- 
TERM TREND? 


No. Arun Kejriwal, Director, 
KRIS Capital 

The recent spike in global crude 
oil prices has indirectly contributed 
to making the rupee cheaper 
against the dollar. But, | think a lot 
will depend on how the global mar- 
kets perform. Also, General 
Elections are due in exactly a year, 
and this will determine currency 
movements in the coming months. 
However, | see dollar breaking the 
Rs 39 barrier over the longer-term. 


Yes. T.K. Bhaumik, Chief 
Economist, Reliance Industries 
(RIL) 

I think a number of factors are con- 
tributing to the weakening of the ru- 
pee. Rising crude prices mean that 
domestic oil companies will need 
more dollars to fund their pur- 
chases. This will trigger rupee sales 
and dollar purchases, weakening - 
the value of the rupee. Other factors 
such as the global slowdown and 
rising inflation may also keep the ru- 
pee under pressure. 
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Regulations Cramping PEs 


RIVATE EQUITY INVESTORS, WHO INVESTED $17.13 BILLION 
Prs 68,520 crore) in 339 deals in India in 2007, consider regula- 
tory issues to be the most important barrier to investment, according 
to a KPMG survey on Private Equity Investing in India. Forty two per 
cent of respondents said RBI’s tight monetary policy was preventing 
them from accessing debt for their deals. The same number complained 
that tax-related litigations took an inordinately long time to resolve. 

“The barriers to PE invest- 
ments should be seen in the 
context of India's potential 


Barriers to investment in India 


Competition 

| to attract private equity. À 

Fiscal/ country of India's size should 
Regulatory Issues i 

Corporal attract investments of $50- 

Governance 100 billion (Rs 2,15,000- 

Management 4.30,000 crore) a year,” says 





Quality š 
Vikram Utamsingh, Head of 


THEY HAVE A 





. ing more. 


NFRASTRUCTURE COMPANIES AND 

real estate developers, in par- 

ticular, are acquiring new cor- 
porate jets as they expand their 
footprint across India. Even those 
who already own aircraft are buy- 
Hiranandani 
Infrastructure & Real Estate 
Company, HDIL, GVK, GMR 
Infrastructure, Omaxe, 
Parsvanath, Jaiprakash Industries, 
L&T, India Bulls Real Estate and 
Punj Lloyd, among others, have 
all recently acquired aircraft or 


Ethics a 21% 


Respondents % 


Private Equity, KPMG India. 

Gulpreet Kohli, Principal, 
ChrysCapital, says India's reg- 
ulatory environment has changed for the better, though there are still 
restrictions on dealing with sectors like banks, real estate and retail. 
From July 2007 to December 2010, India is likely to receive total PE 
investments of $48 billion (Rs 2,06,400 crore at current exchange 
rates), says a separate study done by Evalueserve. 


TAKING WING 


Real estate and infrastructure companies are 


buying planes to improve efficiency. 





KAPIL BAJAJ 


T) 


Mark D. Martin says: "Real estate 
companies have realised that pri- 
vate jets are a critical require- 
ment to move from one place to 
another in double quick time." 
Adds M.V. Subba Rao, GMR 
Group Director: "As we grow big- 
ger, the geographical locations 
will also multiply. In order to 
overcome the time and the hu- 
mun resource constraints, a fast 
mode of transportation and com- 
munication is essential." 

K.R. BALASUBRAMANYAM 
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DF — Gulfstream IV (G-IV) 
Pujloyd — — G-IV, Bell 206 L4 
Poonawalla Group — Cessna Citation 550 XL 
THROUGH THE ROOF EE uL pica 
A listing of the 5 most expensive property deals ZZ š QK S É were . Falcon 2000 
| YZZ NR Falcon 2000 EX Easy, 
Z m Reliance Infrastructure Beechcraft 
PAAA. S K King Air B200 

ZZ aE]. are ordering more. 
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Wildflower Hall, Shimla in the Himalayas 
Voted best spa resort in India bv World Travel Awards 
in the 2007 Travel Agents’ Poll. 


The Oberoi Amarvilas, Agra | The Oberoi Vanyavilas, Ranthambhore 
Rated the 6th best hotel im the world by Condé Nast Traveler Rated the 3rd best hotel in the world by Condé Nast Traveler 
in the 2007 Readers’ Poll. in the 2007 Readers’ Poll. 
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India Inc. Wakes Up to Brand Values 


RITISH NANDY COMMUNICATIONS 

(PNO), a film production house 
that has produced well known films 
like Hazaaron Khwaishein Aise, 
Chameli, Jhankar Beats and 
Bollywood Calling, to name a few, 
wanted to find out to what extent 
the PNC brand was able to add value 
to the business and how the com- 
pany’s commercial activities influ- 
enced Brand PNC? It embarked on a 
brand valuation exercise and re- 
alised that the PNC brand was worth 
Rs 265 crore as on January 2007. 

Similarly, a few months ago, 
Godrej Consumer Products (GCPL) 
got a valuation study done for its 
top five brands. The results showed 
that the value of its top five 
brands—Cinthol, Fairglow, Godrej 
No.1, Ezee and Godrej Powder 
Hair Dye—was Rs 3,900 crore, 
much higher than it had estimated. 
Adi Godrej, CMD, GCPL, says: “The 
objective was to understand what 
the valuation of these brands would 
be and to identify the demand driv- 
ers for each. This exercise will help 
us enhance these values through 
improvements in our operations.” 
Hosehdar Press, Executive Director 
and President of GCPL, adds: “The 
guidelines suggested to us by the 
brand valuation study will help us 
add value to our brands.” 

Experts say that brands will be 
major drivers of corporate value in 
the 21st century. There is now 
widespread acceptance that brands 
play an important role in generat- 
ing and sustaining the financial 
performances of businesses. M. 
Unni Krishnan, MD, Brand Finance 
India, the Indian arm of the 
eponymous global consultancy 
firm, explains: “In India, brand 
valuation is changing from being a 
mundane academic exercise to a 
management tool that is helping 
companies in their quest to be- 
come global players.” 
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Unni 


In India, the Tata Group un- 
dertakes brand valuation exercise 
on a regular basis, and is, in fact, the 
only Indian conglomerate to figure 
among the top 250 valuable global 
brands (it ranked #57 on Brand 
Finance’s Top 500 global brands 
list). Many more homegrown com- 
panies are following this route now. 
Apart from GCPL and PNC, compa- 
nies like the Cholayil Group (which 
makes the Medi Mix brand of 
soap), Chateau Indage, one of 
India’s leading wine makers, and 
Surya Food & Agro, which makes 
Priya Gold biscuits, have under- 
taken brand valuation exercises. 

So what’s the rush? “More com- 
panies are getting listed, or heading 
abroad to raise capital. Then, there’s 
a flurry of mergers and acquisitions. 
Global accounting standards man- 
date companies to be transparent 
about their business operation; and 
this includes listing brand valuation 
figures in financial statements,” says 
Unni Krishnan. 

R. Gopalakrishnan, Director, 
Tata Sons, explains: “Some of the 
drivers (behind this rush to get 


Krishnan: Brand valuation is no longer a mundane academic exercise 








brands valued) are a general interest 
in branding. Then, valuing brands 
can improve negotiating positions in 
a mergers & acquisition scenario. 
Lastly, there is a fiscal aspect, which 
is why many companies want to 
know the value of the brands they 
own.” GCPL’s Press adds: “Brand 
value is a good way to measure 
whether a marketing strategy has 
been successful. It helps you un- 
derstand where your brand stands in 
the market place.” 

The International Accounting 
Standards Board (IASB) has issued a 
new standard FRS 3, which requires 
all listed companies to mention the 
value of acquired brands and in- 
tangible assets on their balance 
sheets. “There is also a growing 
realisation among companies that 
cutting costs is not the only way to 
create value. Brands are central to 
businesses, and, therefore, cannot 
be left unaccounted for,” says Unni 
Krishnan. So, expect many more 
companies to begin announcing 
the values of their brands in the 
months to come. 

ANUSHA SUBRAMANIAN 


JHWVD LNVOIHSIN 


@ 2008 KPMG, an Indian Partnership and a member firm of the KPMG network of independent member firms affiliated with KPMG International, a Swiss cooperative. A 


While every business is dominated by stress, 
here's one that seeks to eliminate it. 





When unpredictability is the only thing 
predictable, how do you keep your long term 
plans in place? 


At KPMG in India, we have in-depth knowledge 
and experience in a wide array of businesses 
and industries. 


Our professionals bring international experience 
and yet have first hand knowledge of Indian 
conditions and regional nuances. Our office 
presence in seven cities brings know-how at vour 
doorstep in fraud management, background 
checks, information risk management, 

human capital and CFO advisory. 


All so that when it comes your business you can 
better concentrate on the larger picture. 
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YouTube Goes Local 


What is it? YouTube has launched 
its India site targeting local con- 
tent. This is the 20th country site to 
be launched by YouTube. 
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Why? Because the Indian market 
has moved up from being among 
YouTube's top 30 locations to the 
top 15 globally. 
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What do the numbers say? 
ComScore, an internet traffic mon- 
itoring site, claims YouTube India has five million users and adds up to 
200,000 more every month. 

What’s online? The site houses content from local sources as well as videos 
from local and regional content providers. Then, YouTube India will also be 
used by the IITs to freely disseminate its lectures. 

Who has signed on? Eros Entertainment, Rajshri Films, Ministry of 
Tourism, IIT-Delhi, UTV, and Krishcricket will provide their content on 
YouTube India. 

RAHUL SACHITANAND 





Say Tata to Web Attacks 


What is it? A service from the 
Tata Group that monitors web 
traffic to prevent a DDoS attack. 


What is a DDoS attack? It is a 
Distributed Denial of Service at- 
tack on a website where internet 
rogues use hacked machines to 
simultaneously make tens of thou- 
sands of requests on a website. 
Since most website servers are 
not built to take such a load, they 
eventually crash and the website goes down. 


What is the impact of a DDoS attack? Pretty severe if the website is an e-com- 
merce site; downtime can mean lost revenues and is particularly harmful for in- 
ternet-only companies, and internet criminals use this to ‘blackmail’ companies. 





Get the right 
job alerts at 


monster.com 


Pana Cii soma malc m ac 
- 


How will this service prevent DDoS? By monitoring traffic entering a site. The 
service will see if a sudden increase in traffic is malicious or not. If it is, it will 
prevent requests from being sent to the site server, preventing a ‘takedown’. 


Will it work? It is unlikely that the service will be able to prevent a large scale 
DDoS attack, but it should be able to repel most attacks. 
KUSHAN MITRA 
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STEEL PRICES 


STATUS: $1,080 (Rs 46,440) per 


tonne on May 22, 2008 


Steeling Up 
Steel prices have risen quite steeply. 
830 





Nov.'07 Dec.'07 Jan 08 Feb.'08 Mar.'08 April 08 
Figures are steel prices in $/tonne of hot rolled steel 
Source: BT Research 


IMPACT: Zooming steel prices are bad 
news for industry as well as con- 
sumers as several industries, like auto, 
real estate, consumer goods and oth- 
ers that use steel will see a rise in 
input costs. Unless prices correct, this 
will severely impact domestic growth 
this year. 


FII INFLOWS 
STATUS: Rs 1,244 crore till May 22, 
2008 


— (n a Rollercoaster 


Fils seem undecided on how much 
to invest in India. 





-13,035 


Figures in Rs crore Source: SEBI 
IMPACT: FII inflows have been quite er- 
ratic following the market crash in 
January this year. If this trend contin- 
ues, the stock markets may be in for a 
long bear phase as there isn't enough 
local money chasing stocks to offset 
the withdrawal of this deep-pocketed 
group of investors. 

COMPILED BY ANAND ADHIKARI 


Now be thrice as sure to land a prize catch. 


Your chances of hooking the right candidate just tripled. With three tempting media options for your appointment ad: 
Malayala Manorama - India's largest read and circulated regional language daily, manoramaonline.com — the 
world's third most popular newspaper website and Thozhilveedhi — Kerala's most trusted weekly magazine for 
employment news. Together, offering a reach that's unbeatable. At a combined rate that's now lesser than the daily s 
alone. So go ahead, make your ad workthree times better. 


N 


For further details, contact Jeslin - 94476 66526 


Malayala £> Manorama 


Source: ABC lul-Dec 2007. IRS 2008 RI. alexa.com Nobody delivers Kerala better 


*Conditions apply. Offer valid for limited period. 
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WRANGLING OVER 3G SERVICES 


THE ROLLOUT OF THE 3G NETWORK MAY NOT HAPPEN 
until late 2009. The reason: the Department of 
Telecom (DoT) and the Telecom Regulatory 
Authority of India (TRAI) just can't seem to agree 
on anything. 

DoT wants an open auction for third-genera- 
tion network spectrum, which will allow a host of 
international players to enter the Indian market, whereas TRAI would 
like the auction to be limited to Just current players in the market. DoT 
reckons an open auction will allow the government to raise far higher 
amounts of cash from the spectrum, while the TRAI contends that exist- 
ing players will be able to roll out 3G services a lot faster. 

[ndia is already at least three years behind the rest of the world in 
rolling out 3G services, and this wrangle will not help matters. 

KUSHAN MITRA 


NO CONSENSUS ON GST 


FRESH DIFFERENCES HAVE CROPPED UP 
GST DEADLOCK 


between the Centre and the states over the 

m Fresh differences between proposed goods and services tax (GST). The 

centre and states states are now jockeying for differential 

x rates of tax for goods and services along 

with different rates at the Centre and the 

states. This goes against the Centre's stated 
position on the issue. 

The Empowered Committee of State 
Finance Ministers has sent its recommen- 
dations to the Centre. With little consensus on the GST model to be 
adopted, it appears unlikely that the deadline of April 1, 2010 will be 
adhered to. 





m States want differential 
rates for goods and services 


m 2010 deadline unlikely to 
be met 


RISHI JOSHI 


EASIER FDI NORMS PLANNED 


THE GOVERNMENT IS PLANNING TO MAKE FOREIGN DIRECT INVESTMENT 
norms simpler. On top of its agenda is a proposal to scrap Press Note 1 
regulations, which make it mandatory for any foreign company in a 
joint venture to seek the approval of its local partner before planning 
fresh investments in other companies. The regulation was introduced 
in 1998 to shield local companies. 

Foreign investors have, in the past, sought the removal of this stipu- 
lation, arguing that it prevented them from making investments in the 
country. Several FDI plans have been blocked due to Press Note 1. 

RISHI JOSHI 
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BHASKAR PAUL 


A bird's eye view of what's hot and what's 
not on the government's policy radar. 





PRAFUL vs MONTEK 


THE DIFFERENCES BETWEEN CIVIL 
Aviation Minister Praful Patel 
and Deputy Chairman of the 
Planning Commission Montek 
Singh Ahluwalia have appar- 
ently deepened. Patel holds 
Ahluwalia responsible for de- 
laying the modernisation plans 
of airports. And now, we hear, 
the Communists have decided 
to take Patel's side, accusing 
the Plan panel chief of acting as 
a "Super Cabinet Minister". In — 
fact, several allies of the 
Congress in the ruling United 


- Progressive Alliance (UPA) are 


unhappy with Ahluwalia, but 
with the man enjoying the full 
backing of the Prime Minister 
and Sonia Gandhi, don't expect 
him to back down. 

KUSHAN MITRA 


SEBI'S 'HIDDEN' AGENDA? 

THERE IS INTENSE SPECULATION IN 
the stock market that SEBI is 
gearing up for the introduction of 
physical settlement in deriva- 
tives (trades in F&O are cash 
settled). Brokers believe that 
with the introduction of short 
sales, the foundation has 
already been laid by SEBI. Says 
a trader: "Delivery-based trans- 
actions will restore the parity 
between those who go long and 
short." But whether SEBI can 
muster the courage to push for 
the next phase of market 
reforms remains to be seen. 


RISHI JOSHI 
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NEWS NUMBERS OF NOTE 


BILLY BOWDEN Rs 44 crore: Reliance Industries (RIL) Chairman 
— H Mukesh Ambani's paycheck for 2007-08, a 45 
per cent increase over his remuneration 


of Rs 30.46 crore in the previous year 


1 0. The number of Fortune 500 companies that are 
currently headed by CEOs of India origin 


$ 1 billion (Rs 4,300 crore): World Bank's 
commitment to agriculture in South Asia for 2008, 
up from $300 million (Rs 1,290 crore) in 2007 


8.9 per cent: The percentage of the Indian 
workforce employed directly and indirectly by the 
tourism sector. Globally, 8.1 per cent of all working 
people are employed in the sector 








NT FRASER pun BOWDEN'S CASE, E. | 


3 e m mother of invention, AE 1 per cent: India's share of the global art market 


$50 billion: The value of the organised toy indus- 
try worldwide. Of this, the US toy market alone is esti- 
mated at $22 billion and the EU market is pegged at 
$12 billion. In 2007-08, India exported toys worth Rs 
120 crore across the globe, compared to China's ex- 
ports of $3 billion (Rs 12,900 crore) to the US alone 


48, 000: The number of employees at Reliance 
Industries. Of these, 10,000 are engineers, 3,000 
MBAs, 1 ,000 accountants and 200 doctorates 


Rs 22, 000 crore: Estimated market size 


of India's microfinance sector by 2012, compared 
to Rs 2,700 crore now 


dx dep $10 billion: Value of weapons sold by Russia 

$5 š MER CIS to India over the past five years. Contracts worth 

IE "Nothing. official about i | $9 billion between the two countries are in the 

=: 306 Cricket World Cup. process of being finalised 

jondy, CEO, - Creatigies 
OW Wc sad vibrant A spools 














Rs 2, 900 crore: State Bank of India’s total 
agricultural NPAs as of March 2008 


9, 000: Number of jobs Citigroup is planning 
to cut worldwide. It employs 370,000 people 
across the world 


E es 1 06. The number of Rolls-Royce cars sold 
A | i in China and Hong Kong last year. That is 
10 per cent of the 
company’s 
worldwide sales 


ng as stars in their own right. — 
 TEJEESH N.S. - BEHL. 
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Three is better than one. For Gillette's perfect 
shaving experience, get all of them today. 
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What about refining costs? 


— T — Asa percentage of the price the oil 
= — = | marketing companies pay, the number 
= p | has come down. This currently averages 
around $5 per barrel globally, though it i 

difficult to approximate numbers since 
refineries offset costs through sales of 
"associate" petroleum products. Howeve 
for complex crudes obtained 
through tar sands, refining costs 
could top $15 per barrel. 


= 
= si 
- r 


The Cost of B 


And the final price? 
Here is the fun part, the central and sta 
governments make more money from t 
sale of petroleum products every time t 
price of India’s crude basket rises. For 
example, in Delhi, the government take: 
over 50 per cent of the price you pay In 
taxes—Rs 23 for every litre of petrol sol 
at petrol pumps. So, while the oll 
companies bleed and you curse at risin 
prices, the finance ministers in North 
Block and various state capitals 
keep themselves busy counting 
How much does oil cost at their rising revenues. 
the well head? 
The cost of sucking oil out of the 
i | earth, however, varies depending on 
3) | the location of the oil well, but in 
í West Asia, it costs $15-20 per barrel. 


One barrel of crude oil 

( is the measurement 

unit for the stuff that 

. comes out of the well. 
—— 0e barrel is 42 US "mmm 
gallons or 158.9 litres. uq: 
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This refers to the price that Indian refineries pay 
for imported crude and is the average of Middle 
Eastern Heavy Crudes as well as Brent Light in 
an approximate 60:40 ratio. India imports around 
/6 per cent of its annual crude oil needs (or 2.5 
million barrels a day). The Indian Crude Basket 
is on average $10-15 lower than the spot price, 
including delivery cost 


The Finance Ministry levies customs duty of 5 per cent on imported crude 
Finance Minister P. Chidambaram has ruled out a cut in this duty, though 


Brunei is pitching for a cut in duties on crude imported from there 


Whoatnannens at the 
ABII'E Ie E. 


Crude oil contains a host of hydrocarbons of different 
molecular structures, not all of which can be used for 
motor spirit—petrol, diesel, kerosene, aviation turbine 
fuel. On average, only 19.5 gallons of crude per barrel 
can be used as motor spirit. However, as refining has 
become more of an art, mega-refineries like Reliance's 
Jamnagar refinery can distill even more products out 
of crude, from petrochemicals for plastics, asphalt for 
roads, sulphuric acid, lubricants, paraffin and tar. Very 
little crude is actually wasted nowadays 








“One cannot say each week that the government 


must take some measures to bring down pric 
or have some solutions because you must recog 
nise that even in a normal year, prices do rise 
seasonally between May and September” 


Prime Minister, to Agencies 


“I had to show the world that I was quite 
capable of standing on my own feet, making 
money and creating shareholder wealth’ 


Chairman, UB Group, talking about his variou: 
acquisitions, in BusinessWeek online 


"Everybody is bleeding in the industry” 
Promoter-Director, SpiceJet, referring 
airlines are incurring, in Business Standard 


“The era of cheap food is over” 

Vice President (South Asia Region), World Bank, talkin 
falling productivity and high oil prices that are likely to kee p 
prices at bigb levels for another decade, to Press Trust of Indi 


“The future destination for the Indian BP¢ 

industry is within the country. The biggest ui 

explored market is pretty much here in Indi: 
former NASSCOM President, in Business Standa: 


“Young people (in particular) are fascinated b 
India and this is putting pressure on America 
universities to have more exchange programm 
with universities in India” 


US Ambassador to India, in Business Line 


“I wish that instead of HP Indian IT 
companies had bid for EDS. They are s ] 


focussed on profitability that they missed a 
chance to catapult into the big league" 


Partner and Managing Director, TPI Advisory, referri 
Hewlett-Packard's $13.9-billion deal for Electronic Data Systems (EDS 
BusinessWeek online 


“Earlier, there were days when we would sel! 

10,000 flats in a day. But now, owing to th 

absence of speculators, that number has falle: 
CMD, Omaxe, in The Economic Times 


"For the time being, at least, the ‘nice’ 
decade is behind us" 


Governor, Bank of England, in a statement on the 
quarterly Inflation Report, to Agencies 
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INKED: By Ranbaxy, 
an agreement with the 
US-based Merck for 
discovery and clinical 
; development of anti- 
infective drugs. 
Ranbaxy will be paid 
an undisclosed sum upfront, and 
will potentially receive over $100 mil- 
lion (Rs 430 crore) per drug on achiev- 
ing various R&D and regulatory mile- 
stones. Ranbaxy CEO & MD Malvinder 
Singh said the returns will start flowing 
to the company from this (second 
quarter) itself. 





ANNOUNCED: A general insurance 
joint venture, between State Bank of 
India and Australia's Insurance Australia 
Group (IAG). SBI will hold 74 per cent 
in the joint venture and IAG the re- 
maining 26 per cent. SBI said the JV 
plans to commence the business in 
the current financial year. 


RISEN: By $1.38 billion, India's for- 
eign exchange reserves, to $314.08 bil- 
lion, during the week ended May 16. 
This is the second week in a row that 
forex reserves have increased. 
In the previous week, the reserves 
had increased by $200 million to 
$312.71 billion. 


JUST WONDERING ... 





SIMPLIFIED: By Securities and 
Exchange Board of India, the format of 
offer documents for mutual fund 
schemes to enhance transparency. 
These documents will have two parts— 
one containing all information on the 
mutual fund and the other on the 
scheme. The new application forms 
will be issued from June 1. 


NAMED: By semiconductor company 
AMD, chess Grandmaster Viswanathan 
Anand, as its brand ambassador in 
India. Globally, AMD is associated 
with Ferrari and Lance Armstrong. 
India is the only country where the 
company has opted for a brand 
ambassador. 


BOUGHT: By 
Britain's richest man, 
Lakshmi Niwas Mittal, 
a new mansion in 
London costing £117 
million (Rs 994.5 
crore), making it pos- 
sibly the world's costliest home, for 
his 32-year-old son Aditya. The de- 
velopment comes just months 
after he put his £40-million (Rs 340 
crore) house in London's Bishops 
Avenue, in which he no longer stays, 
up for sale. 


W;. HAS BEEN HAPPENING AT MTR FOODS 
since it was taken over by the Norway- 


based Orkla Foods for Rs 354 crore in 
February, 2007? Well, it seems Orkla Is 
now looking to fine-tune MTR's product 
portfolio. According to a senior MTR execu- 
tive, the company now has 65 products in 
the ready-to-eat (RTE) market and will soon 
bolster its snacks and curries portfolio. Riding 
on the rising global popularity of Indian food, MTR Chairman Sadananda 
Maiyya is now planning to take the company's RTE food into the Nordic mar- 
ket. But MTR, which had one exclusive outlet (in Bangalore) at the time of 
acquisition, has been unable to expand its retail presence since then. MTR 
executives, however, claim that retail expansion is part of Its growth strategy 
and that the company is identifying locations for this purpose. With companies 


such as ITC Foods stealing a march over its more established rivals, MTR will 
need to get its act together quickly or risk getting relegated to the sidelines 
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Q&A 
“We need to 
execute better” 


ONALD W. HOVESPIAN, 45, CEO 
R Nouell, an open source 
solutions vendor, was in India 
recently to review his company's 
operations in tbis country. He spoke 
to BT’s Rahul Sachitanand on a 
range of issues. Excepts: 


Where does India fit into Novell's 
scheme of things? 

India is a critical market for product 
innovation. It is also a fast-growing 
and important market for us in sec- 
tors such as banking and financial 
services. Simultaneously, we un- 
dertake complete product devel- 
opment from India and teams here 
are responsible for complete prod- 
uct lifecycle management. 


How would you describe Novell's global 
growth strategy? 

I am happy with our progress but Pm 
not satisfied with our speed of exe- 
cution. We must improve our ecosys- 
tem development with our partners. 
We signed deals with sAP and 
Microsoft over the last 18 months 
and we want to sustain this progress. 
I want Novell to be a leader in the 
infrastructure software market. 


What is your technology edge? 

We give customers a desktop-to- 
data centre story; we have, for 
example, an 85 per cent share in 
the market for mainframes run- 
ning on Linux. We will also stay 
active on the M&A front to gain 
niche technologies. 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in May 2008. 


Deal Particulars: Lafarge SA, a global leader in the cement industry, through its subsidiary 
Lafarge Aggregates & Concrete, has agreed to acquire Larsen & Toubro's ready mix concrete 
(RMC) business unit, L&T Concrete, for Rs 1,483 crore . 


Impact Analysis: The deal fits in well with Lafarge SA’s plans to expand its aggregates and 
concrete business in emerging markets. Lafarge is already a significant cement player in India and 
the acquisition will allow it to integrate forward. Secondly, it makes Lafarge the leader in the grow- 





ing Indian RMC industry, with a 25 per cent market share. The Indian RMC market currently con- 
DEALTRAC KER sumes less than 5 per cent of the total cement produced in the country, compared to 70 per cent 


in the developed world. So, it offers massive growth potential. 






TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 
















































































(Rs crore) 

L&T Concrete, RMC unit of Lafarge Aggregates & Concrete, - Industrial Acquisition — 1,483 100 
Larsen & Toubro a subsidiary of Lafarge SA Products — — — —— 0 0 0 0 10. 
ILBFS Investmart HSBC Holdings Financial Services Acquisition — 1008 1 1 73 
Mahindra & Mahindra  _Golboot Holdings — — Automotive — — Private Equity 700 4 
Certain assets of Petro Canada Cals Refineries — — —  Ol&Gas Acquisition — í 46 — 100 
Aztecsoft — — — ——  — Mode — — — — T —— Agistn 17  — 0 3 
Semac Revathi Equipment — Industrial Acquisition — 46 — — 170 
Parabolic Drugs „BTS India Private Equity Pharmaceuticals — — PrwateEquy — 29 M 
Speciality Molecules ——— Jubilant Organosys Pharmaceuticals Acquisition — 20 100 
Godrej Global Solutions  Tricomindia — Technology Acquisition — 20 100 
Space Hospitals — — — — —— Kaashyap Technologies — . Technology Acquisition — 18 — (à 11 100 
Camphor & Alied Products Oriental Aromatics — Basic Materials Investment 17 —— 0 20 
Natural Technologies — —  HOllnfosstems Technology Acquisition — 9 — 1 1 100 
Kashipur Sugar Mills (Dhampur Sugar) Goel Investment Consumer, Non-cyclical Investment — 7 6 
Exploration block in Hungarian Oil&Gas Oil & Gas Investment — NA. 35 
North West India, ONGC a — XXL LE uu 

Telisma — — _Onmobile Global Telecommunications Acquisition — NA 100 
Three coal mines (Indonesia) — — — Reliance Coal Resources — Energy — — Acquisition — NA — 1 100 
Lotus Five Star Cinemas — — Mlabsims Entertainment Acquisition — NA 51 
Locuz Enterprise Solutions  _3ilnfoteeh Communications — — lvesmnt NA. 6 
Luvata Czech SRO Uoyd Electric & Engineering Industrial Acquisition NA. 100 
Shri Ganapati Fertilisers -DCM Shriram Consolidated Basic Materials Acquisition NA. 8I 





*Includes only M&A, private equity and brand sale transactions 
**GMR Energy has an option to buy a further 45% stake in homeland mining 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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India has emerged as the second-largest seller of carbon credits in the world, with a 6 
per cent market share in 2007. China tops the list with a huge 73 per cent share, 
according to a recent World Bank report. 


Location of CDM (Clean 800 
Development Mechanism) Projects 


Primary annual volumes of CDM transacted (Mt) 





(As a share of volumes supplied in 2007) 100 — ———- 

E China Wi Eastern Europe & 

B india Central Asia (ECA) 

E Rest of Asia E Brazil 000 — | E 3 E q 
g Africa E Rest of Latin America 2002 2003 2004 2005 2006 2007 





JI (Joint Implementation) Project Types 
(as a share of volumes transacted in 2007) 


N,0 16% 
Hydro 3% 
Wind 2% 
Biomass 8% 


Other Renewables 1% 


Fuel switching 2376 


LFG 876 


Waste management 3% 
Fugitive 9% 
CMM (Coal Mine Methane) 27% 


Source: World Bank 
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On MTN's Trail 


Bharti's out of the race, but is R-Comm in? KUSHAN MITRA 


N THE FIRST DAY OF 

trading on the Indian 

stock exchanges af- 

ter news broke that 

negotiations between 
Bharti Airtel and South African 
telecom giant MTN had broken 
down, the stock of the Indian wire- 
less major recorded its biggest gain 
in a fortnight (of some 2.7 per 
cent). Clearly, punters in the Bharti 
stock were relieved that Chairman 
Sunil Mittal will not be stretch- 
ing the company's balance 
sheet, and enveloping it in a 
sea of debt in order to finance 
the acquisition. 

Yet, from a long-term 
view—something traders on 
Dalal Street aten't 
particularly known to 
have—an acquisition 
of MTN would have 
been just what the 
doctor ordered for 
Mittal as it would 
have given Bharti 
a toehold in fast- 
growing markets. 
To be sure, MTN 
has an attractive 
geographic 
spread, which 
includes 21 
countries across 
Africa and West 
Asia, giving it a 
total subscriber base 
of just under 70 mil- 
lion (as against Bharti's 


























61 million). But what would have 
been the deal of the decade wasn't 
to be. With MTN being valued at 
close to $50 billion (Rs 2.15 lakh 
crore), this was supposed to be cor- 
porate India's biggest-ever inter- 
national acquisition, putting Tata 
Steel's buyout of Corus in the 
shade. Yet, less than three weeks af- 
ter the drama officially began, on 
May 24 Bharti announced that the 
transaction was off. 

So, why did the 
deal break down? 
Simply put, 
whilst Bharti 
was dreaming of 
a takeover, MTN 


Dialling in: R-Comm's 
Ambani (L) picks up 
the MTN line as 


Mittal disconnects 


had other ideas. Not only did it 
want more money per share, it 
actually wanted Bharti to merge it- 
self into MTN. Bharti's irritation 
was apparent in the text of an e- 
mailed release to the media: 
*Bharti believes that this convo- 
luted way of getting an indirect 
control of the combined entity 
would have compromised the mi- 
nority shareholders of Bharti Airtel 
and also would not capture the 

synergies of a combined entity." 


ders' Bharti is referring to 
is, of course, Singapore 
Telecom (SingTel), which 
owns 30.8 per cent of the 
equity of Sunil Mittal's com- 
pany. The Singaporean telecom 
operator would have found 
its position severely 
compromised in the 
event of a merger be- 
tween MTN and 
Airtel. What's more, 
given South Africa's 
strict rules for 
“Black Empower- 
ment’, the coun- 
try's version of 
affirmative ac- 
tion, the black 
population of the 
country has to 
OWn a certain 
percentage of 
any company 
listed in South 
Africa. This, 


EN One of the ‘minority share- 
E hol 


coupled with the fact that Bharti 
Airtel had already hit the maximum 
74 per cent foreign ownership ceil- 
ing allowed by the government of 
India, would have left little room for 
SingTel to manoeuvre around. If 
Bharti had folded into MTN, both 
the Mittal family and SingTel would 
have lost their clout over the oper- 
ator. Clearly, MTN was in no mood 
to be acquired. And Bharti, which 
had begun *talks' as a prospective ac- 
quirer, was in no mood to play sec- 
ond fiddle, either. 

Unsurprisingly, within hours of 
Sunil Mittal pulling out of the deal, 
rumours surfaced that Anil Ambani's 
Reliance Communications(R- 
Comm) was in talks with MTN. This 
was confirmed by the company in a 
release to the stock exchanges on 
Monday, May 26. 

R-Comm also said that it had 
entered into ‘exclusive’ talks with 
MTN (the exclusivity factor had 
been absent in Bharti's dealings 
with MTN). However, with the 
MTN Board demanding a high 
price, R-Comm might have to shell 
out a lot more than Bharti was 
prepared to give; and, like Mittal, 
Ambani might also be loath to 
give up control of R-Comm. 
Unlike Mittal, however, Ambani 
does not have a large minority share- 
holder such as SingTel to keep 
happy. Analysts are skeptical that 
Ambani can pull off a deal for now. 
But there was little clarity at the 
time of writing of what lay ahead. 
What was certain is that Bharti is out 
of the race for MTN. MTN, for its 
part, was still in play. 


Setting Back the Sensex 


Spiralling oil prices spoil the market's comeback bid. 


FTER JANUARY'S PANIC SELL-OFF 

which saw the Sensex tum- 
ble below the 15,000 mark, the 
stock market seemed to be recov- 
ering modestly on the back of an 
above-average showing by cor- 
porate India. The market re- 
bounded to the 17,000-mark in 
April. But no sooner than the 
market showed signs of stabilising, 
another bolt, this time in the form 
of high global oil prices, hit in- 
vestors. Oil prices zoomed past 
the $130 mark in the first week of 
May, which was a cue for the 
Sensex to shift into reverse gear; 


the 30-share index has since May 


Š lost a little over 1,086 points to 


close at 16,348.50, down 6.23 
per cent, at the time of writing. As 
fears of a global slowdown now 
loom large over the global mar- 


kets, the stock market is again 


back in a bear grip. - 
Oil has been playing a spoil- 


A Rollercoaster Ride | 
The markets may be in a bear grip. 
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sport in the global equity markets. 
With global brokerages increasing 
their forecast for oil prices— 
Goldman Sachs reckons crude 
could hit $200 per barre! in the 
next 24 months—stock markets 
are expected to remain wobbly for 


the next few months. But the rising 


oil prices have shifted the focus 
from microanalysis to the macro- 
economic fundamentals of the 
economy, which is in a precarious 


condition. Says Manish Sonthalia, 


Senior VP, Research and Strategy, 


Motilal Oswal Securities: “Oil is a 


real big worry for the markets be- 
cause of which the government : 
balance sheet is getting worse. 
Institutional players are taking this 
seriously." IIFL, the institutional 
arm of India Infoline, says that at 
the current price of oil, India’s cur- 


rent account deficit could more 


than triple in 2008-09 to $40 bil- 
lion (over 3 per cent of GDP). 
Another worry high on the 


list has been a weakening rupee, 


which has fallen to 42.50 per dol- 
lar. This makes imports more ex- 
pensive and further contributes 
to the current account deficit, 
weakening India’s macro- 


M economic fundamentals. And yet 


. another macroeconomic factor, 


inflation, has soared to a high of 


7.83 per cent. 


~ CLIFFORD ALVARES 
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In the Dock 


Is Satyam guilty of fraud 
and forgery? 
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HERE IS A SAYING AT SATYAM 

Computer Services that when it 
comes to dealing with customers, it 
is not alchemy but chemistry that 
works. But what if the equations 
turn sour and outcomes get toxic? 
The youngest billion-dollar NYSE- 
listed IT services major from 
Hyderabad is perhaps now coming 
to terms with this as it faces charges 
of alleged forgery and fraud by a 
former customer. 

This follows a recent report 
that Satyam Computer has lost an 
appeal at the Court of Appeal in 
London, which upheld a court rul- 
ing barring the IT major’s move to 
block its one-time client, Upaid, 
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Satyam’s Vadlamani: Says it’s a ruling 
on jurisdiction and not the actual case 


an online and mobile payment serv- 
ices company, from proceeding 
with its fraud and forgery claims 
against Satyam in Texas, us. The 
decision, Upaid claimed in a press 
statement, “confirms an earlier 
High Court judgment in favour of 
Upaid on all points. This ruling al- 
lows Upaid’s lawsuit against Satyam 
alleging forgery, fraud, misrepre- 
sentation, and breach of contract, 
and what Satyam admits are “ex- 
tremely large sums of money”, to 
proceed to a US trial by jury in a 
Texas federal court. 

So, what really happened? 
According to Satyam, sometime in 
1997-1998, one of its subsidiaries 
in the US was engaged by Intouch 
Technologies (now called Upaid 
Systems) for product development 
work. Upaid Systems apparently 
wanted to patent a product and 
Satyam provided support, as con- 
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tractually required, to Upaid for 
obtaining the patent. Some of the 
then Satyam employees were 
named as co-inventors to the 
patent. In 2002, Satyam and Upaid 
concluded the business relation- 
ship and, based on the settlement 
agreement signed then, any future 
disputes were to be tried under 
the UK laws. In 2006, Upaid filed 
certain claims of infringement 
against some companies (appar- 
ently Qualcomm and Verizon) in 
the Us and, in the proceedings, two 
former Satyam employees denied 
signing the patent assignment doc- 
uments. Aggrieved, Upaid filed a 
case against Satyam in Texas, US in 
2007 to declare their patent valid 
and sought damages from Satyam 
for any possible losses arising out of 
impairment of their patent. Satyam, 
in turn, filed a petition in London 
contending that the jurisdiction 


lay the UK in line with the terms of 
the agreement signed between the 
two parties earlier. 

The ruling by the courts in 
London, Satyam CFO Srinivas 
Vadlamani says, is a decision on 
the jurisdiction and not on the ac- 
tual case. In a statement, he says: 
"The courts in London have de- 
cided that the case in Texas can 
continue and be heard based on an 
earlier assignment agreement 
signed by Satyam's then subsidiary 
and Upaid. Thus, the latest court 
decision has determined that the 
jurisdiction lies in the us and the 
underlying case is expected to be 
tried in the us in 2009. The us 
case is in a very preliminary stage 
and has to undergo the due 
process of law and Satyam is con- 
fident that it has merits in this 
case and will contest the case." 
He also says that Satyam is con- 





sidering its legal options as 
regards the dismissed appeal in 
the London courts. 

Asked to clarify the legal filings 
by Upaid, Satyam officials feel the 
filings are yet to be validated by a 
court of law and that the process is 
expected to commence sometime in 
June 2009. However, they say: 
"Our point of view remains that 
we are in the software services busi- 
ness and, as was expected of us, 
supported Upaid to achieve its busi- 
ness goals. In our understanding, 
the allegation of inappropriate doc- 
umentation does not arise as it was 
directly enabled by their represen- 
tative—who was based at Satyam’s 
premises—with our associates." It 
remains to be seen now whether 
Satyam is able to demonstrate that 
its relationships do not come at 
the cost of its reputation! 

E. KUMAR SHARMA 





NOKIA 


Voice-guided navigation 
Pre-loaded maps: 


Zoom in/out and 3D map views 


Points of Interest search" 





ted by buildings, natural obstacles, weather conditions and satellite availability. Navigation is otherwise a premium offering which needs to be purchased for extra payment prior to use. For pre 
heck with your service provider for related charges. Nokia 6110 uses the Route 66 navigation platform. "Points of Interest search limited to points of interest marked on available maps 


‘tured or imported by Nokia India Pvt. Ltd. #For assistance on Nokia products and services, call Nokia Care. Add STD code when dialing from a GSM connection. Vivi.  nnkia rn in 


bt current 


TITRES RI E E 
SE ccm 





Not an Open 
and Shut Case 


Bangalore's new international 
airport takes off—bitterly. 


FTER WEEKS OF SUSPENSE AND 
«s Bangalore's new inter- 
national airport at Devanahalli, 33 
km from the city, has come to life, 
but the old airport has not ended its 
life as yet; it has been put on a ven- 
tilator for the next three months. 
“The HAL airport is closed, but the 


small, was ideally suited for 
IT companies. 

Bangalore International Airport 
Limited (BIAL), 74 per cent of which 
is funded by private investors such 
as Siemens, L&T and Unique Zurich 
Airport, doesn't want the old airport 
to operate. BIAL has so far spent Rs 
2.470 crore on the project, and one 
key commitment it secured while 
inking the deal in 2004 was that 
no other airport would function 
within a distance of 150 km. All 
this while, the government betrayed 
no signs of reneging on its word; 
but one is not sure what line the 





BIAL's Brunner: Expansion at the airport will continue, he says 


issue is still open," Karnataka's 
Infrastructure Secretary V.P. Baligar 
declared, soon after the new air- 
port opened to passenger traffic on 
May 24. Implicit in the comment 
was a hint that HAL airport, too, 
could coexist with the new one. 
The Karnataka government, es- 
pecially its bureaucrats, has never 
been sympathetic to the critics of the 
new airport, who are resentful not 
just of the inadequate connectivity 
to the airport, but also the pro- 
posed permanent closure of the old 
airport. Located on the east of 
Bangalore, HAL airport, though 
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new government will pursue. 
Nevertheless, the officials are 
talking about renegotiating with 
BIAL the possibility of keeping HAL 
open for short-haul flights. The 
stakeholders in the new state-of- 
the-art facility have no option. The 
Karnataka High Court, hearing PILs 
filed, among others, by Bangalore 
City Connect Foundation—a group 
predominantly of CEOs led by Bosch 
India's Joint Mb M. Lakshmi- 
narayan—has directed the Civil 
Aviation Ministry, Karnataka 
Government and BIAL to see if the 
HAL airport, too, can function. 
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Kiran Mazumdar-Shaw, 
Chairman of Biocon, sees nothing 
wrong in a concluded contract being 
reopened and reworked on fresh 
terms. “It’s not cast in stone. The 
agreement clearly goes against pub- 
lic interest and supports private mo- 
nopoly,” she fumes. 

Most residents of Bangalore’s 
Electronic City, which houses several 
big names in the IT business and is 
located 55 km away from the new 
airport, air similar views. “Seeing 
the long distances one has to travel 
from the new airport and the traffic 
congestion that will arise, our IT 
clients have already told us that they 
would prefer meetings in Mumbai, 
New Delhi and Chennai,” says T. V. 
Mohandas Pai, Director, HR, Infosys 
Technologies. Others say the new 
airport’s annual capacity of 10 mil- 
lion passengers is inadequate. Albert 
Brunner, BIAL’s CEO, disagrees. “We 
can easily handle 14 million pas- 
sengers at our airport. We want to 
be a world-class airport, and for 
that reason, immediately after the 
airport opening, we go into the next 
expansion phase.” For now, the de- 
bate rages on. 

K.R. BALASUBRAMANYAM 





Quagmire? 
No, Legal Mire 


Foreign law firms should be let 
in, but selectively. 


ITH INCREASING PRESSURE ON 

X the Indian government to 
open up the legal services sector, a 
heated debate is on about the virtues 
of liberalising the market. The gen- 
eral feeling seems to be that India is 
not yet ready for international com- 
petition. Most Indian lawyers feel 
that the pressure is unjust as it stems 
from the growth potential in the 
home countries of international law 
firms, especially the UK, reaching a 
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saturation point. 

Opening up of the legal services 
sector is not a part of the WTO man- 
date. However, pressure from the UK 
stems from the fact that while Indian 
lawyers are allowed to set up 
offices in Britain, British law firms 
aren't allowed to do the same in 
India. In the UK, foreign firms can 
open offices, employ English lawyers, 
seek clients and market themselves 
without any restrictions. While the 
Indian law degree does not enable 
one to practise English law, all one 
needs to do is to just take the 
Qualified Lawyers Transfer Test. 

The foreign law firms see India 
as a virgin play in the global legal 
scene. Domestic firms also recognise 
that the sector will be opened up; it 
is now just a matter of when. That is 
why they have formed unofficial 
alliances with top foreign law firms. 
Many British and American firms, 
although not allowed to practise in 
[India at present, have set up surro- 
gate Indian practices based outside 
the country. They have also estab- 
lished liaison offices to aid their 
practice. *Liberalising the sector all 
of a sudden will certainly hit local 


Raise the bar: Liberalisation benefits 
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BRIC Under Stress 


Input costs are rising in BRIC nations, but they remain optimistic. 


S THE SPIRALLING PRICES OF 
JA oue oil and commodities 
threaten the world economy, the 
BRIC (Brazil, Russia, India and 


China) countries—made famous in ` 


2003 by a Goldman Sachs paper, 


and now often used as a proxy ` 
for emerging market economies— - 


are feeling the stress even though 


business confidence remains. 
robust. Over half of 1,400 service 


sector companies in the four coun- 


tries, surveyed by global consulting 


firm KPMG, expect annual growth 
of their total operating costs to 


accelerate over the next 12 


months, citing dearer raw material 
prices, staff salaries and out- 
sourcing costs. | 

Inflationary expectations were 
highest in Russia and lowest in 
Brazil; India was at the third place 


behind China, the Spring 2008 
KPMG Business Outlook Survey, 


based on six sectors (Hotels & 


Renting & Business Services, Post 


& Telecom, Financial Intermedi- 


ation, and Other Services), says. 
The BRIC firms, however, remain 


confident about their business. 
prospects (they expect growth in- 
business, revenues, profits, and. 


pricing power) over the next 12 
months. "Although the overall “net 


firms hard as all the big corporate 
deals will be taken away by the for- 
eign firms," says a partner of a law 
firm, under conditions of 
anonymity. Lawyers feel that the 
government should liberalise the 
market in a calibrated manner, giv- 
ing local firms more teeth to com- 
pete against the foreigners. 
Existing laws impose severe re- 
strictions on Indian firms. They 
are prohibited from advertising 
or even having websites. They are 
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Inflationary Expectations 


Higher Same Lower Spring Autumn 
26 26 26 Net Bal. Net Bal. 
446 18 +490 +528 


Do you expect rate of growth of average input 
prices paid by your company to be higher, the 
same or lower in twelve months' time compared 
with the current rate? 





=% Same W% Lower =% Don't know W% Higher 


quarterly survey, conducted in April and October for 
‘Services’ and January and July for Manufacturing”, uses ‘net 
balances’ to indicate the degree of future optimism or 
pessimism for each of the survey variables. The net balances 
vary from -100 to + 100 — from pessimism to optimism). 
Source: Business Outlook Survey, conducted by KPMG and 
NTC Economics 





balance’ of firms forecasting 
growth of activity (+58) was down 
compared to the figure for last 


— autumn (+65.7), it was still in- 
Restaurants, Transport & Storage, | 


dicative of buoyant optimism,” 
the survey noted. 

As for India, more than 60 per 
cent of the service providers polled 
—the highest among the four 
countries—expect an increase in 
levels of business activity, and 
about 58 per cent anticipate higher 
profitability. 

KAPIL BAJAJ 


also not allowed to have more 
than 20 partners. Domestic law 
firms feel that removing these re- 
strictions will enable them to en- 
hance themselves to face the com- 
petition once the sector is opened 
up. The expert committee report 
on developing Mumbai as a fi- 
nancial centre opines that opening 
up India to foreign lawyers will 
help in three ways: “It will im- 
prove the legal knowledge avail- 
able in the country, particularly 
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To know more about Reliance Money and other case studies 
Visit: microsoft.com/india/bigdata | Email: sql in microsoft.com 
SMS: SQL to 5676751 | Call: 1800 102 1100 (Airtel)/1800 111 100 (BSNL/MTNL) 


SQL Server advantages 
* Trusted Platform: Secure, highly available and scalable 
licrosoft* * Business Insights: Reporting, Data-warehousing, OLAP anc 


2 ^ Data Mining included 
) e r ve r * Faster Time to Market: Easy to use, deploy, manage and faster to 


create applications 


© 2008 Microsoft Corporation. All rights reserved. Microsoft, "Your potential. Our Passion’ and SOL Server are the registered 


trademarks or trademarks of Microsoft Corporation in the United States and/or other countries. The names of actual 
E Lud companies or products mentioned herein may be the trademark of their respective owners. i 
MeCann/MSFTIRINR 


bt current 


on the interfaces between 
finance and law. It will help global 
finance firms feel comfortable 
operating in Mumbai, as they will 
find familiar global legal firms. It 
will have the same impact on im- 
proving the skills, technology and 
competitiveness of the Indian 
legal services industry that per- 
mitting FDI had on Indian indus- 
trial firms," the report says. Given 
these benefits, there is no reason 
why India should not allow firms 
from other countries to open shop 
in India on a reciprocal basis. 
ROHIT VISWANATH 
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Rising fuel prices are bleeding 
Indian carriers. 
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T IS NOT A QUESTION OF ‘IF’ BUT 

*when' 
an aviation industry insider. The 
question? Will rising costs claim 
one of India's new airlines, much 
like they did back in 1996 when 
East- West, Damania and ModiLuft 
folded up in the space of a few 


Not the Beetle, But Small It Is 


The German car maker plans a small car for India. 





VW's Mueller: Eyeing the mid segment 


T HAS BEEN A FEW MONTHS 
L. Volkswagen (VW) set up 
shop in India, and the going so 
far, says Joerg Mueller, Managing 
Director, Volkswagen India, has 
been good. *We are on schedule to 
launch our own small car in India 
by 2010. This will be in the five- 

-seven lakh price range and put us 
in the middle of the market," he 
says. It will be based on the Polo 
platform, but will be designed 
from the ground up keeping in 
mind Indian needs and conditions. 
“We are not here to be a bit player, 
we want to have a 10 per cent 
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share of the market, and this is a 
growing market," says Mueller, 
who has a new plant coming up in 
Chakan near Pune to manufac- 
ture the Skoda Fabia (Skoda is 
part of vw). vw has always been 
serious about emerging markets. It 
is the number one car maker in 
Brazil and China and is aggres- 


sively expanding into Russia. 


With plans to introduce the 
Jetta, a Honda-Accord/Toyota- 
Camry-sized car in a few months, 
Volkswagen is beefing up its dealer 
network. *We plan to sell 200 
Jettas a month and have added 
dealers in Punjab, Delhi and 
Hyderabad," reveals Mueller. By 
the end of the year, the company 
will have 10 dealerships. “But 
before the small car comes, we 
will need to have anywhere be- 
tween 100 and 120 dealerships 


- on the ground,” says Mueller, who 


has been part of VW projects in 
Brazil and China. His goal, there- 
fore, is simple: he wants to make 
India another stomping ground 
for the German car group. The 
East Asians had better watch out. 

KUSHAN MITRA 


” is the dire prediction of 


DEBASISH PALIT 


SPiceje 


SplCelet co 


Low-cost pes Hikes hurt danan 


months? “I will not deny that the 
situation is bad,” admits Siddhanta 
Sharma, Executive Chairman, 
SpiceJet. “Three years ago, when 
we started operations, aviation tur- 
bine fuel (ATF) cost less than diesel, 
but prices have doubled since then.” 
In May 2007, the cost of a kilo- 
litre of ATF was Rs 37,421 at Delhi 
(the cheapest of India’s major air- 
ports), in May 2008 the cost was 
Rs 58,388, a 56 per cent increase. 
Accordingly, airlines that started 
out on the-premise that fuel would 
account for 35-40 per cent of op- 
erating costs suddenly face a situ- 
ation where it makes up 80 per 
cent of costs. “Costs vary from air- 
line to airline, but from my talks 
with other airlines, this increase is 
hurting everybody,” says Sharma. 
But will an airline shut down? 
GoAir recently stopped flying to 
Kochi, Coimbatore, Pune and 
Chennai; others are slowing down 
expansion plans. Increasing air 
fares is not the best option for the 
airlines, which, just the same, have 
increased prices by raising the “fuel 
surcharge” over the past few 
months. “We see a fall in demand 
every time we increase prices. And 
industry growth rates have dropped 
to single digits,” says Sharma. So, 
don’t be surprised if a low-fare car- 

rier simply drops off the horizon. 
KUSHAN MITRA 
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all-new 


bags - Driver, Passenger, Curtain and Side 
System * ABS, EBD & Brake Assist + G-CON 


2.4 Elegance and 2.4 Inspire MT & AT Nt TEC | =s G-CON HON 





The Power of Dreams 


LEAD 


_ The all-new Honda 


Pr-O 


PERFORMANCE * New 180 PS 2.4L i-VTEC Engine * VGR (Variable Gear Ratio) COMFORT + Advanced Audio with USB connector and Multi-selector SAFETY - 6 SRS A 
Bteering System + Paddle Shift with 5AT + Multi-ink Rear Suspension * DBW * Rear Audio Control * Dual Zone Automatic Climate Control * Rear AC Vents * ACE * Active Headre 





New 2.4 litre i-VTEC engine 





NORTH: DELHI - Courtesy Honda, Okhla: 39870600/700; Prime Honda, Patparganj: 9999109841-50; Ring Road Honda, CP:43080000, 
Motinagar: 42597000, Peeragarhi: 45520000/ 45540000; Southend Honda, Badarpur: 40621212, 29894600-04; Saket: 40611212; FARIDABAD - 
Classic Honda: 0129-4097007: GHAZIABAD - Prime Honda: 9999109841-50; GURGAON - Pearl Honda: 0124-3021111, 9350677777; 
Ring Road Honda: 0124-4077000/4688000; NOIDA - Ace Honda: 0120-4000400; AGRA - Heritage Honda: 0562-4027777; BAREILLY - Heritage 
Honda: 0581-2560007-08: DEHRADUN - Divine Honda: 0135-2645001-04; KANPUR - Pushp Honda: 0512-2544600; LUCKNOW - Fortune 
Honda: 0522-2200701-04; AMRITSAR - Prestige Honda: 0183-3067777; CHANDIGARH - Harmony Honda : 0172-5022222; Prestige Honda: 
0172-3067777: HISAR - Lotus Honda: 01662-221635/36; JALANDHAR - Prestige Honda: 0181-3067777; LUDHIANA - Horizon Honda: 
9915798000; Prestige Honda: 0161-3067777; PATIALA - Prestige Honda: 0175-3067777; KARNAL - Prestige Honda: 0184-3067777; 
JAMMU - Hill View Honda: 0191-2662731; JAIPUR - Pink City Honda: 0141-3106820; JODHPUR - Royal Honda: 0291-2725555/7777, 
UDAIPUR - Autokam Honda:0294-2491641/42; 


EAST: KOLKATA - Imperial Honda: 033-22896801-04, Pinnacle Honda: 033-40004444; Windsor Honda: 033-39839400-30; BHUBANESWAR - 
Highway Honda: 0674-2463522-23; SILIGURI - Sunrise Honda: 0353-3202070/80; JAMSHEDPUR - Millennium Honda: 0657-2200701-04; 


WEST: MUMBAI - Arya Honda, Worli: 66539999; Ballard Estate: 67459999; Hallmark Honda, Navi Mumbai: 27675000; Ichibaan Honda, 
Andheri(W): 26744350; Chembur: 25202212; Kalina: 26523915; Lower Parel(W): 24910102; Linkway Honda, Andheri(E): 66123150; Malad: 
66123725: PUNE - Deccan Honda: 9850771223; Bund Graden: 9373448839, Grand Honda:66336633; AURANGABAD - Deccan Honda: 
9373344301: KOLHAPUR - Riverside Honda: 9922109494; NAGPUR - Rushabh Honda: 2295406; NASHIK - Rushabh Honda: 2388100 
GOA - Coastal Honda: Verna: 6693333, Panjim: 2235323, AHMEDABAD - Landmark Honda: 9825812777; SURAT - Landmark Honda 
9825232213: RAJKOT - Landmark Honda: 9825219920; VADODARA - 9909913694; BHOPAL - Abhikaran Honda: 9893698883 
INDORE - Abhikaran Honda: 9893041888; RAIPUR - Shubh Honda: 9993574000; 


SOUTH: BANGALORE - Dakshin Honda, Hosur Road: 9880421212; Lavelle Road: 080-22969811; Whitefield Honda, Whitefield Road: 9845008060 
Cantonment Station Road: 080-25553367-68; MANGALORE - Peninsular Honda: 9243309999; HUBLI - Lakeview Honda: 0836-2278837 
CHENNAI - Capital Honda, Airport GST Road: 9940460001; Sundaram Honda, Mount Road: 9940411111; COIMBATORE - Sundaram Honda: 0422-2449303 
MADURAI - Sundaram Honda: 0452-2343458; HYDERABAD - Pride Honda: 9951607006; SECUNDERABAD - Sundaram Honda: 9849168323 
VIJAYWADA - Sundaram Honda: 9849725556; VIZAG - Sundaram Honda: 9849120325; CALICUT - Peninsular Honda: 9895399000 
COCHIN - Peninsular Honda: 9895199000; TRIVANDRUM - Peninsular Honda: 9895299000. 
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Comic Relief 
ACK Media is redefining the 
graphic novel. 


AMIR PATIL KNOWS BOTH THE IT 

and animation markets well. The 
36-year-old started Vertex Software 
in 1997-98 as a wide-eyed wannabe 
entrepreneur; after struggling for 
a few years, he headed to MIT, 
Sloan, for a management degree. 
On graduating, Patil headed to con- 
sulting giant McKinsey & Co. for a 
six-and-a-half year stint with its 
media practice, before returning to 
once again pick up the reins of his 
tech start-up. And then last year, 
he sold it to NTT Data. 

Patil has now pooled his ex- 
pertise across these industries, to 
start ACK Media, a Mumbai- 
headquartered media and anima- 
tion company. The company's ini- 
tials reflect how Patil started his 
business: By acquiring Amar Chitra 
Katha (ACK) and Tinkle, two well- 
known (and much loved) comics 
from its publisher India Book 
House. A long-time fan of both 
titles, Patil is now in the midst of re- 
designing the comics, to suit 215t 
- century audiences and expand the 


—A -scale and reach of these titles to 


_ kick-start its revival. “Sales were 
growing very slowly and there were 
very few value-adds to both ACK 
‘and Tinkle over the last few 
decades," says Patil. 

ACK Media hopes to tap the 
large captive audience in India for 
these titles and then look beyond to 
a sizeable diaspora, many of whom 
have grown up on these comics. 
"We estimate that our target market 
is around 300 million people be- 
low the age of 16 in India and as 
many as 4-5 million households 
overseas. The latter hasn't really 
been tapped by the animation in- 
dustry," says Patil. Besides digitising 
content and putting it up on the 
internet, Patil is also looking to 





* tanur 1 akaa Tas 
Buddies 7 M. 


ACK Media’s Patil: Giving old yarns in Amar Chitra Katha and Tinkle a fresh lease 


monetise some of these characters 
by having games and other online 
content based on them. ACK Media 
is bank-rolled by Patil and his part- 
ner, Shripad Morakhia, a serial en- 
trepreneur behind financial serv- 
ices firms such as SSKI and 
Sharekhan. The duo plans to build 
its one-year-old start-up and spread 
its wings into new mediums, 
including Tv and the mobile phone. 

Patil took the first step in this 
direction when he acquired Karadi 
Tales, which has some 45 titles in 
multiple formats (print, audio and 
video) and counts well-known artistes 


like Naseeruddin Shah, Gulzar, and 


Girish Karnad as narrators of its sto- 
ries. “Our brands share a lot of syn- - 


ergy and we have a similar target 
audience,” says Patil, explaining the 
reason for the deal. This deal will 
give Patil a wider distribution reach, 
with the combined entity having ac- 
cess to some 700 stores nationwide; 
both companies will be able to lever- 
age this to broaden their reach. 
Mobile phones are expected to be 
the next big eye-catcher in the ani- 
mation market, says Patil, pointing to 
the 250-million-plus subscriber base 
in India. “Currently most commerce 
is focussed on SMS, wallpapers and 
ringtones, but the future will see 
the evolution of the mobile as the 
primary source of connectivity, 
enabling us to look at much wider 
options,” says Patil. 

ACK Media is building individ- 


INYASOD HSAWD 


ual centres of excellence for its nas- 


cent business, with Mumbai housing 
its animation studio, Bangalore its 
gaming set-up and Chennai fo- 
cussing on children’s content (with 
Karadi). “Most of our revenues will 
come from consumer sales for the 
moment, but there is a large ad- 
based stream that the company 
hopes to tap as more data-based 
offerings begin to gain popularity in 
the market,” adds Patil. 

RAHUL SACHITANAND 





Himalayan 
Trek + 


Will the Tatas’ foray into mineral 
water travel well? 


YEAR AGO, TATA TEA GOT INTO 

an agreement to buy into 
Mount Everest Mineral Water 
(MEMW), and eventually gain man- 
agement control. That duly hap- 
pened over the next few months, 
during which the tea and coffee ma- 
jor set up a task force to manage 
the bottled water business. The task- 
force was headed by Pradeep 
Poddar, a former Managing Director 
of Heinz India, who has also 
assumed charge as CEO of MEMW. 

A year down the line, with the 
Tatas at the helm, MEMW has re- 
launched its flagship brand 
Himalayan, with a facelift and a 
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Bottling plant at Himachal Pradesh: Wellness 





new tag line—natural mineral wa- 
ter. So, what else changes? Poddar 
says the objective is to create a 
dominant position for water in 
many value-added forms. “Globally, 
the bottled water market is worth 
$5 billion (Rs 20,000 crore) and is 
growing in double digits,” he points 
out. Back home, the market is esti- 
mated to be as large as Rs 1,500 
crore, and growing at approxi- 
mately 25 per cent year on year. 
“We have got onto the platform 
of wellness and want to be a natu- 
ral mineral water," adds Poddar. 
The market for mineral wate 
opposed to bottled water—is 
merely Rs 100 crore, with players 
like Evian and Bisleri Mountain, 
apart from Himalayan, in the fray. 
MEMW is looking to strengthen 
Himalayan's position in the retail 
segment. The brand is currently 
available in about 1,500 outlets and 
in select restaurants. Percy 
Siganporia, Managing Director, 
Tata Tea, and Chairman, MEMW, 
says the intention is to take the 
Himalayan brand to the markets 
where Tata Tea is present. Tata 
Tea already has a global play with 
the acquisition of brands such as 
Tetley in the UK and the us-based 
Eight O'Clock Coffee. Domestically 
too, there are plans to piggyback 
on Tata Tea's retail strength. “We 
will also have access to Tata Tea's 
10 lakh outlets at the retail level," 
adds Poddar. The next step for 
MEMW will be to look at the 
enhanced water segment. 
MEMW, which was promoted 
by entrepreneur Dadi Balsara in 
1995, has a plant in Himachal 
Pradesh's Sirmour District. It sources 
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Is big for the Tatas 


Its natural mineral water from an 
aquifer that has a recharge capacity 
of 1 billion litres per annum. “Our 
wellness platform is a big-ticket 


IFI 
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proposition,” says Poddar. 
Himalayan will be available in three 
sizes—200 ml, 500 ml and 1 litre. 

KRISHNA GOPALAN 


Bricster's Banter 


The Indian economy is on track, but equities are overheated. 


HEY COME FROM FAR AND 
wide—and from Wall Street — 

to assure us that the Indian econ- 
omy is doing just fine, thank you 
very much. John Thain, Chairman 
& CEO, Merrill Lynch, was in 
Mumbai recently, where he let on 
that *there's a lot of wealth be- 
ing created in India”, even as he 
pointed out that Merrill was very 
much on the mend in the US. Also 
in India on a similar mission 
around the same time was Jim 
O'Neill, Head of Global Economic 
Research at Goldman Sachs, the 
man responsible for coining the 
term BRICs (Brazil, Russia, India 
and China). O'Neill, of course, 
stands by the India growth story, 
and is even generally bullish about 
the health of the world economy. 
According to O'Neill, the global 





Goldman's O'Neill: Growth is intact 
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economy is expected to grow at 
roughly 3.7 per cent in 2008; whilst 
this is lower than 4.8 per cent and 
5 per cent in 2007 and 2006, re- 
spectively, it's still higher than the 
3.2. per cent average growth for 
the last 25 years. The BRIC countries 
will, of course, have it better—col- 
lectively they're expected to scorch 
ahead at 9 per cent in the current 
year, although that's lower than 
the 10.2 per cent recorded last 
year. “India is growing at close to 8 
per cent. That was inconceivable a 
few years ago," says O'Neill. He 
also believes that the worst of the 
US credit crisis is over. 

A thumbs up to the Indian 
economy, however, doesn't nec- 
essarily translate into approval of 
valuations of domestic equities. 
“Despite the correction that we 
have seen (the Sensex has slid from 
an all-time high in the 21,000 
range to 17,000-odd last fortnight), 
Indian equities seem overpriced. 
We are advising clients to invest in 
western companies that are well 
exposed to India, rather than invest 
directly in the local market,” says 
O'Neill. Now, would that make a 
Citi more attractive than a State 
Bank of India? 

T.V. MAHALINGAM 
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BROADRIDGE - Fiscal 2007 Highlights 


PEE EN UU ASI UT Y 


Where ibd 
technology meets 
global banking 


pallii n 


Accurate | Dependable | Efficient 


USA | Canada | United Kingdom 
Switzerland | Czech Republic | India 


Hong Kong | Japan | Australia 
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Bridging — 
the Gulf 


The Tatas and Birlas are once 
again in a telecom alliance. 


HEN TWO INDIAN CONGLOM- 

X erates who were one-time 
partners in wireless telecom once 
again come together, along with an 
international mobile operator and a 
global bank, it's an alliance that's 
worth taking a closer look at. When 
Idea Cellular of the A.V. Birla 
Group, Tata Communications, UAE 
mobile services provider Etisalat 
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Sights on the emigrant: (L-R) Etisalat's Rashed Al Abbar, HSBC's Neelesh 


HSBC 4 


has close to 2 million emigrants, 
which is 5.7 per cent of its total 
population." Most of them are 
based in the Gulf, and that's where 
Etisalat, with a subscriber base of 
some 5.5 million, comes into the 
picture. The person making the re- 
mittance from the UAE will use his 
Etisalat mobile service; Tata 
Communications will be the cen- 
tral hub for the service; and HSBC 
will function as the banking channel 
enabling the transfer of funds and its 
disbursement in India. 

Once the money has been re- 
mitted, the Idea Cellular user in 
Kerala will receive a text message 
on his mobile. *This form of re- 





19 Pi 


Heredia, Idea Cellular's Pradeep Shrivastava and Tata Comm's Allan Chan 


and HSBC India joined hands re- 
cently, it was a tie-up that was more 
significant for its ingenuity than its 
impact. The four partners have got 
together to provide a mobile-based 
remittance service; this will be a 
pilot study initially and will allow 
Indians working in the UAE to remit 
money to their families back home. 

To begin with, the service will be 
available to Idea Cellular's sub- 
scribers in Kerala—a state with a 
large emigrant population—where 
the operator has over 2.7 million 
subscribers. Points out Pradeep 
Shrivastava, Chief Marketing 
Officer, Idea Cellular: *The state 
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mittances can only grow over time. 
This is a huge market opportunity 
and we view it as an opportunity to 
transfer money securely and 
quickly," says Neelesh Heredia, 
Deputy Chief Executive Officer, 
HSBC India. 

Vinod Kumar, President (Global 
Data and Mobility Services), Tata 
Communications, says this venture 
offers the company an opportunity 
to create a global hub for the inter- 
operability of all mobile commerce 
transactions. The pricing for the 
service is still being worked out. 
Rashed Majed Al Abbar, Senior 
Manager (Product Marketing), 





Etisalat, says a transaction of this na- 
ture typically costs around 25 
dirhams (around Rs 284) in the 
UAE. "This is clearly a volumes game 
for us," he adds. The 2 million 
emigrants will agree. 

KRISHNA GOPALAN 


Niche Play > 
Medicine 


Drug firms are doing what it 
takes to differentiate them. 


IFFERENTIATE OR DIE. THAT SEEMS 
D to be the key message Indian 
pharma players seem to be sending 
out through some of the deals they 
are getting into. And there have 
been a spate of them since January: 
Recently, in a matter of a month, Dr 
Reddy's pulled off three outbound 
acquisitions; Ranbaxy Labs, too, has 
been on overdrive with alliances and 
partnerships over the past six 
months. Other pharma firms, too, 
have been in the thick of M&As or al- 
liance building efforts: Zydus Cadila 
in January announced a collaboration 
with Prolong Pharmaceuticals, a US 
drug delivery and development com- 
pany; last year, Lupin bought out a 
Japanese company (in addition to 
a Baroda-based pharma firm); and in 
the space of contract resarch & 
contract manufacturing services, 
Jubilant Organosys in April this year 
picked up a Canadian company 
which, among other things, offers an 
entry into the radiopharmaceutical 
business in North America that is 
apparently worth close to $2 bil- 
lion. Jubilant also acquired Specialty 
Molecules, a niche manufacturer of 
specialty intermediates with facili- 
ties on the outskirts of Mumbai. 

The drivers in most cases are 
either to acquire a niche asset, tech- 
nology or both. If not, then the 
driver is entry into a key market or 
to gain a key customer. All to either 
spread the reach or gain speed to 


E 
CE 





Actual site pictures 


WHAT TO PLAN FOR A ROMANTIC DINNER 


5 COURSE MEAL 
Of 
7 COURSE MEAL 


THE ONLY THING YOU HAVE TO 
THINK OF BEFORE MOVING IN TO CAITRIONA 
0 Km from South of Delhi 
Overlooking 9 hole golf greens 
4-5 Bedroom Luxury condominiums 
For a selected few 


Height of Ambience and Standards 


Caitrionaá 


seven star living 
Ambience Island, NH8, Gurgaon 


Ambience Limited 
L-4, Green Park Extn., New Delhi - 110 016. Tel: *91 I1 2619 5042/ 4021/ 8101, 4600 2700. Toll Free: 1800 102 2624. Fax: *91 11 2616 4757 
E-mail: caitriona@ambienceindia.in Website: www.ambiencegroup.in 
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BOLDNES 


Do you believe in the power of boldness? Someone who redefined the rules of a freedom struggle 
it can change everything. In steel and everywhere. As we look to the future, boldness will help us rede 


www.arcelormittal.com 





HANGES EVERYTHING. 





ArcelorMittal 


[ed us the power of non-violence did. At ArcelorMittal, we believe transforming 
llence, lead our industry and transform tomorrow. tomorrow 





DRL's Prasad: Scouting geographies 


market. Take the case of Dr 
Reddy's. *We look for geographies 
where we do not have a presence; 
then we buy a small vehicle and 
then build up our pipeline on that 
and grow the business," explains 
G.V. Prasad, Vice Chairman & 
CEO, Dr Reddy's. And there's 
Ranbaxy. *We have undertaken 
strategic initiatives that include 
partnering with companies focussed 
on research and manufacturing in 
specialty and niche areas," says CEO 
& MD Malvinder Singh. 

Differentiation and niche play is 
also a route to ensure survival in 
an increasingly commoditised US 
generics market. “In every com- 
modity market there are value plays 
and it depends on how smart a 
company is (to tap this)," says 
Prasad. What must, however, be 
said is that the basic strategy and ap- 
proach has not changed and regu- 
lated markets (Us and Europe) are 
still viewed as important, though 
now there is higher growth ex- 
pected out of emerging markets, 
including India. Which is perhaps 
why, analysts today point out that 
leading Indian companies like 
Ranbaxy, Dr Reddy's and Sun 
Pharma will continue to be active in 
trying to tap the opportunities in 
generics, resulting from an esti- 
mated $40-odd billion (Rs 1.72 
lakh crore) worth of patent expira- 
tions in 2008 and 2009. 

Even as a clutch of Indian drug 
firms keep themselves busy in the us 
generics market, a few are making 
their moves in Europe. Glenmark 
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Blazing a Trail 


Cognizant has galloped into the Fortune 1000. 


T HAS GOT PLENTY OF FIRSTS TO 
Ii credit. To begin with, there 
aren't too many firms that can be 
referred to as “India-incubated 
American companies." Recently, 
Cognizant Technology Solutions 
became the first India-incubated 
American company to make it to 
the Fortune 1000. The Chennai- 
based US company is one of the 
fastest growing IT companies in 
India. It recorded its first billion 
dollars in annual revenue in 2006 
in less than 12 years since incep- 
tion and crossed the second billion 
revenue mark in the next 18 
months. The company is expected 
to post revenues of just under 
$3 billion (Rs 12,900 crore) in 
2008, up 38 per cent over the pre- 
vious year. The Fortune 1000 list- 
ing (rank 859) comes in just its 
14th year of operation. 

In the last 18 months, the com- 
pany has found a place in the S&P 
500, Forbes Global 2000 and the 





Cognizant’s D'Souza: Upbeat 


Pharmaceuticals, for instance, plans 
to establish 4-5 distribution front- 
ends in Western European markets 
in the next three to five years, or- 
ganically or inorganically. 

For Sun Pharma, the us will con- 
tinue to be the promised land. Says 
Uday Baldota, vp, (Investor 
Relations), Sun Pharma: “No doubt, 


Fortune 100 Fastest Growing (for 
the fifth consecutive year); for good 
measure it came in sixth in the 
Forbes 25 Fastest Growing Tech 
Companies list and 19* in the 
BusinessWeek Top 50 Performers. 

Francisco D’Souza, President 
and CEO of Cognizant, is opti- 
mistic about the company’s im- 
mediate future, a US slowdown 
notwithstanding. “I see client de- 
mand driven by two trends in 
2008—a cyclical trend related to 
the current macro-economic en- 
vironment and a secular trend 
resulting from different structural 
pressures within the industries. 
We are exceptionally well- 
positioned at the confluence of 
these two trends." He says that at 
a macro level the company is fo- 
cussing on four key priorities that 
would further expand business. 
First, it will strengthen opera- 
tions by expanding scale of newer 
offerings (like infrastructure serv- 


.ices, BPO) and grow in Europe to 


win large deals. Second, it will 
build a leadership talent pool to 
capitalise on new and existing 
growth opportunities. Third, it 
will expand the global delivery 
network to enhance the breadth 
and depth of services to global 
customers. Finally, Cognizant will 
strive to preserve the company's 
culture in the midst of its furi- 
ous pace of growth. 

NITYA VARADARAJAN 


the us market has become com- 
moditised but there are two facets to 
competing in this environment: 
One, a tight handle on costs; and, 
two, offering a comprehensive range 
with a mix of high-volume products, 
complex products and some where 
one may hold exclusivity!” 

E. KUMAR SHARMA 
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Drinking and driving don’t mix 
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SUNIL MITTAL 
CMD, Bharti Enterprises 
He's moving slowly 
but he's focussed 





At today's prices of real estate, 
retail isn't a viable business. 


HAT MAY NOT BE THE 

most appropriate state- 

ment to begin a fea- 

ture on ‘Retail Wars,’ 

but when it’s made by 
Kishore Biyani, a pioneer of 
organised retail in India, it merits 
deeper thought. Biyani's reasoning 
is simple: *Today most retailers 
are working on a net margin of 3 
per cent. But thanks to spiralling 
real estate costs, occupation costs 
are double that figure." 

Yet, Biyani will be the first to 
acknowledge that organised retail 
is an opportunity that few pro- 
moters—particularly the big busi- 
ness houses—can ill-afford to ig- 
nore. For all the familiar reasons 
(sustainable high economic growth, 
a predominately young popula- 
tion, search for convenience, etc). 
That's why, as per figures put out 
by consultants Technopak, the re- 
tail industry is expected to sink 
all of $36 billion into various for- 
mats by 2013. This would result in 
an industry with an estimated 
turnover of $110 billion by 2014. 

Sounds optimistic? Perhaps, 
but a little over a decade after a 
clutch of players like Pantaloon, 
Trent and Shoppers' Stop took their 
first tentative steps in organised re- 
tail, plenty has changed. After years 
of experimenting with various for- 
mats, the serious players are begin- 
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He's present on 25% 
of India's retail space 
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THEY'VE NOW BEGUN 


ning to settle down. And they’re 
settling down in the categories that 
matter—basically food & bever- 
ages and personal care, which con- 
stitute some two-thirds of the mar- 
ket for organised retail. As Raghu 





Pillai, President & CEO (Retail 
Operations & Strategy), Reliance 
Retail, says: “Incremental private 
consumption will be in the range of 
$40-60 billion annually. That’s why 
large players with strong balance 


UU 


K.M. BIRLA 


Chairman, Aditya Bi 
He has burst on the 
scene from the cold 











will indicate, the rea 
ation is just beginning 
the big conglomerates have in 
cated their eagerness to di 
After putting up some 
Reliance Fresh Stores over so 
1.5 million sq. ft, Reliance Re 
wants to go the whole hog i 
permarkets —by July it will 
hypermarkets over some 
lion sq. ft (currently it has jus 
such formats over just some 3 l: 
sq. ft). Tata company Trent say 
a cloudburst has 23 properties signed uj 
hypermarkets (it currently ha 
three, and is readying to laune 
fourth). Aditya Birla Retail is ta 
ing about 100 hypermarkets o 
the next few years. And Ki: 
Biyani, who opened his firs 
Bazaar in 2003, has so far 90 si 
formats on the ground. 
As Pillai puts it: “To be a s 
nificant player with scale ii 
ganised retail, one has to 
foods & grocery. You can't b 
multi-billion-dollar playe: 
have a presence only in garment 
However, it's not as if these lar; 


scale formats will mushroi 


SHEER overnight. In fact, spiralling rea 
B tate costs (and rentals), despi 


ongoing correction, coupled w 
the higher cost of doing busin: 
sheets are busy putting their stakes out) what works and what does- may just compel a few to go 
on the ground to seize this devel- — n't. The moves of the larger players But clearly for the big bovs th 
oping opportunity." Adds Biyani: with strong balance sheets could no going back from he: 
“We are now in phase II of the retail well deter the smaller players from billion-dollar question, o 
story, when companies have fig- proceeding." is: Will all of them be 

ured out (or are close to figuring Indeed, as the stories that follow co-exist over the longer term: 
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CMD, RIL 
Not a rollout but 
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Hyperactive 


Hypermarkets, supermarkets, convenience stores, specialty stores, rural business 
hubs. . Reliance is on a retailing blitzkrieg, but is it on the right track? 


BRIAN CARVALHO 


VER THE COMING FORTNIGHT, 

Raghu Pillai, President & 

CEO, Retail Operations & 
Strategy, Reliance Retail (RRL), will 
be on the road, and shuttling be- 
tween Delhi, Bangalore and 
Hyderabad. It's time for the 
Reliance Retail juggernaut to un- 
leash three more specialty formats 
on unsuspecting masses. They'll all 
be under the Home umbrella—and 
the venture could even be called 
Reliance Home—with separate for- 
mats for furniture, furnishing and 
kitchen equipment. That will be 
yet another launch of yet another 
specialty format from RRL, in yet 


64 BUSINESS TODAY JUNE 15 2008 


another category. Consider the roll- 
out—which Pillai would rather term 
a *cloudburst,"—so far: Hyper- 
markets, Reliance Town Centres, 
supermarkets, convenience stores, 
specialty stores (digital, health and 
wellness, apparel, etc.), rural busi- 
ness hubs; in categories like food & 
grocery, consumer durables & elec- 
tronics, auto care and lifestyle. The 
big bang of course has been in foods 
& grocery, where RRL has 572 
Reliance Fresh stores across 59 
cities. And there's the biggest store 
in India, the hypermart that's 
branded Reliance Mart (there are 
three of them so far), in Ahme- 





Reliance Retail's Pillai: Expanding across different formats 


LOS 


dabad, spread over 165,000 sq. ft. 
That it still has ample empty spaces 
is another matter, but the quest for 
size and scale is typical of the 
Ambani strategy of creating capac- 
ities not based on today's demand 
conditions but what will play out in 
future. 

Pillai hasn't had much time to 
breathe easy—the 30 minutes he 
spent with this writer at the Bombay 
Gymkhana may have been the only 
moments of respite in a long time, 
sandwiched as he is between meet- 
ings of the various teams (of the 
Footprint Stores, the Digital Stores, 
Wellness Stores...see The Reliance 


Rollout). Over the past five weeks, 
and the coming seven, Pillai has 
had, and will have, his hands full 
putting in place some more hyper- 
marts. By July the hypermarts will 
be spread over 1 million sq. ft. 
Currently, RRL is spread over 3.5 
million sq. ft (1.5 million sq. ft be- 
ing hogged by the 572. Reliance 
Fresh stores selling fruits & veg- 
etables)—all done over the past 17 
months, which has company offi- 
cials boasting that this is the fastest 
rollout on such a scale in the world. 
"In categories like garments and 
lifestyle, and to a certain extent 
consumer durables, (organised re- 
tail) has made significant progress. 
But in foods and grocery, the 
biggest market, the action has yet to 
play out,” says Pillai, who is also on 
the board of RRL. 

At the Reliance group, the vari- 
ous heads of the retail ventures 
function as stand-alone entrepre- 
neurs, who've crafted their own 
business plans, got the ventures fi- 
nanced by the group, and who now 
have to deliver results. The common 
thread running through these vari- 
ous forays is a burning desire to 
provide quality products and serv- 
ices at the best prices, and in the 
most convenient setting. For this 
purpose, Reliance is also attempting 
to create an efficient global supply 
chain in an effort to add more value. 
"We have seen significant progress 
at the shop-keeping end of organ- 
ised retail. But the competitive edge 
will lie with those who are success- 
ful in creating an efficient supply 
chain. The big lacuna today is in 
logistics and distribution, which 
also makes it a significant opportu- 
nity," says Pillai. 

One of the many significant shifts 
in strategy at Reliance over the past 
year has been the eagerness to strike 
Joint ventures. And that's best man- 
ifested in the retail thrust. RRL has 
joint ventures with Marks & 
Spencer (for clothing and home 
ware), Pearl Europe for the launch 


A. PRABHAKAR RAO 








THE RELIANCE ROLLOUT 


So far, it's spread over 3.5 million 
square feet. 
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572 Reliance Fresh stores across 
22 dis _ 


3 Reliance Trends stores — 
Apparel & accessories 


4 Reliance Footprint stores Shoes 


5 Reliance Digital stores — 
Consumer durables _ 


2 Reliance TimeOut — Books, 
music, gift store - 


4 Reliance iStores — The Apple store 


7 


3 Reliance Mart — Hypermart 
8 Reliance Super — Minimart 


11 Reliance Wellness stores — 
Wellness products 


2 Reliance Jewels stores — Jewellery _ 


1 Reliance Autozone — Automotive 
specialty store 












of a chain of optical stores, and with 
Office Depot for office products 
and services. More such Jvs are ex- 
pected, and officials don't rule out 
such an arrangement for the flagship 
business of food & grocery 
(although no work has begun vet 
on this front). The rationale for the 
Jvs, as Pillai points out, is two-fold: 
"There are two advantages of opting 
for alliances. One, it is the quickest 
way to scale up to a global stan- 
dard. And two, one gets a chance to 
plug the Indian production base into 
the global supply chain, which is 
worth $5-6 trillion today." Analysts, 
however, point out that Jvs are also 
a way to hedge one's risks—and 
Reliance may be doing just that; if 
the gambit doesn't pan out, the Jys 
could well turn out to be the perfect 
exit strategy. 

Competitors, most of whom are 
watching RRL’s rollout with eager 
eyes, wonder whether the Rs 
25,000 crore that Reliance has pro- 
fessed to spend on retail will ever be 
used up. They point out that the 
Reliance top brass could well be 
waiting for paybacks before they 
make fresh investments (investments 
made so far are estimated by 
industry observers at a few thousand 
crore; RRL officials could not offer a 
figure). What’s more, point out 
rivals, the various formats rolled 
out so far are still experiments, and 
the biggest rollout has been of the 
smaller-size Reliance Fresh outlets. 
The huge hypermarts sound im- 
pressive but they don’t mean much 
if they can’t be filled up. Pillai points 
out that the 1.65 lakh sq. ft mart is 
one of its kind, and RRL is currently 
looking at how to optimise that 
space; some large specialty retailers 
are headed there, adds Pillai. Such 
huge spaces are a matter of con- 
cern, but RRL’s hypermarts will be in 
the 65,000-70,000 sq. ft range, 
which are eminently doable. Clearly 
it’s early days yet for RRL, but there’s 
little doubt: The RRL juggernaut has 
begun to rumble. 
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Footprint for Foottalls 


With Croma, Westside, Titan and Tanishq stores, and much more, the Tatas 
have a formidable retail presence. BRIAN CARVALHO 


SK ANYBODY WHO'S THE 
nv with the widest reach 
in the country, and the pre- 
dictable answers would be: 1. 
Reliance, with its 600-odd outlets 
(most of them Reliance Fresh ones). 
2. Future Group, with some 90 Big 
Bazaars, 135 Food Bazaars, 102 Indus 
League formats, and an assortment of 
specialty retail outlets. Few would 
venture to consider the Tatas as a 
formidable force in organised retail. 
But the group might just be that. 
Consider: By 2010, the group will 
have at least 700 outlets, across for- 
mats and categories, and of various 
sizes, going up to 50,000 sq. ft at 
the hypermarket end. These include 
100 Croma stores, which sell con- 
sumer durables and electronics (not 
including proposed smaller formats of 
3,500-8,000 sq. ft in downtown and 
high-street locations in metros), up to 
70 Westside stores (for affordable 
fashion), perhaps 25 hypermarkets, 
which go under the Star India Bazaar 
brand, and at least 10 Landmark 
book stores. And don't forget the 
Tanishq (jewellery) and The World of 
Titan (watches) stores—by the year- 
end, the former will have 130 stores 
and the latter 333. The biggest bang 
will, of course, come when Tata 
Motors rolls out its outlets to sell 
the Nano across the country. 
These formats are across a 
range of companies—Croma for 
instance is under Infiniti Retail, a 
Tata Sons subsidiary, and Westside, 
Star India Bazaar and Landmark 
are under the Noel Tata-run Trent 
(the hypermarket business was re- 
cently spun off into a subsidiary). 
But there's a clear method at the 
group level. Ajit Joshi, CEO & Mp, 
Infiniti Retail, points to the syner- 
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The Tatas have their tentacles 
in various formats and categories. 


BRAND/ CATEGORY/ NO. OF STORES 


Croma/ Consumer durables 
100 stores by 2010 — — —— 


Westside/ Apparel 
60-70 by 2010 _ 


— 3L = 


Star India Bazaar/ Hypermarket 


Three currently, 23 properties signed _ 


Landmark/ Book store 
100 Westsides, Star India Bazaars and 
Landmarks by 2009-10 — — 


Tanishq / Jewellery 
130 stores by yearend — Á —— 


World of Titan/ Watches 
333 stores by year-end 
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Infiniti Retail's Joshi: Playing on the synergies of Tata's diversified retail formats 
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gies that exist across formats, cate- 
gories and companies. “Together 
we can easily occupy 50 per cent of 
a mall and provide value to mall 
owners that few others can." Neeti 
Chopra, Head-Marketing, Trent, 
points to the example of a Croma 
store within a Star India Bazaar; or 
how Trent is working with Titan to 
tap into the latter's franchise net- 
work. *We run a franchised model, 
hence there is not much capex in- 
volved from our side. The invest- 
ment in new showrooms will come 
from our franchisees," says V. 
Govind Raj, Vice President, Retail 
& Marketing, Tanishq. Taking a 
leaf out of the Tanishq game plan, 
Westside, too, plans to take the 
franchise route when expanding 
into Tier II and Tier III cities. 
ADDITIONAL REPORTING BY 
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Along with hypermarkets and supermarkets, A.V. Birla Group is 
focussed on family apparel stores. ANUSHA SUBRAMANIAN 


AST FORTNIGHT, KUMAR 

Mangalam Birla played his 

latest card in the Aditya Birla 
Group’s Rs 10,000-odd crore retail 
gambit. After hypermarkets and 
supermarkets and dabbling with 
concept stores of its various brands, 
the $28-billion (Rs 120,400 crore) 
conglomerate has launched a fam- 
ily store format in Mumbai. 
Madura Garments, the apparel 
retail business of the group, plans to 
invest Rs 400 crore to open 80 
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Peter England People stores, each 
spread across 10,000-12,000 sq. 
ft, over the next five years. By June, 
Bangalore will have a Peter England 
People store, which will also make 
its way into Delhi, Hyderabad, 
Chennai and Kolkata. By the end of 
the current financial year, Birla 
will have 10 such stores across dif- 
ferent cities. 

The market for organised 
apparel retail is estimated at 
Rs 4,900 crore and is expected to 
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THE BIRLA WAY 


He's going step by step. 


Current formats 

Hypermarkets; supermarkets; flagship and 
concept stores of its various brands (Allen 
Solley, Louis Philippe, Van Heusen); Peter 
England People, a large-format family story 


Total number of outlets 

250 exclusive flagship and concept stores; 

10 Peter England People Stores by 

fiscal year-end; Aditya Birla Retail that has 

500 supermarkets and two hypermarkets 

pom to have 1,500 supermarkets and 100 
ypermarkets by 2011 


Investment to be made over 3-5 years 
Rs 400 crore for Peter England People and 
Rs 8,000-10,000 crore for Aditya Birla Retail 


grow to Rs 1,30,000 crore in the 
next five years. The Aditya Birla 
Group expects to rake in Rs 4,500 
crore ($1.04 billion) revenues from 
the apparel retail business in the 
next five years. Says Birla: “Our 
vision is to make Peter England 
People India’s favourite family 
brand and the dominant fashion 
apparel retailer. We plan to 
have brands straddling mass, pre- 
mium and super-premium/luxury 
segments.” 

The family store is the new plan 
on Birla’s drawing board. However, 
clearly it is the hypermarkets and 
supermarkets portfolio, under sub- 
sidiary Aditya Birla Retail Ltd, that 
is hogging most of his attention, 
and investments. The group's foray 
into retail began in 2006 when it 
acquired Trinethra, the south India- 
based chain of stores. Trinethra 
has over 170 outlets in the south. 
By May 2007, the company had 
launched its ‘More’ brand of 
stores—while the supermarkets 
have a minimum size of 10,000 
sq. ft, the hypermarkets are spread 
over 75,000 sq. ft. Until March 
2008, the company had rolled out 
500 supermarkets (including 275- 
odd Trinethra stores that have been 
now renamed ‘More,’) and two 
hypermarkets in Mysore and 
Vadodara. Eventually, the group 
hopes to scale up to 1,500 super- 
markets and 100 hypermarkets. 
That will call for hyper growth. 


The Goliath Cometh 


Bharti-Wal-Mart is moving cautiously, but it's been tying up 
its loose ends—or rather the back-end. TEJEESH N.S. BEHL 


HE MOST HYPED JOINT VENTURE 

| in India's retail industry, be- 
tween Bharti and Wal-Mart, 

has also been the most awaited. The 
duo came together in 2006 and got 
into a JV in August 2007 for a cash 
and carry format; till date only the 
Indian partner has something to 
show for its efforts—Bharti Retail 
has put up three Easy Day stores in 
Ludhiana, the neighbourhood store 
format (spread over (2,500-4,500 
sq. ft). Easy Day will also be opened 
in two other formats—medium or 
supermarket (25,000 sq. ft-45,000 sq. 
ft) and large or hypermarket (75,000 
sq. ft-100,000 sq. ft). These will retail 
day-to-day family products. As for 
Wal-Mart, its cash and carry B2B 
stores will make their India debut 


sometime in 2009. To be fair though, 
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establishing a back-end supply chain is 
a time-consuming task. Bharti Retail is 
now open to partnering with local 
store owners on a franchise basis, pos- 
sibly to catch up with the other 
established players who have raced 
ahead with stores in every nook and 
cranny of India's cities. 

According to a Bharti- Wal-Mart 
spokesperson, Wal-Mart's cash and 
carry formats are under develop- 
ment—and even then, it does not 
intend to rush into the market. The 
next seven years, for instance, will see 
just 10-15 stores opened under the 
cash and carry Jv—concentrated 
largely in Tier 1 and Tier 2 cities 
across northern India, especially 
Punjab. The Wal-Mart B2B stores 


will have a maximum area of 4 


100,000 sq. ft. 


- Bull in an India Shop 


Will being a mall developer prove an advantage for 
Indiabulls Retail? ANUSHA SUBRAMANIAN 


F KISHORE BIYANI HAS USED RETAIL 


ASIS PALIT 
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Sunil Mittal: Ready for the race 





|: a foundation to foray into 
financial services, it’s quite the 
reverse for the Indiabulls Group. 
It started with financial services, 
then moved into real estate, and 
then arguably synergistically into 
retailing. Indiabulls Retail Services, 
a wholly-owned subsidiary of 
Indiabulls Real Estate, over the next 


Indiabulls Marts, which are small- 
format stores, in the range of 4,000- 
5,000 sq. ft and stock groceries and 
general merchandise; Indiabulls 
Mega Stores, medium-size lifestyle 
stores, will follow; and Indiabulls 
Wholesale will be on the lines of the 
cash-and-carry format similar to 
Costco in the us. Says Ikroop Singh, 
CEO, Indiabulls Retail Services: 


“Currently we have 35 Indiabulls 
Marts; these will go up to 100 
stores. There will be 10 large-format 
wholesale stores. All these stores 
have been planned to come up over 
the next 12-18 months.” 


P= 12-18 months will set up a chain of 
am — - groceries, lifestyle and wholesale 
EE stores. The company has already 
* spent nearly Rs 400 crore in its 
= retail venture. 

For starters, there are the 
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Ikroop Singh: In expansion mode 


bt cover story 


Next Bold Move 


Videocons retail business is targeting a $3-billion turnover 
in less than half a decade. TEJEESH N.S. BEHL 


MBITIOUS TARGETS ARE NEVER 
an issue with Venugopal 
andlal Dhoot, Chairman & 
Managing Director, Videocon 
Group. That probably explains his 
objective of notching up $3 billion 
(Rs 12,900 crore) in turnover from 
his retail venture—comprising Next, 
Planet M and, the latest offering, 
Bolld, which will be a wholesale cash- 
and-carry B2B venture. “Currently, 
we have a turnover of $500 million 
(Rs 2,150 crore)," he says. 

His maiden retail venture, Next 
Retail—a revamped version of its 
Raymond acquisition, Plugin stores, 
which stocks consumer electronics 
and white goods—currently oper- 


Plenty in Store 


ates over 400 stores and is targeting 
adding another 400 by the end of the 
financial year. Planet M, which 
Dhoot bought from Bennett 
Coleman's Times Music for Rs 200 
crore, has been expanded to retail 
not just music and movies but also 
IT hardware products that specially 
target the youth. It currently has 150 
stores across 42 cities and has been in- 
corporated as a wholly-owned sub- 


sidiary of Next Retail. But the big 


thrust is expected to come from Bolld, 
where it will pump in Rs 2,000 crore 
for a 25-city launch over the next 
three to four years. “Bolld stores will 
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area,” informs Dhoot. 


Dabur has spotted a format that fits in well with its core biz, 


but it's still experimenting with store sizes. RISHI JOSHI 
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Peter Baker: Healthy 
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Venugopal Dhoot: Focus on format 


OR A COMPANY THAT'S INTO 

fast-moving consumer goods 

and pharmaceuticals, retail 
would appear a logical extension— 
particularly when you look at the 
kind of format Dabur India is 
rolling out. The Rs 2,400-crore 
company plans to set up a chain of 
300-400 retail outlets across the 
country, through its wholly-owned 
subsidiary H&B Stores. These out- 
lets will be founded on the health 
and beauty platform, and branded 
“newu.” They're modelled on for- 
eign health and beauty retailers 
like Boots and Walgreens, and 
will sell pharmaceutical and over- 
the-counter products as well as 
other items such as health, food, 
confectionery, personal and baby 
care products, along with general 
merchandise. Says newu CEO Peter 
Baker: “Our business model is 
evolving and dynamic. We are 
very much on track to establish 
our pan-India footprint of retail 
stores and intend to open 350 
stores by 2010." 
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Booting Up Again 


A resurgent bottom line has propelled Bata to 
beef up its retail presence. TEJEESH N. S. BEHL 


The company has also redesigned its 
retail outlets to cater to a younger 
consumer profile—bringing in brands 
like Marie Claire and Weinbrenner 
besides reinvigorating the almost de- 
funct North Star sports shoe brand. 
Along the way, the company has also 
downed its shutters on 70 outlets that 
weren't adding to the botom line. 

Apart from increasing its brand 
portfolio, Villagran is betting on the 
secondary towns for shoring up Bata's 
bottom line. “We believe there is a 
huge growth possible in Tier 1 and 
Tier 2 cities and Bata has been open- 
ing new stores in small cities such as 
Nashik, Vadodara and Ambala," says 
Villagran. That, and a thrust on rural 
markets, should see the company 
achieving its target of Rs 1,000 crore 
In turnover soon. 


would flaunt at tony social gath- 
erings, but it certainly isn't a shoe 
company that was once floundering 
into oblivion. Bata, which turned the 
corner in 2006 with a modest profit, 
is now gung-ho on its expansion drive, 
adding 70 stores (in the 1,000 sq. ft to 
4,000 sq. ft range) a year to its current 
portfolio of 1,200. “These stores will 
be in a four-tiered format —upmarket 
Flagship stores, trendy City Stores, 
traditional Family Stores and large 
format Super Stores," informs 
Marcello Villagran, Mp, Bata India. 
Aiming for a slice of the premium 
footwear market, Villagran has spun 
off Bata's Hush Puppies brand into 
standalone branded stores—with four 
| stores operational in Hyderabad, 
Gurgaon, Noida and Ahmedabad. 


|: STILL MAY NOT BE THE SHOE ONE 
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Villagran: Right fit 


Shoppers Won t Stop 


Shoppers’ Stop has the experience, but still lacks scale. 
ANUSHA SUBRAMANIAN 


in [Indian organised retail. The 

first Shoppers’ Stop opened in 
1991 and B.S. Nagesh, Managing 
Director & Customer Care 
Associate, isn't in a mood to let all 
that experience just slip away. *We 
have been in the business for 17 
years but we cannot get older when 
our customers are getting younger. 


IB ONE OF THE EARLIEST PLAYERS 


with a fresh logo and a tag line that 
says: ‘Start something new’. 
Shoppers’ Stop is expected to 
spend Rs 500 crore on expansions. 
This includes taking the number of 
stores from 24 to 41 over 3-5 years. 
*We will expand from 1.5 million sq. 
ft to 3.3 million sq. ft space by 2011. 
Rs 500 crore should come through a 
rights issue," reveals Nagesh. The 





company also has a Hyper City, = de 
spread over 120,000 sq. ft, and is2 4 
expected to expand this format to * 
more than 25 stores in 36 months. 2 Ë 
That will help Shoppers’ gather some 2 £^ 
much-needed scale. B.S. Nagesh: New momentum 


We want to get trendier without 
losing the experience," says Nagesh. 
That's one reason for the K. Raheja 
Group-owned company opting for 
a Rs 20-crore rebranding exercise; 
this includes an identity change, 






72 BUSINESS TODAY JUNE 15 2008 





SOME DETAILS SHOULD NEVER SLIP OUT DURING MEI 
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TWIN-SECTION STRO 


He has a head start in retail, but Kishore Biyani may have 
already begun to gravitate towards his next big squeeze: 
Financial services. BRIAN CARVALHO 


ILL SIX MONTHS AGO, IN HIS 

own words, Kishore Biyani was 

an “eternal optimist”. Today, 
he's transformed into a “realist”. “It’s 
my next phase in life," shrugs the 
Chairman of the Rs 8,600 crore 
Future Group, which has today moved 
away from retail into financial services 
(consumer finance and insurance), 
logistics & supply chain, retail me- 
dia and brand development. “But I 
will never be a pessimist," he adds 
for good measure. 

Serendipitiously, Biyani's phase of 
eternal optimism coincided swim- 
mingly with a dizzying bout of asset- 
creation by Pantaloon Retail (India) 
Ltd. Consider: The man who put up 
the first Pantaloons retail store in 1997 
has been on overdrive ever since. 
Result? A clutch of retail formats that 
cover some 9 million square feet of re- 
tail space in 55 cities (and 65 villages, 
courtesy the acquisition of a 70 per 
cent stake in Aadhar from Godrej). 
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These include five mature formats: 
Central (seven of such lifestyle malls), 
Pantaloons (40), Big Bazaar hyper- 
markets (90), six discount stores called 
Brand Factory, and 135 Food Bazaars. 
"We've built a good momentum over 
the past two-three years. As a result, we 
are the largest in every category we op- 
erate in, in terms of size and scale," he 
says. Fashion and foods co-exist nicely 
at Future Group, with the former set 
to become a $1-billion business in the 
current year, accounting for 40 per 
cent of sales at the group level. Foods 
(which will also include home & per- 
sonal care items) will bring in 34-35 
per cent of revenues. What worries 
Biyani is the higher cost of doing.busi- 
ness, and the uncertainty over more 
consumers joining the retail revolu- 
tion. That may well be the reason for 
Biyani gravitating towards financial 
services. After all, if you can't get con- 
sumers to spend, you could attempt to 
tap their savings! 


FORMATS 
Pantaloons 
Central 

Big Bazear 
Food Bazaar 
Brand Factory 
Home Town 
Collection | 
EZone 
Electronics Bazaar 
Furniture Bazaar 


Planet Sports & 
Sportswear Formats 


Depot 

KB's Fair Price 
Shoe Factory 
Etam 

Lee Cooper 
Staples 


Indus League Formats 


Future Money 





And there's still some way to go. 


CURRENT NOS. 


40 
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90 
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Wildflower Hall, Shimla in the Himalayas 
Voted best spa resort in India by World Travel Awards in the 2007 Travel Agents' Poll 





NOW JUST AN HOUR AWAY 


Wildflower Hall invites you to an exotic vacation in the majestic Himalayas. 
This luxury resort hidden away amidst pine and cedar forests is just an hour away from Delh: 
A short holiday for two includes accommodation for two nights with breakfast. 


The resort also offers vacations that include river rafting, mountain bicycling, nature walks, 
rejuvenating spa treatments, personal fitness consultations and yoga sessions. 
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WILDFLOWER 
HALL 


SHIMLA IN THE HIMALAYAS 


AN OBEROI RESORT 


Daily flight between Delhi and Shimla by Deccan airline. 


For further information and reservations, call us toll free at 1 800 11 2030 or call 011 2389 0606. 
_ E-mail: reservations@oberoigroup.com Online: www.oberoihotels.com or contact your travel agent. 


The offers are valid till 30rh Septembr. 200. River raftino exnerience is availahle till 30rh hine. 200R Terms and conditione annly 





Key reforms are stuck with states because the onus of implementation 
lies with them, and not the central government. But the laggard states have 
to get moving if they want their share of the country's economic bonanza. 


SHALINI S. DAGAR 
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WHERE IT HURTS 


items on the state list include 
several key issues. 


e PUBLIC ORDER: Certain states have 
become virtually lawless lands. 


e LOCAL GOVERNMENT (Municipal 
corporations, district boards etc): Largely 
moribund; in great need for reforms. 


e PUBLIC HEALTH AND SANITATION 
(Hospitals and dispensaries): Health 
indicators abysmally low across lower 
performing states. 


e COMMUNICATIONS * * (Roads bridges, 
ferries, and others such as municipal trams, 
ropeways; inland waterways and traffic): 
Connectivity is extremely poor 

across states. 


e AGRICULTURE (including agricultural 


education and research, protection against pests 
and prevention of plant diseases): Lack of 
public investment is visible in the low 
levels of growth of around 2 per cent 
in agriculture. 


e WATER" * (Water supplies, irrigation and 
canals, drainage and embankments, water 
storage and water power); Water stress 
across the country extremely high. 


e LAND": With India poised to wit- 
ness one of the largest 

urbanisation movements of all times, 
land is a crucial constraint. 


@ MARKETS AND FAIRS: Organised 
retail, which could be one of the large 
employers in the country, is making 
Slow progress. 


* It includes rights in or over land, land tenures 
including the relation of landlord and tenant, and 
the collection of rents; transfer and alienation of 
agricultural land; land improvement and agricul 
tural loans; colonisation 

** Subject to provisions in the Union list 








N THE LAST FEW MONTHS 
there have been more than a 
few instances of sparring be- 
tween the different state gov- 
ernments and the central gov- 
ernment. So, if the Jaipur blasts be- 
came a bone of political contention 
about crucial intelligence reports, 
West Bengal becomes an election 
battleground where the allies at the 
Centre took pot shots at each other 
over the bungling of land acquisition 
for industrial purposes. 


STHSVANS 


3OFTIAON 


THE ANTIDOTE 





Here's how to get the states on the same page. 


e MODIFY THE SEVENTH SCHEDULE: It will help fix the accountability on a 
single government, either the state or the central government. 


Scrap the Concurrent list entirely. 


e MAKE FUNDING REFORMS-LINKED: Incentivise decentralisation, from state 
governments to local bodies, by making the implementation of the Central Finance 
Commission contingent on the implementation of the state finance commissions. 

Or say the revenue loss that the Centre will make good on transition to Goods and 
Services Tax (GST) will be made up only when there is reform in specific areas. 


€ CREATE PLATFORM FOR STATES TO TALK TO EACH OTHER: The Inter-State 
Council is all but defunct. And even the National Development Council is ineffective 
The empowered committee on VAT did work. May be that is the model to follow. 


@ REVITALISE LOCAL BODIES: This requires the implementation of the 73 and 


74th Constitutional Amendment in letter and spirit. 


Naturally then, the same tussle 
plays itself out in the economic 
arena, too. Notice how Uttar 
Pradesh Chief Minister Mayawati 
makes a Rs 80,000-crore package 
for development of backward re- 
gions a key negotiating point with 
the Centre. 


Inclusive Agenda 

As the discourse veers from the rate 
of growth to the inclusivity of it, 
there is much that is now dependent 
on the states, as federal reforms 
head towards its tail-end, whether it 
be capital market reforms or in- 
dustrial licensing. 

For people to participate in the 
growth process, they need to be 
healthy, educated, skilled and have 
incomes above poverty levels, be- 
lieves Shubhashis Gangopadhyay, 
Economic Advisor to Finance 
Minister P. Chidambaram. “In this 
new scheme of things, the states 
have a very important role to play." 

Reason: the really important 
parts of implementing this simple 
agenda, however, are areas over 
which the central government re- 
ally has little control. These really big 


ticket reform items are squarely in 


the states' jurisdiction. India ne 


urgent reforms in land, labou 


markets—agricultural to health 
education services. As things stan 


according to the Indian Const 


tion's Seventh Schedule, in mos: 
these areas, it is the writ of the star 
that runs large (See Wbere It Hurts 


But instead of creat ng 
countability at the local level, w 


this constitutional power sharin 
formula (which includes sharing 
revenue as well) ended up doir 
was to encourage subsequent g 
erations of state leaders—especiall 


those who did not belong t 
same party as the one a 


Centre—to turn the arrangemen 
into an easy scapegoat for thei 


own failures. “Don't blame us 


the lack of hospitals and scho 
or roads; the Centre doesn't giv 


enough money," became 
venient excuse for poorly 
forming state governments. 
The irony, however, is that 
cessive Finance Commissions, w! 
are regularly appointed to chart 
the process of devolution of fu 
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between the Centre and the sta 
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that in the interest of promoting 
equity across the country, some of 
the more prosperous states get to 
subsidise their poorly performing 
peers. Backward states do get rela- 
tively more funds, yet there is no fix 
on the efficiency of utilisation. 

The problems stem from the 
lack of accountability in the states 
where the existing institutions have 
not been able to deliver. 

No wonder, the performance is 
patchy. This is visible in the huge dis- 
parity between the best and the 
worst performers among the Indian 
states on key social and economic in- 
dicators. According to the Planning 
Commission, the per capita income 
in the best and the worst states can 
drop from Rs 16,679 to Rs 3,557. 
Literacy among females aged seven 
years and above can vary between 
87.7 per cent to 33.1 per cent. And 
infant mortality per 1,000 births 
can range from 11 to 83 in the best 





Holding the purse strings: Sarv Shiksha 
Abhiyan relies heavily on central aid 
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PMGSY: A MODEL WORTH EMULATING 


Transparency i made the Pradha tri Gram Sad ak YO}. id WO! 





RADHAN MANTRI GRAM SADAK YOJANA, A COMPLETELY CENTRALLY FUNDED SCHEME FOR 

building and upgrading rural roads, is a model that is worth replicating. A fairly de- 
centralised plan, the PMGSY involved the local Panchayati Raj Institutions at the community 
level to plan the network. The detailed network planning exercise took almost 18-24 months. — 
On the back of this plan, a list of priority projects was drawn. The criterion was the pop- : 
ulation of the target habitation to be served. Engineering institutes were roped in to pro- 
vide technical inputs to the local field agencies (such as IIT Bombay in Maharashtra). The ` 
funds moved from the central government to a single account of the state government. 
District agencies were empowered to draw down from this account when needed. 
Hence, a daily fund utilisation statement was possible online. "Online monitoring system 
gives complete visibility to spending district wise," says Sameer Kochchar of Skoch 
Consulting. The three-level monitoring at the project, state and national level ensured that 
quality did not slip. Though the scheme may not be fool-proof, it seems to be a better per- - 
former than other central programmes mainly due to its design and the fact that states are 
not required to bear any costs. "The Government of India should not run more than 10 
flagship schemes. And those should be fully funded by the Centre. After that, we will be 
in a position to demand implementation and compliance and achieve quality stan- - 


dards," says former Finance Minister Yashwant Sinha. 


and worst states. 

As robust economic growth con- 
tinues nationally, the differences 
are only likely to accentuate. And 
policy planners seem aware of this. 
Montek Singh Ahluwalia, Deputy 
Chairman, Planning Commission, 
agrees that the differences across 
states are quite substantial but does 
not believe that it is on account of 
lack of resources. “States have dif- 
ferent environments and different 
economic capabilities. It is the loczl 
governance standards and imple- 
mentation capabilities that drive 
development," he says. 

It has also been noticed that 
wherever civil servants get an as- 
sured or fixed tenure, there is a 
greater likelihood of reforms taking 
place or better delivery of public 
services. “Delivery is contingent on 
administrative reforms. Where the 
administrative machinery works 
well, there are fewer leakages," says 
economist Bibek Debroy. 

Where the administration is 
weak, the burden falls heavily on the 
poor, who suffer from skewed gov- 
ernment spending and limited access 
to services. 

Former Finance Minister 
Yashwant Sinha points out that 
funds from the central government 


go to the district administration. 
“Where are the reforms at the dis- 
trict level? What is the accounta- 
bility that we have established? 
Diffused accountability between the 
permanent civil servants and the 
elected representatives at the local 
level leads to diffused results and the 
miasma of corruption." However, 
“there cannot be progress on ad- 
ministrative reforms unless the states 
are fully on board,” says Sinha. 


Central Response 

In the interim, the central govern- 
ment, over several regimes, has re- 
sponded with centrally-sponsored 
schemes (CSS). The National Rural 
Employment Guarantee Scheme, 
Sarva Shiksha Abhiyan, National 
Rural Health Mission and others 
are examples. While some may be 
completely funded by the Centre, 
some others receive a degree of 
state funding. However, as Sinha 
points out somewhat dryly, the cen- 
tral government can make the best 
schemes *but the cutting edge is 
with the states. And the cutting 
edge has no edge." 

States bristle at this one-size- 
fits-all approach, which ignores the 
specific requirements of individual 
states. Rajasthan Chief Minister 
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Best BrandAwareness in the 
Indian Logistics Industry 
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Best International Logistics Service Provider in India 





4 23 iru ip maian Logistics Industry; 


rost & Sullivan, a global growth consulting company 

has been conducting studies on the logistics industry 
in India to understand customer expectations with 
respect to their logistics providers. This year a total of 
8 verticals were considered: Retail, Consumer Durables, 
Fast Moving Consumer Goods, Automotive, 
Automotive Components, Pharmaceuticals and 
Information Technology. 

Respondents, comprising Logistics Managers of 
leading companies across these verticals were asked to 
rate their logistics service providers on various 
parameters such as transportation, warehousing, 3 PL 
and freight forwarding. Apart from these parameters, 
there were direct questions pertaining to brand 
awareness and best international service providers. Best 
Brand Awareness and Best International Service Provider 
scores were based on top of mind responses. 

In both these categories, DHL topped with the 
highest score. The company scored on key areas like 
ability to deliver on time, damage control of materials at 
warehouse and transit, consignment tracking facility and 
transparency in processes. 

With India's changing economic scenario, DHL 
stands as a formidable leader in the logistics industry. 
DHL India, offers customers comprehensive logistics 
solutions through their four business units: DHL 


Express, DHL Global Forwarding, DHL Exe! Supph 
Chain and Blue Dart Express. Servicing over 40,000 
customers through its nationwide network 
21,000 locations, 5000+ vehicles, DHL India moves 
over 85 million shipments. These multi-million Euro 


of over 


investments have been made to ensure that India receives 
the same world-class service that DHL provides to a 
customer anywhere else in the world. With global 
expertise in solutions, air express, ocean freight and with 
the combined strength of the domestic arm Blue Dart 
Express, DHL reigns supreme in the logistics sector. 


Acknowledged for its innovative solutions and 
pioneering initiatives, DHL India has many firsts to its 
credit including India's first 24x7 customer service call 
centre. DHL was also the first to introduce customized 
packaging solutions like Jumbo Box, Jumbo Junior, 
Express Pallet WPX and innovative products like 
University Express, Import Express Worldwide and 
Exhibition Express. It was the first to provide 
track and trace options for customers in the air express 
industry via email, SMS, Internet and WAP phones 


instant 


With global group revenues of Euros 63bn in 2007 
DHL is the distinct market leader with deep 
understanding of local markets. For more information. 
please visit www.dhl.co.in 
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"In states that perform better, 
people are much more demand- 
ing of their governments" 


Shubhashis Gangopadhyay 
Economic Advisor to the Finance Minister 


Vasundhara Raje does believe that 
the states will power the next phase 
of India's economic growth. 
"However, this will only be possible 
if the roles, authority and flexibility 
of the states are not undermined 
by the Centre by diverting more 


"It is local governance standards 
and implementation capacities 
that drive development" 


Montek Singh Ahluwalia 
Deputy Chairman/ Planning Commission 


Plan funds towards centrally- 
sponsored schemes and allocating 
lesser funds for normal central as- 
sistance," she says, citing the case of 
Sarva Shiksha Abhiyan, which fol- 
lows a 65:35 funding pattern be- 
tween the Centre and the states. 






THE VAT STORY 


Freg dom to states made the difference. 





= HE REFORM OF THE SALES TAX REGIME AND THE INTRODUCTION OF THE VALUE ADDED TAX ACROSS THE 
country over the last four years are considered a successful model for implementation of 


| reforms at the state level. The reason: complete freedom was given to the states to imple- 


ment the change. However, prior to the transformation, there was consistent effort at co-opt- 


_ ing the states through discussions between the states and the Finance Ministry. As a pre- 
- cursor, a committee was formed under the chairmanship of Jyoti Basu, the only Chief Minister 
| in the country to have served for 23 years at a stretch. This committee's report laid down the 
_ ground for states to converge towards a common meeting ground. Subsequently, an em- 
_ powered committee of state finance ministers on VAT was formed, which really speeded up 


the process. The empowerment meant that the state finance ministers did not have to seek 
approvals from the chief ministers on a daily basis. Several rounds of discussions allowed 
this committee to evolve a balance between the common points of convergence regarding 
VAT and flexibility for the local characteristics of the states. Moreover, this committee allowed 


f states to learn from each other. Ramesh Chandra, Member-Secretary of this Empowered 


Committee says: “Ultimately, peer pressure does work.” Former Finance Minister Yashwant 
Sinha, who was the architect of the VAT, project believes that more such joint mechanisms 
need to be evolved. “The implementation of VAT has been achieved only because we have 
had this device. Neither the Centre nor the states could have done it alone.” 
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“The entire machinery goes out of 
gear if a state does not receive its 
due funds on time,” she says, adding 
in a written response to BT: “The 
Centre should encourage states with 
untied central assistance, and with 
evolving and managing schemes 
that suit their particular needs.” 

What gives then? Can the 
Centre move out of the picture? 
Perhaps. But how can the states be 
made to perform equally well so 
they can benefit from the country’s 
economic growth? There are no 
easy answers to this. 

For sure, “second-generation re- 
forms need to emerge out of the 
states, which have jurisdiction over 
nearly all subjects untouched by the 
reforms process. The focus will 
have to shift from Delhi to state 
capitals in areas that are still weak,” 
says Amir Ullah Khan, Director, 
India Development Foundation, 
who recently authored the The 
States of the Indian Economy. 


Driving Change 
Yet, what are the ways out of this 
logjam? One way of doing it will be 
to incentivise states to fall in line. 
Debroy points out that a possible 
manner of incentivisation is to tie in 
further funding to reforms. He cites 
two examples: implementation of 
the Central Finance Commission 
recommendations could be made 
contingent upon the implementa- 
tion of the State Finance 
Commission recommendations. 
Another could be that the revenue 
loss from implementation of the 
Goods & Services Tax (scheduled 
to be implemented by April 1, 
2010) would not be made good 
by the Centre unless all taxes asso- 
ciated with the local bodies are 
eliminated. Legally and constitu- 
tionally, existing bodies such as the 
Planning Commission and the 
Finance Commission can use such 
binding preconditions to catalyse 
reform. 

However, politically, such 
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measures are untenable. Planning 
Commission’s Ahluwalia says chok- 
ing funds to the poorer performers 
will not help as it is not within the 
Centre’s power to punish states 
that do not reform fast enough. 
“It cuts both ways. If you choke 
funds to states that do not deliver, 
the states that are backward will 
be without funds and the better 
performing ones will continue to 
get funds, which will increase the 
disparity.” And holding the under- 
performers to different or lower 
standards, too, will undermine the 
very aim of the exercise. 

Hence, while the “carrot and 
stick” policy may work in some 
cases, it is not a complete solution. 
Sinha, however, makes a more com- 
pelling case for joint implementation 
mechanisms for different subjects 
citing the success of Value Added 
Tax across states (See The VAT Story). 
The same format tactically seemed 
to have worked in the power arena 
for a while. Such a platform also al- 
lows the states to share experiences 
and best practices. “Now, if state X 
is undertaking administrative re- 
forms, how does state Y get to know 


Centrally sponsored schemes: Implementation remains with the states 





about it?” asks Debroy. Though fo- 
rums such as National Development 
Council and Inter-State Council do 
exist, they are mostly ineffectual. 
Setting up empowered committees 
could be a possible way out, maybe 
on specific issues, starting with fiscal 
matters as they are more amenable 
to cooperation. 

Another model that seems to 
have worked is that of Pradhan 
Mantri Gram Sadak Yojana, the 
wholly centrally-funded scheme 
for rural roads. It is deemed to be 
among the better performing 
schemes, says Sameer Kochchar of 
Skoch Consulting, which has 
done reviews of government 
schemes. Though Skoch’s find- 
ings may have a positive skew in 
the sense that the studies were 
conducted only in the better per- 
forming states of Rajasthan and 
Maharashtra, there is anecdotal 
evidence to suggest that the 
scheme does deliver. What works 
for the PMGSY (see PMGSY: A Model 
Worth Emulating) is that it adopts 
three levels of accountability and, 
as Kochchar says, it is difficult 
for the corrupt channels to co- 
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opt so many people. “Accoun- 
tability must be firmly placed 
within an organisation and within 
that, with an individual," says 
Sinha. Ergo, the scheme works. 
A somewhat more emphatic so- 
lution would be to amend the con- 


'stitution—revamp the Seventh 


Schedule that has the Central, State 
and the Concurrent list (and effec- 
tively scrap the Concurrent list) to 
make different areas either the 
purview of the Centre, the states 
or the local bodies. “The 
Concurrent list muddies up the de- 
cision-making process; central laws 
often come in the way of state laws 
(mostly in the case of labour),” says 
Debroy. There is some support for 
such a move. Says Sinha: “Perhaps, 
it is time to think of such a move." 
This is already happening de facto in 
the case of labour issues, where 
Rajasthan cooperates quite liber- 
ally but not Kerala. *So why not 
make it de jure?" asks Debroy. 
However, as Ahluwalia argues, the 
superior performance of some states 
within the existing system points 
to the fact that “constitutional issues 
are not really a major constraint". 

Hence, it seems the way for- 
ward is further decentralisation 
from the states to the local-level 
bodies, not just politically, but in 
the fiscal and administrative 
spheres as well. That means im- 
plementing the 73rd and 74th 
Amendments to the Constitution 
in both letter and spirit. 

According to Gangopadhyay, 
empowering people is the key. *One 
thing you will notice in the states 
that perform better is that people are 
much more demanding of their gov- 
ernments. Take, for example, Kerala; 
the people there are much more 
aware of their social rights." He 
cites the case of Right to Inform- 
ation. “The RTI Act has already 
started having impact. It's a question 
of gathering momentum. One or 
two outstanding examples will 
change things," he says. 8 
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Across the country, there are & 
clusters of manufacturing Ev 
excellence that promise 3 
to transform India into 
the world's factory. Where 
are these clusters located, 
and can they really deliver 
on their promise? 


SURVEY BY GLOBAL CONSULTING MAJOR, 
Capgemini, late last year suggested that 
India could challenge China and emerge as 
the next big manufacturing destination 
over the next three-to-five years. On the 
surface, that sounds like a fantastic claim. But as BT criss- 
crossed manufacturing hubs across the country, we 
found the sheer amount of activity taking place in 
these towns mind-boggling. From smaller towns like 
Aurangabad, a traditional manufacturing hub, to newer 
locations like Paradeep, manufacturers are setting up 
shop and expanding at a breakneck speed. So, what 
makes these towns good locations for manufacturing? 
At a broad level, these include the availability of land and 
cheap labour, a healthy industrial relations atmosphere, 
physical infrastructure (roads, airports) and proximity 
to markets. Then, state governments are providing fis- 
cal incentives to build on the many natural advantages 
these clusters enjoy. Here's what Br discovered... 
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GREATER NOIDA, Uttar Pradesh 


STATE CAPITAL: Lucknow 

NEAREST AIRPORT: Delhi, 50 km 

NEAREST SEAPORT: Kandla, 1,150 km (approx.) 
CONNECTED BY: Road, rail and air 

MAJOR INDUSTRIES: Consumer electronics and automobile 


MAJOR UNITS: LG Electronics India, Moser Baer, Yamaha, 
New Holland Tractors and Honda Siel Cars India 





ToS ROSTER OF COMPANIES PRESENT HERE READS 
like a who's who of India Inc.—Moser Baer, 
LG Electronics India, Shriram Honda Power 
Equipment, ST Microelectronics, Videocon 
International and Haier Appliances. Greater 
Noida has also emerged as an auto industry hub; 
Yamaha, New Holland Tractors and Honda Siel 








LG's Greater Noida plant- 
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10; MANESAR, Haryana 


STATE CAPITAL: Chandigarh 

NEAREST AIRPORT: Delhi, 32 km 

NEAREST SEAPORT: Kandla, 1,100 km (approx.) 
CONNECTED BY: Road, rail and air 

MAJOR INDUSTRIES: Auto and auto ancillaries 


MAJOR UNITS: Maruti Suzuki, Honda Motorcycle & 
Scooter India, Denso and Munjal Showa 


ANESAR IS FAST EMERGING AS A MAJOR HUB FO 
M sutomobile and auto components industry. | 
year, Maruti Suzuki kicked off its second factory at 
Manesar, which is expected to become fully operational ii 
June. This, and the presence of Honda Motorcycle & 
Scooter India (HMSI), is prompting many auto com 
nents manufacturers to set up factories there. Manesar ha 
all the ingredients—good infrastructural facilities 
proximity to the national capital—needed to emerge as a 
big manufacturing hub. The Haryana government has 
cussed on building local infrastructure, and also give: 
centives like tax holidays, and a 10 per cent refund of | 
cost on timely completion of projects, among others. | he 
state is now planning to set up more ITIs in order to n 
the rising demand for skilled manpower. Says Naresh 
Kumar Rattan, Head (Sales & Marketing), HMSI: 
Haryana government has focussed on developing Mane 
infrastructure. That's why companies like Honda, Maruti 
and Denso have come in." Power and water shorta; 
however, are major concerns and some companies 
setting up captive power plants or using diesel generator: 
to bridge the gap. But given the advantages, companies s 
to have taken these shortcomings in their stride. 

MANI 
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Cars India all have factories here. Says Devinder Chawla, 
Partner (Business Advisory Services), Ernst & Young: 
“The place doesn't specialise in any particular kind of man- 
ufacturing. However, consumer electronics majors are 
investing heavily in the city." So, what makes Greater 
Noida tick? Says Ajay Sapra, General Manager (Corporate 
Export-Import), LG Electronics India: “Its proximity to 
Delhi, smooth road connectivity, continuous water supply 
and easy access to three important markets (northern, east- 
ern and central) makes Greater Noida attractive to many 
large companies." However, the non-availability of skilled 
labour has started taking a toll on the companies, which 
have to rely on a migrant labour force. Real estate prices 
are also a cause of concern as the influx of industries has 
pushed up demand for real estate, making it expensive for 
industries to expand. 

MANU KAUSHIK 
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WEST 
PUNE BELT (Chakan-Ranjangaon- 
Talegaon), Maharashtra 


STATE CAPITAL: Mumbai 

NEAREST AIRPORT: Pune, 50 km 

NEAREST SEAPORT: Mumbai, 170 km 
CONNECTED BY: Road and air 

MAJOR INDUSTRIES: Automobiles 

MAJOR UNITS: Bajaj Auto and Tata Motors 


VER THE LAST MONTH, MAHINDRA & 
Mahindra and Tata Motors have announced 
investments of over Rs 10,000 crore in this belt. 
Volkswagen has announced plans to raise the 
proposed investment on its plant here from Rs 
2,500 crore to Rs 3,500 crore. With the gov- 
ernment pulling out all stops to promote the area 
as an auto hub, official clearances are a breeze. 
Government officials expect over 1.5 million 
cars and trucks to roll out of the region over the 
next three years—that's double the current ca- 
pacity. The big hitch: real estate prices are going 
through the roof. Then, the rapid influx of in- 
dustries has led to infrastructure constraints. 
"The pace of infrastructure growth is one area of 
worry," says Pawan Goenka, President 
(Automotive), M&M. But that doesn't seem to be 
deterring prospective investors. According to 
government estimates, Rs 40,000 crore worth of 
investments have flowed into the region over the 
past decade or so. Skoda is said to be contem- 
plating shifting the manufacturing facilities for its 
Fabia car to Chakan from its Aurangabad facility. 
The Bajaj small car is also likely to roll out of its 

greenfield facility in Chakan. 
T.V. MAHALINGAM 
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4) AURANGABAD, Maharashtra 


STATE CAPITAL: Mumbai 

NEAREST AIRPORT: Chikkalthana, 25 km 

NEAREST SEAPORT: Mumbai, 380 km 

CONNECTED BY: Road, rail and air 

MAJOR INDUSTRIES: Pharma, auto ancillaries and brewing 


MAJOR UNITS: Wockhardt, Lupin, Nirlep, Garware, Videocon, 
Miller, UB and Heineken 


OMPANIES BEGAN SETTING UP FACTORIES IN 

Aurangabad back in the 1960s, when the Government 
of Maharashtra started offering incentives to Mumbai-based 
companies to shift out of the metropolis. The setting up of 
Bajaj Auto's plant in 1984-85 saw the city emerge as an au- 
tomotive hub. 

What makes the city a good location for manufacturing? 
Locational advantage apart—it is less than an hour away 
from Mumbai by air—it is the presence of a disciplined 
labour force that fuels industry here. “We have not had a sin- 
gle labour agitation over the last 15 years that has hurt in- 
dustry badly," says Mukund Bhogale, Mp, Nirlep Appliances. 

The dry weather and the availability of good quality 
water make it attractive for the pharmaceutical and beer 
industries. “The weather makes it ideal for the pharma- 
ceutical industry. Also, it is well-connected to pharma 
hubs like Hyderabad, Mumbai and Ahmedabad," says 
Anil Save, MD, Atra Pharma, which contract manufac- 
tures Calcium Sandoz and Neurobian for MNC clients. 
Companies like sAB Miller, United Breweries, Heineken, 
Carlsberg have all set up breweries here. But challenges re- 
main. The foremost among them are chronic power short- 
ages and the absence of a multi-lane highway connecting the 
city to Mumbai, though one is being constructed. Once this 
is ready, the attractiveness of the city is expected to grow. 

T.V. MAHALINGAM 
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Atra Pharma's MD Anil Save (right) 
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Bosch India’s VP (Commercial) Subbu M. Hegde 


<n)» NASHIK, Maharashtra 


STATE CAPITAL: Mumbai 

NEAREST AIRPORT: Mumbai, 200 km 

NEAREST SEAPORT: Mumbai 

CONNECTED BY: Road and rail 

MAJOR INDUSTRIES: Winery, electrical engineering, auto and auto components 


MAJOR UNITS: ABB, Bosch India, Mahindra & Mahindra, L&T, Thyssen Krupp, 
CEAT and Siemens 





ENTION NASHIK, AND THE FIRST THING THAT COMES TO MIND FOR 
many people is wine. The salubrious climate and the quality of 
grapes grown around the city have made it the cradle of India’s nascent | 
wine industry. But there's more to Nashik than wine. The city also | 
plays host to several IT, auto and engineering manufacturing giants. 
ABB, Bosch India, M&M, L&T, Thyssen Krupp, CEAT and Siemens are just 
some of the big names that have facilities here. Bosch is the largest private 
sector employer in the city with over 3,000 employees. “What makes the 
city attractive is the availability of cheap labour, a large ecosystem of com- 
ponent suppliers and adequate supply of relatively cheap land,” says Subbu | 
M. Hegde, vp (Commercial), Bosch India. Nashik, however, does have its | 
share of problems. The road connecting the city to Mumbai, 200 km away, 
Is considered very accident prone. Then, “despite having two airstrips, 
Nashik still does not have an airport. That's quite an impediment,” 
says Hegde. But most worrisome is the recent decline in labour relations, 
primarily due to the parochial political line adopted by MNs leader Raj 
Thackeray. “Several north Indians have left and the gap is proving 
tough to fill," says the head of plant in the city. But despite these blips, in- 

dustry believes that Nashik has a bright future as an industrial hub. 
T.V. MAHALINGAM 
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HOSPET, Karnataka 


STATE CAPITAL: Bangalore 


NEAREST AIRPORT: JSW Airport, Torangal, 30 km 


NEAREST SEAPORT: Mangalore, 350 km 
CONNECTED BY: Road and air 
MAJOR INDUSTRIES: Steel and sponge iron 


MAJOR UNITS: JSW Steel, Kalyani and Kirloskar Ferrous Industries 


ERY FEW PEOPLE ARE AWARE OF 

this, but there is a Hospet angle 
to this year's Beijing Olympics. 
Many of the mammoth structures 
that have come up in Beijing over 
the last few years in connection 
with the games, have been built 
with steel made from iron ore 
mined in Bellary, the district where 
Hospet is located. The Bellary- 
Hospet-Koppal belt is home to Jsw 
Steel, Kalyani Steels, Kirloskar 
Ferrous Industries, BMM Ispat, 
Bellary Steel & Alloys and 
Karnataka Strips, among others. 
The largest of them, the Rs 12,628 
crore Sajjan Jindal-controlled jsw 
Steel, currently produces 4 million 
tonnes per annum (TPA) of steel, 
and, following the completion of 
an ongoing expansion programme, 
this is expected to rise to 7 million 
TPA by September. *Over the next 
two years, its capacity will rise fur- 
ther to 10 million TPA and head- 
count will touch 50,000 from the 





current level of 30,000," says Jsw 
Steel Director (Commercial) Vinod 
Nowal. Abundant iron ore reserves 
and availability of skilled manpower 
are two great advantages that 
Hospet offers. Power is not an issue, 
and most companies have their own 
plants. Some, like Jindal’s plant, 
have surplus power, 50 per cent 
of which goes to the state grid; 
there is the 1,470 Mw Raichur 
Thermal Power Station nearby, and 
Bellary is getting its own 1,000 Mw 
plant. Industrial relations are also 
quite cordial in Karnataka as a 
whole. But the condition of the lo- 
cal road network leaves a lot to be 
desired. About 17,000-20,000 
trucks transport iron ore to the 
New Mangalore Port Trust every 
day, and the roads need immediate 
overhaul. Water may also turn out 
to be an issue if linkages are not 
worked out for future use. 

But connectivity with the rest 
of the country is improving. 


STATE CAPITAL: Chennai 


Royal Garments 
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Jindal's steel plant in Bellary 


Says V.P. Baligar, Principal 
Secretary (Industries and Infras- 
tructure), government of Karn- 
ataka: “In two months, Hospet 
will be linked to Mumbai and 
Delhi by rail." 

K.R. BALASUBRAMANYAM 


FEN G, TIRUPUR, Tamil Nadu 


Ç t m= NEAREST AIRPORT: Coimbatore, 50 km 
"NC — NEAREST SEAPORT: Tuticorin, 320 km 
CONNECTED BY: Road and air 
MAJOR INDUSTRIES: Apparel and readymade garments 
MAJOR UNITS: Styleman Exports, Network Clothing Company and 


IRUPUR ACCOUNTS FOR 56 PER CENT OF INDIAN KNITWEAR 
exports. The town is attractive as a cluster, thanks to the 





well organised ancillary network that helps exporters. 
These units have invested more than Rs 1,500 crore on up- 
grading technology to meet exacting international stan- 
dards at short notice. Skilled manpower is also freely avail- 
able. However, there are only a handful of units with rev- 
enues of more than Rs 100 crore, and this may prove to be 
its Achilles' heel in an increasingly integrated world. 
NITYA VARADARAJAN 
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futurebrands 


STATE CAPITAL: Chennai 

NEAREST AIRPORT: Meenambakkam, 43 km 
NEAREST SEAPORT: Chennai, 50 km 
CONNECTED BY::Road and air 


, Tamil Nadu 
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MAJOR INDUSTRIES: Automobiles, telecom, cement, electronics 


and glass 


MAJOR UNITS: Hyundai Motor India, Nokia and Saint-Gobain 


T WAS HYUNDAI MOTOR INDIA'S 
assist in 1996, to set up its 
plant in this sleepy hamlet that 
turned the arc lights on 
Sriperumbudur. Hyundai was fol- 
lowed by 50 ancillaries, which 
turned the area into an auto man- 
ufacturing hub. The South Korean 
auto major has so far invested 
Rs 4,000 crore. In 2001, Saint- 
Gobain, the France-based glass 
manufacturer, followed with a 
Rs 535-crore unit, which was sub- 
sequently expanded by another 
Rs 800 crore. And in 2005, Nokia 
set up a cell phone manufactur- 
ing facility in its SEZ here. “Within 
three years, the SEZ (of 220 acres) is 
filled up," says Sachin Saxena, 
Director, Nokia India. Then, a 
host of smaller companies have 
also set up-base.in this.neck of the 
woods. All of them speak glow- 
ingly about the region's *enabling 
bureaucracy", which makes land 
acquisition and other procedures a 


Hyundai's Sriperumbudur plant 
| — à I CHEERS 


breeze. M. Velmurugan, Director, 
Industry Guidance Bureau, Tamil 
Nadu, who administers the state's 
single window clearance scheme, 
says: “We anticipate and facilitate 
matters for investors on the ground 
even before the discussion is-over 
and we close the deal." The-near- 
est airport, at Meenambakkam, is 
43 km away, but there is a pro- 
posal to build a new airport at 
Sriperumbudur itself. The nearest 
seaport is 50 km away in Chennai. 
The availability of skilled man- 
power only adds to the attractive- 
ness of this cluster. 

However, there are storm 
clouds forming in the horizon. 
“The crru (the often militant trade 
union arm of the CPM) is raising 
its head," warns Suhasini Frederick, 
the owner of Sriperumbudur Times, 
a local newspaper, adding that the 
Sriperumbudur-Oragadam region 
has about 400 manufacturing units. 

NITYA VARADARAJAN 
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Jindal's staifitess steel plant in Kalinganagar 
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KALINGANAGAR, Orissa 


STATE CAPITAL: Bhubaneswar 

NEAREST AIRPORT: Bhubaneswar, 120 km 

NEAREST SEAPORT: Paradeep, 120 km 

CONNECTED BY: Road and rail 

MAJOR INDUSTRIES: Steel, sponge iron and stainless steel 


MAJOR UNITS: VISA Steel, Neelachal Ispat Nigam, Jindal Stainless, Tata 
Steel's proposed unit, Mesco 


HE ORISSA GOVERNMENT HAS BEEN HARDSELLING 
T aao 120 km from Bhubaneswar, as a location for 
steel manufacturing. The first plant, by Neelanchal Ispat 
Nigam, promoted jointly by the Centre and the state gov- 
ernment, was set up in the 1990s but the steel industry then 
went through a prolonged slump. In 2003, VISA Steel set up a 


- 1.5 million TPA special and stainless steel plant at Kalinganagar. 


Subsequently, other companies such as Jindal Stainless and Tata 
Steel have also proposed investments here. The Kalinganagar 
Industrial Complex specialises in the manufacturing of steel. 
This is because it is located in close proximity to all vital 
raw materials necessary for steel and stainless steel production. 
In fact, 99 per cent of India's chrome ore reserves are available 
in this region. Chrome is used for producing ferro chrome, 
which gives the corrosion-resistance properties to stainless steel. 

Says Vishal Agarwal, Managing Director, VISA Steel, 
the first private sector steel plant in Kalinganagar: “The main 
advantage is the availability of raw materials, proximity to 
iron ore, chrome ore and coal mines and close proximity to 
the deep draft port at Paradeep for import of raw materials 
and export of finished products. The Kalinganagar Industrial 
Complex is also well-connected by road through national 
highways, by rail through East Coast Railway 
and by air through the Bhubaneswar airport, which is 120 
km away." 

The labour atmosphere in this upcoming manufacturing 
hub is still a little dodgy. But Agarwal is not complaining. “The 
labour atmosphere is yet to stabilise as the process of indus- 
trialisation is recent and we are currently communicating 
with the local people to make them understand the overall ben- 
efits of industrialisation,” he says. Another key problem faced 
by manufacturers is the delay in granting of mining licences and 
tardy development of urban infrastructure. 

RITWIK MUKHERJEE 
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«©» PARADEEP, Orissa 


STATE CAPITAL: Bhubaneswar 

NEAREST AIRPORT: Bhubaneswar, 130 km 
NEAREST SEAPORT: Paradeep 

CONNECTED BY: Road and rail 


MAJOR INDUSTRIES: Fertilisers, brewing, carbon 
black and iron & steel 


MAJOR UNITS: Paradeep Phosphates, East Coast 
Breweries, Paradeep Carbon, IFFCO-Paradeep 
and Cargill India 


HE PRIME ATTRACTION OF PARADEEP IS 
its deep port, which prompted the set- 
ting up of Paradeep Phosphates (PPL) in 1986, 
followed by Oswal Chemicals & Fertilisers, 
which was later rechristened IFFCO-Paradeep. 
IOC also chose this location for its refinery for 
the same reason. Other companies like POSCO 
are attracted to Paradeep both because of its 
front and its proximity to iron ore mines. It 
will develop its own port at Jatadhari next to 
PPT. Says Ranjan Basu, VP (Operations), PPL: 
“Paradeep offers several advantages, the pri- 
mary one being the ease of sourcing raw 
materials from abroad." Then, 10C’s up- 
coming refinery will open up huge oppor- 
tunities for downstream petrochemical units. 
The future looks bright. “Orissa has surplus 
electricity. Paradeep port is being expanded 
to handle over 100 million tonnes of cargo 
and railway capacity to and from the port is 
slated to quadruple over the next few years," 
adds Basu. Best of all, there are no significant 
downsides. No wonder, India Inc. has com- 
mitted over Rs 1,00,000 crore of invest- 
ments at Paradeep. 
RITWIK MUKHERJEE 


Paradeep Phosphates plant 
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Introducing the Xerox WC 5016 A3 Mono MFD. 
It is small, but packed with 16 powerful features to enhance your 
performance and take your business to the next level. 
There's a new way to look at it. 


The Xerox WC 5016 MFD can print, copy 
and scan 16 pages per minute and still 


paper loading and its Auditron security 
feature ensures that only authorized 
not get tired. In fact, it has the power 
of 64 MB RAM, can accomodate 800* 
sheets of paper, saves trips for frequent DOM powerful workhorse in your office. 


employees use the machine. All of this 
turns the little one into the most 





Also available Xerox 5020 A3 Mono MFD in 20ppm. 


xerox.com/india 


ASK XEROX, CALL 1800 180 1225 or 390 12 000, SMS 'Xerox 16' to 53456 : | 
(‘Please prefix "d local city code when dialing from a mobile phone) xe (OX 6) 
Email: xerox.solutions@xerox.com 

“Conditions apply 
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In its otherwise dismal track record in education, the government of 
India's Jawahar Navodaya Vidyalayas are proving to be the passport 
out of poverty for thousands of underprivileged children. KAPIL BAJAJ 


LATET 


> JNVs at a Glance 


wares Number of 
— Operating JNVs: 560 


2 P Additional number 


of JNVs sanctioned: 16 


| P Total number of 
| pupils: About 2 lakh 
> Total number of school staff 


1,600 (excluding administrative 
Staff of about 400) 


> States/UTs where 
JNVs are located 34 (all 
“ except Tamil Nadu) 


> Number of regional 
offices across India: 8 


> Average area of land on which 
a JNV is located: 30 acres 


> Number of pupils in a 
full-capacity JNV: 560 

> What is not charged 
Boarding, education, food, 
uniforms and many items of 
everyday use. * 


> Facilities: Sports, computer 

labs with internet, excursions. 
‘migration scheme’, fine arts. 
music and dance training, etc 


> Medium of instruction 
English (from class 9) 


> Annual spend per school 
Rs 1.5 crore 


> Total spend allocated for 
2008-09: Rs 904 crore 


" About four years ago, JNVs begal 
charging Rs 200 a irom get 
category male < 

all r upils from reserved 

ind girls. The funds collect 
pioughed back into aca 
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Students at the picturesque 
JNV at Theog, near Shimla 
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N AN UNREMARKABLE DAY IN 1990 IN BARHETA 
village of Bihar's Darbhanga district, Nirmal 
Prakash, an 11-year-old boy, asks his father for 
Rs 2. Prakash wants to buy an application 
form for admission to Jawahar Navodaya Vidyalaya. 
one of the 560 residential schools funded and run by the 
Central government in rural areas of as many districts of 
India. What Nirmal gets from his poor, farmer father with 
four children is an angry rebuke. 

But as luck would have it, there’s a Good Samaritan 
in Barheta. Sanjeev Dev, a teacher in a local school, is con- 
fident that Prakash is a bright kid, and not just buys 
him the application form, but also helps him prepare for 
the admission test for JNVs, which admit selected students 
into the 6th standard and then provide them free board- 
ing, lodging and education through the 12th standard. 

True to Dev’s instincts, Prakash does exceedingly 
well, right from the admission test through his schooling 
in JNV-Darbhanga, and beyond. In 1998, he cracks the 
Joint Entrance Exam of the ITs (IIT-JEE) in his first attempt; 
he later goes on to become the Country Manager (India) 
of Muehlbauer, a German RFID and biometric solutions 
provider with operations in over a dozen countries. 

In May 2008, Prakash, 29, is visiting his home 
state of Bihar as Joint Managing Director of Smarftech, 
a*Nashik-headquartered technology provider and a 
member of a consortium that has recently won a Rs 
280-crore contract to provide smart cards to the ben- 
eficiaries of National Rural Employment Guarantee 
Scheme:in the state. “JNv made me what I am today,” 
Nirmal tells this writer from Patna. 

Thousands of miles away from Patna, in New Jerses 
(US), there is an equally grateful alumnus of JNv: Arjun 
Singh, who hails from Amarpur village in Meerut district 
of Uttar Pradesh. *I was 6th of the 7 siblings. My father 
earned no more than Rs 800 a month in daily wages, fer- 
rying grain and people on his mule-cart. At JNV, we got 
everything free—from shoe polish to books and sta- 
tionery,” recalls Singh, 29, whose seven years at |NV- 
Meerut launched him into a life and career that he'd never 
imagined. Having done his B.E. (Mechanical Engineering) 
and Master of Management Studies from Brrs-Pilani, he 
currently works as Vice President, Grs (Global Transaction 
Services) Technology, Citibank, in Jersey City. 


The JNV Impact 
The examples of Nirmal Prakash and Arjun Singh are just 
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JNVs: The Underdogs 


JNV pupils seem to be doing very well 
compared to their peers in other 
government and private schools. 


Class 10 CBSE Exam 
JNVs 


Kendriya 
Vidyalayas 





Other 
government 
schools 


Private 
schools 











Kendriya 
Vidyalayas 


Other 
government 
schools 


Private 
schools 


$2005 N 2006 8 2007 


The numbers are percentage of students who passed the CBSE 
exam of the total who appeared. 





"Some of my classmates at 
JNV never had even a rupee 
to spend beyond what they 
were provided free. Today, all 
of us are doing great" 


NIRMAL PRAKASH 
Joint MD, Smarftech 
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“My father earned no more 
than Rs 800 a month in daily 
wages, ferrying grain on his 
mule-cart. At JNV, we got 
everything free—from shoe 
polish to books and stationery" 


ARJUN SINGH 
Vice President (GTS), Citibank 


(Pictured here with his wife Rachita in 
Jersey City) 


two of the thousands of incredible 
tales of socio-economic mobility 
that JNVs have scripted in Indian 
villages. Underinvestment in edu- 
cation and maladministration have 
made sure that most of the 75 
crore people who reside in vil- 
lages never receive modern, qual- 
ity education and, hence, a chance 
to become a member of the edu- 
cated society that enjoys the boun- 
tiful fruits of the modern, urban 
economy. 

For schools located in India's 
rural hinterland and serving chil- 
dren from largely-disadvantaged 
backgrounds, JNvs seem to be doing 
very well, even surpassing their 
more privileged urban counterparts. 
Since 2005, in terms of performance 
(pass percentage) in the 10th stan- 
dard exam conducted by the 
Central Board of Secondary 
Education, JNV students have been 
beating their counterparts not just in 
other government schools (including 
Kendriya Vidyalayas) but also the 
private schools (See JNvs: The 
Underdogs). *In the 12th standard 
CBSE exams too, JNVs have been 
beating government schools (ex- 
cept Kendriya Vidyalayas) as well as 
private institutions," says M.S. 
Khanna, Joint Commissioner, 
Navodaya Vidyalaya Samiti (NVS), 
the Central government agency that 
manages the JNvs. 

The ratios of first divisions (60 
per cent marks or more) achieved 
by JNV pupils in exams for 10th 
and 12th standards have been above 
77 and 72 per cent, respectively. 
A survey conducted in 2007 found 





the ‘annual income of father’ of 74 
per cent of the JNV pupils to be less 
than Rs 48,000, highlighting the 
economically disadvantaged 
backgrounds of the children 
attending these schools. 


An Idea That Clicked 
Started in 1986 on a pilot basis, 
JNVs have currently grown to 560 
schools, located in all the states and 
Union Territories of the country 
except Tamil Nadu which has so far 
refused to accept the scheme for 
political reasons. “More JNVs are 
being opened every year,” says 
Khanna of Nvs. The Navodaya 
scheme aims to set up in each dis- 
trict of India one residential school 
as a model school providing quality 
education—with English as a subject 
language and medium of instruc- 
tion—and modern infrastructure 
to rural children (for whom 75 per 
cent of seats are reserved). 

This year, NVS registered over 
15 lakh children, who’ve passed 
the Sth standard for the JNV 
Selection Test which is conducted 
by the CBSE in as many as 21 lan- 
guages (including those represent- 
ing linguistic minorities like Bodo 
and Mizo); about 37,000 would 
be selected. Khanna expects 18 
lakh children to try their luck next 
year. The admission test is com- 
bined with all reservations appli- 
cable to Central government insti- 
tutions (e.g. 15 per cent for scs 
and 33 per cent for girls), making 
JNVs less attractive for students 
from more privileged backgrounds. 

“Our admission test is so 


books, workstations, servers, printers, projectors, security products and storage solutions 
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and distributes various IT products like desktops, not 


HCL Enterprise provides various IT services, and manufactures 


Whether you're a global Fortune 500 company or a small business, we have what your business 
needs. Be it IT Applications, Hardware Solutions, Remote Infrastructure Management or BPO, for 
all your backbone support you can trust HCL. Our work in the field has helped us garner the rank 
of the No. 1 Infrastructure Outsourcing Vendor* and has made us the premier System Integration 
company of the nation. So rest assured that we'll make it our business, to manage yours. 


*HCL is the No.1 Infrastructure Outsourcing Vendor in "The Black Book Of Outsourcing - 2007" by Douglas Brown and Scott Wilson. 
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designed as to ensure that 
rural children are able to 
compete without any disad- 
vantage," says Khanna of 
NVS, which also ensures that 
only children of a district 
get admission in the JNV 
located in that district. 

The success that the JNVs 
have had in targeting the 
needier students is perhaps 
one of the reasons for their 
impressive acceptance among 
the states and the rural pop- 
ulation. States, which have 
to provide 30 acres of land 
free of cost for the JNV cam- 
pus, have been *very enthu- 
siastic” in getting all their dis- 
tricts to acquire a Navodaya, 
says Khanna. And for peo- 
ple in India’s villages, most of 
whom are inured to teacher 


Going Places* 


JNV pupils are making their mark in the 
most desirable part of India’s job market, be 
it the private sector or the public sector . 

> Students who did a BE/BTech: 7,367 
> Students who did an MBBS: 2,751 


> Students who did a management course: 1,070 


> Students who did NDA/CDS courses: 345 
> Students who got through IAS/state Civil 


Services exam: 280 


*The data above is based on information received voluntarily from 


JNV pupils by Navodaya Vidyalaya Samiti. It relates to the years 
from 1993 to 2006 and does not represent all the students who 
passed out of JNVs; it's only indicative data 





a mess, staff quarters, and 
playgrounds, etc. 


Providing More 

About 20,000 employees of 
NVS (comprising 1600 teaching 
and other school staff and the 
remainder administrative staff) 
manage about 2 lakh students, 
spread across remote locations 
all over India, trying to meet 
the schools’ academic, social 
and national objectives. The 

schools not only have a three 

language formula (Hindi. 
English and the main language 
of the region), making Hindi- 
speaking pupils learn a non 

Hindi language and vice versa, 
but also 4 ‘migration scheme’, 
where selected kids from one 
linguistic region go to study 
for a year in another. (For : 


absenteeism, abysmal infra- 
structure, and myriad other prob- 
lems in school education, JNVs stand 
for well funded and managed insti- 
tutions that will enable their children 
to compete with the city kids. 

“In the desert hamlet in 
Rajasthan I was born in, access to 
a school is a blessing enough. JNvs, 
on the other hand, promise people 
quality education for free. For 
them (the rural folks), JNvs are as 
good as the Doon Schools of India, 
if not better," says Rajendra 
Meena, an Indian Revenue Service 
(IRS) officer currently posted in 
the Directorate General of Central 
Excise Intelligence, and a 
JNV alumnus. 

"The wide acceptance of JNvs 
also reflects the desperate demand 
for quality, English-medium edu- 
cation in rural India. Most state 
government schools don't care 
about competence in English or 
the overall quality of education," 
says Boyapati Rajani, an alumnus 
of JNV-Krishna district, who's cur- 
rently working as Project Manager 
for Goldstone Technologies, a 
Hyderabad-based software firm, 


after a seven-year stint as Flight 
Lieutenant in Indian Air Force. 
At JNV-Shimla, located in a re- 
mote mountainous region, this 
writer finds a well-equipped com- 
puter lab (32 desktops, a projec- 
tor, internet connections through 
VSAT, and pupils being taught 
C++), labs for sciences and maths, 
a language resource room, a library, 
a smart classroom (with a projector 
and an LCD screen), apart from 
well-furnished hostels, classrooms, 


The Raw Material 


ample, the JNVs in Goa and 
Himachal Pradesh exchange their 
students.) “The migration scheme 
and the requirement for teachers to 
teach outside their home state make 
for a rare cross-cultural experience 
for JNV boys and girls,” says Khanna. 

Ashwath Kumar K., 
gram analyst at Sirius Embedded 
Software, a Bangalore-based firm, 
and an alumnus of JNv-Mandva 
(Karnataka), says his school gave 
him at no cost a healthy mix of 
academics, extra-curricular activi 


ZA: a pro 


JNV students come from distinctly 
disadvantaged backgrounds com- 
pared to their counterparts in other 
government and private school 


systems. 


Students whose fathers’ annual 
incomes are Rs 48,000 or less: — 


Students from rural areas: 


students from SC/ST families: 


Students whose fathers have 
Studied only up to middle school: 


Students whose 
mothers are Illiterate: 


Students whose fathers 
are farmers or labourers: 


14% 
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education 


ties and cross-cultural environment, 
which he would not have found in 
any other school. 

Arjun Singh (of JNv-Meerut and 
Citibank) says his school's caste- 
and-class-neutral atmosphere res- 
cued and liberated him from the 
oppressive caste-based society that 
will not allow millions like him to 
advance in life. *As a model of 
school system, JNvs have been ex- 
tremely successful in meeting their 
academic and social objectives. 
There is better accountability. State 
governments need to replicate this 
model," says Madhav Chavan, 
Director, Programmes, Pratham, a 
Mumbai-headquartered NGO en- 
gaged in educating poor children. 

The JNV administration also 
seems to have things going right for 
it. Four years ago, NVS implemented 
a ‘counselling-based’ method of 
transferring faculty, wherein all 
teachers gather at a place and decide 
among themselves where they would 
like to work within the JNV system. 
That dramatically cut the attrition 
rate among teachers who had been 
frustrated by long tenures away from 
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“For people in my village, 
Jawahar Navodaya 
Vidyalayas promise quality 
education for free and are as 
good as the Doon Schools of 
India, if not better” 


RAJENDRA MEENA 
IRS Officer, Central Excise 
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their home-states. “Now many pri- 
vate companies want our advice on 
how we did it,” smiles Khanna of 
Nvs. Of late, the administration of 
JNVs has been becoming increas- 
ingly decentralised, allowing schools 
more freedom in managing them- 
selves, says P.K. Sharma, Principal, 
JNV-Shimla. 


Glitches 

However, JNvs have had their share 
of problems, especially with regard 
to administration and faculty. The 
remote rural locations of the schools 
make it difficult for them to retain 
faculty and sometimes even stu- 
dents, particularly those who want 
extra coaching for competitive ex- 
ams. The teachers have also com- 
plained of being underpaid for the 
long hours they put in as resident 
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“The wide acceptance of 
Jawahar Navodaya 
Vidyalayas also reflects the 
desperate demand for 
quality, English-medium 
education in rural India” 


BOYAPATI RAJANI 
Project Manager, Goldstone Tech 
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faculty. “JNvs have also failed to 
meet their original objective of 
turning themselves into a resource 
organisation for state government 
schools. They have become islands 
in a sea of mediocrity, not com- 
municating with other schools," 
says Chavan. 

Agrees Arvind Sardana, an 
educationist at Eklavya, an NGO 
that helps government schools im- 
prove the quality of education: “A 
lot of underprivileged children are 
getting social mobility because of 
JNvs. But building just one JNV in a 
district has meant that only a hand- 
ful get to receive better educational 
facilities. What will happen to the 
majority of children?" 

Some people also talk of the 
cash crunch that they believe JNVs 
face. Sharma of JNv-Shimla com- 
plains of rising food prices and 
stagnant allocation for rations. 
(According to rates revised in April 
2007, a pupil gets Rs 675 per 
month for food in a normal JNv 
and Rs 850 in a school located in a 
remote, inhospitable location.) 

Despite the problems, JNvs 
continue to throw up heart-warming 
stories of socio-economic advance- 
ment in a country where millions 
of people live hopelessly in watertight 
compartments of castes, religion, 
gender, and economic status. Says 
Ramesh Bathija, Director of Training 
at Dakshana Foundation, a Kota- 
based non-profit organisation that 
selects and coaches JNv pupils for 
IIT-JEE: “JNVs are a goldmine of talent. 
It's about time urban India became 
familiar with what they are." 
Without doubt, it's also time other 
government school systems bor- 
rowed a leaf out of the JNvs. m 
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Our client, LG Corp. of 20, Yoido-dong, Yongdungpo-gu, Seoul, KOREA, hereby brings to the notice of the general 
public, those involved in manufacturing, trading and other commercial activities as well as public authorities empowered 
to sanction corporate names/brands that our client is the owner of the following trademarks and has been using the 
said trademarks in India for a very long time. 
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LG Corp. is the parent company that holds controlling shares in a number of subsidiaries including LG Electronics 
Inc. and LG Chem Ltd. The LG group of companies is one of che world's best and most trusted conglomerate engaged 
in a wide array of business activities including manufacturing and marketing of chemicals, cosmetics, household goods, 
pharmaceuticals, petrochemicals, televisions, PDP, LCD, computer monitors, notebook PC, mobile phones, 
DVD-players, air-conditioners, refrigerators, cooking appliances, washing machines, vacuum cleaners and various other 
electrical and electronic digital appliances. The mark LG is inherently distinctive, having no meaning in the trade excep: 
to indicate the trade origin of our client's goods. 





Our client's operations are spread globally and its distribution network extends to 150 countries worldwide, including 
in India. Our client has obtained and/or applied for registrations for its trademarks LG and LG face device and all 
their variants (collectively, the “LG marks"), in about 170 countries including Algeria, Australia, Benelux, Brazil. 
Canada, Egypt, Germany, Greece, Hong Kong, India, Japan, New Zealand, China, Singapore, Spain, United Kingdom 
and the United States of America. In India, our client's LG marks are registered in several Classes of the International 
Classification. 


On account of prior adoption, long and continuous use, extensive sales and sales promotional activities, excellent 
quality control and aggressive marketing through television channels, print media and network of dealers and distributors. 
the LG marks has acquired enviable goodwill and reputation and have become distinctive of our client's goods to 
the exclusion of all others. The mark LG is a household name today and has acquired a secondary meaning besides 
being a well known mark worldwide including in India. 


It has come to our client's knowledge that some incorporated and unincorporated concerns, persons, manufacturers 
and dealers are unscrupulously using the LG mark of our client, either in isolation or in conjunction with other LG 
marks as their trade mark/trade name to wrongfully project an alleged association of their business/products/services 
with those of our client. 


These unscrupulous persons and companies are deceiving and defrauding the consumers and general public by using 
our client's famous LG marks in respect of goods not of our client's manufacture or merchandise. The public is 
cautioned against dealing with such companies as the said entities are trying to pass off inferior products bearing our 
client's famous LG marks and device. 


Our client also warns those who are using or intending to use the LG marks in respect of any goods or services. 
that such use would constitute invasion upon the proprietary rights of our client vis-a-vis the said LG marks, and 
our client will take immediate and appropriate legal action against them, including criminal action. 


The consumers, manufacturers, dealers and stockists, media, internet and all concerned are hereby alerted against 
such piracy and misrepresentation and are requested to bring to the notice of our client instances of such illegal acrs 
and inducement. This would enable our client to institute appropriate action against such firms/companies who are 
not only causing loss and damages to our client, but are acting to the prejudice of the public as well. 


D. P. AHUJA & CO. 
Patent and Trade Mark Attorneys 
53 Syed Amir Ali Avenue, Calcutta - 700 019 
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Quietly, Malvinder (R) and Shivinder have built a 
dutch of businesses from healthcare to financial 
services that is already worth more than a fifth of 
their flagship, Ranbaxy. How big can their non- 
pharma empire get? SHALINI S. DAGAR 





HE CHEMISTRY WAS RIGHT," SAYS SUNIL 

Godhwani, Group CEO and MD of Religare 

Enterprises, in his booming voice about 

the takeover of the oldest brokerage house 

in London, Hichens Harrison, for around 
£55.5 million (Rs 448 crore). Sitting in the former 
Ranbaxy office, which now houses the growing Religare 
team, in Delhi's commercial hub of Nehru Place, 
Godhwani says, *The company was hungry to 
expand overseas." 

The deal, which marks the first overseas acquisition 
in the financial services space by an Indian company, 
started out with talks for a general business alliance. 
Hichens wanted to set up an equity desk in India. 
After Godhwani met Hichens ceo Adam Wilson, the 
chemistry kicked in. After a swift one-day trip to 
London to meet the entire Hichens team, Godhwani 
was convinced. The deal was escalated to a full take- 
over, and armed with a board approval, Godhwani 
made the offer. Last fortnight, the deal got the regu- 
latory approvals and is now being completed. 

Godhwani is a great believer in chemistry and 
quick action. He wrapped up a joint venture with 
Australian financial services firm Macquarie for wealth 
management in three hours. *They were blunt and I was 
more so," he quips. 

Religare, which listed on the Indian stock ex- 
changes only in November 2007, seems to be on to a 
good story (see The Religare Subsidiaries). In the com- 
ing months, the various other pieces will fall in as the 
rollout of the life insurance and asset management 
joint ventures with Dutch insurance and pensions 
major Aegon becomes visible. The regulatory ap- 
provals are just in. And that is getting reflected on 
the stock markets. As against the issue price of Rs 
185, the stock has mostly stayed above Rs 300, hold- 
ing its initial gains in the following months despite the 
stress on the stock markets. 

There were many within the company who felt 
Religare could have listed a year later when it would 
have been far more valuable. However, Godhwani 
very pragmatically points out that the “listing when 
we did worked well for us. Imagine the opportunities 
we would have missed? Listing provided us acquisi- 
tion currency.” 

Post-Hichens there is more to come as the company 
is believed to be exploring two more deals. And this 
dovetails neatly into the plan that the promoters— 
brothers Malvinder Mohan Singh and Shivinder Mohan 
Singh, sons of the late Parvinder Singh who virtually 
made Ranbaxy Laboratories the first Indian pharma 
MNC—have for the company. 

Malvinder, who is the Chairman of Religare as 
also other non-pharma businesses, had worked with 


SPREADING WINGS 


The Singhs’ business empire stretches from pharma to healthcare to 
financial services. 





The Promoter Group 
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CEO & MD, MD, 


CEO & MD, 
Malvinder Shivinder Sunil Godwani 
Mohan Singh Mohan Singh Mkt. Cap. of listed entities 
Mkt. Cap.: Mkt. Cap.: Fortis Financial: Rs 322 cr 


Rs 18,527 08 cr Rs 1.7329 cr 
As on May 23, 2008 


ON A D ROLL 


Religare has grown almost 20 times in three years... 


and Religare Enterprises: Rs 3.013 er 





*Nine months mum Total income (Rs crore) = Net Profit (Rs crore) 





Wen Fortis Healthcare is gunning for a 40-hospital, 6,000-bed network 
by 2011. 


925.04 





uum Net Profit (Rs crore) 


wum Total income (Rs crore) 


*Nine months 





SIBLING STRENGTHS 


m Ambitious and aggressive — 





m Young: Godhwani is the oldest in the core team at 46 years 





m Are extremely acquisition-friendly across the group 


m No strangers to strategic alliances/ JVs for global scale 


m Prefer listing over other forms of fund raising _ 
m Do not mind taking a few spats on the way 





American Express Bank and Merrill Lynch in his early 
professional life. *I always wanted to create in financial 
services what Dad had done in the pharma industry— 
he thought way ahead of his time." He talks of a global 
financial powerhouse such as Goldman Sachs with an 
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"Listing provided us acquisition 
currency... the company was hungry 
to expand overseas" 

Sunil Godhwani / Group CEO and MD/ Religare Enterprises 


Indian parentage. “The Hichens acquisition provides 
branding, institutional credibility and clients, licences to 
operate in European and other emerging markets as also 
an attractive base to tap investments into India and vice- 
versa," says a private equity investor. Unsurprisingly, 
within the group, Religare is called ‘Gateway of India’ 
and it is a business that will scale up much faster than any 
other within the group. 


Healthcare Play 

However, Religare is not the only story buzzing within 
the group. Fortis Healthcare, the second-largest hospital 
chain in India, also listed last year on Indian bourses. 
With 14 hospitals in its fold, the company is aspiring to 
a 40-hospital and 6,000-bed network. Last year, Fortis 
acquired around 48 per cent stake in Chennai-based 
Malar Hospitals after the high-profile but contentious 
takeover of Escorts Hospitals. The legal cases that 
emanated from Escorts, though still alive, have weak- 
ened considerably, says Shivinder, adding, “There is 
light at the end of the tunnel." 

The legal overhang along with the high capital 
expenditure involved in the healthcare business has led 
to comparatively lukewarm response to Fortis 
Healthcare in the markets. However, as Shivinder 
points out, the business will start creating value soon 
enough *as the cash flows from the newly commis- 
sioned hospitals build up. I do not think we have 
managed to get our story across to the investors. We are 
working on that". 

That stems from the fact that cash flows build up 
over a period of three years or so. Fortis’ expansion 
strategy straddles greenfield hospitals, acquisitions 
and management contracts. Over the years, the ac- 
quisition scene has changed significantly. “It takes a 


THE RELIGARE SUBSIDIARIES 


A variety of subsidiaries make up Religare. 
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little longer to close deals. There are very few pro- 
moters who want to cash out completely. The entry of 
private equity players, too, has affected valuations. 
Earlier we would probably be the only people nego- 
tiating,” says Shivinder. 

However, that is the reason that the group is now 
coming up with non-exclusive alliances with real estate 
majors such as DLF, Emaar MGF and Ansal API to set up 
hospitals in their townships. This, along with man- 
agement contracts, would rein in the capital expendi- 
ture for Fortis Healthcare. 

There are other arrows in the 
promoter group’s quiver, apart from 
the flagship, Ranbaxy. Two more 
companies are poised to go public 
within the next one year under the 
Religare brand. One would be the 
aviation business that houses an air 
charter services company, Ran Air 
Services, and the other will be SRL 
Ranbaxy, the largest pathological 
services company in India as well as 
South Asia. Religare will be the um- 
brella brand for the services business 
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(barring healthcare). 

Hence, prior to its listing SRL Ranbaxy would 
be rebranded as Religare. Currently it is also in the 
process of exploiting synergies with Fortis 
Healthworld. Indeed, the group itself is looking at a 
branding exercise down the year even as it looks 
to add non-life insurance and medical education 
among other businesses to their portfolio. 

As more group companies get listed, the market 
value of the non-pharma group is expected to rise, es- 
pecially rapidly where yet again the group seems to be 
in negotiations for two more deals. Already the com- 
bined market capitalisation of the listed non-pharma en- 
tities—Religare, Fortis Healthcare along with Fortis 
Financial—swings between a sixth to a fourth of the 
flagship company. Though Ranbaxy itself is likely to 
grow fast, within the group in the coming years much 
more value creation will happen in the healthcare and 
services pillars as they dip into India's inherent economic 
growth prospects. 

According to estimates, the per capita healthcare 
spending in India is poised to rise from $32 in 2006 
to $53 by 2009. This is even as increased life ex- 
pectancy is coming hand in hand with the increased in- 
cidence of lifestyle-related illnesses and higher health- 
care spends. Similar forecasts are made about the 
penetration of financial products, especially equities 
into the Indian households. And mind you, Religare 
has a significant retail play. 


Needed: Leadership Bandwidth 


However, rapid growth has its own challenges. And 
key among them is people. By putting Godhwani, 
who is a family friend, in charge of services vertical, 


the Singh brothers have addressed the problem at the 


High on healthcare: The market in India is surging 



















Right path: SRL Ranbaxy is gearing up for a listing 





core team level. “I am a very empowered CEO and 
that leads to success," says Godhwani. Malvinder is the 
Chairman of the non-Ranbaxy companies in the group 
even as he retains operational control of Ranbaxy. 

Ditto, for Shivinder, who is a Non-Executive 
Director on Religare board. Between the three of 
them they make the core team that forms some sort of 
a promoter council, which meets at least a month on 
strategies and is on the phone regularly, often several 
times a day. *Our wives are sometimes jealous," says 
Malvinder. The second-tier of management, too, is 
getting built gradually. “If a company can provide 
challenging and 
better work envi- 
ronment, then why 
would people not 
want to work for 
it?" asks Shivinder. 

These non- 
Ranbaxy busi- 
nesses are truly the 
test of the business 
acumen of the 
Singh brothers. 
Across the group 
companies, the ownership of the brothers is equal, 
though mostly held through holding companies. 
While Religare and Fortis Healthcare were started 
during the late Parvinder Singh's time, they acquired 
scale and sustainability only in the past few years. 
"Ten years ago, we were pretty much a family that 
was only in pharma. So yes, Shivinder and I have ex- 
panded it to the next level, got into healthcare and 
financial services," Malvinder says with some obvi- 
ous pride. Therefore, it will be some feat if Brothers 
Singh are able to turn their non-pharma empire 
bigger than Ranbaxy. i 
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a companys history and 
you need to ride them. You 
constantly need to reinvent, 
keeping the values and core 
competence intact 

Sanjay S. Lalbhai, CMD. Arvind 











How Sanjay Lalbhai is 


Reinventing Arvin 





Arvind is going all out to focus on brands and MegaMart 
to deliver growth. ANAND ADHIKARI 


S SPACE AGENCY NASA 

was the first to use the 

“Phase Change Mat- 

erial” (PCM) technology 

to make space suits and 

gloves for its astronauts—to protect 

them from extreme temperature 

fluctuations in outer space. Shorn of 

technological mumbo-jumbo, the 

technology, if used on fabrics, keeps 

the temperature stable—say from 

one’s office to a waiting car or 

from an air-conditioned room to an 
open environment. 

The 77-year-old Arvind (which 

changed its name from Arvind Mills 


The New Thrust Areas 


Brands and retail will account for more than 
40 per cent of revenues by 2011. 


2010-11 








Wi Fabrics W Garments Bl Brands 
E Retail = Others 


Figures in per cent 


Source: B7 Research 


in May this year), tied up with 
Colorado-based Outlast Technolo- 
gies—which commercialised the 
use of PCM in garments, footwear, 
bedding and accessories—last year 
to bring these high-tech climate 
control fabrics to India. Initial 
trends suggest that the venture is al- 
ready a success. Arvind is supplying 
garments made of Outlast mate- 
rial to Marks & Spencer. But that's 
only one jewel among half a dozen 
others in Arvind's new product 
pipeline. On the anvil are fabrics 
that absorb water or sweat from 
the inner surface and transfer it 
outside, wrinkle-free fabrics, fabrics 
that don't pale even after 20 washes 
and clothes that remain odour-free 
and stain-free. 

Sitting comfortably in the slightly 
old-fashioned corporate office of 
Arvind on Naroda Road in old 
Ahmedabad, Sanjay Shrenik Lalbhai, 
Chairman & Managing Director 
of the company, says: “These are 
the new growth engines for us. But 


the market for protective fabrics is at 


a very nascent stage in India." 


Falling Margins 

His excitement is palpable, but it is 
tempered by caution. Lalbhai's 
biggest concern is Arvind's core 
denim business—it is among the 
world's top five denim manufac- 
turers—which is grappling with 
sluggish global demand, over-supply 
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“We have built a portfolio that 
cuts across all price points, con- 
sumer segments and channels” 


Suresh J., 
CEO (Brands & Retail), Arvind 


in the domestic market and soar ing 
cotton prices (cotton accounts for 
more than a third of the total cost of 
denim). Then, the appreciation of 
the rupee against the dollar (the 
trend has reversed, albeit slightly, 
over the last month) has squeezed 
his export margins as well. 

These are reflected in Arvind's 
2007-08 results. Its net profit dipped 
from Rs 119 crore on sales of Rs 
1,845 crore in 2006-07 to less than 
Rs 20 crore on revenues of Rs 
2,655 crore in 2007-08, indicating 
a massive pressure on margins, 
which is not expected to improve 
anytime soon. “The denim business 
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is a drain on the company's prof- 
itability and if the cost pressure 
continues, the company will be 
severely impacted," says an analyst 
with a domestic brokerage firm. 
That's why Lalbhai’s thrust on 
new businesses assumes importance. 
The company is in the initial stages 
of conceptualising and extending 
its garments expertise and market- 
ing front-end to build a buying 
house-style operation. *We will not 


Focussing on Brands 
Arvind expects the following 
brands to drive its growth stategy. 


Brand STEP 


à „Segment 





The Retail Thrust 


Arvind is planning to ramp up its retail presence. 
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~ outlets in 35 "80 more outlets in 2008-09 - 
EU cies n W 


only design new fabrics but also 
convert them into garments,” says 
Lalbhai. The idea is to become a 
one-stop shop for leading garment 
brands. “There are life cycles in a 
company’s history and you need to 
ride them. You constantly need to 
reinvent, keeping values and core 
competence intact,” Lalbhai says. 


Focus on Brands... 

He has chalked out an aggressive 
growth plan for brands and retail, 
which is expected to change the 
face of Arvind over the next two-to- 
three years. The company has access 
to a large number of global brands 
like Arrow, Lee, Wrangler, Tommy 
Hilfiger, Nautica and Jansport 
through joint ventures and licensing 
arrangements, and also owns a num- 
ber of homegrown ones like Flying 
Machine, Newport, Excalibur and 
Ruf n Tuf. 

Lalbhai kick-started his brands 
and retail strategy about one-and-a- 
half years ago when he recruited 
Suresh J., a former Hindustan Lever 
professional to head Arvind's Brands 
& Retail portfolio. Under Suresh's 


Future Plans 







: ?1 stores over the next three years; 

.. Second store in Pune (July '08), 

-followed by Bangalore nes 08) 
.. and Delhi (September '08 













"We are focussing a lot or 
design and innovation in the 
denim business" 


Aamir Akhtar, 
CEO (Denim), Arvind 


leadership, Arvind has alread 
re-launched its own brands in th 
market, all of which have turne 
around and are raking in profit 
Excalibur is currently the #1 bran 
in its portfolio and does annu: 
business worth Rs 60 crore, whil 
Flying Machine and Newport ar 
both Rs 25-crore brands. 

But iconic US brand Arrow | 
the star of its portfolio. “It’s on 
brand that can be the cash cow fc 
the company," says Suresh. La: 
year, Arrow grew 25 per cent an 
delivered a profit of Rs 11 cror 
“We are targeting a 50 per cer 
growth at a substantially improve 
profitability this year," he adds. 

The company also plans t 
strengthen its brands in the areas « 
ethnic women's wear and kid: 
wear. “Our brand portfolio is grow 
ing at a CAGR of 30-40 per cent an 
will become a substantial part « 
our business going forward," say 
Lalbhai. In May this year, he tied u 
with the us-based Hartmar 
Corporation to make suits unde 
the Hart Schaffner Marx, Pieri 
Cardin and Sansabelt brands. | 
March, Arvind entered into a 
agreement with Phillips-Van Heuse 
Corporation for a sportswe: 
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Hands that rise for the nation reach for Dainik Jagran 


When hands rise, they become the pillars of a nation. When hands rise, they become the voice of the voiceless. When hands rise. they 
become the torch that lights the way. When hands rise they become a movement for a new India. These are the same 5.66 crore hands 
that pick Dainik Jagran. A newspaper that doesn't just give news, but moulds opinions, takes a stand and builds a brighter tomorrow. 
Dainik Jagran. Because when you raise your hand, you make a difference. 
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licensing arrangement under which 
it will bring the IZOD brand into 
India. Lalbhai expects his brands 
portfolio, which did Rs 300-crore 
business in 2007-08, to touch rev- 
enues of Rs 700 crore in two years. 


...and on Retail 
Lalbhai is also going the whole hog 
on expanding his retail operations. 
His MegaMart brand of retail stores 
has, thus far, been used to hawk 
discounted products at select outlets. 
It is being repurposed, and will now 
be used to expand into Tier II and 
Tier III towns. It will also sell private 
brands where margins are as high as 
50 per cent. “We are already prof- 
itable at the store level," says 
Suresh. MegaMart clocked a 
turnover of Rs 100 crore and 
earned a net profit of Rs 4 crore in 
2007-08. Going forward, Arvind is 
targeting revenues of Rs 1,000 
crore over the next three years 
from it. “We now have a portfolio 
that cuts across all price points, 
caters to all consumer segments 
and is present across all channels— 
like departmental stores, hyper 
markets and others," says Suresh. 
There are also plans to spin off 
the brands and retail businesses 
into two separate units to meet 


their business and capital needs. 


Ambitious Targets 
Arvind is eyeing healthy growth by getting into value-added products. 


Revenues: | Growth 
Expectation*| What's New? 


Share in 
Revenues” 


Fabric 
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“We are consciously making 
an effort to make the organi- 
Sation young and vibrant” 


S. Venkatesh, 
Group President (HR), Arvind 


Says Jayesh Shah, Director & CFO, 
Arvind: “The plans are still on the 
drawing board.” Arvind has already 
pumped Rs 250 crore into these 
two divisions, and another Rs 400 
crore is in the pipeline. Also on 
the anvil are plans to sell non- 
strategic assets like land—Arvind 
owns huge tracts of real estate in 
Ahmedabad—which is expected to 
fetch Rs 700 crore. 

Both the new thrust areas— 
brands and retail—are highly com- 
petitive. Lalbhai realises that the 












“We are studying the possibility 
of demerging the brands and re- 
tail portfolios into separate entities” 


Jayesh Shah, 
Director & CFO, Arvind 


human element, more than strate- 
gies drawn up by highly paid con- 
sultants, will be critical for success. 
“We have started building a sec- 
ond line of leadership," says Lalbhai, 
who has roped in S. Venkatesh, 
who was earlier President (HR), 
Vedanta (Sterlite Group), for this. 
“We are consciously making an ef- 
fort to make the organisation young 
and vibrant," says Venkatesh. 

If the new strategy pays off, 
Lalbhai is open to options like an 
initial public offer or private place- 
ment to raise money from the mar- 
ket. Today, *brand companies" en- 
joy valuations of at least two times 
turnover, while retail businesses are 
valued at 1.50-1.75 times revenues. 
The company's stock has remained 
range-bound in the recent past, hov- 
ering around Rs 50, but it got a 
major push following reports that it 
was planning to unlock the value of 
its real estate. The stock even 
touched a high of Rs 90 just 
before the January crash this year. 

^| personally believe that the 
company is undervalued by the 
stock market," says Lalbhai. That's 
something that will get corrected 
if he gets his brands and retail 
strategy right. W 
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INDIAS FASTEST GROWING 


Large Companies 


Companies with revenues in excess of 


Rs 2,000 crore that grew the fastest in 2007. FASTEST GROWING 
LARGE COMPANIES 
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HCL's Chowdhry: Focussing on the domestic IT opportunity 


1. HGL Infosystems 


OW DOES THE INFORMATION TECHNOLOGY REVOLUTION BEGIN? AS 

a box, and that explains why HCL Infosystems has been on a 

burn. As the rr and communications market (read software serv- 
ices, outsourcing and the mobile boom) has exploded in India, so has 
HCL’s own growth. From Rs 2,705 crore in 2002-03, it now logs Rs 
12,599 crore in revenue (annualised, *07-08) while net profit has 
soared from Rs 93 crore to Rs 313 crore (annualised) in that time. That 
translates into a compounded annual growth rate (CAGR) of 45 per cent. 
Interestingly, it's the cellular boom that has been driving HCL’s growth 
more than the growth in computers and servers. For example, in 
2003-04, its revenue from its telecom and office automation (prima- 
rily a distribution business) were a relatively modest Rs 2,877 crore, but 
at last count it stood at a whopping Rs 9,259 crore—a CAGR of over 30 
per cent. Says Ajai Chowdhry, HCL’s co-founder and Chairman: “India 
is still an undersold rr market and there is immense upside for our busi- 
ness.” In the years ahead, he expects HCL’s systems integration business 
to drive growth. “Over the next 10 years we expect it to become a $2- 
billion business for us,” he says. RISHI JOSHI 


IVRCL’s Reddy: Owes his 
success to IVRCL's 


diversifled business model 


A. PRABHAKAR RAO 
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2. INRCL Infrastructures 


IVE YEARS AGO, IF HE LANDED A RS 200-CRORE 
infrastructure project, E. Sudhir Reddy would 
be giddy with excitement. Today, the 
Chairman and Managing Director of Hyderabad- 
based IVRCL Infrastructures and Projects (IVRCL) jug- 
gles projects worth Rs 800 crore without batting an 
eyelid. While that's a sign of the growing investment 
in infrastructure projects in the country, it's also 
evidence of the 21-year-old company's shift into top 
gear. Starting out as a builder of small water-based 
projects, IVRCL has diversified into big-ticket projects 
related to road, building construction, transportation, 
power, water supply and irrigation. The happy result 
Is that it has been growing its top line at a CAGR of 52 
per cent since 2004-05. Today, nearly half of its top 
line of Rs 3,700 crore comes from irrigation and wa- 
ter projects, a little over one-third from transporta- 
tion and power, and the rest from building and 
construction. Reddy attributes his company's rapid 
growth mainly to three things: entry into long-term 
supply contracts, delegation and employee moti- 
vation through ESOPs. “Quick reaction time to prob- 
lems with a feet-on-the-ground-approach has also 
helped," he adds. A case in point: its Rs 315-crore 
Veeraman Drinking Water Project in Chennai that 
was completed in a record 15 months (against the 
norm of 21-24 months) despite certain challenges. 
With an order book of Rs 13,000 crore, Reddy 
will need lots more of his quick wits. 
E. KUMAR SHARMA 


STF's Sridhar: Happy 
to be trucking around 





3. Shriram Transport 


IKE THE TRUCKS IT FINANCES, IT’S BEEN A 
long haul for Shriram Transport Finance 
(STF). Founded in 1979, it wasn't until 
the late 90s that the Mumbai-based firm could 
prove the legitimacy of its business model, 
which centred around financing commercial 
vehicles. “Everyone considered this business 
high risk because the loans had no collateral to 
talk of,” says R. Sridhar, STF’s Managing Director 
of 22 years. Today, it's a different story. 
Everyone from private equity investors (TP 
Newbridge and ChrysCapital) to hedge funds 
(Tiger Global and Ridge) are investors in STF, 
whose asset under management has grown 
from Rs 2,500 crore in 2001-02 to Rs 12,500 
crore. “We expect this figure to double by 
2010," says Sridhar. To stay on the growth 
track, Sridhar is looking at more opportuni 
ties. STF has started offering top-up loans for 
tyres and engine replacement. It has tied up 
with other partners such as Axis Bank and HP 
to offer credit cards for its customers; it has a 
deal with Ashok Leyland for freight exchange 
and freight bill discounting (a bridge financing 
service); and an arrangement with sister com- 
pany Shriram Life for life insurance products for 
its customers. ^We feel that these truck owners 
are the unsung heroes of the Indian economy,” 
says Sridhar. Perhaps, sTF too. 
NITYA VARADARAJAN 
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Idea Cellular MD Sanjeev Aga: Latecomer, but fleet-footed 


4. Idea Cellular 


LTHOUGH IT'S BEEN AROUND FOR MORE THAN A DECADE 
now in different avatars, Idea Cellular is, effectively, just two 
years old. That's when the Aditya Birla Group bought 
out the Tatas in the venture and hit the. road with a vengeance. 
Result: While it took Idea Cellular (earlier called Birla-Tata- 
AT&T) 10 years to rack up its first 10 million subscribers, it took 
less than two years to add the next 10. Today, with a customer 
base of more than 24 million, Idea has a market share of 16.2 per 
cent in the 11 circles it operates in (end of March, 2008). In 2007- 
08, Idea's net sales grew more than 54 per cent to Rs 6,719.99 
crore and PAT by a jaw-dropping 108 per cent to Rs 1,044.39 
crore. ^We were able to expand the market by reaching out to pre- 
viously unconnected areas. Our infrastructure sharing and 
licensing has also contributed to profitability," explains Rajat 
Mukarji, Chief Corporate Affairs Officer, Idea. 

Last year, Idea grew its subscriber base to 24 million from 14 
million—a growth of 70 per cent. However, average revenue per 
user (ARPU) continues to be a(n industry-wide) problem. In March 
2007, ARPU was Rs 317 and by the quarter ending March 2008, 
it had fallen to Rs 287. With major players, including Idea, 
dropping call rates, ARPUs may fall some more. Idea isn't too wor- 
ried. It plans to focus on value-added services besides pushing far- 
ther into unconnected areas to keep growing. 

T.V. MAHALINGAM 
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5. Simplex 
Infrastructures 


T'S NOT JUST RIDING THE INFRASTRUCT- 
ure wave, but doing a good job of 
‘wave hopping’ to keep surfing. 
Simplex Infrastructures’ diversified port- 
folio within infrastructure—it is into urban 
infrastructure, industrial construction, 
marine, power, and oil rig projects—has 
ensured that it stays immune to a slow- 
down in any one segment. That explains 
why its three-year CAGR is a robust 39 
per cent. “We have been progressive and 
have maintained our robust growth con- 
sistently,” says B.D. Mundhra, Chairman 
and Managing Director of the Kolkata- 
based Simplex. What’s also impressive is 
that of its order book of Rs 10,100 crore, 
overseas orders account for almost a quar- 
ter. Mundhra is now planning forays into 
the mining sector, possibly in collaboration 
with a foreign firm. “Mining operations in- 
volve huge earth-moving and material 
handling, which are our core competen- 
cies. Tying up with a reputed mining 
company will give us the synergy to take 
up mining projects in the country,” says 

Mundhra. 
RITWIK MUKHERJEE 





Simplex’s Mundhra: A finger in every pie 


Leap ahead" 


¢ 


b Q 





Thanks to the Intel® Centrino® notebook, you can work 
through power cuts, traffic jams and airport delays. 
Business. The way it should be. 





RA AN 


‘C008 Intel Corporation. Intel, the Intel logo, Centrino logo and Centrino, Leap ahead. and the Intel. Leap ahead logo are tradernari 
and other countries. System, battery and wireless performance and functionality will vary depending 


Leap ahead 


/ 
ff 

3 Af / 
ica YS EH H A 
L x 


BZ x 

T T With up to 2x greater range and up 
= to 5x faster wireless performance, 
=| you can work anywhere. 









Thanks to the Intel® Centrino® notebook, you don't need 
an office. You can work from anywhere, whether 
you're stuck at the airport or in a traffic jam. 


Business. The way it should be. SEL. 


sb special 


G. KESHAV RAJ 





India Cements’ Srinivasan: In the black 


6. India Cements 


HE RAPID GROWTH INDIA CEMENTS (ICL) IS 
| witnessing today (profit up 72 per cent 
and sales up 52 per cent during April-Dec 
*07) came at a cost—Rs 1,500 crore plus three 
years of acute suffering. It all began in 1997-98 
when the company decided to become a dominant 
player in South India and embarked on a series of 
hostile acquisitions. By 2000-01 its capacity had 
jumped from 2.6 million tonnes to over 8 million 
tonnes. This expansion cost the company Rs 1,500 
crore, which was predominantly funded by debt. 
Even as it got the expected market dominance, the 
unexpected happened. A sudden surge in capacity 
expansion resulted in supply far exceeding de- 
mand. Cement prices plunged, losses piled up 
and ICL struggled to meet its debt obligations. It 
opted for a corporate debt restructuring scheme, 
cut costs and exited non-core businesses to stay 
afloat. When supply began to ease in 2003-04 
and cement prices recovered, ICL was in the best po- 
sition to take advantage of the situation. The com- 
pany exploited its large capacity to the hilt re- 
couping its accumulated losses of over Rs 300 
crore in just one year. "Our vision to acquire ca- 
pacities in late 1990s even if it meant taking on ad- 
ditional debt has paid off handsomely," says N. 
Srinivasan, Vice Chairman and Mp, ICL. The com- 
pany is on the move again, this time in North 
India. “When our greenfield projects in Rajasthan 
and Himachal Pradesh go on stream, we will be- 
come a pan-Indian player with a capacity of 18 mil- 
lion tonnes," he adds. That's some turnaround. 
N. MADHAVAN 
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Pantaloon's Biyani: Getting bigger 





7. Pantaloon Retail (India) 


ISHORE BIYANI MUST RUE THE FACT THAT 
k there are only 24 hours in a day; otherwise, 
this ‘rajah of retail’, who entered retail with 
a trousers brand in 1987 but now runs the biggest 
private retail entity, would be growing faster still. 
In the last three years, Pantaloon Retail, which 
operates a clutch of formats including a depart- 
mental store (Pantaloons), hypermarket (Big 
Bazaar), and malls (Central), has added 7 million sq. 
ft over the last three years, taking its retail space to 
a little more than 8 million sq. ft by June 08 and top 
line from Rs 1,072.54 crore in 2004-05 to an es- 
timated Rs 5,714 crore in 2007-08. In that time, its 
market cap has risen from Rs 2,538.75 crore as on 
May 24, 2005 to Rs 7,521.32 crore as on May 23, 
2008 (down from a peak figure of Rs 12,913.36 
crore on January 2, 2008). Says Biyani: “We are still 
the largest in every category that we operate in and 
today 25 per cent of the retail space in the country 
is occupied by us," According to analysts, one of the 
reasons for the good performance is Pantaloon 
building new businesses through subsidiaries, 
thereby allowing them to raise money independ- 
ently. Some examples include Home Solutions 
and Future Bazaar, which began as part of 
Pantaloon retail and Future Group but are now 
stand-alone formats. With the big corporate play- 
ers (see page 62) redrawing their strategies, Biyani’s 
leadership position will come under attack. The 
future for Biyani, then, does look a bit tense. 
ANUSHA SUBRAMANIAN 





L&T's Naik: Making the most of the India Story 


8. Larsen & Toubro 


T'S A BIT SURPRISING THAT LARSEN & TOUBRO SHOULD BE. ON THIS 
list at all. After all, with Rs 17,566 crore in annual rev- 
enues, it's already big. So, cranking up growth at rates of 50- 
100-plus per cent that most of the (smaller) companies in this list- 
ing have done, is no mean task for L&T. Yet, India's best-known 
engineering company is on a roll. Its core business of engineer- 
ing and construction notched a growth rate of 49 per cent to Rs 
12,716.99 crore in the nine months ending December 2007. 
L&T's electrical business and its machinery division, too, did well 
with growth rates of 33 per cent and 36 per cent, respectively. 
Shipbuilding and railways are new thrust areas for L&T, and it is 
scaling up its power business in anticipation of significant power 
generating capacity addition over the next five years. Says A.M. 
Naik, Chairman and Managing Director, L&T: “While maintaining 
our focus on the core business areas of infrastructure and 
hydrocarbon, our thrust will be on the power sector, including 
generation, transmission and distribution, critical equipment 
manufacturing, shipbuilding and railways." With India building 

itself up, L&T has plenty of work ahead. 
CLIFFORD ALVARES 
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9. Infrastructure 
Development Finance 


N MARCH THIS YEAR, INFRASTRUCTURE 

Development Finance Company (IDFC) 

snapped up Standard Chartered's asset 
management business for Rs 820 crore. If 
at first blush that didn't seem a logical 
step for an infrastructure finance com- 
pany, it's because Rajiv Lall, IDFC’s MD 
& CEO, isn't thinking like an ordinary in- 
frastructure financier. ^Our business strat- 
egy is to be India's specialist infrastructure 
institution with an infrastructure-focussed 
project finance, investment banking and 
asset management franchise," Lall is 
quoted as saying on IDFC's website. The in- 
stitution already manages India's biggest in- 
frastructure-focussed private equity fund 
of $630 million, and it is the single-largest 
debt and equity financier of privately- 
sponsored infrastructure in the country. A 
wide portfolio has enabled IDFC to grow 
consistently. Its balance sheet has grown 56 
per cent to Rs 27,921 crore in the one 
year to 2007-08, net income 62 per cent 
to Rs 694 crore, and consolidated net 
profit 47 per cent to Rs 742 crore. 


ANUSHA SUBRAMANIAN 





IDFC's Lall: Thinking differently 
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10. Jindal Steel & 
Power 





JSPL's Jindal: Betting on new steel plants 


AVEEN JINDAL IS THE YOUNGEST OF 
Në four Jindal brothers (Prithviraj, 
Sajjan and Rattan), and he also 
heads the youngest of big ventures at the 
group, Jindal Steel & Power (JsPr), which 
was spun out of Jindal Strips in 1990. But 
the 38-year-old's investment plans are in 
contrast to his relative youth. At last count, 
he had plans of investing Rs 75,000 crore in, 
among others, a 6-million-tonne per an- 
num (TPA) steel plant in Orissa (Rs 13,500 
crore), another 6-million-TPA steel plant in 
Jharkhand (Rs 15,000 crore) and a 1,000- 
MW power plant in Raigarh. The expansion 
plans are, of course, a reflection of the 
growth JSPL has been experiencing over the 
last three years. In that time, its revenue 
has risen from Rs 2,877 crore in 2005-06 to 
Rs 3,910 crore in 2007-08 (till Dec *07), net 
profit from Rs 572 crore to Rs 846 crore, 
and market cap from Rs 3,223 crore to Rs 
31,900 crore. Vikrant Gujral, Vice Chairman 
and CEO, JSPL says: “Higher price realisation 
has indeed contributed to growth, but there 
are other factors like tighter control on 
costs and better operational efficiencies." 
Polo-enthusiast Jindal recently also acquired 
the rights to some mines in Bolivia. So far his 
growth story looks intact. But any further 
tightening of steel prices by the govern- 
ment or a drop in global steel demand 
could spoil the story for him. 
ANAND ADHIKARI 
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Mid-sized Companies 


INDIAS FASTEST GROWING 





Companies with revenues between Rs 1,000 crore 
and Rs 2,000 crore that grew the fastest in 2007. 


FASTEST GROWING 
MID-SIZED COMPANIES 


A Electrotherm (India) — 2 


A Glenmark Pharmaceuticals - 
A MphasiS 
A. KS Oils 


1. Electrotherm (India) 


OARING CRUDE OIL PRICES HAS EVERYONE SWEATING, BUT NOT 
S Mukesh Bhandari. In fact, the Chairman of Electrotherm 
India (EIL) can't stop grinning. Reason: his Ahmedabad- 
based company manufactures electric and hybrid vehicles and, 
needless to say, it expects sales to surge as fuel prices shoot up. 
“Since the launch in February 2006, we have sold 50,000 
YObykes across the country. We are looking to sell 2.5 lakh over 
the next 4-5 years," says Bhandari. In anticipation of the 
boom, Electrotherm is planning to add more assembly lines (it 
already has three assembly lines) at its existing plant at Kutch. 
It also plans to expand its dealership network from 200 to 300 
within the next couple of months. Apart from electric scooters, 
Electrotherm makes induction furnaces and steel, and has in- 
vested Rs 514 crore in a steel plant at Samkhyali in Kutch. In 
2007-08, EL clocked revenues of Rs 1,333 crore, up 83 per cent 
from Rs 730 crore the previous year, and net profit of Rs 62.1 
crore—up 44 per cent. “This year we hope to do Rs 2,200 crore 
in sales," says Bhandari without batting an eyelid. 
MANU KAUSHIK 


Electrotherm's Bhandari: Riding high on hybrid vehicles 
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The Kashyap brothers: Bundling more services 


2. BL Kashyap & Sons 


HE BREAK-NECK PACE OF GROWTH IN INDIA'S REAL 
estate market may be slowing down, but Vineet 
Kashyap remains as sanguine as ever. Two rea- 
sons for it: One, there aren't too many organised sector 
contractors like his firm, BL Kashyap & Sons (BLK), in 
the business and, two, his firm's exposure to residential 
projects is limited. Three-fourths of BLK's orders are for 
commercial buildings, 15 per cent for industrial 
buildings, and the rest for residences. *We are cur- 
rently executing real estate development projects 
spanning 11.8 million sq. ft in Bangalore, Pune, 
Amritsar and Bikaner," says Kashyap, Managing 
Director and middle of the three brothers who run the 
firm. At present, the firm focusses on northern and 
southern markets, but is gradually spreading its wings 
to other markets. But instead of merely chasing an in- 
creasing volume of work, BLK is trying to get more 
value out of the work it does. How? By offering 
add-ons such as furnishing and electro-mechanical 
works. For furnishing, it already has a subsidiary 
called BLK Lifestyle, while another subsidiary Soul 
Space Projects does real estate development. *This 
strategy (of offering add-on services) will prove to be 
value accretive in the long run, thereby helping the 
company emerge as an integrated construction solu- 
tions provider," says Kashyap. When the numbers are 
tallied up for 2007-08, Kashyap says, BLK is likely to 
touch a top line of Rs 1,550 crore (against Rs 806 
crore the year before), going up to Rs 2,300 crore by 
March 2009. “Next, we want to start targeting the 
hospitality industry," says Kashyap. Like the buildings 
it makes, BLK likes to grow vertically. 
MANU KAUSHIK 
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3. Glenmark Pharma 


T ISN'T THE BEST OF TIMES FOR INDIAN PHARMA, 

but not if you were Glenn Saldanha. The 38-year- 

old has the pedal to the floor at his Mumbai- 
based Glenmark Pharmaceuticals. *We have been 
recording almost 50 per cent year-on-year growth in 
revenues for the past few years," says the Managing 
Director and CEO. Saldanha, whose father Gracias 
Saldanha founded the company in 1977, isn’t ex- 
aggerating. Glenmark has grown at a CAGR in excess 
of 31 per cent over the past three years (2004-07) 
against the industry average of 22 per cent. 

What does Saldanha, an MBA from NvU's Leonard 
Stern School of Business, know that CEOs of other 
pharma companies in India don’t? Saldanha has been 
instrumental in transforming Glenmark from an 
India-focussed formulations maker in 1999 to a 
global firm with presence in drug discovery as well. 
Glenmark is now among the few Indian firms with 
a successful drug discovery programme. According 
to a report by Manoj Garg, a research analyst with 
Emkay Research: “Strong productive R&D pres- 
ence in the Us generic market and consistent out per- 
formance in the domestic formulations market 
have made Glemark Pharma a cut above the rest.” 

Glenmark’s revenues and net profit, at Rs 
1,392.7 crore and Rs 389 crore, respectively, were 
up 72 per cent and 188 per cent over 2006-07. Its 
market cap of Rs 15,479.20 crore (as on May 22) 
makes it the fourth most valuable pharma company 
in India. “As a firm we will continue to maintain 
these growth rates in the years to come and we will 
try and achieve it both organically and inorgani- 
cally,” says Saldanha. While he won’t say which mar- 
kets he is looking at, Saldanha says he’s open to 
looking at opportunities in key markets and beefing 
up Glenmark’s drug discovery business. 

ANUSHA SUBRAMANIAN 


Glen Pharma’s Saldanha: Braving the odds 





TECHNOCITY, Triuandrum - R Gouernment of Kerala Project 


Herala State IT Infrastructure Ltd. 


inuites you to develop 


IT/ITES SEZs and 
Knowledee Cities 


in India s Silicon Coast 


TECHNOCITY, Trivandrum will be Kerala s biggest knowledge destination, where the 
Kerala State IT Infrastructure Ltd. (KSITIL) will partner with private sector players 
to develop, operate and maintain IT/ITES projects in 500 acres of land. lechnocity is 
located 6 km from Technopark alongside the NH and is only a 20 minute drive from 
the International Airport and the city. 


Why Kerala? 


Kerala tops in Entrepreneurial Confidence KPMG/TIE study 

Kerala ranks high in Infrastructure and Social Development Indices in various independent studies 
Low in cost of operations, high in HR and Quality of Life and topmost in Law & Order 

Lowest attrition rate in the industry 

25,000 engineering graduates and 150,000 graduates (various streams) 


Why Trivandrum? 


t Trivandrum rated as Challenger in the fIRSSCDITI-RT Kearney study 

a Trivandrum ranked flo.1 as the Upcoming City for IT/ITES by Knight Frank, UR 
8 Trivandrum in Top 10 Most Livable City and Affluence in the ET Study 

a Presence of Technopark, India s largest IT Park 


To know more, talk to Sreekumar on +9171 2700222, 
email sreekumar (atechnoparh.org or fax to 2700171. You can also contact 
the CEO of Technopark, Trivandrum at ceo (atechnoparh.org 


E" » 


Uisit wwuw.keralaitparks.ore for the RFQ 
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MphasiS' Kumar: A new task at hand 


4. MphasiS 


WO YEARS AFTER IT WAS ACQUIRED BY TECHNOLOGY SERV- 
ices giant EDS, MphasiS, the Bangalore-based IT services 
company is back in the spotlight. This time because its 
one-time parent has itself been acquired by HP in a $13.9-bil- 
lion deal in mid-May this year. So, if Jeya Kumar, MphasiS’ 
recently appointed CEO, had his hands full managing the 
previous integration, his job has got even more complicated 
with the latest merger. MphasiS has been on a fast growth 
track, growing its top line by 38 per cent and earnings by 42 
per cent in the last fiscal and adding over 10,000 people in the 
process. Despite these seemingly impressive numbers (and a 
place on this listing), Kumar, who ran Sun Microsystems 
global services operations earlier, knows that there is scope for 
improvement. “We want to focus on our operational 
cadence; specific areas such as margins need to improve," he 
admits. For a company with over 28,000 people, MphasiS has 
very low operating margins (just 9.9 per cent for the last quar- 
ter of the previous fiscal, down from 13.3 per cent in the cor- 
responding period the year before) and Kumar will have his 
task cut out improving this metric. His plan: focus on stream- 
lining suppliers from over 3,000 at one time to just 1,000 now 
and eventually just to 300; then, to rationalise his global 
presence from over 30 locations to 20, but simultaneously 
open new ones in low-cost locations such as the Philippines. 
Before he can do that his bosses in Plano, Texas (EDS) and Palo 
Alto, California (HP) will have to figure out how to fit this fast- 
growing business into their global game plan. 
RAHUL SACHITANAND 
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5. KS 0ils 


USTARD OIL HAS BEEN THE 
strength of Ks Oils for a curious 
reason. Because of the form in 
which it's consumed in India, mustard oil is 
still made the old way—selecting the right 
seeds and then putting them through the 
kachi ghani press in kohllu. That’s also part 
of the reason why MNCs in the FMCG space 
have not been able to enter the mustard oil 
market even as they expand their presence in 
the overall edible oil market. “We are the 
largest processor of mustard/rapeseed in 
India and enjoy 7 per cent of the Rs 14,000 
crore mustard oil market,” says Sanjay 
Agarwal, CEO of Ks Oils, which is promoted 
by the Garg family of Morena (Madhya 
Pradesh). In 2007-08, the company reported 
net sales of Rs 2,041.07 crore, a 90.66 per 
cent growth over the previous year, and a net 
profit of Rs 122.04 crores, a 112 per cent 
growth. In a bid to attain market leadership, 
Agarwal plans to triple manufacturing 
capacity by March next year. No slippery 
road for Ks Oils, did you say? 
KAPIL BAJAJ 





KS Oil's Agarwal: On a well-oiled plan 


BSNL's VSAT 
on 
single platform 
Is an 
EXCELLENT NETWORKING SOLUTION 
for 


Corporates, 


Banks, 
Hospitals, 

Stock Exchanges, 
Educational Institutes, 
Government Bodies 
IT Companies, BPOs, SEZs, NGOs 
& 

Many More. 





BSNL's VSAT Service 
A Shortcut to Deliver Faster 


BSNL's VSAT provides a high-speed broadband 





connectivity for Wide Area Networks and Internet access. s 

This IP based state-of-the-art VSAT Broadband Service 

with multi-features is a boon for voice and data transfers. BSNL 

Moreover, it facilitates quick network deployments even | 
Connectas Ars 


in the inaccessible and remote areas. 
WWW.DSnIi J 





Now make your business grow many folds. 





For more details contact us (toll free] on 1800 425 2727 or email to kubandvsathubf@bsn! 
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INDIA'S FASTEST GROWING 


Small Companies 





Companies with revenues less than Rs 1,000 crore 
that grew the fastest in 2007. 





1. SunTV Network | 


ESPITE COMPETITION FROM ZEE 
and other regional channels, 
Chennai-based SunTv continues to 
remain top of the heap in southern 
India. At last count, it had 20 Tv 
channels, 37 FM radio stations, two 
daily Tamil newspapers and four 
magazines. For the year ended 
March 2008, the Kalanithi Maran- 
led media group reported revenues 
of Rs 810.60 crore and a net profit 
of Rs 332.7 crore—a 19.6 per cent 
and 34.7 per cent jump, respec- 
tively, over 2006-07. According 
to analysts, Sun is expected to main- 
tain 18 per cent CAGR until 2010. 
NITYA VARADARAJAN 


2. Indiabulls Fin. Services 


NDIABULLS FINANCIAL SERVICES’ 
journey from a congested office 
near Hauz Khas in Delhi to swank 
Colaba (South Mumbai) has taken 


a little over eight years. Its revenue 
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grew at a CAGR of 159 per cent 
and profits even faster at a CAGR of 
184 per cent between 2002-03 and 
2006-07. During the last financial 
year, it logged consolidated rev- 
enues of Rs 1,688.8 crore and con- 
solidated PAT of Rs 580.60 crore— 
a jump of 110 per cent and 91 per 
cent, respectively, over the previous 
year. Yet, its market cap has 
plunged steeper than the Sensex, 
from a peak of Rs 24,823 crore in 
December, 2007 to Rs 10,711.09 
crore at present (on May 22). So 
why aren't investors too impressed 
with Indiabulls? 

ANUSHA SUBRAMANIAN 


3. Shri Lakshmi Cotsyn 


HILE MOST OF THE PLAYERS IN 

W the textile industry are still 
reeling under the impact of a 
stronger rupee, Kanpur-based Shri 
Lakshmi Cotsyn (SLCL) makes grow- 
ing in the face of adversities seem 





SMALL COMPANIES 
A. SunTV Network 
A Indiabulls Financial Services 
A Shri Lakshmi Cotsyn 
A Bombay Rayon Fashions 


A Cholamandalam DBS Finance 


like a cinch. For its financial year 
ending June 2008, sLCL, which 
manufactures denim, terry towel, 
home furnishing, nylon and ap- 
parels, expects to clock revenues of 
around Rs 900 crore, up 40 per 
cent from last year. Says M.P. 
Agarwal, CMD, SLCL: *We expect 
our net profit to cross Rs 60 crore 
in 2008-09 (Rs 36.32 crore last 
year)." The reason, as Agarwal ex- 
plains, is largely the aggressive ca- 
pacity expansion. 

MANU KAUSHIK 


4. Bombay Rayon Fashions 
UR PERFORMANCE OVER THE 
aes has been very good," 
says A.R. Mundra, BRFL’s Executive 
Director, a bit modestly. *We have 
been doubling our top line as well 
as bottom line year after year (for 
three years now).” Driving the Rs 
239-crore company's growth is its 
investment in capacity expansion; 
by December *08 it plans to in- 
crease its garment making capacity 
from 64,000 pieces a day to 

200,000 pieces a day. 
ANUSHA SUBRAMANIAN 


5. Cholamandalam DBS 

Finance 

VER SINCE DBS INVESTED IN THIS 
| renun two years ago, 
Cholamandalam has expanded its 
portfolio of loans and tapped newer 
cities. Loan disbursements have 
jumped from Rs 3,104 crore in 
2006-07 to Rs 5,150 crore last year. 
What's ahead for Chola? *We will 
target SME products, extend home 
equity loans across the country, ex- 
pand e-broking, look to finance 
construction equipment," says Atul 
Pande, Managing Director. 

NITYA VARADARAJAN 
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Infusing life into every movement. 


Elecon - Oxygen for the industrial world. 


Elecon, Asia's largest industrial gear manufacturing company has been driving Indian industry 
since 1951 with cutting edge technology and innovation, continuously challenging itself by upgrading 
its products to meet the diverse needs of customers - both national and international. 


Today, Elecon is the supplier of choice to core sectors like Steel, Cement, Sugar, Chemical, Fertilizer, 
Plastic and Rubber. 


M - 
Am. 
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Fluid, Geared & Flexible Couplings Mixture Gear Box 
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CON ENGINEERING COMPANY LIMITED Post Box # 6, Vallabh Vidyanagar, 388 120, Gujarat, India. I / 
ar Division: Tel.: +91(2692) 236469, 236513, 236516. Fax: +91(2692) 236527. E-mail: infogear@elecon.com Nways ag slop ahead in t cchnology 
E Division: Tel.: +91 (2692) 237016, 236521, 236590. Fax: +91(2692) 236457. E-mail: infomhe@elecon.com 


lecon Africa Pty Ltd. Tel.: +27-11-4771776, +27-11-4766560. E-mail: gdramsay@mweb.co.za, jnshah@gear.elecon.com 
econ Singapore Pte Ltd. Tel.: +65-62278258, +65-62278425. Fax: *65-62278942. E-mail: keyur@elecon.com, vipul@singapore.elecon.com 


lecon Middle East Fzco Tel.: +971-4-3510251, 3510547. Fax: +971-4-3510461. E-mail: rajen@dubai.elecon.com 
lecon Engg (Suzhou) Ltd. Mobile: 00-86-13915402300. E-mail: keyur@elecon.com, bboza@china.elecon.com 


EP Series - Bevel Helical Gear Box 


QA EMTICI ENGINEERING LTD. Marketing & Servicing Company Regd. Off: Vallabh Vidyanagar. | aN 
Branches: Ahmedabad, Asansol, Bangalore, Bilaspur, Kolkata, Chennai, Dhanbad, Jamshedpur, | E-mail: response@elecon.com | 
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Market 


K. 


3,460.27 


HCL Infosystems 

MRCL Infrastructures & Projects 5,617.60 
Shriram Transport Finance Co. 6,241.34 
Idea Cellular 27,196.92 
Simplex Infrastructures 2,861.48 
India Cements 4,539.70 
Pantaloon Retail (India) ^ 7,101.06 
Larsen & Toubro 82,890.89 
IDFC 22,274.89 
Jindal Steel & Power 32,566.67 


Welspun-Gujarat Stahl Rohren 6,889.81 
159,843.45 23,508.5 48.36 


Bharti Airtel 

Exide Industries 9,/56.00 
Kesoram Industries 1,674.66 
Ruchi Soya Inds. 1,778.30 
ABB 22,560.83 
Gujarat Narmada Valley Fertilizers 2,388.79 
Blue Star 4,049.82 
Voltas 9,821.92 
Thermax 9,698.05 
Rajesh Exports 2,374.56 
Unitech 4,6517.81 
Petronet LNG 9,673.75 
Jindal Saw 3,127.59 
IFCI 4,505.86 
MRF 1,842.90 
Britannia Industries 3,272.95 
Uttam Galva Steels 435.95 
Apollo Tyres 2,197.55 
Siemens 19,651.38 
Tech Mahindra 10,879.09 


Net Sales 


Sales Growth % 


16,858.4 603.33 


3,332.89 75.03 
2,084.26 71.77 
9,487.36 64.74 
2,420.03 56.03 
2,/76.01 46.36 
4,193.88 75.64 
22,636.1 42.01 
2,294.22 66.98 
4941.7 5741 
3510.7 35.05 


2,982.48 49.70 
2,165.53 38.41 
10,259.31 36.89 
9,930.31 38.75 
3,348.16 45.93 
2,059.53 42.03 
2,923.78 33.32 
3,078.01 69.14 
7,938.21 15.38 
2,960.42 58.88 
6,341.48 29.10 
9,094.93 32.31 
2,968.57 52.37 
4,908.74 13.30 
2,491.30 21.27 
3,149.78 55.00 
3,602.79 15.18 
8,014.34 51.61 
3,456.20 50.19 


Total 


40 


23 


Net 


955.58 
334.02 
1593.54 
1838.68 
238.62 
1007.10 
322.2] 
2509.49 
2119.51 
1943.89 
549.80 
9810.39 
433.09 
992.35 
375.61 
124.62 
715.75 
198.23 
224.78 
362.78 
410.83 
1772.09 
850.44 
676.28 
2485.49 
481.28 
199.40 
301.80 
439.86 
735.05 
823.10 


Growtl 


308.60 
92.36 
80.20 
60.94 
64.03 
83.94 
83.64 
/1.25 
65.97 
51.94 
84.81 
64.01 
52.50 
80.85 
70.42 
52.01 
94.20 
87.29 
122.29 
45.69 
224.8] 


84.34 


43.12 
48.62 
164.26 
79.04 
98.01 
3/.35 
65.79 
16.75 
90.17 


Total 
Marks 


30 


26.25 
15 
15.75 


348.82 
206.86 
283.71 
827.64 
60.28 
652.11 
71.99 
1367.62 
621.70 
1004.97 
280.80 
9239.34 
22147 
316.62 
144.42 
420.62 
377.18 
124.02 
130.06 
200.92 
190.97 
1078.13 
391.92 
344.17 
994.32 
173.32 
133.30 
118.12 
190.54 
364.06 
674.50 


270.30 
107.30 
76.45 
182.02 
6443 
101.25 
98.80 
96.82 
39.34 
58.24 
136.16 
65.26 
62.58 
100.58 
102.33 
57.78 
82.12 
135.78 
225.23 
39.05 
135.82 
82.96 
86.80 
97.95 
224.27 
303.63 
128.64 


4499 


117.26 
73.48 
48.86 


TOTAL 
MARKS 


30 


30 


2415 


30 
24.75 


2925 


15 


3 


12 
23.25 
30 
20.25 
24 


2475 70. 
dis 


24.75 
255 


2325. 


30 
vE 
30 
15 


23.25 


21.15 
4.5 


e 
27.75 
19.5 

30. 


D- 
15 


Figures are for four quarters from Jan-Dec 2007; PBDIT: Profit before depreciation interest and tax. Weighted score out of 100; Market Cap as on May 9, 2008; #Total growth in per cent 


Source: CMIE Prowess 
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Few places can live up to the high standards set by Ballantine’s. The golf retreats of Bali are 


Manli 2721 
among them. Spend some time on the greens and the rest on white sand beaches, deep blue | (7i Ml; ( 
seas and lush tropical forests. 


LEAVE AN IMPRESSION 
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Audited Financial Results for the Three Months(IV Quarter) 
Period ended 31st March, 2008 


(Rs. in crore) 


Nine months Quarter Quarter Year 
ended ended ended 
31-Dec-2007 31-Mar-2008 31-Mar-2008 
1. Net sales / Income from operations $616.80. 5,711.31 
2. Other Income — 49579 : a 462 670.53 
3. Total Income : 
4. Total Expenditure 


a) Increase(-) / decrease(+) in stock in trade 
b) Consumption of Stores & Spares 
c) Staff Cost 
d) Selling Exps incl. Freight outward 
e) Depreciation 
f) Other Expenses 
Total 
5. Interest i eet ' 
6. Exceptional ltems a v : 
T. Profit from ordinary activities BÉ i-i 


before Tax (3)-(4+5+6) 838942 1558.05 | 4,947 47 
8. Provision for Taxation 
- Current Tax & FBT TAIDI- 555.11 E 1,717.08 
- Deferred Tax : 6 -14.03 E- -20.59 
9. Net Profit from ordinary activities x: 
after tax (7-8) 34.01 1,016.97 3,250.98 
10. Extraordinary Items (net of tax expense Rs.) Eon MET - y SD ee 
11. Net Profit for the period (9-10) 2,234.01 NET 
12. Paid-up Equity Share Capital 192.16. 13216 PÉ 16 132.16 
(Face value per share Rs.10/-) M xcd Se: e 
13. Reserves excluding revaluation reserves iig cu sa af 8,157.49 
14. EPS for the period (Rs.) Basic and Diluted 169.04 76.95 93.80 245.99 
before and after extraordinary items Por. i — p= 


EPS after split (from 21-4-2008) — aera MES P YS Yes 2460 
(Not Annualised) (Annualised) 

15. Public shareholding ER LU n oe es $ 

- Number of Shares JI G ER 2135154 

- Percentage of shareholding dL a | pce. 1.62 





1. The activities of Panna Diamond Project have remained suspended during the year, as per the directions of MP Pollution Control Board and the Empowered 
Committee of the Hon'ble Supreme Court and there is no change in the status of UPFO plant. 

2. Ithas been decided to lease out the Plant and Machinery including the sale and sub-leasing the mining of Lalapur Silica Project. 

3. During the year, the Company has revised its Accounting policies on Employee Benefits (consequent to implementation of Accounting Standard 15 (Revised), 
Inventories and Foreign Currency Transactions, resulting in net charge of Rs.40.56 crores to Profit and Loss Account (including Rs.27.11 crores towards 
Transitional liability on account of Accounting Standard 15 (Revised). 

4. The Company has received 5 complaints from investors and all of them were disposed off and lying unresolved at the quarter ended 31-March-2008 be treated as 


5. The above results were reviewed by the Audit Committee at its meeting held on 16-May-08 and approved by the Board of Directors at its meeting held on 16-May- 
2008 at New Delhi. 

6. The Board has recommended a final dividend of Rs.214.09 crore (54% of post bonus capital in addition to interim dividends of Rs.437.44 crore (33196 on pre- 
bonus equity) for 2007-08. 

7. The Earnings per share for the year ended 31-03-2008 has been worked out at Rs.245.99 on the basis of the then face value of Rs.10/- per share. The Company 
split the face value of the share to Re.1/- on 21-04-2008. 
The share holders will be allotted two bonus shares for every share held on the record date of 22-05-2008. Accordingly the EPS, post split and bonus would work 
out to Rs.8.20. 

8. The above financial results are subject to audit under Sec 619(4) of the Companies Act, 1956 by the Comptroller and Auditor General of India. 








Discovering Nature's Wealth 


For Dynamic 


ended 





1. Segment Revenue 
(net sale / income from each segment) 
a) Iron Ore 

` b) Other Minerals & Services 
Total 
Less: Inter segment revenue 
Net Sales / income from 
operations 

2. Segment Results 
(profit (+) / loss (-) before tax and 
interest from each segment) 
a) Iron Ore 
b) Other Minerals & Services 
Total 
i) Less interest 
ii) Add other unallocable income 
net of unallocable expenditure 
Total Profit before Tax 

3. Capital Employed 
(Segment Assets-Segment 
Liabilities) 
a) Iron Ore 
b) Other Minerals & Services 
c) Other reconciliation items 
Total 





1,894.30 









5S 


Net Profit 1.558.05 


Interim - 331% Final - 54% 
(Pre Bonus) (Post Bonus) 


New Delhi 
: 16th May, 2008 


Place : 
Date 








A Government of India Enterprise) 





| 31-Mar-2008 


Economic 


Segment-wise Revenue, Results and Capital Employed 
Under Clause 41 of the Listing Agreement 


| | f 
| Three months | Three months 


NMDC Limited 


Regd. Office: “Khanij Bhavan”, 10-3-311/A, Castle Hills, Masab Tank, Hyderabad - 500 028. 


(Rs. in crore) 


Year 
ended 


Year 


ended | ended 


31-Mar-2007 | 31-Mar-2008 | 31-Mar-2007 


1,365.29 
2.89 
1,368.18 


1,368.18 4,185.84 


1,069.80 3,498.31 


8,076.00 





| 5,613.38 


For and on behalf of 


NMDC Limited 


Sd 
(Rana Som) 
Chairman-cum-Managing Director 


CORRA S ^t. 
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Market 


Net — Sales 


Net Growth ° 


Total 


TOTAL 





FINAL 


Sales Growth % Mars - Marks MARKS TOTAL 

32 Grasim Industries 21,451.77 10068552565 8 3147.70 4828 20.25 1,731.06 53.15 2325 515 
33 United Spirits 1573665 306227 2715 16 56145 4294 18 — 24690 5579 1575 495 
34 Sesa Goa 15,823.14 2,573.76 39.98 15 1,387.19 74.24 17.25 88546 7602 17.25 495 
39 Lupin 4571.09 2,442.18 30.26 9 43305 71.19 2475 203.73 8765 15 48.75 
36 KEC International 2,864.66 2,427.15 2943 9 312.21 36.62 13.5 141.32 5681 24.75 47.25 
37 Titan Industries 4806.70 2,767.79 43.91 23 218.69 2615 12 2634 27112 42^. 4 
38 Chennai Petroleum Corp. 522381 253444 354 0 183329 89.16 23.25 84539 141.06 2325 465 
39 Bongaigaon Refinery & Petrochem. 1,155.95 — 5,385.48 -11.22 0 433.04 4033 21 256.72 6771 225 435 
40 JK Tyre & Inds. 418.81 2,879.39 7.02 0 278.89 69.68 27.75 59.20 2268 15 | 42.75 
41 JSW Steel 16,814.74 973481 2681 13 312251 30.16 1425 145798 50.12 15 42.25 
42 Crompton Greaves 8929.56 3,706.22 16.70 2 441.57 4587 18.75 221.92 5300 195 40.25 
43 Century Textiles & Inds. 7,245.47 0932552395 d 61629 4573 1875 28032 8630 2025 40 
44 Essar Steel 5904.22 7,1327 015 16 1738.02 9.14 15 43332 5414 75 385 
45 MMIC 1,31,562.50 21,761.13-7.10 0 175.04 9826 225 $264 12239 15 318 
46 Andhra Bank 3,921.22 4,090.59 3331 15 3020104580 195 5368 4450 0 345 
47 dani Enterprises 20,152.78 11,102.4511.23 1 42098 2944 825 2429 8291 2325 325 
48 Suzlon Energy 40,552.36 6,237.09 27.98 13 1,339.82 17.52 8.25 1091.93 20.45 105 3175 

49 Mangalore Refinery & Petrochem. 15,942.65 2958546638 0 2217.54 127.94 23.25 920.22 443.13 75 3015 
50 Ceat 43847 — 224663 926 0 189.61 7399 225 5227 352986 825 3015 
91  UltraTech Cement 85945] 5,386.16 1954 5 1,640.1 34.01 105 86397 3763 135 ` 29 
52 Asian Paints 11,693.58 3,274.68 23.17 5 528.05 33.18 975 29428 3824 135 28.25 
93 NMDC 1,89,520.03 5,184.98 30.95 12 3,942.39 30.43 825 234461 27.58 675 2] 
54 Coromandel Fertilisers 1,801.87 2,541.94 1633 1l 307.39 48.95 8.25 13501 6549 7.5 26.75 
59 Gitanjali Gems 2,386.86 2,500.49 23.56 8 143.39 25.75 5.25 “Tor 3005 3 22.25 
56 Steel Authority of India — 6893639 37,121.3410.89 O 110189 28.19 825 — 589541 2830 975 18 
57 Tata Chemicals 7,739.35 395113 023 0 72250 2054 75 35184 3068 105 18 
58 Tata Consultancy Services 89,782.62 17,681.3926.88 6 4949.46 25.72 525 400775 2113 3 ` 14.25 
99 CESC 5,996.92 2,669.00 5.66 O 544.00 -0.55 0.75 15800 2951 12 1275 
60 National Fertilizers 225421 3,873.98 1.89 0 287.94 1788 7.5 109.82 63.08 3 | : 10.5 
61 Bosch 13,462.90 4,280.13 13.12 0 737.69 7.70 0 217.89 3009 6 © 6 
l 21,960 1853 15 12964 2055 225 415 


| 3,9], 431.49 1,22, 137 13. 8l 


— are for ir wa from Jan-Dec 2007. PBDIT: Profit before areca interest and tax. Weighted s score out of 100; Market Cap as on May 9, 2008; #Total growth in per cent 
Source: CMIE Prowess 


62 Reliance Industries - 





126 BUSINESS TODAY JUNE 15 2008 


INDIAS FASTEST GROWING 


MID 






D: ally 


Market Cap s oe ER. 


Net 


Growth 


Total 
Mar KS 


-SIZED COMPAN IES Ps1 000-2000 CRORE IN REVENUES x 









1  Electrotherm (India) 455.52 1,187.24 107.82 40 18151 12433 30 954 80.86 

2 BL Kashyap & Sons 3,163.98 1,317.99 8261 39 158 106.32 30 7803 . 93.62 

3 Glenmark Pharmaceuticals 16,084.94 1,250.58 82.07 36 457 200.40 30 30063 29124 30 96 
4 MphasiS 4329.15 CESR 7728 37 28/02 1010 2925 20338 11132 285 9475 
9. KS Oils 2493.06 1,666.71 7345 34 190.48 17978 30 99.2060 12185 285 925 
6 GIL 2,701.18 139084 122.99 40 199.37 17740 30 10222 47042 225 925 
1 Divi’s Laboratories 8,899.97 1,007.39 6820 32 415.25 142.99 30 328.60 22659 30 92 
8 Parsvnath Developers 4005.14 1,599.49 4896 27 55824 10628 30 36728 12736 30 87 
9 Tulip Telecom 2,993.88 1,095.28 50.56 29 211.01 87.59 30 1356 682 2775 8675 
10 Dalmia Cement (Bharat) 1,182.94 1,364.2 6151 35 370.39 100.18 30 97.43 161.69 21.75 86.75 
11 JBF Industries 788.16 — 1,999.83 69.44 30 2443 7577 27 99.75 7305 2775 9415 
12 Era Infra Engg. 144663 1,107.04 87.17 39 216.06 96.77 30 6643 27.65 11.25 8025 
13 Jindal Poly Films 618.67 1,241.08 37.16 18 242.1 101.59 30 108.13 268.16 30 18 
14 Salora International 157.3 1,12686 4986 26 4625 84.04 21 2093 15871 30 11 
15 Gujarat Gas Co. 1,669.49 118673 4368 24 24.9] 7219 2625 139113 8706 255 3535 
16 Re Agro 7,707.72 159443 70.92 33 283.75 5033 2025 11525 5144 225 3535 
17 Sterlite Technologies 1473.25  1,52844 6565 29 175.28 7832 27 70.61 12017 1875 7475 
18  Ashapura Minechem 1,756.26 1,408.09 7592 27 207.96 4407 2025 13906 5778 21 6825 
19 Areva T&D India 7,365.84  1,96551 3190 11 340.91 7869 27.75 18881 8043 285 8725 
20 Reliance Capital 31,622.77 1,677.25 110.06 31 1400 99.24 21 99682 60.92 15 67 
21 S. Kumars Nationwide 2,369.91 1,594.68 44.21 24 328.2 46.02 1875 1792 5560 24 8635 
22 JK Lakshmi Cement 687.05 1,079.55 41.97 23 349 97.83 195 .MILM 545 225 65 
23 Shrenuj & Co. 303.29 1,022.44 39.45 19 103.03 57.73 23.25 13569 — 7720 2175 64 
24 Alstom Projects India 4080.77 14668 41.17 21 151.7 821 225 DERBI 63 
25 Jain Irrigation Systems 4,777.46 151824 3947 20 269.07 69.86 285 9631 4968 1425 $235 
26 JK Cement 1,048.91 1,393 2936 11 4248 6145 2175 2579 10681 2925 $82 
2] HEG 1243.56 1,008.68 3146 12 257.34 6809 2475 9503 12593 225 5925 
28 Prithvi Information Solutions 302.79 1,053.44 63.06 35 116.52 3631 1425 9291 220 9.75 59 
29 Orient Paper & Inds. 859.3 1,255.38 21.14 4 351.74 6439 24 186.3 107.57 30 58 
30 Jyoti Structures 1,227.89 1,247.52 35.59 17 159.25 42.94 1875 6859 4649 2025 56 
31 Bajaj Electricals 765.24 1,294.71 29.52 10 120.74 4878 21 52.75 7082 24.75 5515 


Com" eres ss s 


Figures are for four quarters from Jan-Dec 2007; PBDIT: Profit before depreciation interest and tax. Weighted score out of 100; Market Cap as on May 9, 2008; #Total growth in per cent 
Source: CMIE Prowess 
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INDIA'S FASTEST GROWING 


SMALL COM 


1,000 CRO 


a TOTAL FINAL 
Sales , i , 9 Marks : MARKS TOTAL 


Ga: 





716.15 16075 30 33356 15749 30 100 
Indiabulls Financial Services 11,969.36 849.12 204.37 40 690.19 200.29 30 34248 22422 30 100 
Shri Lakshmi Cotsyn 15829 84158 10416 40 1342 26378 30 52.05 17656 30 100 
Bombay Rayon Fashions 2,375.73 837.89 170.99 130.1 30 83.83 15372 30 100 


1 SunTV Network 

2 

3 

4 

5  Cholamandalam DBS Finance 910.74 
6 

1 

8 

9 


12,610.71 993.61 


784.72 159.61 40 436.95 141.80 30 6212 238.71 30 . 100 
JMC Projects (India) 528.15 767.94 8541 40 98.88 10123 30 2432 1844 30 100 
ICSA (India) 1,942.54 559.01 11473 40 142.51 117.0 30 100.29 9286 30 100 


313.12 30 20 316.6 30 100 
105.46 8531 30 99 


107.49 
3,228.68 2975 72.06 39 


520.78 13248 40 24.87 
115.39 82.06 30 


Flawless Diamond (India) 
Opto Circuits (India) 


10 Amara Raja Batteries 1,103.16 97225 89.31 40 145.2 101.24 2925 68.23 111.96 2925 98.5 
11 Hanung Toys & Textiles 601.99 404.12 64.10 38 70.24 83.01 28.5 CSISB 15595 30 96.5 
12 Rohit Ferro-Tech 440.09 43137 17866 40 68.32 31506 30 3683 30295 225 925 
13 Parekh Aluminex 19261 27234 71.33 38 42.93 63.35 27.15 52479 — 1263. = 2675. 92 


14 Shriram City Union Finance 1,499.48 5304 89.51 40 324.83 82.43 2775 736 10320 2325 91 


15 Sharon Bio-Medicine 170.19 256.35 10656 37 37.23 91.61 30 2268 69.63 225 895 
16 Ankur Drugs & Pharma 432.88 49487 85.90 40 75.02 79.64 2625 43.79 67.13 23.25 894 
17 SREI Infrastructure Finance 1,871.67 567.61 61.50 34 473.84 58.62 2475 11458 834] 30 88.7 
18 Prajay Engineers Syndicate 934.19 351.81 149.38 36 187.45 19631 30 141.19 18131 225 885 
19 Nectar Lifesciences 383324 71237 1077] 40 114.96 13630 27.75 5689 211.72 2025 88 
20 Bharati Shipyard 14303 636.18 92.88 40 168.02 77.49 23.25 8501 1014 225 85. 
21 Country Club (India) 95743 273.7 10944 38 1103 11945 2475 6243 7710 225 8525 
22 Dewan Housing Fin.Corp. 68633 470.93 60.81 37 419.49 6442 — 30 60.15 4866 17.25 8425 
23 MSP Steel & Power 280.62 30922 79.04 40 5973 13534 2925 2543 114656 15 8425 


24 Sanwaria Agro Oils 837.5 707.4 920 39 548 27431 225 3913 41016 225 84 
25 JaybharatTextiles & Real Estate 6,409.98 38825 77.11 39 74.14 97.75 225 4659 8037 225 84 


Figures are for four quarters from Jan-Dec 2007; PBDIT: Profit before depreciation interest and tax. Weighted score out of 100; Market Cap as on May 9, 2008; #Total growth in per cent 
Source: CMIE Prowess 


HOW WE DID IT 


m STEP 1: Shortlisting 

Only listed companies (on the Bombay Stock Exchange or National 
Stock Exchange) were considered. A cut-off market capitalisation of 
Rs 100 crore (December 31, 2007) and a cut-off sales revenue of Rs 100 
crore (between January 1 and December 31, 2007) were enforced. A to- 
tal of 349 companies made the cut. Only companies with positive 
operating and net profit figures were considered. Period under consid- 
eration: the four quarters of calendar year 2007; i.e. January 1, 2007, 
to December 31, 2007. 

m STEP 2: Adjustments 

The operating profit (PBDIT) and net profit figures have been arrived at 
after discounting non-recurring income. 

m STEP 3: Measuring Growth 

Growth was measured as a factor of net sales, operating profit, and net 
profit. The weightages assigned were 40 per cent for net sales, and 30 
per cent each for operating and net profits; these were further split 
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equally across four quarters (i.e. 10 per cent for net sales for each 
quarter and so on). A growth of over 60 per cent fetches the maximum 
possible score; a growth of 20 per cent, the minimum possible score; and 
a growth between 20 per cent and 60 per cent, a proportionate score. 
# STEP 4: Sanity Check 

Only companies that showed a growth higher than 20 per cent on all 
parameters on an annual basis were included. 

m STEP 5: The List 

The listing was broken up to factor in size. The companies are categorised 
according to their revenues. Thus, there are three lists—one of companies 
with annual revenues higher than Rs 2,000 crore, the second of com- 
panies with revenues between Rs 1,000 crore and Rs 2,000 crore, and 
the third of companies with revenues lower than Rs 1,000 crore. 
Eventually, 212 small companies (of them only 25 have been listed here 
due to space constraints), 75 mid-sized companies (of them only 31 have 
been listed here) and 62 large companies made the grade. IM 
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SHEKHAR GHOSH 





The 


Fight 


Against Inflation 


It is pushing household budgets over the edge and is 
threatening to derail long-term savings targets. Here's how 


to cope with the runaway price rise. MANU KAUSHIK 






u MAY CALL IT THE PARA- 
dox of May. Even as un- 

expected showers cooled 

the weather considerably 

across north India, there 
was no respite for the Indian con- 
sumer from the heat generated by a 
galloping inflation that touched a 
new high of 7.83 per cent for the 
week ended May 3. Prices of every- 
day food items as well as transporta- 
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tion and entertainment expenses have 
risen sharply over the last year, 
stretching already tight household 
budgets. What’s worse, the inflation 
monster doesn’t look like going away 
in a hurry. The Reserve Bank of 
India’s efforts to curb liquidity 
through cash reserve ratio hikes 
haven’t had any noticeable impact 
on money supply, while the supply of 
goods, particularly food, has remained 


oa 


The Singh Family” 


Present grocery bill Rs 6,000 
YoY increase 40% 
Entertainment expenses Rs 4,000 


YoY increase 20% 
Their Inflation Armour 


Postpone LCD TV and 
refrigerator purchases 





short of the demand. 

“With the wholesale price index 
(WPD-based inflation rate edging to- 
wards 8 per cent, it is unlikely that 
anyone has come away unscathed 
from this price rise," says D.K. Joshi, 
Principal Economist, CRISIL. And it 
hurts in more ways than one. 
Inflation cuts back your standard of 
living because you have to pay more 
for the same goods and services. It 
eats into your savings, as you start 
spending more. And it also means 
that you have to provide more for 
the future. If incomes don't rise at 
the same pace as inflation, you will 
find it difficult to meet your ex- 
penses. Even your planned expenses 
can go for a toss. For instance, you 
may be wanting to buy a treadmill 
costing Rs 30,000 by saving for it. 
After a year of doing so, you will 
find that the price of the treadmill 
has risen to Rs 32,400 (assuming 
an 8 per cent of inflation). 

Inflation's impact is felt easily on 
daily food items; it is not so readily 
discernable, say, in entertainment or 
other expenses. If the pinch was 
not felt earlier, it was because in- 
comes were rising rapidly and the 
additional spending on food items 
was often overlooked. Says Joshi: 
"The current round of inflation has 
hit the common people hard. The 
sharpest rise was felt in the prices of 
essential commodities like vegeta- 
bles, fruits, milk, pulses and cereals. 
Whether this price rise will hit you 
depends on how you earn your in- 
come and which income bracket 
you belong to. People with lower 
disposable incomes spend more on 
food than those with higher 
incomes—so the former are hit 
harder," he says. 


Spend Wisely, Live Well 

So, how do you tackle inflation? As 
a consumer, the first step is to ra- 
tionalise your spending habits. 
Households respond to price in- 
crease by first cutting back on dis- 
cretionary spending—fewer movies, 


PAYING THE PRICE. 


fewer visits to restaurants, fewer 
purchases of branded products and 
in some cases even postponing the 
family holiday. But non-discretionary 
spends such as milk, food staples, 
and petrol cannot be cut. 

If you find that your monthly in- 
come is falling short of expenses 
even after cutting back on some 
expenses, then you have no choice 
but to look for alternate sources of 
income. Says Gaurav Mashruwala, 
Certified Financial Planner (CFP), 





Relentless Rally 


WPI has been rising despite 
government measures. 


1.83 


April July Oct. Feb May 


28,07 28,'07 27, '07 
Figures in per cent are growth in the WPI 


23,08 3,'07 





How the cost of some usual 

household items have gone up 

Over the last Wah: eu 
Product Brand Qty May '08 May'07 Increase 
Milk Mother Dairy ] Itr Rs 24 Rs 18 3376 
Atta Aashirwad 5 kg Rs 85 Rs75 13% 
Sugar 1 kg Rs 24 Rs 20 20% 
Salt Tata ] kg pack Rs 10 Rs 9 11% 
Tea Tata 500 gm Rs 49 Rs 42 1796 
Ketchup Maggi 1 kg Rs 85 Rs 75 13% 
Detergent Nirma 1 kg Rs 20 Rs 19 5% 
Soap Lux ] piece Rs 17 Rs 14 21% 
Toothpaste Colgate 100 gm Rs 28 Rs 25 12% 
Toothbrush Colgate ] piece Rs 25 Rs 19 3276 
Rice Aeroplane l kg Rs 40 Rs 25 60% 
Movie Tickets PVR Delhi per ticket Rs 160 Rs 150 796 


ACE Financial Advisory Services: 
"There are some ways of raising 
your income—taking up a part-time 
job or providing consultancy serv- 
ices—but it's not always easy. Think 
about what you are good at and use 
your skills and talent to generate 
some additional income. If you have 
property that can be rented, then 
go ahead and do it." 

Financial planners caution that 
those wishing to buy their dream 
home should think twice before 
taking a home loan. *The interest 
rate is likely to rise. And if you 
have already taken a loan, it will be 
better to prepay it. If you don't 
have the cash to pay off the full 
loan amount, you can pay off a 
part of it and lighten your loan," 
says Sanjay Matai, promoter of 
wealtharchitects.in, a financial 
advisory website. 

Also, a high inflation can re- 
duce the real rate of return on your 
investments, and sometimes take it 
into negative territory. But how 
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does inflation eat into your returns? 
Let's assume your bank pays you 
interest at the rate of 9 per cent 
per annum on a one-year fixed 
deposit of Rs 100. At the end of 
one year, you get Rs 109—this 
includes both principal (Rs 100) 
and the interest (Rs 9). The Rs 9 
that you earn in interest is not the 
actual return, which is computed 
by deducting the inflation compo- 
nent from your income. Therefore, 
if the rate of inflation is 8 per cent, 
your real rate of return, in effect, 
will be just 1 per cent or Re 1 in 
the above example. In other words, 
the Rs 109 that you will get on 
maturity will be able to buy goods 
only worth Rs 101. 


Save and Invest 

The only way to beat inflation is 
to prepare for it by going back to 
the basics—save hard, spend less 
and invest wisely. Saving and in- 
vesting are two ways of managing 
money. Says Matat: “Understanding 
the difference between saving and 
investing helps you make informed 
choices in your financial goals and 
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- Present grocery bill 
—YoY increase 


-The Vishwakarma 


Family" 
Rs10,000 
40% 
Entertainment expenses Rs 7,000 
-YoY increase ~ 3076 
Their Inflation Armour 
- Cut down on grocery and 


~ entertainment. Focus on home 


entertainment. Follow a 
_ simple lifestyle — 





* Based in New Delhi 


also helps beat inflation." So, in- 
vestors must change their invest- 
ment strategy and move on to high- 
yielding assets in case they have 
locked themselves into low-yield- 
ing ones. This means that if your 
savings are locked up in deposits or 
securities based on current interest 
rates, you lose out when the rates 
rise. At such times, it is better to 
switch to securities with higher de- 
posit rates in case you don't want to 
compromise on the safety of your 


sharper. It will be better to then opt for tax-friendly 





deposit. Fresh investments shoi 
not be made for the the long ha 
“It is recommended that you avı 


. long-term deposits and stick to sh 


term deposits of 6-12 months,” s; 
Mashruwala. He, however, ac 
that investing alone cannot solve 
the problems, and one should a 
know which asset class fits on 
risk profile and where. 

While it is known that fixed 
come asset classes alone cannot « 
set the effect of inflation, equities 
better. It's also better to look at as 
classes that don't move in a simi 
fashion or are not correlated 
terms of the earnings potential. O 
a well-diversified portfolio can p 
vide a substantial hedge against ! 
risk of rising prices. “Essentially 





ji xi fi 4 
"Interest rate is likely to get "If you're investing in debt “Avoid long-term deposi 


and stick to short-term 


prepay a loan" instruments" deposits of 6-12 month: 
Sanjay Matai Sashi Krishnan Gaurav Mashruwala 
Promoter, wealtharchitects.in CIO, Bajaj Allianz Life Insurance CFP, ACE Financial Advisory Sen 
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ietwork. Develop your most important project—a powerful network of accomplished peers. 
At the Harvard Business School South Asia Real Estate Seminar, you will be among an elite group 
of executives from India and around the world discussing the challenges of a changing global real estate 
market. Under the leadership of renowned Harvard Business School faculty, you will share market 
insights, evaluate cutting-edge financing and investment strategies, and explore sophisticated analytical 
tools that can give you the upper hand in any deal. 


SOUTH ASIA REAL ESTATE SEMINAR 
Hyderabad, India 
June 17-20, 2008 


The education is Harvard. The location is Hyderabad, India. And the subject is your future in South Asian 
real estate. Visit www.exed.hbs.edu/pgm/reibt to learn more. 
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AT YOUR EXPENSE 


A few quick facts about inflation and why it's rising. 
m An abnormal rise in money supply increases the risk of price inflation - 
m On the other hand, increasing demand for goods also stokes inflation 


m Global commodity prices such as oil, nickel, steel and cement are 
on the rise, which has led to a steep rise in input prices 


m Fertiliser demand, too, is soaring leading to an increase in the 
production cost of foodgrains. But bio-fuels are the bigger culprit 


versification means investing in asset 
classes that have a negative correla- 
tion," says Sashi Krishnan, CIO, Bajaj 
Allianz Life Insurance. Also, review 
your portfolio periodically and adjust 
to the changing dynamics of the 
market, he says. 


Realign Your Assets 

Broadly speaking, there are two 
types of asset classes one should 
look at—financial assets and physi- 
cal assets. Financial assets can be 
further divided into debt and eq- 
uity. Similarly, real or physical assets 
can be divided into real estate and 
bullion. Usually, debt instruments 
are not good at beating inflation. 
Besides, the returns on many debt in- 
struments, among them bank fixed 
deposits, are taxable. In some cases, 
if you include taxes, your real return 
can even turn negative. “Debt in- 
struments, like bank deposits, cannot 
beat inflation. However, if you are 
investing in debt as part of your as- 
set allocation, then choose smartly. 
Debt instruments suffer from taxes, 
so opt for tax-friendly debt instru- 
ments, such as debt mutual funds 
and fixed maturity plans (FMPs)," 
says Krishnan. 

Stocks score over other asset 
classes because of their ability to ef- 
fectively counter inflation and give 
superior real returns over the long- 
term. “While short-term returns on 
equity may fluctuate, over the long 
term, the appreciation in stock val- 
ues can help you combat the effects 
of inflation," says Krishnan, who 
feels that 60-70 per cent of one's 
portfolio must comprise equity till a 
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person touches 40. *At the same 
time, one should also remember 
that stocks carry significant risks, 
especially if one is attempting to 
build a relatively new portfolio of 
stocks. For those who wish to min- 
imise this risk, diversified equity 
funds are an option," he adds. 

Physical assets, such as real es- 
tate, are not as volatile as stocks. 
The rental income from real estate 
goes a long way in boosting one's 
income. Investors can opt for a 
Systematic Investment Plan with 
the rental receipts rather than use it 
for daily expenses. Says Matai: 
"Property is again a preferred in- 
vestment avenue, as in inflationary 
times, prices tend to rise upwards in 
line with the increase in cost of 
construction. The only deterrent 
here is that the minimum amount 
you need to invest in property is 
substantial and beyond the reach 
of most people. An alternative can 
be real estate mutual funds." 

Gold can also be a good hedge 
against inflation, especially in times 
of uncertainty. Gold is a global cur- 
rency and its price is expected to 
beat inflation in the coming years. 

For consumers, these are 
extraordinary times that call for 
some extraordinary measures. 
Essentially, be prepared to cut 
back where you can, and don't 
lose focus. If you use all the money 
that you would have spent on dis- 
cretionary items, and invest it in 
some high-yielding assets such as 
stocks, you will do well for your- 
self over the long run in your fight 
against inflation. 








HOW TO RIDE 
OVER INFLATION 


How the cost of some usual 
household items have gone up 
over the last year. 


m Assess often-overlooked high- 
cost areas such as transportation. 
and communications. Try car 
pooling, for instance 





m Increase sources of income. 
Think about taking up a 
part-time job or providing 
consultancy services 


m Treat credit with caution. Don't 
flash your credit card to maintain 
lifestyle goals 


= 


m Reduce unnecessary expenditures 
like those on eating out, regular 
cinemas and making big 
purchases such as buying a car 





m Continue your insurance ` 
premiums and your systematic 
investment plans, and save 
regularly. Do not compromise 
the future for the present 
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Securin 
Their 
Future 


Higher education is not 
out of bounds for your 
children as banks are 
ready to finance their 
dreams. Here's how to 
fund their education. 
DIBYAJYOTI CHATTERJEE 





Ë 








GOOD EDUCATION COSTS A LOT 
these days. And if you in- 
clude the pre-education costs 
a student incurs, the sum looks like 
a small fortune. Take the case of 20- 
year-old Abhinav Padhy, a 
final-year student of Business 
Economics in the University of 
Delhi. Last year, he spent more 
than Rs 40,000 towards coaching 
for business management, applica- 
tion forms and admission tests. “I 
applied to about 10 institutes. Given 
the tough competition, I had to 
keep several options open,” he says. 
It was not easy for Padhy’s middle 
class family to spend such a large 
sum. But this is a typical story that 
plays out across the country. 
Besides, education costs have 
shot up. Premier institutes like the 
seven Indian Institutes of 
Technology (irs) and the six Indian 
Institutes of Management (IIMs) have 
nearly doubled fees for the 2008-09 
academic year, prompting students 
to look at education loans. Kanoo 
Sahajwala, 24, is one such student. 
After securing admission to the one- 
year diploma in management at 
Chennai’s Great Lakes Institute of 
Management (GLIM), Sahajwala, 
checked with the State Bank of India 


(SB) and HDFC Bank for education ` 


loans, before settling on Indian Bank. 
“Both SBI and HDFC Bank were of- 
fering competitive interest rates, but 


136 BUSINESS TODAY JUNE 15 2008 


RACHIT GOSWAMI 


BRIDGING THE 
EDUCATION GAP 


Seven things you should know 
about study loans. 


m According to RBI regulations, only 
courses approved by AICTE or any 
other authority are eligible for loans, 
but this regulation can be relaxed 
depending on an institute’ S credibility 


m interest rates vary between banks. 
Rates depend on the bank's 
tie- ups with institutes 


E Many banks offer loans c on floating 
rate system and several banks 
charge less than their respective 
prime lending rates (BPLRs) 


m Banks also provide free 
Insurance COVer with the loan 


u if interest is paid during the study - 
and moratorium period, a 
concession of 1 per cent in 
interest rate may be allowed after 
the expiry of the moratorium 


m Female, SC/ST and physically 


challenged borrowers are allowed 
0. 5- 1 per cent interest concession 


m No processing fee is charged for 
studying in India; many banks 
do not charge prepayment fees 








SBI asked for third-party guarantee 
and HDFC Bank wanted collateral. 
Since Indian Bank has a tie-up with 
GLIM, the loan was sanctioned with- 
out any collateral or third-party 
guarantee," says Sahajwala. 

A pre-approved institute makes 
things easier, as Brijesh Yadav, 28, 
also found out. Brijesh applied for 
a study loan from SBI after being 
selected for the one-year course of 
GLIM last year, but the bank was 
charging a higher rate. "Since GLIM 
is not recognised by AICTE (All India 
Council for Technical Education), 
SBI offered me a loan at 12 per cent 
interest per annum and asked for a 
third-party guarantor. So, I took 
a Rs 4-lakh loan from Indian Bank 
at an interest of 11 per cent per 
annum, which came without any 
conditions," he says. Yadav will be 
paying an equated monthly install- 
ment (EMI) of Rs 9,800 per month 
(for a period of five years) from 
July 2008. 

It's easy to get a loan if the 
course is approved by AICTE, or if a 
bank has a special tie-up with 
the college in question. Says Nandan 
Srivastava, General Manager, Retail 
Banking, Bank of Baroda: “Courses 
approved by AICTE or the relevant 
government authority are consid- 
ered eligible for education loans. 
However, institutes of repute are 
also eligible, even if they are not 


A PRIMER ON EDUCATION LOANS 


Study loans below Rs 4 lakh require no collateral, but loans for larger amounts may come with conditions attached. 


FOR DOMESTIC EDUCATION 


Loan amount Interest rate 


Margin amount 


Up to Rs 4 lakh 11-11.5 per cent (floating). Lower — No margin required up to 
 . rates of 9.5 per cent for special tie-ups Rs 4 lakh x 

Rs 4 lakh to Ranges from 11.5 percentto 12.5 — The borrower has to pay 

Rs 7.5 lakh per cent (floating) 5 per cent of course fees 
above Rs 4 lakh 

Rs 7.5 lakh - Ranges from 12 per cent to Same as above 

to Rs 10 lakh - 13. 5 per cent (floating) | 

FOR OVERSEAS EDUCATION 

Loan amount Interest rate Margin amount 


Up to Rs 20 lakh 
(can be increased 
in some cases) 


| 12-13. 5 per cent (floating) 


-15 per cent of the course fees 
to be paid by the borrower 


Terms and conditions 


| No security required 


Banks require co-obligation of parents/ 
guardians for loans above Rs 4 lakh in 
the form of third-party guarantee 


- 100 per cent collateral may be required 
in some cases. Future income of the 
Student needs to be assigned to the bank 


Terms and conditions 


100 per cent collateral may be required 
. in some cases. Future income of the 
- Student needs to be assigned to the bank 


Repayment period for all loans is 5-7 years (commences after the course is completed plus one year or six months after getting job, whichever is earlier) 


approved." At the same time, banks 
favour certain conventional profes- 
sional courses like business manage- 
ment and engineering over others 
like media studies. Pavitra Kumar, 
22, had a tough time finding a loan 
to fund her one-year Media 
Management course from the 
University of Westminster, London. 
"Some banks hesitated to sanction a 
loan for the course saying that media 
professionals do not earn enough 
to pay off a loan," says Kumar. After 
running from pillar to post, she man- 
aged to get a loan of Rs 8 lakh from 
Vijaya Bank at 11 per cent. 


PSUs Ahead 


It is an open secret that private sec- 
tor banks are not as aggressive as 
their public sector counterparts in 
the education space. *Chances of 
defaulting in an education loan are 
higher because it is difficult to track 
the borrower. In case a borrower 
fails to pay back a loan on a house 
or a car, the bank can impound the 
property. But in case of education 
loans, we have fewer legal options," 
says a senior Axis Bank executive on 
condition of anonymity. But such 
claims are not echoed by public 
sector banks. M.B.N. Rao, CMD, 
Canara Bank, says that there has 
been no increase in defaults over 





Kanoo Sahajwala 
Student, Great Lakes Institute of Management 


Course: PG Programme in Management _ A 
Loan amount: Rs 5.6 lakh TON Š 
Bank: Indian Bank - -Interest rate: 11%p. a 


Special features: Kanoo's loan was made 
cheaper by 2 per cent, thanks to GLIM's 
special arrangement with Indian Bank 


the past two years. 

Despite the credit squeeze, banks 
have not increased their lending 
rates over the past one year, which 
Is good news for students. Says 
Sudhir Jade, Chief Manager, Retail 
Banking (Head Office), Bank of 
India: “The interest rate charged 
by a bank is linked to its BPLR. But 
we have consciously kept interest 
rates for education loans a few per- 
centage points below our BPLR of 
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12.75 per cent and there is no hike 
in the offing." Other bankers main- 
tain the same view. ^We have no 
plans to increase the interest rate on 
study loans," says Srivastava. Rao 
says that students need not worry 
about any credit squeeze as educa- 
tion loans are a priority. Besides, 
the rate of interest from psu banks 
are still hovering in the reasonable 
range of 11-12 per cent. 

In addition to this, the govern- 
ment is willing to chip in to make 
the loan burden easier for the bor- 
rower. It is considering a proposal to 
stand in as a counter-guarantor so 
that the financial burden does not 
fall entirely on the family. 

Banks allow a repayment mora- 
torium during the course of study, 
or till six months after a student 
gets a job. But it's better to start 
paying back the loan immediately if 
your financial position allows it. 
The interest costs compound 
and the longer you take, the more 
your overall re-payment liability 
is. ^To reduce liability, a borrower 
should begin paying the interest 
from the beginning of the course. 
Upon completion, his EMI will be 
on the principal amount only," 
says Yadav. *Remember banks 
charge compound interest on 
study loans." 


JUNE 15 2008 BUSINESS TODAY 137 


bt money 





The ABC of Stock Lending 





Although stock lending has yet to gather momentum, it promises long-term 
investors a chance to make an extra buck from idle shares. NITYA VARADARAJAN 


FTER SEBI REINTRODUCED 
A teresting by institutional 

investors from April 21, 
2008, investors may have yet an- 
other option and make the best use 
of their idle shares. The stock lend- 
ing and borrowing scheme, an es- 
sential element in short-selling to 
take off, allows investors to lend 
shares to potential arbitrageurs and 
short-sellers for a fee. And, what’s 
more, the entire stock lending and 
borrowing (SLB) mechanism is su- 
pervised by the National Securities 
Clearing Corporation (NSCCL), thus 
ensuring a safe system. If your stock 
is in demand, you could easily 
pocket a return of around 7-8 per 
cent per annum for your idle shares. 

But why should market players 
borrow your shares? Arbitrageurs, as 
they are called, look for possible 
differences in the prices of stocks in 
the spot and futures markets. In 
this case, if there’s a huge discount 
in a stock’s futures trading price 
compared to its spot price, arbi- 
trageurs sell shares borrowed from 
you, buy its futures immediately, 
and pocket the difference after pay- 
ing you a fee. This can only be 
done if the futures settlement coin- 
cides with the stock lending and 
borrowing settlement period. Short- 
sellers, on the other hand, are bear- 
ish on a stock, and want to bor- 
row your shares, sell the same, and 
buy it back when the spot prices 
have fallen. Here, too, they can 
pocket the difference after paying 
the lenders a fee. Short-sellers can 
make a loss if their calls go wrong, 
but they still have to pay the fee 
for the borrowed shares. 

For now, SEBI has restricted 
short-selling and, therefore, your 
lending list, to 227 stocks that are 
traded on the futures and options 
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price, this curbs volatility in stock prices. - 





THE BALANCE OF POWER 


Stock lending improves the breadth of the stock market. 


PROS CONS 





Increases market efficiency: Helps Increases volatility in a bear market: ` 
reduce the gap between buying and selling | Stock selling precipitates the downside 
of stocks on any given day. Since the when the markets are falling and curbs — 


borrower generally bids at yesterday's the rise e in a rising market. 


ret senar Pet Hehe n met in nha hn tat attat ent mer do tateei e by deekbeeseted rer 


Facilitates price discovery: ` Gives rn rise to shott squeezes: When a i 


Market prices may not reflect a large number of short-sellers try to cover 
stock's intrinsic value. up their positions at the same time, it 
Short-selling facilitates fair price discovery can FOE drive = the stock >= 


in a bull market and helps correct 
short-term over-valuation. 





Manes in n too aan Even when a 

stock is overvalued, it could take a while 
for the price to correct. But short-sellers, 
who have borrowed shares, have to — — 
pay interest and margin calls. | 


ise tei a asss SENE 


Increases trading volumes: Short s selling - 
helps to pump volumes and improves 
the liquidity and depth of the market. 





—————— r kí 


Investors can earn 5-8 per cent: 
Stock lending can earn owners 5-8 per cen 
returns on idle stocks 





Bear attacks: Short-sellingcanbe — 
rea aha iuba SE 
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Facilitates n reverse ta Sibian Exposure 1 is limited: Unlike futures; which. 


If a stock's futures is trading at a huge can be rolled over for one/two/three 
discount, arbitrageurs can short-sell in months and unlike options which have - 
cash market. This can also help stabilise a Í a lower cost of carrying, stock lending 
market in case of panic selling. is ony for a short M of nine onan 
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(F&O) segment, so that limits your 
lending options. 

The infrastructure for SLB is sim- 
ilar to the one for normal stock 
trading. An automated screen-based 
order matching system provided by 
the clearing houses of stock ex- 
changes matches the trades. The 
settlement is done through the 
NSCCL, where banks, custodians and 
brokers can become participants by 
registering. Participants who want to 
lend or borrow securities can do 
so either on their own account, or 
on behalf of their clients. To use 
this facility on behalf of a client, a 
participant has to enter into an 
agreement with each client and ap- 
ply to NsccL for allotment of a 
unique client ID number. 

The SLB scheme gets carried out 
in terminals as mentioned earlier 
from Monday to Friday between 10 
a.m. and 11 a.m. and all orders are 
matched on a price-time priority. 
The pay-in and pay-out of funds 
and securities are through designated 
bank accounts and securities settle- 
ment accounts, respectively. 


Lending Curbs 
SEBI has, however, restricted the 
quantum of lending. Total SLB trans- 
actions cannot exceed 10 per cent of 
the free-float equity of a company, 
or 10 per cent of the subscribed 
capital in the company. No partici- 
pant can have open positions of 
more than Rs 50 crore or 10 per 
cent of market-wide position limits, 
whichever is lower. Individuals, 
however, will not be able to have 
open positions over one per cent of 
the market-wide position limits. 
For the individual investor, his 
shares are secure. However, he could 
make a mark-to-market loss for one 
day if the share price moves up dur- 
ing the transit period. “The lender’s 
risk is generally limited to miscal- 
culating the period of lending or 
the timing of lending," says Sandip 
Raichura, Head, e-broking and New 
Initiatives, DBS Cholamandalam. 
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The Stock Flow 


How the lending mechanism works and how you get your shares back. 


When you lend your shares, you 
are not able to access the same till 
the lending and borrowing settle- 
ment is over, which is nine days. 
On the other hand, a borrower 
who wants to short-sell loses if his 
call goes wrong. Besides, the trans- 
action costs are high, so a borrower 
will have to play it extra safe. Says 
Bhavesh Shah, Vice President, 
Research, Asit C. Mehta Investment 
Intermediates: “In SLB, the risk-re- 
ward ratio does not favour the in- 
vestor who short-sells. There is a 
large cost of carrying and the call 
could go wrong in a short span of 
time, resulting in big losses." 


Margins are high— around 40 to 46 





"The lender's risk is generally limited to 
miscalculating the period of lending" 


Sandip Raichura, Head, e-broking and 
New Initiatives, DBS Cholamandalam. 





per cent of the value of the trans- 
action, and this increases the cost of 
transaction and leads to low vol- 
umes. Says Shah: *High networth 
individuals can participate in SLB.” 
Participants have to deposit collat- 
eral of Rs 10 lakh with the NsCCL. 

A stock lending transaction is 
completed within nine days. After a 
short-seller sells shares, he borrows 
the shares from the sib. Both the 
lender and borrower are expected 
to maintain deposits. 

For now, the stock lending 
mechanism has been slow to take off 
due to the long and tedious paper- 
work. Also, borrowers have to settle 
their transaction within eight days, 
which, market players contend, is 
too short a period to take a call on a 
stock's price movement. But as more 
institutions and retail investors par- 
ticipate, stock lending will come of 
age. Says Sailav Kaji, Head, 
Derivatives and Strategy, PINC 
Research: “Despite this daunting 
prospect, sLBs do help in the price 
discovery process and provide a liq- 
uidity boost where the ownership of 
a stock is either heavily concen- 
trated or non-promoter holding is 
very low." Experts say that the broad 
market is struggling due to a host of 
macroeconomic issues, like infla- 
tion, and elections. It's probably a 
time when you can look for oppor- 
tunities to lend your shares. 
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The Final Lap 


US64 bonds will soon mature. It's time for 
bond holders to look at other options. 


FAWZAN HUSSAIN 


Time to cash in: Investors queue up for mutual funds 


VER 1.2 MILLION UNIT HOLDERS OF US64 TAX- 
free bonds will receive their maturity payments 
in June. The bonds were given in lieu of the erstwhile 
Unit Scheme 64 in June 2003. More than Rs 7,000 
crore of Us64 bonds are outstanding in the market, 
which will cease to exist from June 1, 2008. The 
bonds carry an interest rate of 6.5 per cent payable 
half-yearly, which was attractive when the bonds 
were first issued as the interest rates were low then. 
Bond holders are set to have an investment sur- 
plus in the coming months. But in these times, it's 
best that the receipts are reinvested in the market. To 
earn a similar post-tax return, investors need to 
make, at least, 9.3 per cent pre-tax on fixed in- 
come instruments such as a fixed deposit. Banks 
are offering a pre-tax 8-8.5 per cent on one-year 
deposits. On the other hand, a few fixed maturity 
plans are offering over 7 per cent post-tax indicative 
yields with a two-year lock-in, which could be an 
alternative for investors still looking at fixed 
income investment. 

On the other hand, investors looking to boost 
their incomes a bit can enter equity funds. UTI 
Mutual Fund has sent out flyers to Us64 bond 
holders to invest in its schemes. Says Debashish 
Mohanty, Head of Marketing, Uri Mutual Fund: 
“We have sent out letters to the Us64 bond in- 
vestors to invest in some of our equity funds." 
Overall, equity funds delivered strong returns rid- 
ing the strong bull market. But due to negative 
macroeconomic factors like inflation and high 
global oil prices, the market has become volatile. 
For now, it's better to stagger equity fund invest- 
ments over the coming months to cut down risk. 

CLIFFORD ALVARES 
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Bullish on India 


The country's growth story remains intact, 
says a new report. 


HE INDIAN GROWTH STORY HAS RESHAPED INDIA IN 

more ways than one, according to a report [Inside 
India, by 1FL, the institutional research arm of India 
Infoline. Inside India attempts to showcase India's 
diversity and its growth centres through 25 in-depth 
maps covering IT, railways, engineering and many 
other sectors. A major highlight of the report: India's 
growth story has been having a positive impact on 
smaller towns and cities. 

India's rr offshore model has become one of the 
most disruptive forces in technology, and several 
smaller towns, such as Nagpur and Gandhinagar, 
are emerging as new IT centres, says the report. 
India's gas production is set to triple over the next 
4-5 years with the expected commercialisation of a 
number of new gas fields. Over the next five years, 
India is expected to add 78 GW (gigawatt) of new gen- 
eration capacity, more than thrice the capacity added 
in the preceding years. India is one of the world's 
fastest-growing passenger car markets, and an emerg- 
ing export hub for small cars. Besides, the Indian wire- 
less market is the second-largest in the world, but the 
growth has been faster in smaller towns compared to 
the big cities. All this adds up to a unique India story. 
“India is not simple," says Anirudh Dange, Head 
(Equity Research), nFL. “The investor has to appreciate 
the complexity of India." 

Over the next decade, the hith- 
erto underdeveloped eastern re- 
gion will emerge as the next big 
growth story due to huge invest- 
ments in automobile manufac- 
turing and minerals and metals ` 
production. “Over the next 10 
years, the entire eastern region dali 
emerge as a strong economic 
force,” says Dange. 

All this suggests that 
India is on a strong 
wicket, and there’s no 
major reason to worry 
for investors. With the 
macro-economic factors 
expected to show a ma- 
jor improvement over 
the coming years, many IFL's Dange: 
more investing opportu- MESSEN. 
nities will arise. 8i 

CLIFFORD ALVARES 
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"Networks Are Key" 


With business goals constantly changing, organisations have to optimise their 
network capabilities to achieve operational excellence. MANU KAUSHIK 


TIImum 
CISCO 


business today 
BOARDROOM 


|l il, 
CISCO 


The panellists (L to R): V. Ramachandran, Director (Sales & Marketing), LG Electronics India; Ashish Taneja, Chief Executive Officer, 
Vertex; Arnab Mitra, Deputy Editor, Business Today; Shantanu Ghosh, Senior Vice President & Business Leader, Genpact; David Rubio, 
Vice President (Services Asia-Pacific), Cisco; and Rajat Mukarji, Chief Corporate Affairs Officer, Idea Cellular 


T HAS BEEN SAID THAT A MAN- 

ager is a person who guides 

and moulds an organisation 

to help achieve its strategic 

business goals. However, to 
achieve business goals there must be 
increased productivity. Operational 
excellence helps businesses achieve 
those business goals by introduc- 
ing high-performance processes— 
those that outpace competition by 
delivering greater value to customers 
at a lower cost. 

This and much more emerged at 
the Business Today Boardroom 
Breakfast panel discussion on 
“Creating Operational Excellence to 
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Meet Ever-Changing Business 
Goals" that was held in Delhi on 
May 21 in association with Cisco. 
V. Ramachandran, Director (Sales 
& Marketing), LG Electronics India, 
Ashish Taneja, Chief Executive 
Officer, Vertex, Rajat Mukarji, 
Chief Corporate Affairs Officer, 
Idea Cellular, Shantanu Ghosh, 
Senior Vice President & Business 
Leader, Genpact and David Rubio, 
Vice President (Services Asia-Pacific), 
Cisco, took part in the discussion 
that was moderated by Arnab Mitra, 
Deputy Editor, Business Today. 
Speaking first, Ramachandran 
noted that as technology is get- 


ting rapidly replicated in the con- 
sumer durables domain, sustaining 
product leadership and differenti- 
ation is becoming one of the 
biggest challenges. “Given the pace 
at which technology replication is 
happening, the challenge has 
moved from building and deliv- 
ery of sustainable and differenti- 
ated innovations to a scenario 
where speed and execution are 
very important,” he said, adding 
that it is operational excellence 
that makes the difference between 
two companies. “Operational ex- 
cellence mainly has three elements: 
an empowered operating frame- 





work that ensures clarity as to 
who is responsible for what, trans- 
parent information systems, and 
strong functional competencies." 

Vertex's Taneja underlined the 
role of networks and network- 
related services in operational ex- 
cellence. *The network is our back- 
bone and is critical to our success in 
the marketplace and for operating in 
an agile fashion," said Taneja, 
adding that Vertex has changed its 
business model using its network 
as a power tool. By offering com- 
panies a plug-and-play network- 
based model—which is leaner, more 
flexible, and cost-efficient compared 
to the fixed regime—Vertex has 
increased its revenues by 20-23 
per cent. 

Talking about the Indian tele- 
com scenario, Rajat Mukarji said 
that operational excellence can be 
achieved with people, foresight and 
process re-engineering. “Planning 
and investing for the future is key to 
achieving operational excellence in 
any industry. If you don't have the 
foresight or the capability, you will 
fall behind the curve and if you fall 
behind the curve once, you will re- 
main behind the curve forever," he 
said. “Whenever we found that we 








‘A key factor in enabling growth 
and achieving the right margins 
IS Increasing productivity " 


DAVID RUBIO 
Vice President (Services Asia-Pacific), 
Cisco 
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“The network is our backbone 
and it is critical to our success in 
the marketplace" 


ASHISH TANEJA 
Chief Executive Officer, 
Vertex 





were a little behind the curve and 
needed additional investment for 
network building, we changed the 
allocation of funding and pushed it 
in the direction of networking and 
sought additional money for other 
activities." He also said that compa- 
nies now have to ensure excellence in 
service delivery from end-to-end. 
Citing the scenario in the 
domestic BPO and IT services indus- 
try, Genpact's Ghosh said: *The 
way we use networks is changing 
fundamentally. Our business started 
on the premise that we could make 
processing geography-independent 
with the help of a networked model. 
Today, our business has changed; we 
now have customers asking ‘How 








"Our business has changed. We 
now have customers asking us 
How can you improve my mess?" 


SHANTANU GHOSH 
Senior Vice President & Business Leader, 
Genpact 








"Planning for the future is key to 
achieving operational excellence 
in any networking industry ` 
RAJAT MUKARII 


Chief Corporate Affairs Officer, 
Idea Cellular 


can you improve my mess?' com- 
pared to *Can you do my mess foi 
less?" that was asked previously." 
He pointed out that this new cus- 
tomer demand can only be met by 
hiring people with domain expert- 
ise—a virtual network of people 
working towards solving a particular 
customer problem. *So whenever 
we evaluate new territories and 
geographies for setting up shop, one 
of the first things we do is : 
derstand the demographics of re- 
source availability there and the kind 
of cost structure we will have to 
deal with there." 

Cisco's Rubio shared hi: 
from the network provider's per 
spective. “A key factor in enabling 
growth and achieving the right mar- 
gins is increasing productivit 
only for companies but also gov- 
ernments. Operational excellence 

~ plays a key role in increasing 
productivity," he said. 

Business Today's Mitra summed 
up the discussion saying: “Ever- 
changing business goals require 
companies to deploy mission-critical 
applications swiftly and this makes 
the network more complex. In 
order to achieve operational excel- 
c lence, the network as a platform 
= has to be well-planned and opti 

mised to manage the challenges. 
Network services enable ompa 
nies to do just that." The event 
cluded with a vote of thanks b 
Ashish Chadha, Associate Publisher 
of Business Today. m 
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From The Editor 


FTER SITTING ON THE ISSUE FOR MONTHS, THE 

government finally mustered the courage tos 

increase the pump prices of petrol and diesel andi 
the retail price of LPG by Rs 5, Rs 3 and Rs 50, re- 
spectively. Prime Minister Manmohan Singh, in an un- 
precedented televised address to the nation following, 
the announcement of the hike, said: *It must be ap- 
preciated that the price hike has been a bare minimum 
with the government and the oil companies still shoul- 
dering the bulk of the burden." But far from being a 
mitigating factor, this reluctance to pass on the increase 
in global crude prices to consumers is scary and also, in 
the long run, irresponsible. As our cover package 
(page 56), written by Assistant Editors Rishi Joshi, 
K.R. Balasubramanyam and Rohit Viswanath, points 
out, the massive subsidies being doled out by the gov- 
ernment to shield consumers from high oil prices may 
actually be compromising the country's lóng-term 
ability to sustain high growth rates and also oil con- 
servation efforts. Meanwhile, oil marketing compa- 
nies—and now, upstream companies as well—will 
continue to bleed as they are forced to pick up a third 
of the tab arising from under-recover- 
ies. This can have serious repercus- 
sions on their long-term health, but 
political considerations have obviously 
overridden all other arguments. 

High oil prices are a reality that 
Indians have to learn to live with. This 
should provide an impetus to efforts at 
developing alternative energy sources. But India's efforts 
in this direction have been half-hearted at best. The 
country's utilisation of alternative sources such as 
wind, bio-power, solar and nuclear energy is way 
below its potential. These initiatives need to be speeded 
up on a priority basis to overcome the energy deficit 
that we are grappling with. 

High ATF prices and massive overcapacities are 
hounding India's till-recently high-flying aviation 
industry. Almost every airline is incurring massive 
losses and there are whispers that a few of them may go 
bust soon. Read about it in Mayday! (page 70). 

Elsewhere in this issue, we have features on how a 
handful of PE companies (actually, three—Baring 
Private Equity Partners, Actis and India Value Advisors) 
is using control, or majority ownership in portfolio 
companies, to mitigate risk and earn better returns (page 
76). Then, Sun Pharmaceutical's negotiated takeover of 
Israel's Taro Pharmaceutical Industries has come un- 
stuck over valuation. We take an in-depth look at the 
issues involved and set out the options available to Sun 
CMD Dilip Shanghvi (page 86). And our Special Report, 
by Shalini S. Dagar and Shamni Pande, this time is on 
pension reforms. 
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and may lose more this year. The future looks 
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Consumers' Choice 
IT IS TRULY THE BEGINNING OF GOOD 


times for the Indian consumer. The 


entry of big players into retail will es- 
tablish the consumers' sovereignty. 
Small retailers simply cannot match 
the variety of offerings that organised 
retail promises. However, they are 
certainly not going to lose their liveli- 
hoods and become extinct. I believe 
they will either survive on a small 
scale or get absorbed by organised 
retail, given the vast employment 
opportunities it promises to create. 








A. JACOB SAHAYAM, through e-mail 














Schools of Change 

YOUR FEATURE ON THE JAWAHAR 
Navodaya Vidyalayas (Schools of 
Hope, BT, June 15) was a revelation. 
Frankly, not many people are aware 
of these schools and the good work 
that they are doing in providing 
quality education to underprivi- 
leged children at no cost. For once, 
something being done by the gov- 
ernment makes me feel proud. It felt 
really good to learn that so many 
successful people—all the exam- 
ples that you have mentioned— 
were alumni of these schools and ac- 
tually came from very poor back- 
grounds. Clearly, we need more 
such schools in the country. Rather 
than giving away crores of rupees to 
the state governments for primary 
education, the government should 
channelise this money through the 
JNVs to help provide quality educa- 
tion across the country. 

B. RAJASEKARAN, through e-mail 


Focus on Education 

YOU SHOULD NOW DO A COVER 
story on the Jawahar Navodaya 
Vidyalayas. These are the types of 
developmental projects that the 
government should be investing 
in. Such initiatives have a direct 
impact on people and on the next 
generation. Battling illiteracy will 
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not seem to be such an unsur- 
mountable task if we have more 
such institutions. The Centre 
should urge the states to emulate 
the structure of Jawahar Navodaya 
Vidyalayas to promote quality ed- 
ucation. It is through initiatives 
such as these, rather than reserva- 
tions, that underprivileged 
people can really be uplifted. 


R. RANGAMANI, through e-mail 


Companies with Hearts 

I NEVER EXPECTED AN ARTICLE IN A 
a business magazine to move me 
so much. Dream Factories (Br, June 
15) introduced me to a facet of the 
corporate world that gets easily 
overlooked due to our obsession 
with top and bottom lines of com- 
panies and their stock market move- 
ments. The story shows how com- 
panies are helping their women em- 
ployees become great assets not just 
for themselves but also their fami- 
lies. One hopes other companies 
will also take similar steps that not 
just create employment but also 


build lives. 


s. VISWANATHAN, through e-mail 


Upbeat on India 

IT IS VERY ENCOURAGING TO KNOW 
that despite the slowdown, newer 
opportunities for employment are 





being created by the ever-expand- 
ing Indian retail (Go Luxe, Get 
Hired, Br June 15). India is be- 
coming an attractive destination 
for high-end luxury brands, and 
this is offering excellent alterna- 
tive career opportunities to tal- 
ented young professionals, who 
have a range of options to chose 
from. What's even better, these 
jobs come with premium salaries. 

R. NAGRANI, through e-mail 


Corrections 

IN THE STORY, INDIA INC. WAKES UP 
to Nanotechnology (Br, June 1), 
Rinti Banerjee, Associate Professor, 
School of Biosciences & Bioengi- 
neering, IIT Bombay, was erro- 
neously mentioned as Vimti 
Banerjee. The error is regretted. 


IN THE STORY, THE FIGHT AGAINST 
Inflation (Br, June 15), the price of - 
Mother Dairy's full-cream milk 
has been incorrectly mentioned 
as Rs 18 per litre in May 2007, 
whereas it was Rs 22 per litre. 
Therefore, its price as of May 
2008 had risen by 9 per cent over 
the last year instead of 33 per 
cent as reported. The error is 
regretted. 
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Decontrol Retail Prices of Oil 


FIER MUCH DITHERING, THE GOVERNMENT FINALLY 

summoned the courage to increase fuel prices. With 
crude prices crossing $130 (Rs 5,590) per barrel, there 
was an air of inevitability about the decision. But trust our 
politicians to act difficult on an issue that is clearly bal- 
looning into a major crisis for the global economy. The 
BJP accused the ruling UPA of 
unleashing *economic terror- 
ism" on the people, while the 
Left was swift to call it a need- 
less decision. Amidst the hue 
and cry, a simple fact has not hit 
home. The recent price revi- 
sion is too little too late. 

Consider this: after factoring 
in the price increase and the 
duty cuts, the under-recoveries 
of the oil marketing companies 
(OMCs) will stack up to a stag- 
gering Rs 2,00,000 crore, as- 
suming crude prices average 
$125 (Rs 5,375) per barrel 
through 2008-09 (by no means 
a given). And with crude prices 
headed north—it is expected to 
cross $150 (Rs 6,450) a barrel 
within a month—this figure will only mount. This will 
once again push the OMCs to the brink and could call for 
another bailout package. At last count, the fiscal deficit 
of the Centre (including off-balance sheet items such as 
the oil, food and fertiliser subsidies) was projected at 6.6 
per cent of GDP in 2008-09. The oil bonds alone will add 
1.8 per cent to this. Thus, there's little cushion for any 





more molly-coddling. 

Already, other Asian countries, most of whom sub- 
sidise the retail prices of fuels, have opted for bigger price 
hikes to deal with the situation. The Indonesian gov- 
ernment, for instance, recently announced a 30 per 
cent increase in pump prices in the face of stiff opposi- 
tion. Sri Lanka has raised prices 
of kerosene, gasoline and diesel 
by 14-47 per cent, and 
Bangladesh Petroleum, that 
country's sole oil importer and 
distributor, has proposed fuel 
price increases of 37-80 per cent. 
The recent 10 per cent price in- 
crease in India appears almost 
pusillanimous in comparison. 

Clearly, the government is 
running out of soft options. Fuel 
prices have to be decontrolled. 
The Centre already has a 
roadmap chalked out for it by 
the Rangarajan Committee on 
Pricing & Taxation of 
Petroleum Products, which has 
argued that subsidies should be 
minimal, targeted and restrained 
by a monetary ceiling. Passing on a greater burden to 
consumers will also have another positive fallout. It 
will curb consumption and give a fillip to oil conserva- 
tion efforts. But can this government, or future ones, 
muster the courage to bite the bullet and go the whole 
hog down this route? Given the fractured nature of the 
Indian polity, that appears unlikely. 














Empty seats: Cutting capacities may be the solution 


16 BUSINESS TODAY JUNE 29 2008 


Rationalise or Perish 


HAT AILS INDIA'S AIRLINES? ALL OF THEM, BAR ONE, 

are awash in oceans of red ink; and there's no sil- 
ver lining in sight. It is quite easy to point fingers in the 
direction of aviation turbine fuel (ATF). The price of this 
refined form of kerosene, which powers aircraft 
turbines, has almost doubled over the past year. A 
litre of ATF costs Rs 67 in Delhi, whereas kerosene sold 
to those below the poverty line (and often used to 
adulterate other fuels) costs just Rs 9. 

Airline companies can justifiably feel aggrieved 
that they are being made to pay for the massive 
subsidies that oil marketing companies are doling out 
at the petrol pump. In fact, the International Air 
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Transport Association (IATA) points out that average ATF 
prices in India are 20 per cent higher than elsewhere in 
the world. But high ATF prices have plagued airlines 
across the world, most of all the large us airlines with 
their old, inefficient fleets. So, India's airlines need to 
look inward and analyse the problem. Over the past five 
years, since the arrival of Air Deccan, the industry 
has seen a dramatic addition of capacity—over 300 
planes have been ordered for the domestic market. Half 
a decade ago, barely 12 million Indians took to the skies 
domestically every year; in 2008, that number was 
achieved in the first three months alone. This massive 
addition of capacity, coupled with far more affordable 
fares, has led to the creation of a whole new segment of 
price-sensitive flyers. 

But, while airlines tom-tom these numbers, they miss 
out another crucial one—of overcapacity. The 12 mil- 
lion passengers that flew domestically between January 





Dividend or Drag? 


RECENT ACCENTURE SURVEY OF THE CLASS OF 2008 IN 
Å india offers a peek into the minds of the future 
Indian workforce. An overwhelmingly large percentage 
of these grads, 84 per cent to be precise, aspires to reach 
the “corner room”, against the world average of only 
46 per cent. This reflects the high aspirations and en- 
ergy levels of Indian youth, but also throws up a few 
questions. Is India ready to be the world's, or even its 
own, talent pipeline? The world at large is ageing fast, 
and India, which has a massive young population, can 
potentially use its growing youth power to its advantage. 
However, there's a high probability that this distinct ad- 
vantage will be squandered. How much talent can a 
handful of Ts, IMs and a few other premier insti- 
tutes churn out? HR heads across India are concerned 
about the *employability" of the workforce. Shorn 
of jargon, this means that though the potential work- 
force is massive, *employable" skills are in short supply. 
Several studies reflect this skills gap. An rr industry study 
found that only one out of four engineering graduates 
is employable. This is scary and needs to be addressed 
on a war footing. Even as leading recruiters expand their 
search for talent to Tier II and Tier III cities, more of- 
ten than not, these prove to be exercises in futility. 
Industry watchers say companies have to devise their 
own training mechanisms to groom talent. India Inc. is 
spending huge amounts on its own training require- 
ments simply because this talent-building is crucial 
for its growth. 
The bitter truth is that this serious shortage of em- 
ployable talent is a legacy of the lopsided education ed- 





18 BUSINESS TODAY JUNE 29 2008 


and March this year had 20 million seats to choose 
from. That, in airlines parlance, translates to a “load fac- 
tor" of 60 per cent. This demand-supply mismatch 
means airlines cannot charge the fares that they have to 
charge to just break even. One large full-service carrier 
claims the “cost-revenue” gap, that is, the gap be- 
tween the cost of servicing one seat and the revenue the 
airline earns from it, has hit Rs 1,700 per sector. 

Airlines have no choice but to cut capacity. This will 
not only make financial sense, it will also give the 
over-burdened infrastructure a break. However, this will 
happen only when airlines realise that market share is 
not everything. Otherwise, we will once again see a re- 
play of the scenario of 1996 when as many as eight air- 
lines folded up. 

But in the ultra-competitive, dog-eat-dog world 
of civil aviation, will individual companies be willing to 
fly down this route? That's the million-dollar question. 
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Indian youth: High on aspiration and energy leve 





Is 
ifice that successive governments have erected. Quality 
education is limited to a handful of ITs, IMs and the like. 
The pipeline that feeds these institutions—the schools 
and colleges across the country are, with a few excep- 
tions in some of the larger cities, mostly stuck with out- 
dated syllabi, inadequate facilities and disinterested 
and underqualified faculties. That is where the process 
of reforming India’s education infrastructure must be- 
gin. Here, allowing privately-funded, “for profit” ed- 
ucational institutions will be a good starting point. 
Without this, and other wholesale changes, India’s 
headstart as a source of talent for the global work- 
force—evocatively labelled a “demographic dividend” 
by some analysts—could well turn into a demographic 
drag. The window of opportunity is still open. The gov- 
ernment must allow some fresh air in before it closes 
over the next two-to-three decades. Is 
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Trends 


Obama vs McCain: 
Who's Better for India? 


The Indian establishment is keenly following 
political developments in the US. ROHIT VISWANATH 





Who'll be better for Indo-US ties? McCain (R) seems to have an edge over Obama 


drawn to a close. The spotlight now shifts to the next stage as 

Republican nominee John McCain and his Democratic rival Barack 
Obama take each other on in the run up to the November presidential elec- 
tion. So, where do they stand on issues that are crucial for India? 

While McCain is conservative in his outlook, Obama is known to be 
a liberal. Needless to say, there are striking differences in their views on 
domestic and international policies. India figures fairly high on McCain's 
list of priorities, but Obama's position in this regard isn't clear. The latter 
has been critical of Bush's war against terror and has favoured the with- 
drawal of American troops from Iraq and Afghanistan. This stand, wel- 
comed by Indian “liberals”, may hurt Indian interests as it will ease pres- 
sure on Pakistan and the jihadi terrorists backed by it who pose a serious 
threat to this country's security. 

Then, Obama may also pull away from the Bush Administration's pol- 
icy of beefing up India's security architecture. The emerging Indo-us 
geo-strategic clinch is critical for India's, and Asia's, long-term security, es- 
pecially in the light of China's covertly hostile stance on India. McCain, 


[Te PRIMARY SEASON IN THE ONGOING AMERICAN ELECTIONS HAS 
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The fortnight’s burning question. 


THE SENSEX IS TRADING 
AT LESS THAN 16,000. 
IS IT THE RIGHT TIME TO 
BUY STOCKS? 


No. Ramesh Damani, Member, 
BSE 

| don't think this is the right time to 
invest in the stock market, as it is 
likely to fall even further. Factors 
such as high interest rates, soaring 
inflation, the global slowdown anc 
rising oil prices will keep all Indian 
companies under pressure. 
Valuations of Sensex stocks, in par- 
ticular, are also still pretty high. 


Yes. $ henoy , Strategist, 
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look very promising. | believe there 
are certain pockets within the mar- 
kets where good value-for-money 


buying can be done with a long- 
term horizon. By the end of next 
month, | see the markets bottoming 
out, and this will present an 


attractive buying opportunity. 
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however, promises continuity in this regard, and so, is probably a 
safer bet for India. 

On the nuclear deal, which has important ramifications for 
India’s energy security and geo-political future, McCain is likely to 
be more accommodating of Indian interests than Obama, who 
voted against it in the Us Senate. Nevertheless, security experts 
like K. Subrahmanyam feel that the deal, which serves the long-term 
American goal of containing China, will be clinched by any gov- 
ernment that comes to power. *The problem of evolving a political 
consensus lies in India, not in the Us," he says. 

Many experts say that the debate over who will be better for 
Indian interests is irrelevant. A Cll representative says: “Immaterial 
of electoral outcomes, the only way relations between the two 
countries can move is forward.” The Indian software industry, 
too, officially maintains that irrespective of who comes to power, eco- 
nomic prudence in the Us will triumph 
over jingoistic demands for limiting out- 
sourcing. Says Surya Kant, President 
(North America Operations), TCs: “Ties 
between the Us and India are based on 
global realities. Such a relationship can- 
not be ignored or wished away." 

However, many senior IT industry 
executives are privately apprehensive of 
an Obama Administration. The 
Democrat has made outsourcing one of 
his main campaign themes, and this has 
found traction among an electorate in- 
creasingly wary of being “Bangalored”. 
Having raised the pitch, Obama may 
find it difficult to back down if he is 
voted to power. This can have far-reach- 
ing consequences for the Indian IT in- 
dustry, which still depends on the us for 
the bulk of its revenues. Also, the deep- 
rooted operational and financial link- 
ages that have been established between 
almost all large Us corporations and the 
Indian IT sector means that any efforts at 
untangling these ties will cause major economic disruptions in 
both countries. No wonder, policymakers and IT industry 
honchos are dreading the prospect of Obama coming to power. 

McCain, on the other hand, has gone on record as saying he has 
no problems with outsourcing and has realistically acknowledged the 
win-win nature of such deals for both countries. So, a McCain vic- 
tory promises a continuation, and deepening, of existing policies, 
which will be beneficial to this country. 

V.K. Kaul, Professor of Business Economics at Delhi University, 
however, feels that any quest to judge the more favourable candidate 
for India is a futile exercise. He believes that any President of the us 
will look only to promote that country’s interests. “Who comes to 
power is, therefore, immaterial,” he says, adding: “If India wants to 
further its own interests, it should see to it that its objectives converge 
with American priorities.” 
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Q&A 


“Companies Must 
Respect Cultures” 


UBREY C. DANIELS, RENOWNED 
Az 5 on human behaviour 
and author of several best-selling books 
on the subject, spoke to Br's Rahul 
Sachitanand on a variety of issues when 
he visited India for the first time 
recently, Excerpts: 


Are companies paying enough attention 
to human behaviour? 

Human behaviour is not understood 
well by the corporate world. It con- 
tinues to persist with foolhardy initia- 
tives such as “employee of the month”, 
which only positively reinforces one 
person’s achievement and does little to 
address issues that dog the team. 


What role does culture play in determining 
behavioural traits at work? 

Companies must understand that cul- 
tures can be radically different across 
geographies. The laws of behaviour 
are the same in Bangalore and Atlanta, 
but businesses need to be sensitive to 
cultural nuances in different locations. 


How can Indian companies, like the Tatas, 
manage and overcome cultural differences 
in the new geographies they are entering? 
The Tatas need to establish themselves 
as a positive reinforcer to a foreign 
company like Jaguar-Land Rover. They 
must learn from it and must desist 
from forcing the British company to 
follow a Tata style of management. 
Then, any acquisition where the ac- 
quired firm doesn’t want to deal will 
not work out, as we’ve seen with the 


(failed) Ms-Yahoo! deal. 


(ij) Ernst& Young 


135 cities, 50 countries, 


1 award 


The world's business award 


Program supported by 


@ 2008 Ernst & Young Pvt. Ltd. 
All Rights Reservec 
www.ey.com/india 


Celebrating India's 


decade of excellence. 
Are you one of its champions? 








Entrepreneur Of The Year“ 
2008 India 


Now in its tenth year, the Entrepreneur Of The Year Award salutes 
India's reinvention, and her arrival on the global arena. 


It celebrates the achievements of champions who have led this change. 
These champions have risen to India's challenges, created history and 
illuminated our future. 


Are you one of India's champions? 





Nominations for the tenth Ernst & Young Entrepreneur Of The Year 2008 
are now open till 31°t July ‘O8. It's easy to apply. 


ZI] ERNST & YOUNG 


Quality In Everything We Do 





A. = 


Complete information and nomination forms are available at www.ey.com/india 
Call us on +91 124 464 4408/4088 or email us at eoy.2008@in.ey.com 
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Hanging up on IPL 


ITH THE INAUGURAL INDIAN PREMIER LEAGUE (IPL) SEASON DRAWING 
X to a close, the eyeballs have started returning to traditional modes 
of entertainment. General entertainment channels (GECs), which saw 
viewers migrate to instant cricket, are reporting a surge in viewership. The 
latest TAM figures are not out yet, but Tarun Mehra, Business Head, Zee 
TV, says viewers are returning to GECS for their daily fix. It wasn't just the 
rivals of Sony Television—the official IPL broadcaster—who were af- 
fected, but also its sister channel, Sony Entertainment Television. The view- 
ership for its Waar Parriwar, a 
musical contest, hit a low of 0.14 
during IPL. Of course, the biggest 
damp squib was the Shah Rukh 
Khan-hosted quiz show, Kya Aap 
Paanchvi Pass Se Tez Hain?, 
which hit a low of 1.96 in TVR 
during the peak phase of IPL. 
Bollywood was smarter. 
“Traditionally, the first quarter 
of a new financial year is a boom 
time for movies, because of the 
summer vacations. But this time, 
all the big-banner production houses delayed their releases because of IPL,” 
says Tushar Dhingra, coo, Adlabs Cinema. And it has paid off. “Not just 
Sarkar Raj, which stars the Bachchan clan and, hence, was expected to com- 
mand a strong opening, but also a small budget movie like Aamir, which 
released after the IPL, received a good response,” informs Dhingra. That 
should give the Tv and movie industries something to smile about. 
TEJEESH N.S. BEHL 





Sarkar Raj: Receives a strong opening 





Realty’s Labour Pains 


HE REAL ESTATE SECTOR IS FAC- 22 — 
Tis a human resource crunch— 
of skilled and semi-skilled labour 
such as masons, electricians and 
plumbers. *We've been facing this 
shortage for a year now. This is not 
just delaying projects but it's also 
jacking up costs by 3-4 per cent," 
says Pawan Malhotra, Mb & CEO, 
Mahindra Lifespace Developers. A 
combination of factors has led to this shortage. The first, of course, is the 
boom in construction, which has increased the demand for such workers. 
Then, the lure of relatively better paying jobs in West Asian countries is 
exacerbating the problem. In fact, the situation has become so acute that 
DLF is considering *importing" Indian expatriate labour from West Asia by 
offering them similar wages and also taking them on its rolls. “There is a 
proposal to bring Indian labour from West Asia and various agencies are 
working on it,” says Ravi Kachru, CMD, DLF Projects. 

TEJEESH N.S. BEHL 


DEEPAK G. PAWAR 


Realty woes: Human resource cruncn 
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PAY ON TIME, 





AVING A GOOD CREDIT HISTORY IS 
H actually good economics. 
ICICI Bank, the country's leading 
private sector bank, has increased 
the monthly interest rate it 


charges some of its credit card - 


customers to 3.24 per cent from 
3.19 per cent earlier with effect 
from June 1. . 

ICICI Bank insists that it's not 
the standard rate for every credit 
card customer. Over the past few 
months, the bank has been fol- 
lowing a layered interest rate ap- 
proach, whereby it studies its 





customers' spending behaviour 
and repayment patterns for a pe- 
riod of six months, and fixes in- 
terest rates depending on their 


"credit score". "Over the past six 


months, a significant number of 
our customers have managed to 
get good credit scores and have 
moved into the 1.5-2 per cent 


bracket. So, it's not that every 


cardholder is charged the highest 
rate," says Sachin Khandelwal, 
Head (Card Group), ICICI Bank. 
More and more banks are fol- 
lowing this differential interest 
rate approach, says Harsh 
Roongta, CEO of apnaloan.com. 
“So, banks will charge customers 
variable rates depending on their 

credit profiles," he adds. 
RACHNA MONGA 


HONIS YJANI LAAWNS 
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The Korean B-boys took the world by storm. 
Korea's jubilant Red Devil soccer fans captured the heart ofthe world. 
Korea is setting a higher benchmark in the global IT industry. 

And in between is a frenzy of energy that never ceases to sparkle. 


This energy is Korea, ready and waiting to charge you up. 
Come and experience Korea, Sparkling!! 
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KULDEEP 





Top 


lf an Accenture survey on the workforce of the future is 
to be believed, the world could see an influx of business 
leaders from India a decade or so down the line. 54 


AIMING HIGH 


A very large portion (84 per cent) of India respondents would 
31 like to pursue the C-suite (CXO-level jobs) compared to 
46 per cent overall. 








CEO Chief Chief Chief Chief Chief Chief None of 

Information Operating Marketing Financial ^ Customer Sales these 

Officer Officer Officer Officer Relations Officer Officer 

umm india mm All Countries Figures in per cent *Multiple responses allowed 
" BIG IS BETTER 
A majority of India respondents (62 per cent) would like to 
work for a large corporate organisation compared to only 
24 34 per cent of overall respondents. 





Large Medium Small ^ Govt. Not-for- Self- No None of 
Company Size — Enterpreneurial Profit employed Preference — These 
Business Business Organisation 
mm India mm All Countries Figures in per cent 


10 $ Drives the Class of 2008 
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IS SLOWDOWN 
.A CONCERN? 










38 INDIA: THE 
LAND OF 
?| OPPORTUNITIES 


India is seen by most 
9 Indian respondents as 
having the most job 
opportunities. The US is 
a close second. 


mm Al! Countries Figures in per cent 
Sample size: 2,464 students 


mm india 
*Multiple responses allowed 
in US, UK, France, Germany, Brazil, Russia, India and China. 
Only Class of 2008 surveyed 





Expats in Demand 


ALK INTO THE OFFICES OF ANY IT, INFRASTRUCTURE, RETAIL, HOSPITALITY 

X or telecom major and you'll almost certainly find several expats 
among its employees. “Middle management is a major concern area for in- 
dustry and we have had to look at overseas hires to fill critical gaps," says 
Pratik Kumar, HR Head of Wipro, which recently hired Chell Smith, who 
previously ran MNC giant Capgemini's North American operations, to 
leverage her vast experience in consulting. According to HR Consultants, com- 
panies are struggling to find talent in key areas. In rr, for example, software 
architects (who actually provide coders down the line with a blueprint to build 
an application) are few and far between. Similarly, in the infrastructure in- 
dustry, there are few people to manage large projects like expressways and 
greenfield airports. Hence, the influx of foreigners into India's job market. 
RAHUL SACHITANAND 
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INSIDE THE MINDS OF ASIA'S YOUTH 


Internet use is rising, but TV still rules in India. 


The Third Annual Synovate Young Asians study covered 11,886 youths in the 8-24 age group in China, Hong Kong, Indonesia, 
Korea, Malaysia, The Philippines, Singapore, Taiwan, Thailand and Australia, besides, of course, India. In India, the sample 
size of 1,875 was drawn from Mumbai, Delhi and Bangalore. 


Time Spent on Each Medium per Day mue Product Ownership: Personal II Mobile phone 
Ili Newspaper -— E MP3/iPod 
1 E Magazine US E Credit card* 
™ Radio = Printer/Scanner 
$8 DVD/VCD/Video TV game console 





Asia | Asia 






Figures are number of hours Base: All respondents aged 8-24 | Figures in per cent Base: All respondents aged 8-24 *Aged 18-24 


Media Perceptions-Best Entertainment Source/Leisure Pastime Happiness Rating 
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6 Magazine 7 
4 Newspaper 3 
10 Mobile 6 
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Figures in percent > Base: All respondents aged 15-24 Fires in per cent Base: All respondents aged 8-24 
Internet Activities Done in the Past 30 Days Leisure Activities Participated in Past 30 Days-Top 4 
India " India 


86 46 48 





Asia 


99 41 









Wi interactively communicating with people Bil Listeningto music BW Online games 5 Using | Wi Playing sports Bill Listening to music Bil Dining out with parents Œ Listening to radio 


search engines ™ Downloading material 93 Researching/Search of information for Figures in per cent Base: All respondents aged 8-24 
products/services Figures in per cent Base: All respondents aged 8-24 

Mobile Phone Features They Currently Have Parent-Kid Relationships 

India India 





Asia 

63 39 11 
W Camera Bi Music playing W Video recording W Internet access E You discuss problem with/seek advice from parents W You argue with parents IB You joke 
Figures in per cent Base: All respondents aged 8-24 | with parents Your parents seek your advice * Your parents appreciate/support your 


behaviour Figures in per cent Base: All respondents aged 8-24 
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TOP OF MIND 





What is it? It is a satellite- 
based railway tracking system, 
called Satellite Imaging for Rail 
Navigation (SIMRAN), that 
uses GPS and GPRS tech- 
nologies to give real-time 
information on the movement 
of trains across the country. 


How does it work? A devise, =) m — 

installed in railway engines, 

will pass the data through GPS to computers at railway stations. The data will 
be displayed on plasma screens at railway stations. 


How is it beneficial to you? The system will be connected to the enquiry counter 
of railway stations from which one can get information about the location, 
arrival and departure of a particular train through telephone or Internet. 


Is it operational? In the first phase, test runs have been conducted by installing 
the system at five railway stations, including New Delhi, Lucknow and Kanpur, 
to monitor 15 trains plying between these stations. The Railway Ministry is plan- 
ning to implement it on all its 10,000-odd trains gradually. 


Who developed? The system has been indigenously created by IIT-Kanpur. 
MANU KAUSHIK 
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ECONOMY 


STATUS: The 2007-08 rabi crop is 
estimated to have yielded 76.78 
million tonnes of wheat. 


Happy Harvest 
Wheat production is picking up again. 
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IMPACT: The handsome rabi crop and 
the all-time high procurement, which 
is likely to be over 22 million tonnes 
(breaching the earlier record of 20.6 
million tonnes in 2001-02), means 
the Centre will not have to import ex- 
pensive wheat this year like it did 
last year. This augurs well for the 
PDS and is expected to temper the 
price of this important staple. 


STATUS: $902 on June 6, 2008 on 
NYMEX. 


ALL THAT GLITTER... 


Gold prices remain at very high levels. 
1,050 


1,000 


950 





P Nov. 
2007 


— May 
2008 
Source: BT Research 


IMPACT: High gold prices have led to a 
54 per cent decline in gold imports into 
India. Imports fell to 32 tonnes in 
May, compared to 69 tonnes in the 
same month last year. If prices con- 
tinue to rule high, this trend is 
expected to continue. 
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Whos the CFO? 
The one with the flawless, deep-cut palladium finish? 


If pens had designations, the Sheaffer Heritage Legacy would be the precise, to-the-point, finance wizard. Styled for timeless elegance, with a 
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P-WATCH 


TACKLING THE OIL CRISIS 


HE GOVERNMENT IS BRACING ITSELF FOR THE 

worst on crude prices. While officially it has 
projected that the under-recoveries of the oil mar- 
keting companies will be around Rs 2,45,000 crore 
during 2008-09, estimating oil at $125 per barrel, it 
has also chalked out an alternate strategy just in case 
oil prices flare up again. The plan is to increase the - 
burden on upstream companies like oNGc (they gain from high crude 
prices) going forward along with another round of duty cuts. Says a 
senior bureaucrat: *The upstream companies were spared from mak- 
ing a major contribution to the bailout package this time. But a greater 
burden will be put on them in future." Clearly, a cornered government 
is fast running out of options. 





ECB NORMS RELAXED 


ITH THE RUPEE SHOWING SIGNS OF 

HELPING HAND X stabilising against the dollar (it actu- 

m ECB ceilings eased ally weakened in May), the government 

substantially has relaxed external commercial borrow- 

ae ing (ECB) norms. Infrastructure companies 

can now raise $100 million or Rs 430 

Pru crore (up from $20 million or Rs 80 crore) 

m Norms were tightened last while others can bring in $50 million or 

year to control capital inflows Rs 215 crore (up from $20 million). RBI 

approval, though, will remain mandatory. 

This move is expected to come as a shot in the arm for corporate 

India whose expansion plans have been hamstrung by tight domestic 
monetary policies, which led to high interest rates. 


m RBI approval to remain 
mandatory 





STAND-OFF OVER 3G 


HE 3G CONTROVERSY COULD TAKE A NEW TURN. THE ISSUE HAS 
d ales» been referred to the Attorney General by por for a legal 
opinion on whether foreign companies, which don't have telecom 
licences in India, can bid for 3G. Now, the Attorney General is believed 
to be of the opinion that the a Group of Ministers (GoM) should be set 
up to take a final call on the controversy. 

This will be the second time that a telecom-related issue has been 
referred to GoM by the UPA government and could result in a delay in 
the 3G auction process. Right now, DoT and TRAI have conflicting stands 
on the matter. While DoT wants the auction to be open to all players, 
TRAI wants only the existing players to be involved in the process. 

RISHI JOSHI 
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A bird's eye view of what's hot and what's 


not on the government's policy radar. 


RETAIL MUDDLE | 


THE PARLIAMENTARY STANDING 
Committee on Commerce, 
headed by BJP leader Murli 
Manohar Joshi, is now turning 
its attention to the retail sec- 


tor. Apparently, the committee. 


is examining the proposal to al- 


low big investments, including 


FDI, in organised retail. The 
committee has now invited 
comments from the public at 


large. Given that the subject. 


evokes extreme reactions, the 
committee will have its hands 
full. And with Joshi's flair for 
generating controversy, it's quite 
likely that he himself will have a 


lot to say. Expect some fire- 


works in the days to come. 
SHALINI S. DAGAR 


TAXING TIMES! 

THERE IS NERVOUSNESS ON THE 
Street after the l-T authorities 
issued notices to Flls, claiming 


that the income on participa- 


tory notes is taxable with retro- 
spective effect in India. Market 
players are worried that it will 
impact inflows into the market. 
Says a trader: "Already, ambi- 
guity on the taxation front has 
seen Flls pulling out from India 
equities this year." Clearly, some- 
thing for the authorities to chew 
on, given the volatility in the 


- Indian stock markets recently. 


RJ 
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NUMBERS OF NOTE 
NEWS 


BILL GATES Rs 17, 120 crore: Amount raised by Indian 
companies through IPOs in 2008 till the end of May 


$5 billion (Rs 21,500 crore): Investment limit for 
foreign investors in Indian government debt, up from 
the earlier limit of $3.2 billion (Rs 13,760 crore) 


20. Number of Indian companies among world's 
top 100 in outsourcing 


$35 billion (Rs 1,50,500 crore): The FDI target set 
by the government for 2008-09; India received 
$24.57 billion (Rs 1,05,651 crore) of FDI in 2007-08 


Rs 33,299. India's estimated per capita 


income during 2007-08, compared to the 
2000-01 figure of Rs 16,688 


DEEPAK G. PAWAR 





x Gates: Stepping away jam. the limelight 


HIRTY-THREE YEARS AFTER HE DROPPED OUT OF 


Harvard in his first year and founded Microsoft, 
William Gates III, 53, beoe ikan as Bill Gates, will 256,097. Total number of Overseas Citizen 


; of India (OCI) cards issued by the Indian government 
pci cuan tine eu di ag oft to kp Indian Origin (PlOs). The largest 
gradually withdrawn from his day-to-day role at waspa ie ens ENS, aya poan 
. Microsoft, handing over the CEO's reins to close 
friend Steve Ballmer and then the technology baton 


to Craig Mundie and Ray Ozzie. He now wants to 99 million: The number of newspaper copies sold 


in India every day, making the country the second- 


focus on the Bill & Melinda Gates Foundation, 
largest newspaper market in the world after China 
which received a $37-billion (Rs 1,59,100 crore) do- (107 million), according to the World Association 


nation from fellow billionaire-philanthropist Warren of Newspapers (WAN) 
Buffett back in 2006. Gates' Foundation has re- 


portedly pledged over $7 billion (Rs 30,100 crore) $299 54 (Rs 12.900) 
x posa i : s . ; per sq. ft: The office 
to AIDS prevention and the fight against diseases in rental in London's West End, making it the most 


under-developed countries. | expensive city in the world to rent office space in, 

. The Bill & Melinda Gates Foundation’s $29 cina to ^B Richard Ellis Group's su pesa? 
billion (Rs 1,24,700 crore) endowment (before itWaS ^ — plobal rents survey. At $210.97 (Rs 9,100) and 
given Buffett's fortune) is 10 times the size ofthe —— $145.16 (Rs 6,200), Mumbai and Delhi are placed 
- Rockefeller Foundation and three times the size of the fourth and seventh, respectively, in the list 

Ford Foundation. Gates is also expected to bring his 

vast network to the table, roping in the likes of $137.6 billion (Rs 5,91,680 crore): The value 
Bono of the rock band U2 to extend the reach of ^ of assets under management of India's mutual funds 
campaigns. | | industry at the end of 2007, up 67 per cent from 

Gates, who has cajoled, coaxed and (according the figure a year ago 

to some regulators) bullied clients, competitors and 

governments into buying his software and support-  — 700,000: the 
ing his world view of technology, will now have number of employees 
the task of distancing himself from Microsoft cut out. currently working in the 
But, with nimbler companies such as Google giving Indian BPO industry 
Microsoft a harrowing time, only time will tell if | 

Gates can step away from the limelight and stay —. 30, 000: number 
there, even if his oe begins to falter. .— of ATMs (automated 

; RAHUL SACHITANAND teller machines) in 

the country 
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HSBC Global Asset Management 





Investments in have grown by nearly 10 times 
in the past 5 years. 


HSBC Equity Fund has created significant wealth for its investors in the past 5 years. An investment of R: 
Dec 2002 has yielded an amount of Rs 9.59 lac today* (past performance may or may not be sustained in the 
and is not a guarantee of future returns). As a result, HSBC Equity Fund has been rated as a "5 Star Fun 
Value Research Online. What's more, the fund has been ranked 21** among 15,062 equity funds* worldwid: 
Lipper. Do you still need more reasons to invest with us? 






















Date of Inception : 10 Dec 2002 Compounded Annuali 
X £ ay Zar hi aan oa 






| HSBC Eq u ity Fun d - Growth , 
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HSBC Mutual Fund 


sued by HSBC Asset Management (India) Private Limited. WWww.assetmanagement.hsb 




















On 30 April 2008 the NAV of HEF (Growth) was Rs 95.90 per unit. Therefore an investment of Rs 1 lac in the HEF NFO (at Rs 10/unit) had grown to Rs 9.59 


/alue Research Fund Ratings are a composite measure of historical risk-adjusted returns. In the case of equity funds this rating is based on the weighted avera 











ie last 5-year period. These ratings do not take into consideration any entry or exit load. Five-stars indicate that a fund is in the top 10 per cent of its categor 
sk-adjusted returns. The number of schemes in the category Equity Diversified is 104. These Fund Ratings are as on April 30, 2008. The Ratings are subject t 
he Rating is based on primary data provided by respective funds, Value Research does not guarantee its accuracy. Ranking entity: Value Research Online 

The ranking is based on the study of all funds under the equity asset class tracked by Lipper, and having a minimum track record of at least 5 years as of M. 
5,062 equity funds (primary) qualified for the study. Ranking is based on 5 year annual compounded returns denominated in INR and USD for the period e! 
lata source: Lipper, a Thomson Reuters Company. 








estors may obtain Offer Documents and Key Information Memorandums along with application forms from the office of HSBC Mutual Fund, 314 D. N. Road 

el: 022-6666 8819. Statutory Details: HSBC Mutual Fund has been set up as a trust by HSBC Securities and Capital Markets (India) Private Limited (liability restri 

s 1 lakh). The Sponsor/associates of the Sponsor/Asset Management Company (AMC) are not responsible or liable for any loss or shortfall resulting from the operatio 
‘he Trustees of HSBC Mutual Fund have appointed HSBC Asset Management (India) Private Limited as the Investment Manager. Risk Factors: All investmen 
ecurities are subject to market risks and the Net Asset Value (NAV) of the Scheme may go up or down depending on the factors and forces affecting the securities 

o assurance that the objectives of the Scheme will be achieved. Past performance of the Sponsor, AMC, Mutual Fund or any associates of the Sponsor/AMC does 
erformance of the Scheme of the Mutual Fund. HSBC Equity Fund (HEF) is the name of the Scheme and does not in any manner indicate the quality of the Schemi 

r returns. Past performance of the Scheme may or may not be sustained in future. Scheme Classification: HEF (an open-ended diversified equity Scheme) ain 
apital growth from an actively managed portfolio of equity and equity related securities. Terms of Issue: Units of the Scheme are being offered at NAV based | 
revailing loads. The AMC calculates and publishes NAVs and offers for sale, redemption and switch outs, units of the Scheme on all Business Days, at the Applicab 
oad Structure (includes Regular HSBC SIP/STP): Entry - 2.25% for investments/switch ins* < Rs 5 crores, otherwise Nil. Exit — 1% for < Rs 5 crores, if redeen 
vithin 1 year from date of investment, otherwise Nil. *No /oad in case of switches between equity Schemes of HSBC Mutual Fund. No load in case of investm 
icheme(s). The entry/exit load set forth above is subject to change at the discretion of the AMC and such changes shall be implemented prospectively. Mutual Fund investment 
ubject to market risks. Read the Offer Document carefully before investing. 
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Bikini cricket, aka IPL T20, has thrown 
á A F. up a new lot of poster boys on the 
w endorsement circuit, who are edging 


M.S. Dhoni Irfan ^ ag : 
Re 2 5 crore Rs 50-60 lakh out the established order. ruresu WS. BEAL 


Rs 3-3.5 crore Rs 60-80 lakh 


— Retail Investment: Emerging Opportunities 


Vietnam tops the list as the most attractive emerging market destination i in retail. India slides to second slot. 


2008 Country 
16 Bulgaria Eastern Europe — 28 
| I Ukraine 
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STILL AT THE CREASE 


P" 


Sachin Tendulkar Yuvraj Singh 
Rs 3-5 crore Rs 1.5 crore 


/3 
; E š 
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Robin Uthappa x Ishant Sharma 
Rs 35 lakh Rs 40-50 lakh 


RUN OUT 


Rahul. Dravid Sourav Ganguly 
EARLIER: Rs 3 crore EARLIER: Rs 3.crore 
NOW: No new deals NOW: No new deals 

* Sehwag had been out of the endorsement circuit after he was 


dropped trom Team India in 2007 All figures are industry 
estimates and stands.for endorsement fees per brand per year 





Transformation is the watchword for retailers as economic 
turbulence continues in 2008. Despite the setbacks in the 
United States and Europe, GDP growth across India, China 
and Russia is still expected to top 8 per cent in 2008. This 
makes the retail opportunity in emerging economies more 
compelling (though less than 10 per cent of these markets 
are well-organised). 

For global retailers, the message is clear: even when faced 
with tough economic conditions in their home markets, they 
can realise continued double-digit sales growth and profits 
in emerging markets. This kind of growth creates a powerful 
incentive for large retailers in developed countries. Pursuing 
expansion into new markets appears to be the best means to 
further diversify their customer and operations bases, and 
deliver continued growth and shareholder returns. 
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"The cost of energy is going to be higher. We 
have to bite the bullet as far as that is concerned" 


billionaire investor and philanthropist, in Forbes.co 


“Multinational companies have to respect the 
contribution of Indian retailers to their growth 
and treat us as equal partners in business" 


Group CEO, Future Group, in The Economic 1 


"Food inflation is in excess of 10 per cent, 
so input-cost inflation will be more severe 
in 2008-09” 


CEO, Britannia, in Hindustan Times 


"It is going to be one of the toughest years 
for the auto industry in a long time" 
Managing Director, Tata Motors, in Mint 


"Some countries have taken action by limiting 
exports or by imposing price controls. The: 
distort markets and force prices even higher" 


Secretary General, United Nations, in The Washingt 


“I don't think anybody ever understood the 
magnitude of what Yahoo! did to do avoid 
making a deal" 

activist investor, accusing the Yahoo! board of imposing 
costly employee retention plan that will become a barrier to am) 
acquisition, in The Wall Street Journal 


“Investment as a proportion of GDP has goni 
up by 9.3 per cent in four years. This has neve: 
happened before in India's history" 


Finance Minister, to Agencies 


“We (Vodafone) have a global brand, globa 
presence and a truly global company, with 
important assets in India and Turkey" 


CEO, Vodafone, in The Economic Times 


"We are finding it difficult to expand in th« 
Chinese market. The business environment. 


the standards and processes are different" 
CEO, Infosys Technologies, in Business 1 


“We are on oxygen. If you pull the plug, w: 
die. Everybody is on oxygen" 


Chairman, Jet Airways, in Mint 
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RANKED: At #6, the 
Tata Group in the an- 
nual Global 200: The 
World’s Best Corporate 
Reputations list, com- 
piled by the US-based 
Reputation Institute. 
The Tata Group leapfrogged over 100 
positions from last year’s 124th rank. 
India’s most valued firm, Reliance 
Industries, failed to make the grade. 





ALLOWED: By the government, 
companies in industries such as hos- 
pitality, healthcare and software, to 
borrow up to $100 million (Rs 430 
crore) from abroad for importing capi- 
tal goods. These companies account for 
half of the total value of the country’s 
economic output. 


SURGED: By 2.7 per cent to 308.51 
million, India's telecom subscriber 
base, in April compared to 300.51 
million in March. Telecom regulator 
TRAI said the country's tele-density 
has increased to 26.9 per cent com- 
pared to 26.22 per cent in the previ- 
ous month. Broadband growth con- 
tinues to be sluggish—Trising 0.9 mil- 
lion to cross the 4-million mark in 
April. Broadband penetration in India 


JUST WONDERING ... 
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ambitious plans of developing 21 / 
townsnips across as many cities In 
India? Launched 
fare over a year ago in Lucknow, 
be the city ol! 
Sahara Group's corporate head- 
quarters, the self-contained town- 
ely out ol 


with much fan- 


which happens to 


ships have been strang 


the news ever since group Chairman Su 


townships—in Lucknow 


struction. And with the RBI turning up 


Sahara India Financial Corporatioi 


probably have little option DL 


something "concrete" to show T 
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is still under 3 per cent. 


RISEN: By 31.5 per cent to $14.4 bil- 
lion (Rs 60,000 crore) India's exports in 
April. Imports during the month rose 
36.6 per cent to $24.3 billion (Rs 
1,04,490 crore), widening the trade 
deficit to an all-time high of $9.87 bil- 
lion (Rs 42,441crore). Exports have 
accelearated to Europe, Japan and other 
developing Asian countries, countering 
the slowing demand from the US. 


JUMPED: By 36.6 per cent to Rs 
3,14,468 crore, India's direct tax receipts 
in 2007-08, the second consecutive 
year of over 35 per cent increase in 
direct tax collections. Corporate taxes 
grew by 32.1 per cent, while personal 
income tax grew by 42.1 per cent. 


APPOINTED: As head of the expert 
committee to estimate 
the investment re- 
quired for urban infra- 
structure in India over 
the next 12 years, 
Isher Judge Ahluwalia, 
Chairperson of ICRIER. 
The committee will explore the scope of 
financing infrastructure services through 
appropriate user charges. 


eta Roy's buddy Mulayam Singl 
Yadav lost power in UP. All that the compan 


iny is willing to say is that three 


, Indore and Nagpur—are in various stages ot con- 
the neat on Roy's finance con 
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ROBBING PETER 





e In April 2008, exports touched 
Rs 60,000 crore, a 30 per cent 
growth in rupee terms. 2 
e 52 per cent of respondents to 
the 69th CII Business Outlook 
Survey said they expect exports to 
grow during the first half of 
2008-09. 


O, ARE EXPORTS UNSCATHED BY 
government's inflation con- 
trol measures—such as bans on 


. exports of edible oil, rice and. 


cement? The Federation of India 
Export Organisations says yes, 
with a caveat. "Crude oil prices 


are shooting through the roof; 


the prices of other commodities, 
such as gold and steel, are spi- 
ralling, too. So, the value of 
exports—and not necessarily its 


 volumes—is going up. Then, the 


effect of the depreciating rupee 
has also boosted the value of 
exports," says G.K. Gupta, 
President, FIEO. 

But the scenario is not as 
happy as the figures suggest. 
Already, Indian rice exporters are 
facing threats of lawsuits from 
foreign buyers following the ban 
on the export of the commodity. 
And FICC! has estimated that 
the export tax on steel could force 
steelmakers to defer their Rs 
1,00,000 crore expansion plans. 
“The government's inflation-con- 
trol measures are pushing for- 
eign buyers to lose faith in Indian 
exporters," says Gupta. 
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bt vital signs 


Emerging Markets: New Opportunities 


Emerging markets are changing the competitive environment of the world. China, 
India and Russia are the highest rated markets in the first Grant Thornton IBR 
Emerging Markets Index, based on a weighted calculation of key indicators such as 
GDP population size, international trade and growth projections. 


= Grant Thornton Emerging Markets Index 2008 
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In the Dock? 


The high-profile Sahara Group comes under the RBI’s lens. 


E'S THE SELF-STYLED 

*guardian of the 

world's largest fam- 

ily”. That's how 

Subrata Roy, Chair- 
man, Sahara Group, refers to him- 
self (the *guardian") and his 
band of investors (a “family” 
estimated to be 42.5 
million-strong) in a corpo- 
rate presentation on the 
group. Last fortnight, how- 
ever, the Rs 50,000-crore 
Sahara empire, for the first 
time, appeared to have be- 
gun crumbling at the core. 
The Reserve Bank of India 
(RBI) prohibited the group's 
cash cow, Sahara India 
Financial Corporation (SIFC), 
from taking fresh deposits 
for violating various norms. 
Sahara promptly got a stay 
from the Allahabad High 
Court, but the apex bank 
was quick to move the 
Supreme Court. On the day 
Business Today was going 
to press, the apex court had 
directed Sahara to appear 
before the RBI on June 12 
and convince the central 
bank that its house was 
in order. 

At the time of writing the ulti- 
mate outcome is still hazy, but in- 
siders at the Sahara Group admit 
that if the RBI diktat prevails, Sahara 
could be in big trouble. *None of 
the businesses except Sahara India 


NEGI 


YASBANT 
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Financial is making profits for the 
group and the funding of the 
group's other businesses is mainly 
through it,” says a former employee 
of the Sahara Group who declined 
to be named. 


Sahara's Roy: Worry lines 





Spokespersons for the Sahara 
Group were either unavailable or 
declined to comment on the matter. 

An RBI statement of June 4 
points out that the residual non- 
banking company, with a deposit 


VIRENDRA VERMA 


base of over Rs 18,000 crore and 
a depositor base of 4.25 crore, 
had continuously violated direc- 
tions and guidelines relating to 
payments of a minimum interest 
rate, know-your-client norms and 
intimating deposit holders 
of maturity and repayment. 
But what could be a greater 
concern for the central bank 
is the Sahara company's as- 
set liability match (ALM), as 
the RBI found a violation of 
the ALM guidelines as well. 
This could be a concern 
both for the central bank 
and the depositors. RBI's 
spokesperson declined to 
comment, as the matter is 
in court. 

The legal counsel of 
Sahara was confident of an- 
swering all the RBI’s queries. 
After the Supreme Court 
directive, K.K. Lahiri, 
lawyer for Sahara in the 
Supreme Court, told BT: 
“We have answers for all 
the allegations made by the 
RBI.” He further says that 
there is not a single depos- 
itor complaint. 

The financials of SIFC 
aren’t exactly impressive; 
net profit fell 57 per cent to Rs 
17.75 crore for the financial year 
ended March 2007, while the de- 
posit base increased 16 per cent 
to Rs 18,108 crore for the same 
period. The financials for the year 


° 
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ended March 2008 were not 
available. 

If the Sahara Group does lose 
in the court room, the impact 
would doubtless be felt on its other 
businesses, including real estate, 
media and other financial services 
like mutual funds and insurance. 
A statement issued by the group af- 
ter the RBI directive maintains that 
all the businesses will continue as 
before and will not be impacted by 
the prohibitory order. 

A section of analysts tracking 
the group reckons that it may still 
emerge unscathed. They point to 
the presence of several prominent 
members on the Sahara board, 
including a former RBI Deputy 
Governor, a former board mem- 
ber of the Securities & Exchange 
Board of India (SEBI) and a retired 
Chief Secretary of the Uttar 
Pradesh government. It may be 
too early to predict the demise 
of the Sahara Group, but the fact 
is that Roy's conglomerate has- 
n't been under so much pressure 
in a long, long time. 





Going... 


Will Spice find a buyer—at the 
price B.K. Modi expects? 

VER SINCE THE B.K. MODI- 
E andis Spice Communi- 
cations got listed on the stock ex- 
changes last year, several Dalal Street 
brokers have been advising their 





T-Series Plays Cop 


The music label takes on Yahoo and Google to defend its IP 


ALK ABOUT A COMPLETE TURN- 

around. Music company 
T-Series, which was once upon a 
time accustomed to being 
regarded as the culprit-in-chief 
of the Indian music piracy scene, 
has now turned cop. In the past 
couple of months, T-Series has 
taken on the global big boys of 
the Internet, Yahoo and Google, 





own copyrighted content, we arc 
the biggest losers," says Vinod 
Bhanushali, Vice President for 
Marketing and Promotions, T- 
Series. “People won't pay for any- 
thing that they can get free," 
he adds. 

Bhanushali also says that Yahoo 
has responded by taking refuge 
under the Digital Millennium 


to defend its intellec- Copyright Act (DMCA), 
tual property. an American law, and 
Last fortnight, the asked T-Series to notify 
Delhi High Court is- Yahoo in accordance 
sued a notice to with DMCA. Yahoo 
Yahoo on a suit filed officials were not avail- 
by Super Cassettes able for comment. 
Industries Limited Last year, T-Series 
(SCIL, owner of mu- had filed a case against 
sic label T-Series, for SERIES YouTube.com and its 
infringement of copy- parent .company 
right by ‘unlicensed Google for a similar 
streaming’ of SCIL’s infringement. T-series 


copyright works on Yahoo’s web- 
site, video.yahoo.com. “What big- 
gies like Yahoo and Google are 
doing is unfair. They attract traf- 
fic to their sites by allowing visi- 
tors to upload and download 
copyrighted content on their sites. 
That, in turn, gets them advertis- 
ing. As people who generate and 


clients to buy the share. Reason? 
It would soon become an acquisi- 
tion target. In the first week of June, 
that hope wasn’t belied when Modi 
told shareholders at the company’s 
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diisiol an interim restraint order 
against YouTube and Google. 
“We are talking to Google now," 
says Bhanushali. The case for 
Google is coming up for hearing 
in July while the Yahoo case hear- 
ing has been posted for end- 


September. 


T.V. MAHALINGAM 


annual general meeting that he was 

open to selling his stake of 40.8 

per cent, but not below Rs 60. 
Several telecom companies, in- 


cluding Aditya Birla Group's Idea 
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Cellular and Bahrain Telecommuni- 
cations Co, have shown interest in 
picking up Modr's holding. But be- 
fore they buy the stake, Spice's 
other main shareholder, Telekom 
Malaysia, which holds 39.2 per cent, 
would need to give its nod. Modi is 
even awaiting a proposal from the 
Malaysian telco. However, even if 
Telekom Malaysia has to increase its 
stake, it can at the most buy 34 per 
cent, as a foreign telco cannot hold 
more than 74 per cent stake in a 
local telecom firm. So, Modi needs 
to find another buyer if he wants to 
exit the company. 

Analysts think it will be better 
for Modi to sell his stake to an ex- 
isting player with an all-India pres- 
ence rather than to a new player. 
But the talk in investment banking 
circles is that Idea Cellular wants to 
buy Modi's as well as Telekom 
Malaysia's stake. In turn, Telekom 
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Spice Comm's Modi: Exit plans 


Malaysia will take a stake in Idea. 
The price being offered by Idea 
is around Rs 58 a share, a source 
aware of the deal said. A spokesper- 
son for the Aditya Birla Group de- 
clined to comment. The market ex- 
pectation is that the deal may hap- 
pen at Rs 70-77 a share. But that 
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may be too high an expectation, as 
the share price was steadily com- 
ing down after Modi's AGM state- 
ment. At the time of writing, it was 
Rs 53.20, down 11 per cent since 
the beginning of the month. 
VIRENDRA VERMA 
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Bring on the i 
Greenbacks 


SEBI is now wooing Flls all 
over again. 


sic 


AST YEAR, WHEN THE SECURITIES 

& Exchange Board of India 
(SEBI) slapped restrictions on par- 
ticipatory notes (or P-notes, which 
are derivative instruments that en- 
able foreign portfolio investors 
not registered with the regulator to 
invest in Indian equities), Dalal 
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Street punters saw it as a huge 
blow to inflows from foreign in- 
stitutional investors (FIIs). Whilst 
some of those fears were exagger- 
ated, the FII tap wasn't exactly 
gushing after the P-note curbs 
were enforced. Now, however, 
SEBI seems in a mood to attract 
more of those flows. A notification 
in the last week of May allows 
for non-resident Indians, sover- 
eign wealth funds (SWFs), univer- 
sities, societies and trusts to in- 
vest in India as Fils. Fils have been 
net sellers in the Indian equity 
market to the tune of $4.62 
billion (till June 5) and the BSE 
Sensex is down almost 29 per cent 
(till June 9) from its peak in early 
January this year. 

"(This notification) makes the 
process simpler and easier. The 
effort is to make the market more 
efficient," says Vikas Khemani, 


Co-head (Institutional Equities) at 
Edelweiss Securities. He thinks if 
the market sentiment improves, 
this will augur well for inflows 
from Fils. 

Allowing SWFs, say market 
men, is a positive step as they can 
bring in big money. À lot of 
money from West Asia could pour 
into domestic equities at a time 
when oil prices are rising, they 
add. “Without doubt, sWFs are 
large players among the new 
financial power brokers. Total SWF 
assets are larger than hedge fund 
and private equity assets combined 
and account for about half the 
size of all official foreign reserves," 
says JPMorgan in a report on this 
subject. JPMorgan projects the an- 
nual growth rate of total SWF assets 
at roughly 20 per cent over the 
next 5-10 years. Assets under 
management of over 50 SWFs were 
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in the range of $3-3.7 trillion at 
the end of 2007. 

Alongside, overseas corporate 
bodies (OCB) can once again in 
vest in Indian stocks. OCBs were 
banned from doing so in 200 
after the securities scandal that 
year involving Ketan Parekh. So 
now persons of Indian origin and 
working with global fund houses 
and investment banks like Morgan 
Stanley, Goldman Sachs, and 
Fidelity can think of starting their 
own funds and invest in India even 
if their start-up company does not 
have a track record. This is possi 
ble as SEBI is now keener to look at 
the track record of the fund man 
ager rather than the fund. “There 
are a lot of reputed fund man 
agers on Wall Street who are of 
Indian origin, and who obviously 
understand the Indian markets 
better; they have floated or are in 
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the process of starting their own 
funds and investing in India as 
Fils," says Siddharth Shah, Head of 
Fund Practices at legal firm Nishith 
Desai Associates. Shah adds that 
the new regime will facilitate direct 
registration by such entities as Fils 
or as sub-accounts. Stock market 
players say several applications 
are pending with SEBI for registra- 
tion as Fils or their sub-accounts. 
Many of these applications are 
understood to be from funds pro- 
moted by NRIs, which were not 





Open arms: SWFs are welcome 


allowed to invest in Indian market 
through the Fil route. These ap- 
plications are apparently pending 
as the regulator was waiting for 
these amendments. 

However, there are concerns 
about the misuse of the OCB route 
— as has happened earlier—with 
black money from India being 
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Too Little, Too Late 


Higher ECB limits and relaxed FII caps in debt may not help. 


INE MONTHS AFTER THE GOV- 

ernment put curbs on use of 
external commercial borrowings 
(ECBS), it wants to go easy. Keeping 
in mind the cash crunch faced by 
infrastructure companies, it has 
doubled the ECB limit to $100 
million. For all other companies, 
the limit has been hiked from 
$20 million to $50 million. 

Apart from allowing compa- 
nies to raise more capital, the gov- 
ernment also wants foreign insti- 
tutional investors (FIIs) to invest 
more in the local debt markets. So, 
the FII investment cap in govern- 
ment securities has been raised 
from $3.2 billion to $5 billion 
and from $1.5 billion to $3 billion 
in corporate bonds. 

The government wants to en- 
sure that corporates do not face a 
problem in raising capital. In 
August 2007, concerns over a 
strong rupee hurting exporters had 
forced the government to put re- 
strictions on ECBs. It had then put 
a ceiling on the amount that can be 
borrowed for rupee expenditure 
and wanted to know the end-use 
of money raised through ECBs. 

However, debt market experts 
feel that the removal of the ECB 
curbs may not be of much help. 
Ashish Ghiya, Managing Director, 
Derivium Capital & Securities, 
says: *Today, market conditions 
have changed. When the curbs 


laundered through the FII route. 
But such fears may be over-stated. 
"Branding every such entity in the 
same bracket with a fear of po- 
tential money laundering and ap- 
plying general restrictions on their 
legitimate entry into the market 
may not be the appropriate way of 
dealing with the issue," says 


were first imposed in August 2007, 
Indian companies could raise 
money through equity or debt and 
there was a demand for Indian 
paper among foreign investors. 
Now the sources of funds have 
dried up, so the ECB route can be 
tapped by the companies. But will 
there be lenders in the interna- 
tional market?" Clearly, the senti- 
ment in the international debt mar- 
ket has gone from bad to worse as 
the subprime mortgage crisis un- 
folded. A.V. Rajwade, an inde- 
pendent forex and treasury man- 
agement consultant, feels that if 
the economic slowdown contin- 
ues, the current ECB limits may not 
be fully utilised by the companies. 

Brokers feel that the increase 
in the foreign investment ceiling 
could bring in more foreign in- 
vestors to Indian markets; but a 
depreciating rupee could dampen 
their sentiment. Avinash Thakur, 
Head of Debt Capital Market, 
DSP Merrill Lynch, says: *The in- 
crease in the FII investment ceiling 


will certainly help in bringing 


more inflows. But the rupee will 
continue to be under pressure in 
the near term because additional 
dollar inflow on account of ECB 
liberalisation may not be adequate 
to offset the dollar outflow on 
account of a much higher oil 
import bill.” 

RACHNA MONGA 


Nishith Desai’s Shah. Rather than 
blocking the OCB path, a more 
practical option would be that of 
putting in place more stringent 
know-your-client norms, ample 
scrutiny at the approval stage and 
strengthening the enforcement of 
anti-money laundering provisions. 
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Wake up to the 
luscan countryside 


every morning. In Pune. 


Exquisitely designed, IDEB's residential development Springdale is rooted in Italian architecture. Highly contemporary, beautifully 
landscaped, with wide open spaces, Springdale is located near the IT hub in Wagholi, Pune. Now, live life the Italian way, in India 
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Trucking 
on Alone 


MRF anticipates tougher times 
ahead, but no change. 


HE CHALLENGES THAT THE 

Indian tyre industry faces (to- 
day) are perhaps larger and more 
clearly defined," K. M. Mammen, 
Chairman and Managing Director 
of MRF, told the shareholders at the 
company's recent annual general 
meeting in Chennai. Considering 
that input costs are soaring, de- 
mand is faltering, and there's fresh 
threat from global tyre companies 
and low-cost Chinese imports, 
Mammen wasn't being alarmist. 
The Indian tyre industry has just 
entered one of the toughest periods 
in its recent history. 

What he did not tell his fellow 
shareholders is that the next few 
years pose the toughest challenge to 
MRF's leadership position in the mar- 
ket. With a market share of 24 per 
cent, MRF is the largest player in the 
Rs 20,000-crore Indian tyre industry. 
Apollo Tyres is a close second with a 
share of 22 per cent followed by JK 
Tyre (19 per cent), Ceat (14 per 
cent) and Goodyear (6 per cent). 
For years that has been the pecking 
order. But that could soon change. 

The truck tyre segment, which 
accounts for more than 70 per cent 
of the industry volume, is witnessing 
a faster pace of radialisation. Two 
years ago, it was 2 per cent and to- 
day, industry estimates it at 8 per 
cent. It is expected to touch 15 per 
cent by 2009-10. *With better roads 
and a ban on overloading, demand 
for radial truck tyres is on the rise 
and it is only expected to increase 
over the years,” says Paras 
Chowdhary, Mp, Ceat. It is for this 
reason that JK Tyre has set up a 
truck radial facility and others such 
as Apollo Tyres, Ceat and 
Bridgestone are following suit. 
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MRF, though, thinks otherwise. 
"Trucks in India are used differ- 
ently. They are abused. That is why 
radialisation has not really caught on 
in the truck segment as much as in 
the car segment. Regulated loading 
is triggering radialisation but imple- 
mentation of the ban on overloading 
has been very patchy," says Koshy K. 
Varghese, Executive Vice President 
(marketing), MRF. It consequently 
expects a much slower pace of ra- 
dialisation in the truck segment. 
That explains why the company has 
announced that it will initially man- 
ufacture passenger car radials at the 
Rs 900-crore green field radial tyre 
facility it is setting up in Tamil Nadu. 
Any misstep on the truck radial front 
could cost the company dear. 

MRE also faces challenges from 
within—its mindset. For instance, 
the company's aversion to expand- 
ing its equity base is legendary. Its 
share capital appears to be cast in 
stone and has remained at just Rs 
4.24 crore for at least a decade 
now. In comparison, Apollo Tyres's 
equity stands at Rs 48.85 crore and 
JK Tyre’s at Rs 30.79 crore. “MRF’s 
cash accruals of over Rs 350 crore a 
year are enough to handle its cur- 
rent expansion plans with some 
borrowings, but its ability to fur- 
ther leverage debt for future ex- 


MRF's Mammen: His company has a different take on the pace of truck radialisation 
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pansion or acquisition is limited,” 
notes Rishabh Bagaria, research 
analyst, Pinc Research. 

Over the recent years, Indian 
tyres companies have forayed over- 
seas aggressively. Apollo Tyres ac- 
quired Dunlop South Africa in 2006 
for Rs 290 crore. It has also an- 
nounced a Rs 1,160-crore green 
field project at Hungary. JK Tyre 
acquired Tornel, a Mexican com- 
pany, for Rs 270 crore in April this 
year. “Uncertainties over India’s con- 
tinued competitiveness are forcing 
the players to set up bases in other 
low-cost countries. The increasing 
wages, energy and transportation 
costs are slowly dismantling India's 
low-cost model," says Chowdhary. 
MRF, on the other hand, has pre- 
ferred to expand within India. “We 
firmly believe in having a global 
presence. But you don't need to 
have a factory abroad. Our seven 
factories in India will cater to our ex- 
port demand," says Varghese, 
adding: “if opportunity arises any- 
where in the world that is a strategic 
fit, we are open to acquisition." 

MRF takes pride in doing things 
differently. But the next couple of 
years will reveal who is right on 
these crucial issues—MRF or rest of 
the industry. 

N. MADHAVAN 





Profitable 


Ford India is counting on its 
new small car for a turnaround. 


P beer BETWEEN THEM IS 
inevitable. Both Ford and 
Hyundai came to India around the 
same time in late 1990s. They 
zeroed in on Tamil Nadu as their 
base and set up their manufacturing 
facility on the outskirts of Chennai. 
Both of them began commercial 
production within months of each 
other. But the similarities end there. 
While Hyundai entered the mar- 
ket with a small car 'Santro', Ford 
introduced mid-sized Ikon. And the 
rest is history. 

Hyundai Motor India, in the 
last eight years, has grown to be- 
come not only the second-largest 
car manufacturer in the country 
but also the small car hub for its 
Korean parent. It exports fully-built 
cars to over 100 countries from 
India. Not surprisingly, it began 
churning profits from the first full 
year of its operations (1999-2000) 
and has since expanded its capacity 
from 1.2 lakh units to 6 lakh units 
to meet the growing demand. For 


Ford's Boneham: Small and special 
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Lessons from Gujarat and AP 


Why their power sectors are ina much Gale shapa. 


FE POLITICIANS HAVE SUCCESS- 
fully managed electric power 


and retained political power. | 


Narendra Modi is an exception. 
When he contested elections in 
Gujarat last year, he promised un- 
interrupted power supply to farm- 
ers, but for a price. He was voted 
in. The latest McKinsey report, 
Powering India—The Road to 
2017, gives a thumbs up to Gujarat 
power utilities for the way they 
have handled farm sector supplies. 
What Gujarat has accomplished 
is what many states have often 
wanted to do but abandoned for 
want of political will. Gujarat's 
power companies have segregated 
agriculture load from others. 
Result: Remarkable improve- 
ment in distribution performance. 
The aggregate technical and com- 
mercial (ar&c) losses in Gujarat 
have declined from 30 per cent in 
2004-05 to about 20 per cent 
now. “The effort has helped iso- 
late and measure agricultural de- 
mand. This has put the spotlight 
on remaining losses, leaving little 
scope to pass off theft or ineffi- 
ciency as lower-priced consump- 
tion by farmers," the report notes. 
Smart move. Andhra Pradesh, 
too, has done something note- 
worthy. The low tariffs for indus- 
tries in the southern state have 
not only discouraged theft, but 


the fiscal 2006-07, the company 
sold 3,10,251 vehicles and regis- 
tered a profit of Rs 466.74 crore on 
a turnover of Rs 9,119.35 crore. 
Ford India, on the other hand, 
has accumulated losses of Rs 768.80 
crore over the years. Though many 
of its products did well in the mar- 
= ket, it just could not manage enough 
* volumes to break even. Its exports, 
too, are restricted predominantly 


UMESH GOSWAMI 





Power play: Distribution gains 


have jacked up demand. When 
the state was selling electricity at Rs 
4.70 per unit in 2002, industries 
bought 5.9 billion units a year. 
This year, with electricity avail- 
able for industries at Rs 3.60 per 
unit, the consumption is expected 

to touch 13.8 billion units. 
Andhra, however, can further 
help industries by pursuing open 
access and offering incentives un- 
der accelerated power develop- 
ment and reform programme (AP- 
DRP). But these initiatives will suc- 
ceed only if agriculture load is 
separated from others and non- 
agriculture demand is identified 
independently, notes the report . 
K. R. BALASUBRAMANYAM 


to South Africa, where Ikon is 
shipped as kits and Fiesta as com- 
pletely built-up units. The compa: 
posted losses year after year ! 
2005-06. It was only in 2006-07 
that Ford India finally managed to 
post its maiden profit of Rs 19.61 
crore, backed by the strong per- 
formance of Fiesta—the mid-sized 
sedan it launched in 2005. The com 
pany sold 41,831 vehicles in 2006- 
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07 and the turnover was Rs 
2,722.33 crore. 

Not going the volume way was 
the sole differentiator in the per- 
formance of the two companies. 
Ford Motor Company (FMC), it ap- 
pears, has realised its mistake more 
than eight years into its Indian op- 
erations. Another realisation, too, 
came late—that Indian plant is ca- 
pable of becoming a strategic man- 
ufacturing hub for Asia Pacific and 
Africa. It now plans to launch a 
small car in India and is investing 
$500 million to develop the product, 
set up a 2.50 lakh unit integrated en- 
gine manufacturing facility and dou- 
ble the assembly line capacity to 2 
lakh units. The expanded capacity 
will go on stream in 2010. As a first 
step in this direction, Ford India 
commissioned its 60,000 units per 
annum diesel engine manufactur- 
ing facility last month. 

Will Ford India suffer from the 
late mover disadvantage? “We took 
our time to identify the right product 
for the Indian market. But we have 
identified some opportunities in the 
small car segment that others haven't. 
The car, which will benefit from 
Ford's global technology base, will be 
pretty special. It will blow the market 
away," says Michael Boneham, the 
new Managing Director of Ford 
India, who must now turn the com- 
pany into a profitable volume player. 
“We would not be spending so much 
of money if we are not sure that the 
product will succeed," he adds. 

While Ford is tightlipped about 
the features the car will sport, all 
that Boneham would reveal is that 
the car will be launched with 85-90 
per cent local content and will be 
stunning in terms of style. The prod- 
uct specifications have been frozen 
and the car is currently under de- 
velopment in Australia. FMC's 
annual reports in the past have had 
little mention of its Indian operations 
but that could change if Ford India 
gets its act right this time around. 

N. MADHAVAN 


48 BUSINESS TODAY JUNE 29 2008 





Bangalore's 
Builder Cartel 


The city's developers are 
rewriting Economics 101. 


RICES OF A PRODUCT FALL IF 

demand for it eases is what con- 
ventional economics would have 
us believe. But Bangalore’s real es- 
tate market will likely defy that 
logic. Recent market surveys reveal 
that the demand has, by and large, 
slackened, but all leading developers 
of the city have come together to 
pep market up by deciding to hike 
the price of their products. The 





price will go up between Rs 75 and 
Rs 500 per square foot, depending 
on the size of the flat. 

The Karnataka chapter of Con- 
federation of Real Estate Developers 
Association of India (CREDALD, a real 
estate lobby, has made an an- 
nouncement to this effect. And that 
has caught independent market 
watchers by surprise. For, the deci- 
sion on price revision has not come 
from individual developers, but from 
CREDAI. Any cartel in the making? 
No, says CREDAI. “A cartel is one 
that cuts supply when the demand is 
robust. But we are not limiting the 
supply at all. Also, we neither con- 
trol individual members nor inter- 
fere with their commercial deci- 


, 


sions," claims CREDAI-Karnataka 
President Balakrishna Hegde. 

S.R. Raviprakash, a senior 
lawyer with Dua Associates, 
Bangalore, thinks otherwise. 
“CREDAI’s approach looks like mo- 
nopolistic and against the spirit of 
the Competition Law," he says. 

CREDAI, according to Hegde, 
took the decision after a bulk of 
members approached the body ask- 
ing for an across-the-board hike to 
absorb the rising cost of inputs. 
Says Dhiraj Prabhu, Director of 
Skyline Developers: “CREDAI has 
only laid down a broad band within 
which to increase our prices and 
save our margins, which have been 
under pressure for sometime now." 


Realty check: Still sky-high 


CREDAI's Karnataka chapter con- 
sists of 124 leading developers who 
are said to dominate 80 per cent of 
real estate transactions in Bangalore. 
The organisation, meanwhile, does 
not agree that the realty market has 
tanked; instead, it says the growth in 
capital value of properties has slowed. 
"Since January last year, the growth 
has only “stabilised” at around 3 per 
cent," claims Hegde. 

Others think CREDAI needs help. 
"They badly need a strategy con- 
sultant. Increasing prices in a falling 
market is a wrong thing to do,” 
says Amit Bagaria, Chairman and 
CEO of property marketing com- 
pany, Asipac. CREDAI, take note. 

K. R. BALASUBRAMANYAM 
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All the ingredients in Carlsberg 
beer are imported from Denmark. 


N A RECENT MUGGY FRIDAY IN 

Mumbai and in Delhi, more 
than a few night-owls stepping into 
select night-spots were greeted with 
a treat. As the valet pocketed their 
car keys, he also asked if he could 
load a case of Carlsberg beer into 
the trunk of the vehicle. And that is 
exactly what Pradeep Gidwani, 
Managing Director, South Asia 
Breweries, a joint venture between 
Carlsberg and a clutch of investors, 
means when he says: “We don’t 
need an advertising agency, because 
we're being very targeted and select 
in our marketing". 

South Asia Breweries was estab- 
lished in November 2006, with 
Carlsberg holding a 45 per cent 
stake in the Jv, Industrialisation Fund 
for Developing Countries 10 per 
cent with the rest being held by a 
group of investors led by Carlsberg's 
partner in Sri Lanka. Founded in 
1847, Carlsberg is one of the world's 
largest brewery groups with a port- 
folio of beer brands that includes 
Carlsberg Pilsner, as well as strong 
international brands such as Tuborg, 
Baltika and Holsten. Headquartered 
in Copenhagen, Denmark, the com- 
pany operates primarily in mature 
markets in Western Europe, but is in 
the process of an astounding growth 
in Eastern Europe and Asia. 

Carlsberg is currently the only 
all-malt beer available in India, and 
as Gidwani explains: *The differ- 
ence is exactly like that between a 
blended Scotch whiskey and Single 
Malt." Of the four Carlsberg brew- 
eries in the country, only one is an 
acquisition; the other three have 
been set up from scratch. Over the 
past eight months the company has 
invested Rs 200-odd crore. All ingr- 
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SAB's Gidwani: Mixing it right 


edients are imported from Den- 
mark: the malt, the hops, and the 
yeast strain, and the bottles too. 
This is being done to ensure con- 
sistent quality and standards. Says 
Gidwani: "We're just assembling it 
in India. A lot like the Mercedes 
Benz. And we're very high quality; 
we are the Benz of beer." 

DEEPTI KHANNA BOSE 
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Uneasy 
Threesome 


An HP-EDS-MphasiS combine 
looks formidable but also knotty. 


VER A MONTH AFTER OFFERING 
C acquire IT services giant EDS 
for $13.9 billion, tech giant HP will 
now begin the difficult task of inte- 
grating the operations of these be- 
hemoths. A key part of this process 
is expected to happen in India, 
where three distinct operations of HP 
and EDS and. MphasiS, which the 
latter acquired, will need to be com- 
bined. The $100-billion Hp, the 
world's largest tech company, is an 
amorphous entity in India, with over 
a dozen legal entities, covering sales, 
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marketing, IT services, BPO and even 
labs, its esoteric R&D arm. Then, 
EDS India is itself a 4,000-person 
unit, and MphasiS, its subsidiary af- 
ter the buyout in June 2006, has 
some 28,000 people (it added 
10,000 in the last year alone) and 
has its own sales and marketing 
force. Mark Hurd, the reticent CEO 
of HP, will have his hands full inte- 
grating these operations into a single 
cohesive entity. “Both players were 
late to the offshore game and are still 
significantly behind IBM and 
Accenture as well as the Indian play- 
ers in terms of their global delivery 
capabilities,” says Pascal Matzke, 
from tech analyst firm Gartner. 
While IBM jump-started its off- 
shore delivery capability by acquir- 
ing BPO vendor Daksh, Accenture 
has preferred to grow organically 
to 37,000 this year and plans to 
grow to 50,000 people in the next 
24 months. On the other hand, EDs 
India was a relatively small outfit, 
which acquired MphasiS to boost its 
offshore presence. EDs has been try- 
ing to slow down MphasiS’ margin 
hemorrhage (operating margins sank 
below 10 per cent in the fourth 
quarter of last fiscal), even as it con- 
tinues its rapid employee, revenue 
and profit growth. In the past 12 
months, MphasiS has added some 
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HP's Hurd: Unwieldy task ahead 


10,000 employees, and grown the 
bottom line by around 42 per cent 
and revenues by 38 per cent. The 
combined HrP-EDS entity is expected 
to create a $38-billion, 210,000 
person entity globally. 

Analysts, however, caution that 
integrating three distinct disparate 
operations could be a slow and 
painful operation, including possibly 
a second crack at de-listing. For ex- 
ample, while HP has its own (mainly 
captive) BPO operations in India, 
MphasiS BPO is itself a 13,000-person 
unit, covering traditional call centre 
operations, non-voice ops and newer 
knowledge-based services. “Besides 
setting up large India-based opera- 
tions, HP-EDS has some way to go in 
replicating the lower cost base and 
efficient delivery capability of Indian 
vendors,” says Raman Roy, who 
sold Daksh to IBM and has since 
founded Quattro BPO. Simul- 
taneously, Hurd and his counter- 
part at EDS, Ron Rittenmeyer, will 
need to manage their global 
operations to ensure that operations 
in other locations such as the 
Philippines and Eastern Europe 
aren't replicated. “We have plans 
of going to the Philippines and 
Eastern Europe," says Jeya Kumar, 
MphasiS' recently-appointed Chief 
Executive. He'll need to make sure 
he's not stepping on Hurd and 
Rittenmeyer's own expansion plans. 

RAHUL SACHITANAND 





Emami gets a toehold in Zandu, 
but it now has to go all the way. 


MIDST SPECULATION AND APPRE- 
ension of an intense takeover 
battle, the Kolkata-based Rs 600- 
crore fast-moving consumer goods 
(FMCG) major Emami Ltd has ac- 
quired a 27.5 per cent stake in 
Zandu Pharmaceuticals Works. 
Emami also announced an open of- 
fer to acquire up to 20 per cent 
more in the Mumbai-based 
Ayurveda specialty pharma com- 
pany, at a price of Rs 7,315 per 
share (face value: Rs 100), a 2.49 per 
cent premium to the two-week av- 
erage stock price). If Emami is suc- 
cessful with the open offer, its stake 
in Zandu would shoot up to 47.5 
per cent. This would make Emami 
the largest shareholder in Zandu 
with a stake of 47.5 per cent; this 
would be higher than the holding of 
one of the promoter groups of 
Zandu, the Parikhs, who hold 42 per 
cent in the pharma firm. The 
Agarwal-Goenka combine 
at Emami had got a foot into 
the Zandu door by buying out 
the entire 24 per cent stake of 
the Vaidya family, the other ¥ 
promoter group of Zandu, in & 
end-May through a series of 
off-market deals. Emami forked 
out nearly Rs 130 crore for 
that stake, paying Rs 6,900 
per share (including a non- 
compete fee of Rs 100 per 
share). 

Says Harsha 
Vardhan Agarwal, 
Executive Director, 
Emami: “We will 
share management 
control with the 
Parikhs. We will 
be working 
together 





















with the Parikh family for the ! 
ture growth of Zandu. Our objec 
tive is to take the company to 
next phase of growth and we will 
do everything to achieve that." A 
small problem with that plan is 
that the Parikh family may not ex- 
actly be keen on it. “The board i 
yet to plan any action so far. | can- 
not talk on the issue unless there is 
a board meeting," says Girish 
Parikh, Managing Director, Zandu 
Pharmaceuticals. The board meet 
was to take place on June 10 (by 
which time BT had already gone 
to press). 

Emami has been keen to grow 
inorganically. It had acquired 
Himani Ltd a decade ago, but last 
year it unsuccessfully bid foi 
Indonesian company Unza, which 
was finally taken over by Wipro 
Emami has in its portfolio haircar: 
and skincare products such 
Navratna oil, Boroplus antiseptic 
cream and Fair and Handsome 
cream. Zandu, on its part, has pop- 
ular herbal and Ayurvedic bra: 
like Zandu Balm, Zandu Special 
Chyawanprash, Kesri Jeevan. Savs 

Agarwal: “Zandu has treme! 
dous business pote: 
tial, which can 
exploited 
strong marketing, 
R&D and other op 
erating efficiencies 
coupled 
long-term entr« 
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Emami's Agarwal: 
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preneurial vision. Emami with its 
strong marketing acumen and oper- 
ational efficiency can help Zandu 
reap its true potential. There is 
strong synergy between the busi- 
ness of Emami and Zandu. If Emami 
and Zandu's respective expertise 
are combined, it can reach greater 
heights." Zandu shareholders—in- 
cluding the largest one—have to 
agree. As Agarwal adds: “Right now 
we hardly have anything to do but to 
wait for the outcome of the open 
offer.” However, with the Zandu 
stock price at the time of writing 
still at a huge premium of 29.25 
per cent to the open offer price, the 
possibility of small shareholders 
unanimously biting seemed remote. 
A likelier option for Emami is to 
compel the Parikhs to sell by offer- 
ing them a juicy premium. Expect 
more drama in the days ahead. 





Lotus Blooms 
in Bangalore 


Yeddy will have to do a Modi to 
rescue Karnataka’s finances. 





BJP's Yeddyurappa: In the hot seat 
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Regulator, Heal bibis 


Disgruntled SEBI employees take recourse to the RTI. 


TS NOT ONLY CAPITAL MARKET 
L. ee who have an oc- 
casional bone or two to pick with 
the Securities & Exchange Board 
of India (SEBD. Last fortnight, it 
was the turn of the employees of 


the capital market regulator itself - 


to voice what they feel is unfair 
treatment against them when it 


comes to internal promotions. At 


least two SEBI General Managers 
(GMs) have filed an application 
under the Right to Information 
(RTI) Act, seeking explanation for 
the promotions done in June 
2007, when M. Damodaran was 
Chairman. The Act, which aims to 
help public organisations become 
more transparent to the public at 


large, is helping these SEBI em- - 


ployees demand the same. At the 
time of writing, it did seem likely 
that more employees would take 
recourse to the RTI Act. Current 
Chairman C.B. Bhave didn't com- 
ment on the issue. 


Acting on the two separate - 


applications filed by the two GMs, 
Suresh Gupta and Piyoosh Gupta, 
the Central Information 
Commission (CIC, the central ap- 
pellate authority for RTI-related 
matters) has directed sEBI to give 
out information about the marks 
assigned to each employee who 
was interviewed by the depart- 
mental promotion committee 
(DPC) in June 2007. The two 


HE BJP’S LONG-TIME DREAM OF 
g =a Its account in the 
South has finally come true. The 
saffron party has come to power in 
Karnataka on its own. Will that 
catapult Karnataka into the exalted 
company of Gujarat in terms of 
growth and economic progress? 
B.S. Yeddyurappa, under whose 
leadership BJP ascended to power, 





SEBI's Bhave: HR issues 


orders dated April 11 and May 12 
are posted on the CIC website. 

The pPC, which comprises 
senior SEBI officials and is an ex- 
ternal independent authority, in- 
terviews employees at various lev- 
els and assigns them grades on 
the basis of which annual pro- 
motions are done. An employee 
has to spend three years at one 
level before becoming eligible for 
a promotion. Both Suresh Gupta 
and Piyoosh Gupta have been 
GMs since 2001. 

This isn't the first time SEBI 
employees have protested against 
its human resource policies. A 
few years ago, an employee had 
knocked the doors of the High 
Court to complain about the pro- 
motion and incentive policy. 
Clearly, for the new SEBI chair- 
man managing employee expec- 
tations will be a big challenge. 

RACHNA MONGA 


often said he would emulate the 
Gujarat model to replicate its suc- 
cess in his state if voted to power. 
But can he? 

Yeddyurappa rode his party to 
Vidhana Soudha on the back of a 
legion of promises. For instance, 
he has promised free electricity to 
farmers and crop loans at a rate 
of interest of 3 per cent. Free power 


a 


d 


| 


Enriching Lives 


Buy Kirloskar Green 
15-625 kVA genset. 


Get Total Value for Money." 


Fuel efficient 
CPCB compliant 
24 x í service 


x Winner of the 


FROST @ SULLIVAN 


Voice of Customer Award in the *Best Bang 
for Buck” category in the Indian Genset Market. 


KIRLOSKAR GREEN ADVANTAGES: World class compact 
design saving your money on space e Multiple sets for higher kVA 
requirement ouper silent genset Utmost reliability ensuring 
continuous power for smooth business operation e Complete Power 
Ideas from load assessment to genset selection, to installation 

World's largest selling genset brand e Preferred choice of various 


industrial segments e Available in a wide range of 5 to 6600 kVA 


KIRLOSKAR OIL ENGINES LIMITED, 
Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 INDIA. 


Hungry for Power Ideas? Call 1800 233 3344 (Toll-free from BSNL and MTNL) 
& 020-6608 4608 (Other than BSNL and MTNL). 


"Kirloskar", “Kirloskar Enriching Lives", "Kirloskar Green Chilli Power Ideas" are trademarks owned by Kirloskar Proprietary Limited 





bt current 


alone will drain the government 
of about Rs 2,700 crore, not to 
speak of other populist promises. 

Meeting the BJP’s poll commit- 
ments itself will turn out to be a 
Herculean task for Yeddyurappa; 
there is every risk of the government 
programmes on health, agriculture 
and other social sectors devouring 
all revenues of the state. As it is, a 
few sources of revenues have ei- 
ther dried or thinned; arrack and 
lotteries don't yield anything as 
they don't exist any longer; so is the 
case with a special entry tax after it 
was struck down by the High 
Court. The income from Central 
Sales Tax (CST) as well as entry tax 
on crude has declined after their 
rates were cut, last year. 

Officials managing Karnataka's 
finances note that increased spend- 
ing on populist schemes would come 
at the cost of the state's financial 
and investment institutions, which 
may not receive much support. 
There is also the risk of free power 
to farmers driving away potential 
investors in power generation. 

Experts see a much bigger 
threat from increased spending on 
programmes, some of which might 
just blow up tax revenues instead of 
creating durable assets. Bangalore 
and parts of Karnataka have huge 
gaps in infrastructure to plug that 
require massive funds. One of the 
BJP's promises is to develop Bellary 
and Gulbarga as steel and cement 
zones, respectively, and Bangalore 
/Mysore as an IT/BT hub. 

There is, however, one silver 
lining that investors might see. The 
Gujarat administration is known 
not just for its infrastructure, but 
also for quick decisions and 
hassle-free clearances for indus- 
trial investments. If Karnataka's 
new regime were to take a leaf 
out of its party government in 
Gujarat that will hold out some 
relief to investors, both existing 
and new. 

K.R. BALASUBRAMANYAM 
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In the Land of Plenty 


Emaar MGF is on a roll, but it may still need that IPO. 


EN GREAT GRANITE BOUL- 

X der outcroppings dot a city 
and come to identify the region, 
‘Boulder Hills’ should be a 
sellable address for an upcoming 
property. Only, the Dubai-based 
real estate major Emaar Properties 
PJSC, which has a joint venture 
in India with local company MGF 
Developments Ltd, has done bet- 
ter than that. In the boulder-dot- 


ted outskirts of Hyderabad, 


armed with a capital outlay of 


$1.4 billion (Rs 5,610 crore), itis - 





India's first integrated, world- 


class leisure and residential com- - 


munity. Spread across 531 acres, 
the project includes, among other 
things, a fully-operational 192 
acres championship golf course 
designed by Harradine Golf, a 
leading Switzerland-based 
golf course architect firm that 
has constructed over 200 golf 
courses globally. 


The Hyderabad project is part | 


of Emaar MGF's bigger plan for 
not just south India but the en- 
tire country. It plans to invest over 


$3 billion across residential, com- - 


mercial, retail, rr parks, special 
economic zones and hospitality 
sectors in over 10 locations in 
south India. . 

This is apart from its other in- 
vestments in the country. The 
company has already built a land- 


bank of around 13,000 acres in 


the country. Says William R. 
Rattazzi, CEO, Emaar MGF Land 
Ltd: “India is very important and 


today accounts for 10 to 15 per 


cent of the overall investments (of 
the Dubai-based group) outside 
the UAE. Going forward, India will 
contribute 20-25 per cent of 
Emaar’s total international rev- 
enues by 2010.” 

In India, Emaar, with its 
Indian partner, has a pipeline of 
projects across residential, hospi- 


tality, retail and rr/commercial 


zea 
{ A 


sectors in over 26 Indian cities. 
Over the next few years, it plans 
to add about 18 million sq. ft of 


retail space, 30,000 rooms in the 


hospitality sector and 55 million 
sq. ft of residential development 
across the country. 

The projects in the south, into 
which $3 billion is being sunk in 
terms of investments, are all ex- 
pected to be ready in the next five 
to seven years. The company plans 
to develop over 31 million sq. ft 
across 10 locations in south India. 

Emaar was in the news early 
this year for shelving its Rs 7,000- 


crore public issue plans. The com- 
pany, says Rattazzi, depending on 
the market sentiments, could get 


ready to revisit those plans, and a 
public offering could hit the 
market in 12 to 18 months. 

E. KUMAR SHARMA 
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Despite the recent ES hikes in India, oil is a ticking 
time bomb that will be defused only by a sharp drop 
in demand and, in the long run, alternative sources of 
energy. Meanwhile, brace up for the coming pain. 
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N JUNE 4, US FEDERAL 
Reserve Governor, 

Ben Bernanke, was at 

his alma mater, 

Harvard University, 

delivering a talk to graduating stu- 
dents. There's no danger of a 1970s- 
style oil shock, the Harvard alumnus 
assured his listeners. Just two days 
later, oil prices reported their sharpest 
ever single-day gain of $11, coming 
within spitting distance of $150 a 
barrel, which some analysts think will 
be reached by July 4, America's 
Independence Day and when more 
cars than usual are out on the roads. 

Don't blame Bernanke, though. 
At present, no one has any clue where 
oil prices are headed, except that they 
look set to move only in one direc- 
tion—north. $200 is what at least 
one analyst, Arjun Murti of Goldman 
Sachs, thinks a barrel of crude oil 
may cost in another six to 24 months. 
For India, which imports two-thirds of 
the oil it consumes every year, the 
implications are staggering. For now, 
the government has screwed up 
enough courage to permit only a par- 
tial increase in fuel prices—the high- 
est ever at one go, though—and cut 
taxes on fuels and issued more bonds, 
worth Rs 96,000 crore, to stem the 
losses of oil marketing companies. In 
a televised address to the nation to ex- 
plain the oil price hikes, an anxious 
Prime Minister Manmohan Singh did 
some plain talking: “It must be ap- 
preciated that the price hike has been 
a bare minimum with the govern- 
ment and oil companies still shoul- 
dering the bulk of the burden.” 

As Rajiv Kumar, Director and CEO 
of think-tank ICRIER, points out: “It’s 
a brave step in an election year. But 
the reality is that even this is not 
enough to deal with the situation.” It’s 
an accurate assessment, given that 
the government even now subsidises 
fuel prices—especially kerosene, LPG, 
diesel and petrol—by a huge amount. 
The net under-recoveries after fac- 
toring in the revised prices and the 
duty cuts still work out to over 


Rs 2,00,000 crore. 

State-owned oil marketing com- 
panies (OMCs) such as Indian Oil, 
Hindustan Petroleum and Bharat 
Petroleum are grateful for the small 
concession. Says Sarthak Behuria, 
Chairman, 10C: “It’s certainly more 
than what we expected. Now only a 
small fraction of the under-recoveries 
is to be borne by us.” That’s about 
Rs 20,000 crore against the Rs 16,000 
crore that burned into their balance 
sheets in 2007-08. The rest will be 
picked up by the government through 
oil bonds (68 per cent) and upstream 
companies such as ONGC, Oil India 
and GAIL (22 per cent). 


Universal Pain 
By keeping prices artificially low, the 
government has temporarily post- 
poned the pain that consumers, busi- 
nesses and the economy must in- 
evitably go through. But tax cuts and 
oil bonds will boomerang on the gov- 
ernment sooner than later and take 
their toll on the economy. We'll ex- 
plain how exactly in a bit, but for 
the moment it's important to under- 
stand what's driving up global crude 
prices. OPEC (Organisation of 
Petroleum Exporting Countries), for 
one, has blamed market speculators 
and the weak us dollar for the crisis. 
The UAE's OPEC governor, Al Obaid Al 
Yabhouni, says that market funda- 
mentals do not justify the current 
high global oil prices. He also says that 
he's concerned that oil prices are ris- 
ing “too fast too high", adding that 
the UAE is prepared to produce more 
oll to meet its “commitment and 
responsibilities" as a producer. 
Analysts concede that there is 
some justification in OPEC's line of 
reasoning. Says ICRIER's Kumar: 
“Certainly, a part of the price rise 
seems to be due to speculative activity. 
With the dollar weakening against 
other major currencies, speculators 
are moving into commodities like 
crude.” This year already the euro 
and the yen have risen against the 
dollar by over 7 and 10 per cent, re- 
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Crude prices have soared over the last few years. 
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OIL ADDICTS 


India is among the top 10 oil consumers. 


May '08 
Source: Bloomberg 


US 
Japan 


China 











2,284,000 
2,263,000 
2,158,000 
2,135,000 
2,090,000 
1,890,000 
1,582,000 


Netherlands 
Korea, South 
Italy 
Germany 
India 
France 
Spain 


Figures are barrels/day Source: Enam Research 


TAXING MATTER 


Taxes account for a large part of fuel prices. 
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A LOSING GAME 


Despite the price revision on June 4, fuels in India 
are still heavily subsidised. 
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spectively. Then, since oil is priced 
globally in dollars, a falling dollar 
is an incentive for oil exporters to 
charge higher dollar prices. 

Not everyone buys this ar- 
gument. The us feels that it's 
growing demand that is driving 
prices up and has urged OPEC to 
produce more oil. It also wants 
the major oil-producing nations 
to open their markets to foreign 
investments. Indeed, there is a 
growing feeling among the major 
oil-consuming countries around 
the world that OPEC and other oil 
producing nations are not in- 
creasing their output as much as 
they otherwise might because 
they don’t need to. Says Subir 
Gokarn, Chief Economist, Asia 
Pacific, Standard & Poor's: 
*Producers are keeping produc- 
tion pegged to levels where prices 
can remain high." 

In short, rising oil prices have 
poured billions of dollars back into 
the producer economies and reduced 
their need to produce more oil. The 
only OPEC country that has agreed to 
significantly increase its oil produc- 
tion capacity is Saudi Arabia, but 
that process is taking longer than 





R.S. Sharma/ Chairman/ ONGC 


“There should be a substantial 
price increase so that consumers 
feel the pinch. It will give fillip to 
oil conservation efforts” 
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VINWVHS VWaNiaLlif 


Costly chaos: The transport Sector 
consumes one-third of India's oil 


OIL HUNGRY 


China and India are key to incremental demand. 
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anticipated. Instability in other coun- 
tries of the region, such as Iraq, is 
causing production levels to stag- 
nate. Says Goldman Sachs’ oil analyst 
Arjun Murti in a recent report: “We 
believe the current energy crisis may 
be coming to a head as a lack of 
adequate supply growth is becoming 
apparent.” Other global investors 
such as George Soros think that a 
strong demand for oil is made worse 
by speculation in the commodity. 
“The bubble is superimposed on an 
upward trend in oil prices that has a 
strong foundation in reality,” Soros 
recently told the us Senate. 
Analysts point out that the grow- 
ing energy needs of the developing 
world like China and India are partly 
responsible for the oil shock. For 
instance, there are concerns that 
crude prices have risen in recent 
days especially due to strong de- 
mand for diesel in China, where 
power plants in some areas are run- 
ning desperately short of coal after 
the recent earthquake. Chinese com- 
panies like PetroChina are reportedly 
purchasing crude in huge quanti- 
ties. Indian consumption of petro- 





RACHIT GOSWAMI 


leum products, too, has been 
growing steadily. India’s domes- 
tic diesel sales rose 11.1 per cent 
in 2007-08, the biggest increase in 
12 years, and petrol sales rose 
11.2 per cent, the biggest increase 
in eight years. Experts say this 
trend is worrying, particularly in 
the face of potential oil short- 
age. Says R.S. Sharma, Chairman, 
ONGC: “There are genuine supply 
constraints as well. This price 
spurt was anticipated as the global 
reserve replacement ratio (RRR) 
is less than one now.” Sharma 
points out that the world con- 
sumes 86 million barrels of crude 
per day (and 31 billion barrels a 
year) and the new reserves getting 
added work out to less than that. 

High crude prices, then, is a 
reality we may have to live with. 
Indeed, experts expect prices to 
firm up further over the medium 
to long term. Says Goldman Sachs’ 
Murti in his report: “The possibility 
of $150-$200 per barrel seems in- 
creasingly likely over the next 6-24 
months, though predicting the ulti- 
mate peak in oil prices as well as 
the remaining duration of the up- 
cycle remains a major uncertainty. In 
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our view, a gradual rally in prices is 
likely to be longer lasting than a 
sharp, sudden spike." 


Slippery Growth 


Despite India's administered oil 
prices, it's clear that further increases 
in global oil prices will put India's 
growth at risk. Stock market in- 
vestors have already turned wary. 
On the day the fuel price hikes were 
announced (June 4), the BsE Sensex 
crashed nearly 450 points as stocks 
corrected across the board. Investors 
were clearly concerned about the 
prospects of higher inflation eroding 
company bottom lines and hurting 
the India growth story. In particular, 
auto and metal counters took a 
pounding amid concerns that dearer 
oil will suppress demand for vehicles 
and, in turn, affect demand for 
steel—a key input for vehicle man- 
ufacturers. Says Anil Advani, Head 
of Research, SBI Securities: “There 
are concerns that the worst-affected 
will be automobiles, both commer- 
cial and passenger car segments, and 
that overall corporate earnings will 
be affected." Adds Sanjeev Patkar, 
Director (Research), Dolat Capital 
Market: *There will be an impact of 
100-120 basis points on profit before 
tax due to increase in freight and 
power cost for BSE 200 companies." 

There seems to be a broad con- 
sensus among economists that for 
inflation the only way is up after 


UMESH GOSWAMI 





Pawan Goenka/ President, Automotive/ M&M 


"There will be a short-term impact 
on the auto sector. We don't 
expect it to hurt sentiment over 
the long term" 


the sharp and aggressive fuel price 
hikes. With the combined weight 
of petrol, diesel and LPG at 4 
per cent in the wholesale price 
index (WP!) the direct and indirect 
impact on inflation is expected to 
be significant. Though govern- 
ment estimates peg the impact 
at around 50 basis points, most 
other estimates put a higher num- 
ber to the figure—around 90 to 
100 basis points. A Crisil impact 
analysis gives a detailed break-up 
of the incremental impact (both 
direct and indirect) on inflation— 
the study estimates a 95 basis point 
increase in inflation. This could 
force the RBI to intervene to cool 
off inflation. Says Sonal Varma, 
economist, Lehman Brothers: *The 
risk of monetary tightening re- 
mains high. We believe that 


BAILING OUT THE OIL COMPANIES __ 


How the new under-recovery sharing mechanism looks. 


Gross under-recoveries 
Benefit from duty rejig 


Benefit from price hike of petrol, diesel and LPG 


Net under-recoveries 
Upstream share 
Downstream burden 


Differential amount to be disbursed later 


Source: Petroleum Ministry, Ministry of Finance 
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ONGC offshore platform 


interest rates will go up by 
another 100 basis points this 
financial year.” 

Other economists believe that 
the RBI may not use monetary in- 
struments to tame inflation as that 
could take a severe toll on the 
economy, which is already show- 
ing signs of slowing down. Says 
Gokarn: “The central bank is more 
likely to resort to liquidity con- 
trol measures like a cash reserve 
ratio (CRR) hike.” Given the emerg- 
ing scenario then, economists feel 
growth rates will be impacted, 
though it may not be a substantial 
hit just yet. 

Most believe that GDP growth 
could dip below 8 per cent due to 
the fuel price hike. Says Marut 
Sengupta, Head-Economic Policy, 
cil: “If inflation crosses 10 per cent, 
then it will squeeze demand in the 
economy and really hit growth hard. 
However, that appears to be un- 
likely right now.” Adds Pawan 
Goenka, President, Automotive sec- 
tor, Mahindra & Mahindra: “There 
will be a short-term impact on de- 
mand on sectors like auto. But we 
don’t expect it to hurt sentiment 
over the long term unless there is 
another price revision going for- 
ward.” Others are even more opti- 
mistic. Says V.N. Dhoot, Chairman, 
Videocon Group: “India’s economic 
growth is still more than 9 per cent 
and I expect it to grow at the same 
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Running low: India produces just a third of the oil it consumes, 


making itself vulnerable to oil shocks 
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INFLATIONARY PRESSURE = 


Inflation could rise almost a percentage 
point after the fuel price hike. 


Basis Points 


DIRECT IMPACT 


INDIRECT IMPACT 


Source: Crisil 


rate for the next 5-10 years. 
Oil price increase may not 
have much impact.” 


Fisc in a Funk 

However, all this could 
change if crude prices con- 
tinue to rise. Says Sudhir Nair, 
Head of Research, Crisil: “It 
would mean a fresh bailout 
package for OMCs and that 
would have serious repercus- 
sions on the government’s fi- 
nances.” The latest duty rejig 
alone has cost the central gov- 
ernment Rs 22,660 crore (an 


addition of around 0.4 per cent of 
GDP to fisc) and that too in a year 
when growth itself is expected to 
moderate. High oil prices mean that 
there will be a larger hole in the fis- 
cal balance sheet. The oil bonds, 
which will be issued to oil companies 
to compensate them for the losses 
that they make, amount to a whop- 
ping 1.8 per cent of GDP this fis- 
cal. Naturally then the fiscal deficit 
of the Centre (along with off-bal- 
ance sheet items such as the oil, 
food and fertiliser subsidy) is likely 
to be up at around 6.6 per cent of 
GDP in 2008-09. Contrast this with 
the 2.5 per cent that was budgeted 
for the year. Several estimates also 
peg the total fiscal deficit of the 
Centre and states topping 10 per 
cent of GDP this financial year. The 
issuance of oil bonds and the exp- 
anding deficit will ultimately lead to 


hardening of interest rates. 


62 BUSINESS TODAY JUNE 29 2008 





The time then may well have 
come, experts feel, to take reforms 
forward and gradually decontrol 
fuel pricing. Says ICRIER's Kumar: 
*Fuels should be gradually removed 
from the realm of administered 
pricing." During the NDA regime, 
an attempt was made to dismantle 
the administered pricing regime for 
the oil sector. On April 1, 2002, 
the administered pricing for petrol 
and diesel was dismantled, though 
not in the case of kerosene and LPG. 
It was also decided to wind up the 
Oil Pool Account and the Oil Co- 
ordination Committee. The objec- 
tive of free pricing, though, could- 
n't be met as pricing decisions con- 
tinued to be made by the Cabinet. 
Under the UPA government, oil sec- 
tor reforms were completely aban- 
doned with the government taking 
over the right of OMCs to fix prices. 
Says Gupta: “The government will 
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do well to implement the recom- 
mendations of the Rangarajan 
Committee on fuel pricing.” 

A committee headed by C. 
Rangarajan on Pricing and Taxation 
of Petroleum Products, which sub- 
mitted its report in February 2006, 
had recommended that subsidies 
should be minimal, targeted and re- 
strained by a monetary ceiling. 
Moreover, it wanted that the subsi- 
dies should be routed entirely and 
transparently through the na- 
tional Budget and OMCs 
should be exempted from this 
burden. Says K.V. Kamath, 
President, Cll and MD & CEO, 
icici Bank: “India cannot af- 
ford to compromise its 
growth process and needs to 
better target the subsidy outgo 
in order to protect its poorest 
consumers.” Adds ONGC’s 
Sharma: “There has to be 
some balancing. There should 
be a substantial price increase 
so that consumers feel the 
pinch. It will give fillip to oil 
conservation efforts, which 
is the need of the hour.” 

That perhaps may be the only 
long-term solution to prevent the 
economy from getting severely dented 
by the spike in crude prices—reduc- 
ing consumption of petroleum prod- 
ucts in the country and exploring al- 
ternative sources of energy. Though 
in terms of energy efficiency India 
still does better than countries like 
Russia, China and the United States 
(in terms of energy consumption per 
unit of GDP) according to some stud- 
ies, clearly a lot more needs to be 
done. Adds Kamath: “We really need 
to take a very close look at India’s en- 
ergy efficiency measures. We need 
to promote oil conservation.” As the 
story that follows makes it evident, 
that is India’s best near-term bet. 


ADDITIONAL REPORTING BY 
SHALINI S. DAGAR IN NEW 
DELHI AND VIRENDRA VERMA 
IN MUMBAI 
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How to Kick the Habit 


There are two ways to tame the oil monster: One is to become more energy 


efficient and the other is to develop new energy sources. 


AST YEAR, INDIA IMPORTED 
121.67 million tonnes 
(MT) of crude—9.1 per 
cent more than the year 
before, but guess what 
happened to the import bill? It bal- 
looned disproportionately, some 40 
per cent, to $68 billion. That’s a 
whole lot of money consumers could 
have either put away in their savings 
accounts or spent on consumption, 
helping the economy along in either 
case. Worryingly enough, with global 
crude oil prices showing no signs of 
easing (Goldman Sachs analysts expect 
oil prices to touch $200 within two 
years, and Brent crude has already 
hit $139 per barrel at the end of the 
first week of June), the only hope is 
that slowing world economies will 
ease their demand for oil. At any rate, 
with the planet said to be running 
out of oil, the only viable long-term 
solution is to develop alternative 
sources of energy. 
So, what are India’s options? 
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According to experts such as Arvind 
Mahajan, Executive Director at KPMG 
India and The Energy and Resources 
Institute’s (TERI) senior fellow, Praveen 
K. Agarwal, the options are the same 
as elsewhere in the world—solar, 
wind, biofuels, hydel and nuclear— 
except that certain natural geo- 
graphical advantages of India and its 
unique situation as a large developing 
country make certain energy sources 
more compelling. Take solar energy, 
for instance. “The sun shines bright 
for more than 300 days in most parts 
of India, and that is an option we 
must look at,” urges Mahajan. 

A recent McKinsey report, 
Powering India—The Road to 2017, 
too, argues on similar lines. It high- 
lights that India’s annual solar energy 
yield, at 1,700-1,900 kWh (kilo- 
watt-hour), is among the highest in 
the world. The irony, however, is 
that India is set to be only a marginal 
player accounting, at present, for 
only 1-2 Gw (giga Watt) of the total 
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90 GW of global solar capacity likely 
to come on stream by 2015. “Since 
the cost of solar power can drop to 
Rs 8-10 per kWh by 2012, it could 
be a viable source of peaking power. 
India should reduce the cost of solar 
power through large-scale develop- 
ment and deployment of solar tech- 
nology," the report recommends. 

On its part, the government is 
pushing solar products in the mar- 
ket through a slew of incentives 
and awareness programmes. “Banks 
are giving loans to households at 
2 per cent, to non-profit organisa- 
tions at 3 per cent and to indus- 
tries at 5 per cent interest rates to 
buy solar water heaters," says N.P. 
Singh, Advisor in the Ministry of 
New and Renewable Energy. “Every 
consumer should know this: A solar 
water heater with a capacity of 100 
litres per day saves 1,500 units of 
electricity per annum." 

Since homes and offices con- 
sume one fourth of the total elec- 
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tricity supply, power utilities in 
states such as Karnataka, Andhra 
Pradesh and Orissa offer sops to 
reduce consumption and, thus, 
losses. Karnataka's electricity supply 
companies, for instance, provide a 
rebate of 35 paise per unit for con- 
sumption of up to 100 units. The 
initiative has worked. Bangalore 
has the highest number of solar 
consumers in the country, although 
there are other cities such as Pune 
where private enterprise is con- 
ducting interesting experiments with 
solar power (see Solar Township). 


A Lot of Wind? 

With an installed capacity of 8,757 
MW in 2007-08, India is already the 
fourth-largest player in wind en- 
ergy. The government estimates 
wind energy potential at 45,000 
MW per annum, although at present 
wind power generation is a rela- 
tively modest 8,757 MW per an- 
num—that is, 6 per cent of installed 
capacity. The problem with wind 
power is, of course, simple. One 
needs winds through the year for 
the turbines to run and generate 
power. In India, the best locations 
for wind farms are in Tamil Nadu, 
Andhra Pradesh, Gujarat, Karnataka 
and Maharshtra. 

Limited locational choices mean 
that wind power can never be a 
major source of electric energy in 
the country. More worryingly, wind 
power capacity addition is slowing 
down in India, even as China surges 
ahead. Installations in India in 2007 
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India is utilising just a fraction of its renewable energy sources. 


SOURCE 


*As on March 31, 2008 All figures in Megawatt 


were down to 1,580 Mw from 
1,730 Mw the year before. The rea- 
son for this is lack of consistency in 
policy among states, says U.B. 
Reddy, Senior GM with Enercon 
India, a major player in wind en- 
ergy. Projects, he says, could suc- 
cessfully come up in Gujarat, while 
there are hurdles in other places. 
Harnessing wind power is tough 
in other parts of the world, too. 
According to India Wind Energy 
Association (IWEA), 20 of the 40 
wind energy markets reported fewer 


Untapped potential: India is yet 
to capitalise on solar power 
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installations in 2007 than in 2006. 

Nuclear energy is another op- 
tion, but India doesn't have suffi- 
cient fuel supplies; besides, people 
remain wary of this technology for 
safety reasons. However, KPMG's 
Mahajan says: *Nuclear energy is a 
solution from a long-term perspec- 
tive. The Prime Minister should 
push through the nuclear deal with 
the Us." But, not even the best-case 
scenario for nuclear energy puts 
generation at more than 20,000 
MW by 2020. 

The McKinsey report says that 
biomass could be another option. 
Some estimates put its potential at 
50-70 Gw, which could make it the 
renewable resource with the highest 
energy generation potential, since its 
utilisation will be higher than solar 
and wind. One fundamental issue 
with biomass is that it is not avail- 
able. Where available, it's used as or- 
ganic fertiliser. Namdhari Seeds, 
for example, uses organic waste to 
produce high-quality vegetables that 
command a premium in the market. 

According to KPMG, hydel power 
is an alternative, too, and it sug- 
gests that India exploit its hydro 
potential of 150,000 Mw from the 
current 35,908 MW. Zero fuel costs 
coupled with highest returns make 
hydel an attractive choice for ever) 
investor, but environmental con 
cerns and rehabilitation and reset- 
tlement issues are holding up large 
hydel projects. 

That leaves natural gas. There 
are several reasons why India should 
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boost consumption of natural gas. 

First of all, with only one carbon 

and four hydrogen atoms per mol- 

ecule, natural gas has the lowest 

carbon-to-hydrogen ratio and, 

hence, it burns completely, mak- 

ing it the cleanest of fossil fuels. 

TERI's Agarwal points out another 

reason why gas should be a fuel of 

choice. The concentration of oil in 

West Asia, he points out, has given 

countries in the region an upper 

hand in dictating prices. However, 

in the case of natural gas, there is no 

such geographic concentration; it 1s 

abundantly available across the 

world. The Us is estimated to have 

600 billion cubic feet (BCF) of nat- 

ural gas, and India's proven 

reserves are 1.08 trillion cubic metres 
or 0.6 per cent of the world's 
reserves. Currently, India produces 
82 million metric standard cubic 
metre per day (MMSCMD), which 
meets only 76 per cent of demand. 
The rest is met by imports. 

Some of the biggest consumers of 
natural gas are expected to be vehi- 
cles, industries (power, fertiliser and 
steel), and homes, where it will be 
used for cooking. Although, like 
petrol and diesel, natural gas is a 
fossil fuel and exhaustible, there's 
sufficient supply available to keep 
prices from shooting up the way 
they have in the case of oil. 
However, distribution is a big issue 
(at least for retail consumers). In 
fact, that's very evident in the limited 
number of compressed natural gas 
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(CNG) outlets for vehicles; more con- 
sumers are unable to shift from oil to 
gas because there aren't enough fill- 
ing stations in the country. 

Yet, the auto industry in India is 
experimenting with hydrogen-laced 
CNG, or HCNG. The industry associ- 
ation, SIAM, and Indian Oil are pi- 
loting a trial run in Delhi. By 2020, 
the government wants 20 per cent 
of all vehicles to run on HCNG. 
Meanwhile, electric vehicles— 
especially two-wheelers—are 
making a beginning, but given 
India's pathetic power situation, 
they may not reach a sizeable num- 
ber even in the next five to 10 years. 
Says Chetan Maini, Deputy 
Chairman, Reva Electric Car 
Company: "Transportation in India 
is growing upwards of 15 per cent a 





year as against 1-2 per cent in the 
Us. It is critical now that we move 
into forms of energy that India al- 
ready has as its national resources." 


Efficiency Is the Key 
Whatever alternative plans India 
comes up with today, it will be a 
solution for the long haul. The 
near-term solution is to use 
energy more efficiently. And there's 
plenty of scope on that count. For 
every unit of GDP, India consumes 
more energy than other developed 
countries such as the UK. In Japan, 
TERI's Agarwal points out, energy 
consumption has stayed more or 

less flat over the last 10 years. 

Indian Railways, the largest 
consumer of diesel, is using a blend 
of high-speed diesel and bio-fuel 
(made of Jatropha seeds) in some 
regions on an experimental basis. 
However, the government's ap- 
proach to bio-fuel use is unclear. 
“Jatropha can only supplement other 
sources, and not be a solution by 
itself," points out KPMG's Mahajan. 
Like the railways, other con- 
sumers have to do their bit. A KPMG 
report, quoting Planning 
Commission data, notes that India 
can save 351 million tonnes of oil 
equivalent (MTOE) or 19 per cent 
of its total requirement by 2032. 
As much as 142 MTOE (7.5 per cent) 
can come from efficient energy use 
in industry, lighting, home appli- 
ances alone; 34 MTOE (1.8 per cent) 
can be achieved by increasing the 
share of the railways to 50 per cent 
of freight transport from the present 
level of 32 per cent; 81 MTOE (4.3 
per cent) from the use of mass trans- 
port and improved fuel efficiency in 
vehicles; and 111 MTOE (5.8 per 
cent) from increase in thermal 
power generation efficiency from 
31 per cent at present to about 40 
per cent. Consumers need to get 
this: all of us are like crack addicts 
and the peddlers—the oil produc- 
ers—aren’t going to cut the prices 

unless we kick the habit. m 
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BURNING 
A HOLE 


State-owned oil marketers 
are racking up losses. 


Figures in Rs crore 





Hindustan Petroleum 
Q4 2007-08 

NET SALES 3147051  21,849.5 

NETPROFIT 384.51 


Bleeding cash: Price hike will help the oil PSUs to some extent 
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Bharat Petroleum 
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The token increase in fuel prices isn’t enough to stem the flood of red on 
the balance sheets of state-owned oil marketers. ROHIT VISWANATH 


ROTESTS FOLLOWING THE 
government’s recent de- 
cision to raise fuel prices 
have a curious element: 
other than the usual po- 
litical suspects, not many have raised 
their voice of dissent. The move to 
raise the price of petrol by 11 per 
cent, diesel by 9 per cent and LPG 
(cylinders) by 17 per cent is seen as 
the boldest step taken by the present 
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government so far. And the un- 
precedented maturity with which 
the price increase has been accepted 
by the common man reflects the 
gravity of the situation. 
Nevertheless, the hike merely 
covers less than 10 per cent of the 
losses of oil companies. Of the total 
under-recovery of oil marketing 
companies estimated at Rs 2,45,305 
crore for 2008-09, the price in- 


crease will yield a mere 
Rs 21,000 crore. The vast difference 
highlights the sheer mismanage- 
ment of the petroleum economy. 
While the cut in duties is expected 
to yield a further Rs 22,660 crore, 
under the subsidy sharing formula 
designed by the government, 
upstream oil companies including 
the Oil & Natural Gas Corporation 
(ONGC), and GAIL are expected 
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to pitch in with around 
Rs 45,000 crore. If one takes 
into account the oil bonds of 
over Rs 94,600 crore that the 
government will issue, which 
is a liability on the future, the 
companies will still have to 
absorb losses of around Rs 
20,000 crore. 

For Hindustan Petroleum, 
which pegs its under-recov- 
eries at Rs 52,000 crore a 
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In the past one month the oil PSUS have collectively lost 
Rs 33,815 crore in market cap. 
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the government. According 
to Kumar Manish, Associate 
Director, KPMG, the compa- 
nies should not have been so 
aggressive with their retail 
rollout. Indian Oil alone has 
around 17,800 pumps, many 
of them located close to one 
another. “They could have 
easily foreseen the price 
movements and avoided get- 
ting into the mess," he says. 


year, the price increase will 
help it net an additional 
Rs 8,000 crore in the next 10 
months. The company saw its 
fourth quarter profits decline by 
30 per cent to Rs 384.51 crore over 
the same period a year ago. Indian 
Oil has posted a net loss for the 
quarter ended March 31, 2008, of 
Rs 414.27 crore as against a net 
profit of Rs 1,502.69 crore during 
the corresponding period of the 
previous year. Despite the price 
rise, Indian Oil will continue to 
face a loss of Rs 16 per litre on 
petrol and Rs 28.50 on diesel. 
Sarthak Behuria, Chairman, Indian 
Oll, feels that given the present cir- 
cumstances, this is the best that the 
government could have done. *We 
expect the measures to improve 
our liquidity considerably," he says. 

In doing so, the government has 
not only forgone the Rs 22,660 
crore in tax revenues due to the 
reductions in excise and customs 
duties but has also induced a rise in 
the fiscal deficit and inflation. Says 
Bhavesh Shah, Vice President- 
Research at Asit C. Mehta 
Investment Interrmediates, a 
Mumbai-based brokerage firm: 
"With the companies having no pric- 
ing power and with liquidity dry- 
ing up, they face a humungous risk." 
The oil bonds that the government 
issues only theoretically address the 
wide deficit. That's because the 
bonds cannot be used to import the 
required crude. The real constraint 
that the companies face is cash. 

To adjust to grim price realities, 
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companies are doing the best they 
can, cutting corners wherever they 


. can. They are reducing fuel inven- 
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tories in order to cut daily working 
capital requirements, processing 
more sour crude oil, which is cheaper 
than sweet crude, increasing the ca- 
pacity utilisation of the refineries, 
and seeking ways to borrow more 
funds. For 10C, the cost of importing 
crude oil has almost doubled to $6.2. 
million from $3.4 million per day last 
year. It has also halved fuel inven- 
tories to a week and is operating at 
almost full capacity today, compared 


to around 90 per cent last year. 


Rollout Fallout 

However, not everyone agrees that 
the blame for the crisis faced by PSU 
petroleum companies lies solely with 
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The government's policies 
are also hitting companies hard 
by distorting fuel consumption pat- 
terns. Artificially administered prices 
have made diesel the fuel of choice 
for consumers. There has been a 
huge increase in its consumption over 
the last three years, exceeding 20 
per cent per annum. Economist 
Omkar Goswami believes that there 
is a need to adjust demand to per- 
manently high oil prices. The gov- 
ernment is doing a great injustice by 
not passing on the burden to con- 
sumers. "By not allowing prices to 
ration demand, we are bankrupting 
three good companies," he says. 

The policy has wreaked havoc 
on any attempt to move towards a 
free market. Private sector refiners 
like Reliance and Essar are exporting 
fuel because it is not viable to sell in 
the domestic market, since they get 
no subsidies. Reliance Petroleum 
has had to shut all its 1,432 pumps. 

Administered prices, then, rep- 
resent one of the biggest distortions 
in the market today. *Removing 
subsidies will have a negative im- 
pact on the economy, but the impli- 
cations of a large public deficit will be 
much more serious," says Subir 
Gokarn, Chief Economist for Asia- 
Pacific, Standard & Poor's. He be- 
lieves that the present hike may be 
the first in a series of oil price in- 
creases. “While the move is not 
enough, it is at least a start,” he says. 
Whether the oil companies are able 
to escape their impending doom will 
depend on the government screwing 
up courage to free up oil prices. B 
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VIATION SECRETARY 
Ashok Chawla is not a 
man given to hyper- 
bole; so, when he says, 
rather dramatically that 
the aviation industry in India has 
lost a cumulative Rs 4,000 crore 
over the past year thanks to high 
fuel prices, it’s time to sit up and 
take notice. In fact, the situation is 
so grim that Chawla expects air- 
lines to lose a cumulative Rs 8,000 
crore in the current year if fuel 
prices continue to remain high. 
Deccan Aviation, the holding 
company for Air Deccan, has lost 
over Rs 800 crore over the past 
four quarters. Other listed carriers, 
Jet Airways and SpiceJet, have man- 
aged to deflect a part of the im- 
pact of high fuel prices from their 





India’s airlines lost 
Rs 4,000 crore last 
year and may lose 
more this year. The 
future looks grim, and 
a couple of airlines 
may even go under. 

Is it 1996 redux? 
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books via an innovative aviation 
industry practice called “sale- 
leaseback”, but both are incurring 
heavy operational losses (though 
Jet claims to be making money on 
some international routes). Analysts 
suspect that Jet and SpiceJet have 
not yet declared their full-year 
results, over two months after the 
March quarter ended, because “they 
will not be pretty”. 

So, is the industry heading for 
another round of bloodletting, a /a 
1996, when eight airlines, including 
the then largest private sector car- 
rier, East West, the spiffy Damania 
and ModiLuft, crashed, never to 
rise again? The grapevine is 
buzzing—there are whispers that 
the Jeh Wadia-run Go Air is on the 
verge of collapse, but Wadia dis- 


misses such talk as “baseless”. Then, 
there have even been reports that 
SpiceJet is in play, and that R-ADAG 
Chairman Anil Ambani, Kingfisher 
Airlines Chairman Vijay Mallya and 
Jet Airways Chairman Naresh Goyal 
are interested in buying it, but again, 
BT was unable to independently 
verify these. 

No one, obviously, wants to tom- 
tom bad news to the world, but to 
cut a long story short, the civil avia- 
tion industry in India is neck-deep in 
trouble. How did fortunes suddenly 
turn in an industry that was wit- 
nessing 20 per cent passenger growth 


till as recently as six months ago? 


The Root Cause 
Aviation Turbine Fuel (ATF), the re- 
fined form of kerosene that powers 
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SpiceJet's Sharma: 
Short-haul hurts most 








the turbines on jet aircraft, has 
brought this till-recently high-flying 
industry to its knees. Its price has 
risen from Rs 37,421 per kilolitre 
(kl) in Delhi in May 2007, to Rs 
66,227 per kl, an increase of 77 
per cent even after the recent duty 
cuts. In Mumbai, still India’s busiest 
airport, ATF costs even more—Rs 
68,627 per kl. “When SpiceJet 
started (in May, 2005), fuel ac- 
counted for only 35 per cent of 
our costs; today that figure is in 
excess of 55 per cent," says 
Siddhanta Sharma, Executive 
Chairman, SpiceJet. Here is the 
simple math: for low-fare carriers, 
the cost of flying Boeing 737 or 
Airbus A320 planes, which are 
flown by Indian carriers on major 
domestic routes, used to be Rs 2.20- 
2.50 per available seat kilometre 
(ASK) in early 2007. Today, the cost 
of ATF alone is around Rs 1.80 per 
ASK and total costs range from Rs 
3.10 to Rs 3.50 per ASK. 

A leading low-fare carrier op- 
erating Boeing 737s, which has a 
cost structure at the lower end of the 
scale, today has a breakeven of about 


|. Rs 3,750 per seat on the popular 
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Thanks to innovative practices such as sale 
leaseback, results of listed airline companie 
often hide the full impact of losses, but investor: 
are jittery. 
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for 2007-08 which includes the Jan.-March 2008 quarte 
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TAPERING OFF 


Domestic passenger growth, which was at 28% in January-March 2007, 


fell to 1 196 in January-March 2008. o 
In the first three months of 2008, 1 2 million passengers flew 
domestically, but 20 million seats were available. 





Delhi-Mumbai sector. But planes 
rarely, if ever, fly with their fuselages 
full. At 80 per cent passenger load 
factor, airlines will need to charge at 
least Rs 4,750 from every passenger 
just to break even. Since return fares 
of Rs 7,500 are still available on 
this sector (if you book a week or so 
in advance), it translates to a loss 
of about Rs 2,000 per passenger on 
every return flight. No wonder, air- 
lines are bleeding. This explains why 
airlines aren't passing up any op- 
portunity to tap additional revenues 
to boost earnings. For example, ex- 
ecutives at a leading airline admit 
they have never been stricter on ex- 
cess baggage, whose rates have also 
increased from Rs 70-80 per kg to 
Rs 100-120 per kg (depending on 
airline) on the Delhi-Mumbai sector. 

But, according to some indus- 
try experts and analysts, the airlines 
have to share a bit of the blame. 
“Airlines have to charge reasonable 
fares. At current levels, they cannot 
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Kingfisher-Deccan's 
Mallya: Turbulence ahead 





expect to make money," says Deep 
Kalra, CEO, MakeMyTrip. But charg- 
ing a higher fare is fraught with 
danger. “A lot of the growth that we 
have seen over the past two years 
has come from an entirely new fly- 
ing class, which is very price- 
conscious. These are people for 
whom even a Rs 500 increase in 
fare, even on longer sectors, is 


THE MAIN CULPRIT 


Rising ATF prices have hit airlines hard. 
70,000 






66,226.66 
60,000 


50,000 
34,099.80 


40,000 


30,000 


Jan. '06 


June 5, '08 


Prices in Rs/kilolitre are for Delhi and include sales tax 
Source: Indian Oil 





unacceptable," says Sharma. 

This is adding to the problem 
because fewer people are flying. 
“Discretionary travel spends are de- 
clining," points out Kalra. For the 
first three months of 2008, capacity 
on domestic routes increased 26 
per cent, but passenger growth grew 
just 11 per cent. Planes are flying 
emptier, and, according to a top 
airline executive, this has created 
a cost-revenue gap of between 
Rs 1,500 and Rs 2,000 per passen- 
ger flown, depending on the sector. 

Adds Rajeev Batra, Executive 
Director, KPMG: “Airlines, which 
ordered dozens of planes three 
years ago, are not sure what to do 
with them." One senior executive 
of a low-fare carrier candidly admits 
that it is actually cheaper “at current 
fuel prices to keep a plane on the 
ground. It costs me about Rs 6 
crore to fly a plane every month. If 
I keep it on the ground, the cost of 
lease and parking comes to just 
over Rs 1 crore". 


Innovative Accounting 
Airlines are addressing their cash- 
flow problems with a unique, but 
complicated, solution called *sale- 
leaseback”. This is how it works: air- 
lines almost always get significant 
discounts on the list price of the 
aircraft they buy. So, instead of $60 
million (Rs 258 crore) for an Airbus 
A320 or Boeing 737-800, they 
might pay as little as $45 million 
(Rs 193 crore). 

Instead of keeping the plane on 


AFP 


their books (which brings signifi- 
cant depreciation benefits), airlines 
sell the aircraft to a leasing com- 
pany, such as International Lease 
Finance Corporation (ILFC) or GE 
Capital Aviation Services (GECAS), 
at a profit of $1-5 million (Rs 4.3- 
21.5 crore) and book this as *other 
income" on their books. The leasing 
company then leases the plane back 
to the airline on a long-term lease 
for 5-10 years. The airline, thus, 
transfers capital expenditure into 
operational expenditure. The lease- 
rental for Airbus A320 or Boeing 
737-800 planes is $250,000- 
400,000 (Rs 1.07 crore-1.72 crore) 
per month. However, unlike a car 
loan or a home mortgage, it is the 
leasing company, and not the airline, 
that ends up owning the aircraft at 
the end of the lease period. 


The Way Forward 

"We are exploring all options, 
including route rationalisation and 
capacity management," says Air 
Deccan's Vice-President (Finance), 
Anand Ramachandran. In fact, 
higher ATF prices have actually hit 
shorter routes the hardest. Airlines 
like SpiceJet, Indigo and Go Air, 
which operate all-jet fleets of 180- 
seater aircraft, find themselves in 
uncompetitive scenarios. Go Air 
has withdrawn from most south 


Jet Airways' Prock-Schauer: 
Deflecting losses, for now 


THE CONTRARIAN 
Paramount Airways' unique business 
model makes it the only profitable 
airline in the country. 

HEN THE NEW BANGALORE INTERNA- 

tional Airport opened last month, 
one expected various carriers to add 
flights, but the Chennai-based Paramount 
Airways did the opposite. It withdrew its 
Chennai-Bangalore service temporarily, 
anticipating lower capacities. "For us, top 
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line is vanity, bottom line adds some sanity to it and cash flow is the reality,” says M. 
Thiagarajan, Managing Director of the regional airline. In fact, its unique business mode! 
has enabled it to post a marginal net profit in 2007-08, claims Thiagarajan. How did 
this premium service regional airline, with just five planes in its fleet, eam a profit, when 
its larger, higher profile national counterparts are awash in oceans of red ink? Its choice 
of aircraft is the single biggest differentiator. The 70-75 seater Embraer 170 aircraft 
weighs less than 40,000 tonne; hence, they qualify for lower tax on ATF (4 per cent. 
compared to 34 per cent paid by larger aircraft). Media reports put Paramount's sav- 
ing on fuel cost alone at Rs 100 crore a year. In addition, smaller planes offer better 
fuel efficiency, lower break-even levels of occupancy (it needs to fill up only 30 seats). 
faster turnaround time (20 minutes) and they are exempt from landing and parking 
charges. Its strategy of "not spreading the cheese fine" and, instead, opting for satu- 
ration coverage of the southern region, coupled with premium pricing, also helped. 


Indian routes and SpiceJet has with- 
drawn from most short-haul ones. 
“It stopped making economic sense 
either for us or the passenger,” says 
Sharma. 

Then, low-fare carriers have been 
returning aircraft instead of ex- 
tending their lease periods and leas- 
ing out aircraft to airlines in Europe 
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for the heavy summer season there 
instead of bringing them to India 
during the *low" months. *No air- 
lines have cancelled orders vet, but 
yes, Indian carriers are requesting 
delays and postponements of their 
deliveries. We have accommodated 
several of these requests, but that 
Is not something unique to India," 
says Kiran Rao, Executive Vice 
President, Airbus SAS. 

Paramount Airways Managing 
Director M. Thiagarajan argues that 
there are “no low-cost" carriers in 
India, *only low-fare ones". 
feels the situation will improve *onh 
when such airlines are eliminated or 
absorbed". However, some industry 
insiders don't think that mergers 
are a solution. *What benefits have 
we seen from the so-called first 
round of consolidation?" asks one 
airline executive. *Consolidation 
will not remove the problem of fuel 
prices," says Rao, adding, “In India, 
fuel prices are very heavily taxed 
and governments need to do some- 


He 
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thing to mitigate that." 

The government recently cut 
import duties on ATF from 10 per 
cent to 5 per cent. But the airlines 
say that the impact will be mar- 
ginal. Also, despite a 4.3 per cent 
fall in the price of ATF following 
the cut in duties, fuel surcharges 
have not come down. With aver- 
age state sales tax rates at 25-33 
per cent, most Indian states are 
minting money from ATF sales. 
The Civil Aviation ministry plans 
to take draconian measures to re- 
duce ATF prices and wants to 
bring it under the status of “de- 
clared goods”, which means that 
states can levy a maximum sales 
tax/VAT of 4 per cent. But, 
according to tax officials, that 
may not happen. A commercial 
taxes official believes that there is 
no guarantee that airlines will cut 
fares if taxes on ATF are cut. For 
example, despite low ATF taxes, 
fuel surcharges on flights origi- 
nating from Andhra Pradesh and 
Kerala, where sales tax rates on 
ATF are 4 per cent, are the same as 
elsewhere in India. 

Improving the infrastructure, 


IT’S A GLOBAL BUST 


AMIT KUMAR 
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Aviation Secretary Chawla: 
Taking some measures 


THE AIRLINES THAT FAILED 

In 1994, the Civil Aviation Ministry liberalised the 
aviation sector and several airlines started up. Some, 
like East-West, even grabbed a significant amount of 
marketshare, but most collapsed within 24 months. 


THE ONES THAT DIED 

€ East-West Airlines 

e Damania Airlines 

e ModiLuft ` 

THOSE THAT SURVIVED 

e Jet Airways 

@ Air Sahara (Jet bought 
out Air Sahara in mid-2007) 


Airlines worldwide may lose $6.1 billion in 2008. 


HIS IS THE FIFTH CYCLE OF GLOBAL AVIATION SINCE THE DAWN OF THE JET AGE," SAYS KIRAN 

Rao, Executive Vice President, Airbus SAS, admitting that after the boom of the 

. past few years, which saw Airbus and Boeing share over 3,000 plane orders between 

them, the industry has gone into a slump. The villain of the piece is aviation turbine 

fuel (ATF), the refined kerosene that keeps planes engines humming. Twenty-four air- 

lines have shut shop across the world since the beginning of 2008, and these include 

several business-class only airlines, which served trans-Atlantic routes as well as 
medium-sized American carriers such as ATA. In fact, if crude prices stay at the $135 - 

(Rs 5,805) per barrel mark, air carriers across the world will lose a cumulative $6.1 


billion (Rs 26,230 crore) in 2008. 


But not everybody is losing money. Despite higher f fuel costs, Sasu Airlines 
and Air France-KLM made net profits of $1.6 billion (Rs 6,880 crore) and €987- 
million (Rs 6,602 crore), respectively, on airline operations in 2007. Unsurprisingly, 
both airlines run massive international operations but do so with highly-efficient and 
younger fleets. Is that, then, the winning formula? 
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however, will help. The Civil 
Aviation Ministry has put in place 
a new air traffic management sys- 
tem, which will increase “air ca- 
pacity" at the Delhi, Mumbai and 
Ahmedabad airports. In Bangalore 
and Hyderabad, despite the logis- 
tical nightmare of getting to the 
airport, congestion has been 
sharply reduced. Most airlines feel 
that the new runway in Delhi 
should reduce congestion at India's 
second-largest airport, though 
Delhi airport officials warn that 
the first thing that will happen 
when the new runway opens is 
that the current main runway will 
be shut down for repairs. And at 
Mumbai, Civil Aviation Ministry 
officials privately concede that not 
much can be done at the “slum- 
locked" airport. 

So, is it really 1996 redux? No, 
say experts. “The government will 
not allow that to happen. Aviation 
is more critical to India's economy 
today than it was in 1996. Good air 
connectivity adds a fair few per- 
centage points to economic 
growth," says Datra. 

Meanwhile, the buzz about im- 
minent closures and takeovers 
continues. B 

ADDITIONAL REPORTING BY 

N. MADHAVAN IN CHENNAI AND 
K.R. BALASUBRAMANYAM 

IN BANGALORE 
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PRIVATE EQUITY'S 





Men in Control 


Unlike most other private equity investors, Actis, Baring and India Value 
Fund like to acquire majority stakes in the companies they invest in. 
Why, and do they end up generating better returns? SHAMNI PANDE 


LL OF MAY THIS YEAR, 

Baring Private Equity 

Partners India's (BPEPI) 

Partner, N. *Subbu" 

Subramaniam was on 
the road. Starting with the UAE, the 
Gurgaon-based investor then hit 
London, followed by New York, 
New Jersey, San Francisco and then 
Los Angeles. By the time Subbu re- 
turned to Delhi, he had logged over 
30,000 air miles. Nothing unusual 
for deal makers like him, except 
that Subbu wasn’t on a mission to 
raise money or find companies to in- 
vest in. Rather, he was making sales 
calls for the four companies in BPEPI's 
Fund II. *I basically attempted to 
introduce portfolio company CEOs 
and regional heads to decision mak- 
ers of potential customers," says 
Subbu. For instance, he introduced 
the management of Infrasoft 
Technologies to banks in the uar. 
Similarly, he introduced Integra 
Software to print and electronic 
media companies in the Us. That 
apart, he reviewed M&A opportu- 
nities for portfolio companies and in- 


terviewed potential candidates to ` 


head sales/marketing functions. 
That Subbu should spend over a 
month globetrotting for Baring's 
portfolio companies is a pointer to 
his firm's investment philosophy. 
In a country where there were 
around 400 PE and vc firms, in- 
vestors come in all shapes and sizes. 
There are those that are happy to 
take a minority stake in a private 
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company, some even invest in pub- 
licly-listed companies, while some 
others buy out companies, never 
mind if they are listed or unlisted. 
But typically, most promoters rarely 
part with a majority stake in their 


companies. Therefore, venture in- 
vestors have no choice but to settle 
for minority ownership. Yet, there 
are three PE firms in the country— 
Actis, Baring, and India Value Fund 
(IVF)—that like to invest for con- 
trol. Why? In a business where more 
investments go bust than succeed, 
it’s their way of managing risk and, 
hence, the returns. 

Actis, which was spun out from 
CDC, has been investing in India 
since the mid-90s and has $700- 
million funds under management 
in more than 40 companies here. 
Baring Private Equity Partners, 
where the senior partners engi- 
neered a management buyout from 
ING Baring, advises multiple India- 
focussed funds that have invested 
multiple rounds in 25-plus compa- 
nies over the last decade and to- 
day has about $1-billion assets under 
management. IVF, founded by Gary 
Wendt of GE Capital fame (IVF was 
GW Capital in its earlier avatar), has 
$650 million under management, 
and a portfolio that spans 16 com- 
panies in six different industries. 

All of them have significant hold- 
ings in their portfolio companies 
(see In Control We Trust) and are 
staffed accordingly. IVF, for example, 
has 13 business managers who help 
portfolio companies with everything 
ranging from strategy to recruit- 
ment to sales. Baring, too, has over 
the recent years built a team of sea- 
soned managers and, like IVF, has 
experts who provide back office 


support such as HR and finance. 
"We don't measure our success by 
the number or the size of the deals 
we do; rather, we measure it by the 
quality of companies we help build," 
says Rahul Bhasin, Managing 
Partner, BPEPI, who has “Ten (such) 
Commandments" pinned up at all 
the workstations in his Gurgaon of- 
fice. Adds George Thomas, 
Managing Partner, IVF Advisors: 
"Almost all our investments have 
been into sectors that have still not 
surfaced on the PE scene. We, there- 
fore, avoid the noise and the costs of 
participating in a ‘hot’ sector. We 
even took some proactive steps in 
building a network of partners in 
Tier-II towns. This was well before 
anyone else had discovered the rich 
base of investment opportunities in 
these markets." 


Company Builders 

As mentioned earlier, not every 
promoter fancies having a domi- 
nant investor on the board, but 
there are several who ‘need’ one. 
Says Ajay Shah, Senior Fellow, 
National Institute of Public Finance 
and Policy, whose research suggests 
that control-oriented PEs help 


improve performance of compa- 
nies: “The typical Indian small firm 
led by a family or a group of friends 
is desperately lacking in knowledge 
about how to grow. The ivr-style 
mixture of knowledge and capital is 
a particularly appropriate one in 
India,” he says. 

Since the late '90s, there's a new 
generation of entrepreneurs that has 
emerged on the scene and needs 
professional help: these are execu- 
tives-turned-entrepreneurs in a wide 
variety of services, ranging from IT to 


No Big Deal 


Most of the PE deals in India are small. 





uu % of deals 
Source: Capvent Research 


mum % of deal value 
mm Figures in $ million 
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I ¿ 
Calling the shots: Rahul Bhasin, Managing Partner, BPEPI with his team; Subbu is at the far head of the table 


BPO to pharma. Then, there are fa: 
ily-managed businesses into their 
second or third generation that ma 
want to sell out or face succession 
issues. Says J.M. Trivedi, Partne: 
Actis and head of Actis South A 
"PE funds can provide a solutio: 
such succession issues as thev can 
buy control in such businesses and 
partner with professional managers 
to grow them to the next level. In 
the process they provide an oppo 
tunity to the professional managers 
to become entrepreneurs." 

That's what Actis, whicl 
veteran of five buyouts in India, dic 
by funding a management buyout at 
Phoenix Lamps in 2006 for $70 
million. Says Rajiv Prasad, 
Phoenix Lamps, a leading supplier of 
halogen lamps: “Actis’s contribu 
tion has been throughout the value 
chain—bringing forward suppliers to 
lower production costs and ! 
quicker scale up; providing nume: 
ous customer introductions in India 
and overseas; providing us acı 
to technology partners that helped us 
develop into a complete lighting 
lutions company from just 
manufacturer earlier." Indeed, this is 
manifest in the way its top and bo 
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"PE funds can provide a solution 
to succession issues as they can 
buy control in such businesses to 
grow them to the next level" | 


J.M. TRIVEDI/ Partner, Actis 


tom lines have grown: Its sales were 
at Rs 245 crore in March 2006, but 
grew to Rs 375 crore in March 
2008. Its profit has more than dou- 
bled in the same period to Rs 48 
crore. In fact, Actis bought control of 
Phoenix in 2006, but got regula- 
tory clearance only in March 2007. 
IVF’s investee companies have 
similar grateful stories to tell. At 
Radio City, for instance, the firm 
was instrumental in wooing over 
Apurva Purohit in 2005; at 
Trinethra, a chain of supermarket 
stores in Andhra Pradesh, IvF helped 
ramp up growth by investing in IT 
and control systems, and keeping 
it focussed on the supermarket for- 
mat. *We took a controlling interest 
in this business and realigned the 
business for growth by bringing in a 
very high quality management team 
led by Pranab Barua, (ex-HUL and ex- 
Reckitt Benckiser)," says Thomas. 
Perhaps nothing beats what 
Baring did at MphasiS BFL. Buying an 
ailing BFL Software from Keshav 
Bangur in 1998, Baring not just 
turned it around, but also merged it 
with Jerry Rao's loss-making 
MphasiS (in which Baring was again 
the largest shareholder) a few years 
later. The company's headcount has 
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since grown from 130 employees 
in 1998 to over 27,000 today. Baring 
has sold most of its stake in the com- 
pany to EDS making about 16 times 
return on its original BFL Software in- 
vestment (of $11.4 million). It still re- 
tains an 8 per cent stake in the $1.2- 
billion company—MphasiS. 

Baring is now trying to do some- 
thing similar with JRG Securities, a 
Kochi-based broking firm co-founded 
by three friends. Baring bought a 
44.8 per cent stake last year for $35 
million and has upped it to 46 per 
cent and plans to raise it further to 62 
per cent by May 2009. Baring's con- 
tribution has helped the firm hire 
700 people in four months. “We've 
hired people from some of the top 
audit firms and persuaded them to 
move to Cochin," says Bhasin, who's 
also the chairman of JRG. 


Greater Control, Better 
Returns? 
Ultimately, the idea behind acquir- 
ing controlling stakes in portfolio 
companies is to better influence the 
investment outcome i.e., the 
returns. So, do Actis, Baring and 
IVF actually have better returns to 
show for all their trouble? Given 
that data on fund-specific returns is 
not publicly available in India, ver- 
ifying that boils down to looking at 
the exits these firms have managed. 
Take IvF, for instance. Its first fund 
of $50 million has been fully exited 
and has returned an internal rate of 
return (IRR) of up to 40 per cent. 
The second fund has had only one 
exit so far and is on course to ex- 
ceed the returns of the first fund. 
Actis, too, has a relatively high IRR, 
which according to market esti- 
mates, is 30 per cent, with some 
spectacular exits. Says Bhasin: 
“What do we know that the man- 
agements of our portfolio companies 
don't? We know the problems of 
scaling up quickly, simply because 
we've faced such situations before." 
With competition growing, the 
economy slowing down and the 
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X Y... 
“Almost all our investments have 
been into sectors that have still 
not surfaced on the PE scene" 


GEORGE THOMAS/ Managing Partner, 
IVF Advisors 


quantum of PE money committe 
to India—the three firms alone havı 
raised some $1.35 billion—the goin; 
will get harder. *This is a busines 
only for specialised players," feel 
Varun Sood, Managing Partner o 
Capvent India Advisors, a fund c 
funds, “and only those firms tha 
have kept the discipline while in 
vesting will provide meaningful re 
turns when the market is witnessin; 
a slowdown of sorts.” Adds Ananı 
Sunderji, Managing Partner, Thoma 
Weisel Partners: *The concept o 
PEs taking ownership/majority stak 
is still not so proven in India as mos 
of the businesses are family-ownec 
and I do not think their mindset ha 
changed too much when it comes t 
letting go of control." 

To be sure, none of this is new 
to Actis, Baring or IvF. The very fac 
that they have struck out a differer 
investment path wherever possible re 
veals that they are keenly aware c 
the ground realities. And the fa 
that their own investors are happil 
piling on more money into the 
firms (Baring’s Fund Ill of $550 mi 
lion was oversubscribed more tha 
three times) means that their por 
folio companies aren't the only on 
excited about working with them. | 
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When hands rise, they become the pillars of a nation. When hands rise, they become the voice of the voiceless. When hands rise. they 
become the torch that lights the way. When hands rise they become a movement for a new India. These are the same 5.66 crore hands 
that pick Dainik Jagran. A newspaper that doesn't just give news, but moulds opinions, takes a stand and builds a brighter tomorrow. 
Dainik Jagran. Because when you raise your hand, you make a difference. 
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Maruti Dzire 
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The Internet and the mobile 
phone have opened up new ways 
for marketers to reach out to 
consumers and several companies 
are crafting innovative strategies 
around these. KUSHAN MITRA 





AYANK PAREEK'S JOB 
has been fairly 
easy of late. As 
Chief General 
Manager, Marke- 
ting, at the country's largest 
automaker, Maruti-Suzuki, his job, 
of selling cars, has rarely been easier. 
Despite rising commodity prices 
(and, thus, car prices) and stiff 
interest rates, cars are still moving 
out of showrooms rather fast. But, 
Pareek has not been resting, and 
Maruti has been playing around 
with the Internet—not just sticking 
up banner advertisements at large 
websites or text-based ads through 
Google AdSense—by encouraging 
his team to interact with consumers 
using a host of online services. 
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“We have put up videos on serv- 
ices such as YouTube and have 
actively seeded discussions on online 
forums using social media. This is 
where the consumers are, this is 
where they interact; so, it makes 
sense for us to have a group on 
Orkut or Facebook,” says Pareek. 

When Maruti recently launched 
the Swift Dzire sedan, it had a com- 
prehensive teaser campaign online 
and invited people who clicked 
through the campaign to watch a 
live webcast of the event, and, 
according to Pareek, over 80,000 
people did. *We have found that a 
large majority of people who are 
buying the car were actually influ- 
enced by our online campaign and 
visited the products website." 
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Format Makes It Easy 

It isn't just Maruti-Suzuki. Several 
large companies, selling everything 
from manufactured goods, to con- 
sumer products and services, are 
using the Internet to reach out to 
consumers. “The digital format 
makes it easy," says Shailesh Rao, 
MD, Google India, “and this phe- 
nomenon will just increase as people 
start seeing actual results." 

But how does a company like 
Google, which depends on text ad- 
vertising revenues, deal with the 
fact that companies, like a majority 
of web users, like the thought of 
doing things online for free? *We 
have tied up with partners on 
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. Podcasts 
* Playlists 

Shuffle All Songs 
Options - 


site, remix tracks from R:; 
latest movie and win a session 


the composer. “These c: 
have been hugely successful 


we have added a social ele: 
every contest by allowing | 


review entries," Taneja sas 


But he admits that it wil 


mobile device that will real 


form marketing in India in tl 


future. The loudest vota: 
impending change is Sanja: 


President, Mobile Services 


"The potential of the mob 
is tremendous. Suppose 
movie is released and the 

wants to promote the musi 


can't he use a call-back tun: 


motional material? In return 


user playing that call-back 


production house can give h 


airtime or money." 


Mobile Telephony, Too 


Vinod Thadani. Business 


| 


k m : 


] 


(Digital), Group M, the ad 
arm of global media cong): 
WPP, is equally excited abou 
potential of mobile telephone- 





— 


i 


| What is 
E Priyanka Chopra's dream? 


YouTube India and they are not 
paying us," Rao jokes. *But I believe 
that traditional web advertising will 
co-exist with free services. So, if a 
car maker puts up a video of its 
car on YouTube, there will be con- 
textual ads on the sidebar, maybe 
from a rival car maker. I think web 
advertising gels well in such 
a scenario." 

But given the limited reach of 
the Internet in India—the country 
has a claimed Internet reach of 46 
million users and an active (defined 
as those who access the Net at least 
once a week) user base of 32. mil- 
lion—can the web be an effective 
marketing medium? *Nobody is 





suggesting that traditional adver- 
tising will wither away and die,” 
says Rao, but Nokia India’s ‘Go To 
Market’ Head, Vineet Taneja, has 
an interesting argument. “What is 
interesting in India is that Internet 
penetration is spreading, particu- 
larly in smaller towns and cities. 
And marketers have to realise that 
dismissing the Internet as a pre- 
dominantly ‘urban’ phenomenon 
will be dangerous.” 

Nokia India has successfully run 
campaigns riding the web, including 
an ongoing one (on http://www.re- 
mixrahmansada.com) involving 
music composer A.R. Rahman 
where users can go online to a web- 


“Marketers have to realise t 
dismissing the Internet as a 
predominantly ‘urban’ phenomenon 
will be dangerous” 

Go To Market Chief, Nokia India 


hat 
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advertising. “Think about it; there 
are 300 million mobile users in 
India today, at least 15 per cent of 
whom actively use data-enabled de- 
vices. So, using a variety of ads— 
banner ads on mobile websites, call- 
back tones and SMS advertising— 
we can reach out to a huge market." 

In fact, Group M, India's 
largest media-buying house, has 
already seen a level of success in 
its mobile campaigns. "Last year, 
we did a campaign for ICICI Bank 
where we had to generate 20,000 
leads. By placing ads on promi- 


"Use of digital format will 
increase as people start 


seeing actual results" 
MD, Google India 





nent mobile portals, we gener- 
ated 72,000 leads in a month,” 
Thadani explains. But it is not 
just banner advertisements; 
Thadani also explains that 
Gupta’s idea of call-back tone- 
based advertising is not fantasy 
and can even be customised based 
on the caller’s profile. 

“It is possible for the system to 
know a lot of details about you if 
you exist inside the same network. 
So, you will get a customised ad 
based on your age, sex and the 
amount you bill along with where 
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you are calling from and the device 
you are using,” he says, adding: 
“Even if 5 per cent of India’s 
mobile subscribers opt for the serv- 
ice, you will instantly create this 
huge platform for advertisers.” 
Group M and Vodafone are 
already running a small pilot proj- 
ect running targeted call-back tone 
advertising in the Karnataka circle 
(see No Place to Hide). 


Value-added Services 

Group M is selling space on mobile 
phone screens, thanks to its tie-up 
with Affle, a small start-up, which 
has developed an application called 
SMS 2.0, which adds colour and 
more interactivity than the standard 
messaging application. Anuj Kumar, 
Executive Director, Affle, explains 
the logic behind the service for 
advertisers. “People spend most of 
their time on a phone talking, but it 
is when messaging that people 
spend the most ‘screen time’ on 
their phones. Our application 
makes texting cooler, but it also 
adds a small bar at the bottom of 
the application with information 
on user-selected topics, and, occa- 
sionally, an ad, too.” 

The benefit for the user? “They 
get a cool application and a limited 
amount of data services for free,” 
says Kumar. The cost of the free 
service is seeing an ad across the 
lower quarter of the page. But 
going forward, the service can 
offer advertisers an even more tar- 
geted campaign. “The service 
provider will not lose control over 
user information, but the adver- 
tising delivery system can be 
developed in such a way that it 
will deliver the ads best suited to a 
particular user’s profile.” 

“The cool thing about the digi- 
tal format is that marketers can try 
new and innovative things,” says 
Rao. “And as India builds the talent 
to take advantage of that shift, I 
am very sure you will see more 
and more happening.” 


Indian companies are using th 
Net to hone their marketing 2. 
strategies. 


Companies | 
Hindustan Unilever have built communi 
like GangOfGirls around shampoos. W 
the site has a section on haircare, bra 
association is an important aspect—de 
mining allows the company to capt 
snapshots of what its user base (usua 
girls and women between 15 and 2 
are thinking. 


Nokia Indi 
trying this around several contes 
including its latest one with A.R. Rahmi 
Not only does this allow for more ini 
vative contests and even a higher et 
rate but also brings users to the co 
pany's umbrella of sites for the first ti 
and many stick on. 


While fan ca 
munities may have already existed on 
line communities such as Orkut 
Facebook, companies such as Mar 
Suzuki, looking to capitalise on these cq 
munities, have become actively invol 
with these communities and selecti 
release information, pictures and vidi 
through them. For free. 
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NISHIKANT GAMRE 


RAJKUMAR 


"Using a variety of ads on mobile 
websites, call-back tones and 
SMS advertising, we can reach 
out to a huge market" 


Business Director (Digital), Group M 





The Challenges 

The big problem is not one of tal- 
ent, but competition from tradi- 
tional media like print and televi- 
sion. “Both traditional forms of the 
media are expanding rapidly right 
now, but I believe that Indian media 
firms should learn from the expe- 
rience in the Us and the uk. The 
Internet has become the main source 
of news in these countries. This is 
the time for Indian companies to 
build up their web and mobile re- 


"We ve found that people who are 
buying the car (Swift Dzire) were 
chua influenced by our online 
campaign" 

CGM, Marketing, Maruti-Suzuki 





sources because they can learn from 
the American experience," says Rao. 

But the media distribution game 
is also changing, with companies 
that were previously simple tele- 
com companies now getting into 
Internet-Protocol TV and Direct-to- 
Home satellite Tv, where the dif- 
ferentiator will be the exclusive 
content that firms can generate. 
That means traditional media firms 
will have to compete with the likes 
of Airtel for revenues. *I think it is 
a logical step for us to move into the 
media distribution space. The user 
will also benefit because he will 
have a one-stop shop for his content 
needs," says Airtel's Gupta. 

But what about privacy con- 
cerns? After all, user information 
will be used to deliver advertising to 
people, who might already be 
inundated with hundreds of tele- 
marketing calls and SMS messages. 
*There will always be a free 
ad-supported service, the trick is 
not to make the advertising too 
intrusive, but still make sense for 
the advertiser", explains Rao. 
“Most of these services will be opt- 
in services. If people want, they 
can subscribe to them," says 
Thadani. Not that opting-out will 
spare someone from hearing ad- 
vertising when they call up friends. 

“Today, digital, search and 
online make up around 5 per cent 
of the total ad-spend,” says 
Thadani, who has the digital ac- 
counts of almost 400 brands un- 
der his belt, “but by 2010 you 
will see exponential growth, 
almost 12 per cent of ad revenues 
will be going to digital." 

If current growth rates are main- 
tained, the Indian advertising in- 
dustry will be worth Rs 25,000 
crore by 2010. The digital part of 
the pie will, therefore, be worth 
close to Rs 3,000 crore. No wonder, 
everyone is so excited. Yet, with 
technology always changing, no 
one is quite sure what challenges 
lie ahead in this brave new world. 8 





Ads on phones may soon become 
a reality across the 
country. 


his might 
sound pre- 
posterous, 


but very soon, 

when you call a 

mobile number, 

instead of hearing 

the phone ring, or even 

a cheesy film track as a caller tune 
you might actually hear an ad. The 
technology involved is not rocket 
science, and according to Group M s 
Vinod Thadani, a pilot project is 
already underway with Vodafone in 
Karnataka. 

But it will not be mass-market 
advertising; such a system can be 
used to deliver highly targeted ads to 
consumers. This is how the system 
will work. Say, you call another num 
ber of the operator you subscribe to. 
It is likely that the service providet 
already has a lot of data about you- 
like your phone patterns and your 
travel patterns and, thus, can extrapo- 
late other information. So, if you make 
a lot of calls to the US, for example, 
the system will presume that you 
might like to hear an ad offering 
cheap airlares to the US. 

So, if you were to call a friend on 
the same service provider, and yout 
friend has “rented” out his caller-tune 
space to the service provider to sell to 
advertisers, you will have an ad 
targeted at you play right there. 
Maybe an airline or travel website will 
buy the space. Your friend might 
make a few rupees (or, if he gets a lot 
of calls every day, even finds his entire 
phone bill subsidised by advertising), 
but you have to put up with the ad. 
Privacy advocates will be outraged, 
since your information is being used 
to irritate you. 

" Advertising is not about buying 
hoardings on the Western Express 
Highway (in Mumbai) or prime-time 
TV anymore. It's about getting a mes 
sage across using innovative new 
technologies,” says Thadani 
Welcome to the digital future. 
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IS SUN SET 


ON IAR 


A year after the Indian pharma major signed a deal to 
acquire a multinational drug firm, the latter says the 
transaction doesn't make sense. r.v. MAHALINGAM 


HAT WAS CONSIDERED A deal, an all-cash one, was struck at $7.75 E | . 
done deal has now come (Rs 310) per share, giving ita total value — | a SHANGHVIS 
undone. A year ago, in of $454 million (Rs 1,816 crore). RED OPTIONS 


late May 2007, Mumbai- The rationale behind the acquisition fma 
headquartered Sun Pharma, together made a lot of sense then, as it does even sA Raise the bid price 
with its subsidiaries, announced that it now. First, Taro is well-entrenched in the PEER OE OEL 
had signed ‘definitive agreements’ to us. North America accounted for more E a share and re- 
acquire Taro Pharmaceutical Industries, than 90 per cent of Taro’s sales at the f negotiate with 


a multinational manufacturer of generic time of acquisition. Secondly, Taro has $ Taro's Board 

pharmaceuticals with products being world-class manufacturing sites with Cell the 34 

sold in the us, Israel and Canada. The regulatory approvals in Canada and ESAE Pa 
cent stake that 


Sun holds in Taro 
at a higher price to 


THE GLOVES ARE OFF ES ath pay onc 


i i valuations look u 
Both companies have their own story to tell. SE i 
POINT T Goto the Israeli 


= Sun's renewed price offer of $10.25 per share is not adequate consider- courts 


ing Taro's pipeli ic turnaro its financial | 
ing Taro's pipeline and a dramatic turnaround of its financial health Make a special 








«= Sun's offer was premised on deleting the provision of 1/3 disinterested tender offer 
TARO minority shareholder approval in the merger agreement. That was to purchase the 
— against Israeli law | remaining 

= Sun prevented the financial advisers of both companies from meeting outstanding 


up and resolving differences equity from the 


ublic and force 
COUNTERPOINT undo to sell 
= |tdid not make an offer to purchase Taro at $10.25 per share, but CRI TNR 
reached out to the Taro Board with a proposal to recommend to Sun's 
board a potential merger at that price. That was done to facilitate 
meaningful discussion 
= |tdid not prevent any meaningful discussion between the two 
parties. In fact, Shanghvi says he personally reorganised schedules to 
meet the Taro Board where most members were asked to be in a 
listen-only mode 
» Taro's 'dramatic turnaround' would not have been possible without Sun Pharma's CMD 
the cash injection from Sun Dilip Shanghvi 
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Israel. At the time of signing their agree- 
ment, Taro had more than 100 ANDAs 
(abbreviated new drug applications, 
which are basically approvals for gener 
Ics) in the Us. As an industry watcher 
puts it, the Taro acquisition would 
have been Sun's “passport to the us 
generics market". 

However, even at the time of the 
acquisition, not all was well. For one, 
as of March 2007, Taro hasn't been a 
hugely profitable company. Its 2006 
losses are estimated at $141 million 
(Rs 564 crore); a year later, there was 
a turnaround, although net sales of 
$313 million (Rs 1,252 crore) and a 
net profit of $21.1 million (Rs 84.4 
crore) weren't exactly cause for cele- 
bration. For another, Franklin Advisers 
and Templeton Assets Management, 
the owners of approximately 9 per 
cent of Taro's ordinary shares, had 
filed a motion in a Tel Aviv court to 
prevent alleged discrimination against 
minority shareholders. Sun Pharma 
and Taro then had stated that the fil 
ings by Franklin Advisers and 
Templeton were “without merit" and 
Taro would contest the action “vigor 
ously". That was May 2007. 

Come 2008, the agreement is in 
tatters and both parties are washing 
dirty linen in public. It started with 
Taro calling off the agreement last 
fortnight. Barrie Levitt, Chairman of 
Taro’s board, in a rather bluntly- 
worded letter informed Dilip Shanghvi, 
Chairman & Managing Director, Sun 
Pharma that the agreement was off. 
“When we signed our merger agree- 
ment last year,” wrote Levitt, “for the 
purchase of Taro at $7.75 per share, 
we were both surprised at the intensity 
of objections raised publicly by 
Templeton and Brandes (another 
shareholder in Taro). Continuing the 
$7.75 merger agreement in effect more 
than 12 months after it was signed no 
longer makes sense....” 

Levitt also suggested that the board 
had unanimously determined that a 
renewed offer by Sun, of $10.25 
(Rs 410) per share, was ‘inadequate.’ 
(Sun, for its part, says the offer hasn’t 
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yet been formally made as it has 
still to be ratified by the board.) 
According to Levitt, given Taro's 


"dramatic return to profitability"— 


the company registered a first quar- 
ter net profit of $7.5 million (Rs 30 
crore)—the value of Taro's new 
product pipeline and advice from 
Merill Lynch (Taro's advisor), the 
new offer simply did not hold its 
ground. He also went on to add 
that Sun had refused Taro's request 
to permit their respective financial 
advisors from meeting and ironing 
out their differences. 

Barely 24 hours later, the let- 
ter war intensified; it was time for 
Shanghvi to fire his salvo. In a mis- 
sive addressed to Levitt, the Sun 
CMD shot down many of Levitt's 
allegations and even went on to 
make a few of his own. For starters, 
Shanghvi dismissed Taro's right to 
terminate the merger. He also pooh- 
poohed Taro's claims of a finan- 
cial turnaround. *We remain scep- 
tical of Taro's claims of a turn- 
around. Taro has only $47 million 
(Rs 188 crore) in cash as of March 
31, 2008. In our opinion, if not 
for Sun's cash injections of ap- 
proximately $60 million (Rs 240 
crore) last year, Taro would virtually 
have negative cash—hardly the ‘dra- 
matic’ improvement of which Taro 
has boasted,” Shanghvi told a bunch 
of probing equity analysts in 
Mumbai last fortnight. Sun has also 
objected to Taro’s attempts to sell its 
Irish operations, almost accusing 
Taro of asset stripping. “Why is 
the value of Taro Ireland in the 
proposed sale agreement less than 
the real estate value of the facili- 
ties?” he asks. 

Shanghvi also dismisses Taro’s al- 
legations that Sun had stopped their 
financial advisers from interacting. 
“We only recently refused your re- 
quest to permit our financial advis- 
ers to meet Taro’s financial advisers 
because it was clear to us that Taro 
had no intention of engaging in a 
meaningful discussion... I personally 
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reorganised my schedule at s 
notice to meet the Taro Board 
the meeting, (Taro) Board n 
bers were prohibited from as 
questions or engaging in any 
cussion,” is how Shanghvi put: 

Shanghvi also informed ana 
that Sun would now conside 
its “options”. So, what are t 
options? For starters, Sun c 
consider upping its bid of $11 
per share. The Indian comp 
could also consider selling its s 
to a third party at the $10.25 
share price it had suggested. 

Sun has acquired over 13.6 
lion shares of Taro over the 
year, close to 34 per cent of T: 
equity, at various price points, f 
$6 (Rs 240) to $10.25 per shar: 
today's higher share price, Sun 
walk away with more than a 
million dollars in profit if it dec 
to sell. *It not a do-or-die acq 
tion for Sun. But, Sun can alv 
walk away with a profit on the | 
of better valuations,” says Sar: 
Kour Nangra, Vice Presid 
(Research, Specialist-Pharmaceuti 
Angel Broking. 

A final option will be legal 
course. Analysts at Enam Secur 
expect Sun’s legal team to “fi 
reply to Taro’s motion for a 
claratory ruling that has been file 
the Tel Aviv District Court”. A 
Enam report points out: “Sun 1 
choose to file a Special Tender C 
to purchase the remaining « 
standing equity from the pul 
and simultaneously move to enfi 
the agreement whereby the T 
founders had covenanted to 
their stake—at the revised prici 

Legal experts believe that Si 
case is likely to be strong. “If 
goes to the courts, and can pr 
that Taro's turnaround has F 
pened because of the fui 
pumped in by Sun, then they st 
a good chance in the courts," : 
Murali Ananthasivan, Partr 
AZB & Partners. Over to € 
and Shanghvi. m 
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HEY'VE DUBBED IT 

‘Project Nipun 2012’. 

In a 9th floor office of 

Trade World in the 

Kamala Mills Com- 
pound in Central Mumbai, repre- 
sentatives of the UK-headquartered 
Hay Group, a 60-year-old human 
resources consultancy, are attempt- 
ing to help an organisation come to 
terms with its rapid growth. Over 
the past few years, the company in 
question has been galloping along 
at growth rates of over 100 per 
cent in both revenues and prof- 
its. That pace of growth is ex- 
pected to sustain over the next 
three years. The challenge for this 
12-year-old corporation? To create 
a bench strength of leaders and 
managers, along with an organi- 
sational structure, to aid in trans- 
forming the business from a single- 
product, single-location set-up into 
one that produces multiple prod- 
ucts across global locations. In 
essence: to align the business and 
work processes with increasing 
growth, scale and complexity (Hay 
Group recently concluded a simi- 
lar exercise at the petrochemicals 
business of Mukesh Ambani’s 
Reliance Industries). 

The company in question is 
Welspun Gujarat Stahl Rohren, a 
part of the $3-billion (Rs 12,900 
crore) Welspun Group. Welspun 
Gujarat is the second-largest man- 
ufacturer of large-diameter pipes 
in the world, with energy giants 
such as Chevron, Shell, Bechtel and 
Exxon Mobil on its client list. Its 
42-year-old promoter, Balkrishan 
Gopiram Goenka, Vice Chairman 
& Managing Director of the group, 
owns 42 per cent of the company’s 
equity. Traditionally, a textiles-ori- 
ented group, with interests in yarn, 
home furnishings and bathrobes, 
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A PIPE DREAM COME TRUE 


The pipe maker has raced ahead of the hitherto flagship. 


WELSPUN INDIA 
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How the Welspun Group has metamorphosed from a textiles 
major into a world leader in pipes. ANAND ADHIKARI 
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. Welspun’s Vice Chairman & MD 'BKG': 
Equally committed to all his businesses 


Goenka has drastically altered the 
profile of the group over the past 
few years by making Welspun 
Gujarat the growth spearhead. 
Consider: in 2002, it had a profit 
of just Rs 1.5 crore compared to 
the Rs 18-crore profit for the home 
textiles flagship at that time, 
Welspun India. Four years later, 
the pipes maker's bottom line was 
over three times larger than that of 
Welspun India—Rs 142 crore as 
against just Rs 45 crore. 


Bouquet of Businesses 
BKG (as he is called by insiders) is 
pleased as punch, but he clearly 


isn't taking sides when it comes to 
his bouquet of businesses. *The 
numbers may tell you a different 
story, but we are equally commit- 
ted to all our businesses. For 
instance, we have set high targets 
for our textiles businesses," he 
points out. 

Doubtless, though, Welspun 
Gujarat is the group's cash cow— 
raking in profits of close to 
Rs 350 crore in 2007-08. And if 
Goenka is stepping on the accel- 
erator, he's able to do so thanks to 
the well-oiled growth engine that 
the pipe maker is proving to be. If 
the entire group today has rev- 





enues of approximately $3 billion 
Goenka hopes to make Welsp 
Gujarat itself a $2-billi 
(Rs 8,600 crore) compam 
2010. Overseas orders are flowi 
thick and fast—today the con 
pany sells more globally than 
the domestic market—even 
huge demand is expected fri 
India especially from oil & 
players like GAIL, Cairn 
Reliance. “We already 
orders worth Rs 5,000 crore 
be executed in the next one 

says Goenka. If Goenka is a 
gung-ho on the domestic mark 
it's because of the massi 
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investment of $20-25 billion 
(Rs 86,000-1,07,500 crore) that's 
expected to be sunk in oil & gas 
exploration and production by 
2012. Reliance alone will pump 
over $10 billion (Rs 43,000 crore) 
over the next two-to-three years in 
exploration activities. 


Increasing Capacity 

To meet the growing demand, 
Welspun Gujarat is increasing 
capacity from 1 million tonnes per 
annum (TPA) to 1.75 million TPA by 
March 2009. In order to get closer 
to its global clients, Goenka 
recently set up a pipe manufacturing 
facility in the us. This facility will not 
only bring down its freight cost by 
nearly $100 (Rs 4,300) per tonne, it 
will also help Welspun come closer 
to the customer. ^We have large 
landholdings in the us that offer 
scope for expansion there. We can 
easily do a million-tonne plant in the 
US," says Akhil Jindal, President, 
Welspun Group. Welspun is eyeing 
the huge replacement market in the 
Us. That's because 1 million miles of 
gas pipeline out of 1.5 million miles 
is pre-1975. 

To gain more control over the 
production process, Welspun 
Gujarat has integrated backward, 
from pipes to steel plates (which 
are needed to make the pipes). A 
1.5-million tonnes per annum 


WESTWARD HO 


North America accounted for half of last year's sales. 
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plate mill at Anjar in Gujarat has 
been up and running from April 
this year. This venture gives the 
company a tighter control over 
costs and also improves its flexi- 
bility to ship orders fast (as raw 
material suppliers often take 6-12 
months to deliver plates). 
Moreover, it will help Welspun 
protect itself from fluctuations in 
steel prices. 

The integration doesn't end 
there. Goenka hopes to put in play 
a closely-held group company, 
Welspun Power & Steel, which will 
provide the steel to make the plates. 
The five-year-old company is 
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Trump card: That's what the pipes business is for Welspun's Goenka 





exploring the possibility of setting 
up a 3.2-million tonne plant for 
specialty steel, which will cater solely 
to the pipe manufacturing unit. The 
cost of setting up this plant would 
be Rs 5,000-6,000 crore. *The plant 
may go on stream in the next three 
years," says Goenka. Today, 
Welspun Power & Steel has a 
capacity of 2 lakh tonnes of sponge 
iron and bars, a turnover of Rs 400 
crore and earnings before interest, 
taxes, depreciation & amortisation 
(EBITDA) of Rs 100 crore. The 
investments planned make this com- 
pany a candidate for an initial 
public offering. 


Plotting Strategies 

The pipes business is Goenka's 
trump card, but it isn't stopping 
him from plotting strategies in 
other high-growth areas. One such 
foray is real estate. The group has 
a land bank of 1,000 acres, which 
it plans to develop over the next 
two-to-four vears. The landhold- 
ings are in Gurgaon, Kalyan, 
Talashi and in and around Gujarat. 
“We also have a 50:50 JV with 
Alok Industries. There are also two 
SEZs—for engineering and tex- 
tiles—covering an area of 600 acres 
at Anjar,” says Jindal. 


Another foray is retail. Goenka's 
youngest venture, Welspun Retail, 
which is managed by his wife 
Dipali Goenka, is gradually ex- 
panding its retail footprints in 
smaller cities to exploit the 
Rs 10,000-crore market for home 
furnishings. However, the organ- 
ised players control only 2 per cent 
of this pie. Dipali Goenka, 
Director, Welspun Retail, is do- 
ing her bit to change things. Her 
aggressive plans include having 
600 stores and a turnover of 
Rs 1,000 crore by 2011. The com- 
pany has sales of Rs 250-300 crore, 
and it expects to break even soon. 


More Additions 

Welspun has also added interna- 
tional brands like Christy of the UK 
and Sorema of Portugal in its bou- 
quet of offerings. Christy, for in- 
stance, is the UK's biggest towel 
and bedlinen brand. The 110 
Christy stores in the UK now also 
stock Welspun products and the 





“We have large landholdings in 
the US that offer scope for 
expansion there” 


Akhil Jindal 
President/ Welspun Group 


MORE IRONS IN THE FIRE 


There's more value d to be unlocked. 


cua SW 

Welsun Stel : Steel - 100% owned by promoters | Project commissioned 
Power 

Welspun Retail | Retail stores 76% owned by promoters; | 225 stores so far: 


Welspun Developer ` | | Real. Estate 
& Infrastructure 


Source: BT Research 


| 
24% by non-promoters Í 600 stores by 2010 


me owned by promoters | Land bank of 1,000 


| acres in Mumbai 
| and Gujarat 


BUILDING A BRAND PORTFOLIO 


The group has put together a bouquet of labels. 





Nautica, Umbra, Vitere for organic products; . Christy for terry towels (UK): 

Wemberley Welhome for Welspun Retail; . Sorema for bath rugs 
Spaces for Welspun Retail . (Portugal) 

Source: Welspun 


Indian stores, too, will soon have 
Christy and Sorema on their 
shelves. Welspun has been able to 
turn around the loss-making 





EI. m. 


Her aggressive plans include 
having 600 stores and a turn- 
over of Rs 1,000 crore by 2011 


Dipali Goenka 
Director/ Welspun Retail 


Christy business by stopping high 
cost production (the company has 
a top line of Rs 400 crore and an 
EBITDA of Rs 22 crore). Farlier, 
Christy used to outsource close 
to 70 per cent of its requirement 
from low-cost production centres 
like Turkey and the remaining 3 
per cent used to come from its 
Manchester facility. After Welspun 
took it over, that 30 per cent has 
since shifted to India. Yet another 
acquisition was of Sorema, a 
maker of bath rugs and shower 
curtains. Chirsty and Sorema, 
along with Welspun's own and li- 
censed brands like Nautica and 
Umbra, give the company a com- 
plete portfolio of home textiles 
brands. These complement the tra- 
ditional business of towels and bed 
linen under Welspun India, which 
Goenka hopes to take up to $1 
billion (Rs 4,300 crore) in r« 

enues by 2010. Clearly, for 
Goenka, growth is an obsession, 
and he's got a fistful of opport 

nities to help him in that endea 

our. Now, he needs to build an 
able band of managers and leader: 
to execute those growth avenues. & 
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Men on a mission: (From left) Madhu Ganesh, Siddharth Shrivastav, Raghavan Neelakantan, M.S. Anand, 
V.T. Govindarajan and Jairam Varadaraj 





Global Ambitions 


Elgi Equipments, the second-largest player in the Indian air compressor market, is not happy 
being a 'big fish in a small pond'. So, it is mastering the technology, tweaking its production 
processes and quality levels to foray into the global market. N. MADHAVAN 


AIRAM VARADARAJ IS A MAN 
in a hurry. The Managing 
Director of the Coimbatore- 
based Elgi Equipments 
(FEL)—Jay to his colleagues— 
heads a company that is the sec- 
ond-largest player in the Indian air 
compressor market; it is also the 
market leader in the reciprocating 
compressor segment, and exports its 
equipment to over 50 countries. 
But, being a dominant player in the 
Rs 1,500-crore Indian market 
doesn’t excite him. He has set his 
sights higher: his goal is to become 
a global player and increase Elgi’s 
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THE BIG PICTURE 


Elgi Equipments has grown steadily over the years. 








mm Net sales Operating profit 
Net profit 
a m M. 
e eo e 
a a e 
2004-05 2005-06 2006-07 2007-08 
Figures in Rs crore 
'04-05 '05-06 '06-07  '07-08 
Sales growth (%) -2 9 21 19 
0P margin (%) 1420 11.60 10.93 1250 
Netprontmargin(%) 7.50 565 617 875 


Source: Company 
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trivial share in the Rs 36,000-crore 
global market within the next seven 
years, and achieve a top line of 
Rs 4,000 crore. In line with this, EEL 
is establishing beachheads in various 
corners of the world. 


Global Footprint 

In August this year, the company’s 
Chinese facility, located at Jiaxing, 
100 km from Shanghai, will com- 
mence operations. *With a market 
size of $1.4 billion (Rs 6,020 crore), 
China is the largest and fastest grow- 
ing compressor market in the world. 
Elgi China will initially cater to the 


domestic market in that country 
and later look at exports," says 
Siddharth Shrivastav, General 
Manager, Elgi China. It will face 
stiff competition there. Deep-pock- 
eted multinationals like Atlas Copco, 
which is the market leader in India, 
Ingersoll Rand, Sullair, CompAir 
and Kaeser Kompressoren are al- 
ready entrenched there. Then, there 
is a host of local companies as well. 
But, EEL has its game plan chalked 
out. ^We will position ourselves as 
a service-oriented company and 
work towards becoming one of the 
top 10 players in that country over 
the next decade," adds Shrivastav. 
Over the next five years, the com- 
pany expects China to account for 
10 per cent of its global revenues. 

Then, later this year, the com- 
pany will commence warehousing 
operations in Brazil as a prelude to 
the launch of a full-fledged assembly 
facility that is expected to start op- 
erations by the end of 2009. “Brazil 
is an attractive market. We will also 
use it as a base to tap demand in 
neighbouring countries such as 
Chile, Colombia and Argentina," 
says M.S. Anand, Regional Head 
(Americas), at the company. EEL is 
also planning to set up a ware- 
housing facility at Sharjah. *The 
world air compressor market is 
growing at 6 per cent per annum 
and offers excellent scope for 
growth. Our offshore facilities will 
help us cut costs, lower freight 
charges and reduce delivery times 
substantially," says  V.T. 
Govindarajan, Director (Global 
Business), EEL. Adds Varadaraj: “By 
2015, we expect our turnover to 
be around Rs 4,000 crore. Of this, 
Rs 3,000 crore, or 75 per cent, will 
come from outside India." The com- 
parable 2007-08 figures were Rs 
451 crore, Rs 71 crore and 15.75 
per cent, respectively. 


The Catharsis 
EEL, clearly, is at an inflexion point. 
But getting to it wasn't easy. When 


BIG FISH IN A SMALL POND 


EEL has carved a place for itself in a market 
dominated by MNCs. 


Kirloskar 





Ingersoll Rand | 
Atlas Copco 
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Elgi Equipments 


The total size of the market is Rs 1,500 crore 
Figures relate only to segments that Elgi Equipments 
operates in Source: Industry estimates 





e Aggressively pushed exports despite a 
strong rupee. Exports in 2007-08 rose by 


20 per cent to Rs 71 crore 
: BIG / | (BI "EE apes 


£ NE 
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e Ensuring that 75 per cent of its 
revenues come from international 
operations by 2015 (the figure is 
currently at 20 per cent) 














Varadaraj first visualised his growth 
strategy in the mid-1990s, he re- 
alised that EEL wasn’t ready for it. It 
was present in several unrelated 
businesses—like pasteurisers, bot- 
tle washers, braking systems for 
trucks, diesel engines, wipers, horns 
and fuel bowsers. These businesses 
accounted for about 20 per cent of 
its turnover then. Its core compres- 
sor business was small and, worse, 
depended on others for technol- 
ogy. Then, its manufacturing prac- 
tices, though not rudimentary, were 
grossly inefficient. Spring cleaning 
was clearly in order. Varadaraj and 
his team sold or shuttered unre- 
lated businesses and cut EEL’s work- 
force by more than half. The bal- 
ance sheet, which carried debt of 
Rs 80 crore, was also cleaned up. 
EEL is now a zero-debt company. 
Attaining technology inde- 
pendence was a lot more difficult. 
While the company had the ex- 
pertise to make reciprocating com- 
pressors, the market was rapidly 
shifting to more efficient oil-flooded 
screw air compressors. EEL used 
technology licensed from global 
majors to make airends, which form 
the heart of screw air compressors. 
“Invariably, we got earlier-genera- 
tion technology. We were always 
kept a few stages behind. In a way, 
we were slaves,” says Varadaraj. 
EEL’s global ambitions, he under- 
stood, would remain stillborn if 
the technology was licensed, as 
such agreements restricted its 
& use to India. 
| So, in 1996, EEL be- 
gan working with the 
City University, 
London, to develop 
the technology for de- 
signing and manufac- 
~ turing airends. In 
tee 2000, it began 
commercial pro- 
duction of the 
new airends that 
came out of this 
collaboration. 
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“This earned us the right to live,” 
says Varadaraj. Very few compa- 
nies in the world have the technol- 
ogy to make airends. *Had we not 
got the technology, our business 
today would have been 40 per cent 
less than what it is and the global 
foray would have remained a pipe 
dream," adds Govindarajan. 

EEL simultaneously rationalised 
its manufacturing practices. "We 
developed the *Elgi Manufacturing 
System’, a customised blend of Total 
Quality Management (TQM), Total 
Productive Maintenance (TPM) and 
lean manufacturing. The results 
have been good. Over the last two 
years, machine down time has 
dropped 60 per cent and inventory 
costs have been pruned 56 per cent. 
Result: productivity is up 51 per 
cent and lead time to market has 
shrunk from eight weeks to just 
seven days. Customer complaints 
are also down 24 per cent," says 
K. Srinivasa Rao, Director 
(Operations), EEL. Says Nishit 
Master, Research Analyst, Anand 
Rathi Research: “These measures 
have helped EEL improve its oper- 
ating margins by 121 basis points in 
2007-08 despite an increase in raw 
material costs." 

EEL products have a strong 
brand recall across the country and 
more so in the south. But what sets 
them apart is the service levels the 
company offers, says a senior pro- 
duction manager at a mid-sized auto 
components company, which has 
been using EEL compressors for 
many years. 
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Mastering the technology: An electric air screw compressor at EEL's Coimbatore plant 





The company has also been 
widening its management bandwidth 
to handle its rapid growth. The top 
team today is a blend of talent from 
across the country. *Varadaraj 
spends a lot of time identifying talent 
that can push the company's growth 
plans and then ropes them into the 
company," says Master. 


The Way Forward 


EEL still has many challenges to 
overcome. India is now moving to- 
wards oil-free screw air compres- 
sors. According to Raghavan 
Neelakantan, Senior General 
Manager (Domestic Sales & 
Service), the company already has a 
25 per cent market share in that 
segment. But technology for this 
product continues to be licensed, 
though the company is working on 
special oil-free compressors appli- 
cations. *Oil-free compressors are 
the direction the world wants to 
move in," agrees Madhu Ganesh, 
Head (Technology Development), 
EEL, adding: *We need to work on 


MARKED TO MARKET 


Elgi Equipments’ share price has moved with 
the market. T 
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gas and centrifugal air compressor 
technology, too. These are advanced 
technologies and we have to master 
them as well." The company is, 
thus, drawing up a plan to move up 
the technology chain. 

Then, the Us and Europe are 
the two big markets the company 
has not penetrated significantly. 
Only an acquisition will give EEL a 
foothold in these markets. Says 
Varadaraj: *Our 2015 revenue tar- 
get of Rs 4,000 crore factors an ac- 
quisition. That is the only way to 
grow quickly, especially when you 
have technology and products. We 
have had no prior experience in 
acquiring companies. There is some 
trepidation, but we will take the 
plunge." The acquisition of a 
medium-sized company should not 
be a tall order for EEL as it is a zero- 
debt company with a net worth of 
Rs 135 crore, giving it sufficient 
leeway to raise significant amounts 
of cash. Moreover, its operations 
generate Rs 30 crore of cash every 
year. Luckily for the company, local 
demand is expected to remain buoy- 
ant even as it forays abroad. 
According to a research report by 
DBS Cholamandalam Securities, 
domestic demand is expected to 
grow at a compounded annual 
growth rate of 25 per cent over the 
next two years. 

Meanwhile, the EEL scrip has 
moved in tandem with the market. 
It touched a high of Rs 94.80 in 
January 2008 and is currently trad- 
ing at Rs 52. Both Anand Rathi 
Research and pgs Cholamandalam 
Securities see merit in the com- 
pany's global foray and have put a 
buy recommendation with a price 
target of Rs 89 and 86, respectively, 
in 12 months. 

The future looks bright, but 
Varadaraj wants more. ^We are 
still a big fish in a small pond,” 
Varadaraj admits, with disarming 
candour. That's possibly because 
he's confident of growing into a 
bigger fish in a much larger lake. m 
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in your Living Room 


Salman Khan (R) on the sets of Dus ka Dum 





A clutch of Bollywood superstars is gravitating towards the small 
screen—and pocketing big bucks in the process. ANUSHA SUBRAMANIAN 


ped HEY MAY STILL BE LARGER 

than life, but these days 

they're no longer that 

| large to be unable to fit 
R. snugly into the small 
screen. Of late, a host of Bollywood 
superstars—a few who are at their 
peak, along with a few who're set to 
peak out and a few who peaked 
out some time ago—has begun grav- 
itating towards television. On June 
6, Salman Khan took a bow on the 
idiot box, as the host of Dus ka 
Dum: India Sochega Percentage 
Mein, a game show on Sony 
Entertainment Television (SET). It 
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has been adapted from interna- 
tionally popular Power of 10, and 
comes with a winner-takes-home 
jackpot of Rs 10 crore. Whether 
any participant will bag that bo- 
nanza is an imponderable; what is- 
n't is the stash Khan is laughing all 


Sony Entertainment Television/ 
Dus Ka Dum f f 
we Rs 72 crore 


(for 90 episodes over three seasons) 








the way to the bank with—a cool 
Rs 72 crore for 90 episodes over 
three seasons, a sum he's unlikely to 
make signing films over that period. 

Khan isn't the first tinseltown 
jack flash to jump out of the silver 
screen onto the smaller counter- 
part in homes. Amitabh Bachchan 
was the first to take the gamble—it 
was exactly that for the ageing star 
as well as for the broadcaster, STAR 
India—with Kaun Banega Crorepati 
(KBC). Shah Rukh Khan took the 
cue and jumped on the KBc-3 band- 
wagon, though not as successfully as 
the Big B. Khan is back on STAR 


with another format called Kya Aap 
Paancbvi Pass Se Tez Hain? Now, 
it's the turn of some other big stars 
of Bollywood to be lured by televi- 
sion. Action star Akshay Kumar will 
debut as a host on Viacom 18's new 
general entertainment channel (GEC) 
Colors. Fear Factor: Khatron ke 
Khiladi, the show that Kumar will 
host is likely to go on air from July. 
(This is not Kumar's first brush with 
television. He had earlier done a 
seven-part series called Seven Deadly 
Arts on National Geographic 
Channel.) Other artistes who’ve 
been convinced that small is indeed 
big include Urmila Matondkar, who 
is hosting a music show on SET called 
Waar Parriwar. 

Television currently has several 
Bollywood stars either hosting or 
judging reality shows. There is Zee 
TV's show Rock N Roll Family, 
which has Ajay Devgan, Kajol and 


BOLLYWOOD STAR _ 


Shah Rukh i Khan 


CHANNEL PROGRAMME 
Ü) STAR Plus/ 
Paanchvi Pass 





Amerom: RS 1 crore 


per episode (72 episodes over 
two seasons) 





Tanuja as judges; 9X's Chak de 
Bachche has Raveena Tandon; and 
Shatrughan Sinha is one of the co- 
anchors on the Great Indian 
Laughter Challenge on STAR One. 
So, why are the supermen of 
cinema invading your living room? 
Experts point out that 
this wave may have 
actually been trig- 
gered by broadcast- 
ers in the highly-com- 
petitive GEC space, 
which had at least 10 
channels at last count, 
all attempting to grab 
eyeballs. Points out 
Siddhartha Basu, 
Chairman & 
Managing Director, 
Synergy Adlabs, 
which has produced 
shows like 
Mastermind and 


UMESH GOSWAMI 





Shah Rukh Khan 


Kaun Banega Crorepati: “When the 
battle for eyeballs is as hot as it is 
right now, stars become the most 
coveted nukes in the arsenal of 
broadcasters. They help create the 
buzz, heat up the hype, bring in 
buyers and ensure sampling.” 








CHANNEL/ PROGRAMME: 
m Sony Entertainment Television 
Waar Parriwar 


7o: RS 7.5 crore 
4" (for 51 episodes) 





Urmila Matondkar 


Broadcasters, for their part, point 
out that it is a mutually-beneficial 
relationship. Says Albert Almeida, 
Executive Vice President, 
Business Head, sET: “Television is 
going to grow bigger than cinema 
and the gap between the two has 
reduced considerably. The reach 
and the repetitiveness of the 
medium make it attractive for 
stars." That television makes stars 
look more approachable—set as 
they are in an environment that 
requires them to interact with 
ordinary people—also helps drive 
viewership. SET will be looking to 
Salman Khan to maintain its rat- 
ings after the resounding success 
of the recently-concluded Indian 
Premier League. 

The memory of what xac did 
for STAR Plus is still fresh in broad- 
casters' minds. That's why, 
stance, mint-new channel Colors is 
relying on Akshay Kumar to stand 
out in the clutter. Rajesh Kamath 
CEO, Colors, says: “Our strategy of 
roping in a celebrity like Akshay 


for in- 
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Kumar has two aspects. One is 
marketing and the other is con- 
tent. From a marketing perspec- 
tive, we are looking to break free 
from the the clutter and get no- 
ticed. As for content, we have 
chosen a super-successful 
show. As a new channel, we 
need to make the viewers 
aware of the show. Akshay 
Kumar will get us on the 
radar and tuned into the TV 
scene." Clearly, the channel 
is willing to pay big money 
for the kind of impact it in- 
tends to make on the viewers 
(Akshay Kumar is estimated 
to be taking home Rs 1.5 
crore per episode). As Tarun 
Mehra, Business Head, Zee 
TV, points out: "Because 
there are so many new chan- 
nels, each one of them is 
buying eyeballs for a very 
high price." : 

Getting big stars on the small 
screen has meant huge spikes in the 
budgets of reality shows. Industry 
insiders indicate that the big star- 
backed shows like Paanchvi Pass 
and Dus ka Dum have budgets of 
nearly Rs 4 crore per episode. Is 
the advertising support keeping 





Rajesh Kamath/ CEO/ Colors 


"Akshay Kumar will get us 
on the radar and tuned into 
the TV scene ” 
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CHANNEL/ PROGRAMME: 
Colors/ Fear Factor: 
Khatron ke Khiladi 


Kl enove Rs 1.5 crore 


per episode (16 episodes) 














pace? A 10-second spot on a popu- 
lar soap saga at prime time sells for 
Rs 1.50 lakh on an average. In com- 
parison, superstar-backed reality 





Tarun Mehra/ Business Head/ Zee TV 


“There are so many new chan- 
nels. Each one of them is buy- 
ing eyeballs for a high price" 


shows could command an even 
higher rate, of between Rs 2 and Rs 
3 lakh, say media planners. They re- 
veal that a 10-second spot on Dus 
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ka Dum is going for Rs 1.75-2 lakh 
and a similar spot on Paanchvi Pass 
is commanding Rs 2.5 lakh. ser has 
roped in seven big advertisers, 
namely Vodafone, Samsung 

(phones), LG Notebooks, 
L'Oreal (Garnier), J&J, 
P&G (Gillette) and rrc 
Foods for Dus ka 
Dum. There is no title 
sponsor. All these 
brands are looking at 
integration with the 
show. STAR Plus has 
roped in 11 sponsors 
and is estimated to 
earn about Rs 150 
crore from ad rev- 
enues from the Shah 
Rukh Khan-hosted 
game show. Says 
Mona Jain, Executive 
Vice President, India 
Media Exchange (IME), 
the consolidated media buying arm 
of Starcom MediaVest Group and 
Zenith Optimedia: “The channels 
ensure that the advertisers get their 
worth. They come up with different 
packages for the advertisers as well 
as brand integration within the 
show to increase saliency of 
the brand." 

At the end of the day, it's a 
battle for television rating points 
(TRPs). But when it comes to de- 
ciding rates for spots, advertisers 
obviously are willing to shell out 
more to broadcasters with a higher 
viewer share. For example, me- 
dia buyers say STAR Plus is able to 
command a higher price for its 
show than SET as its channel mar- 
ket share is higher. Between 
January and April 2008, sTAR Plus 
had a 31.5 per cent share of view- 
ership in the GE space; SET is still 
way behind with a share of a mere 
8.25 per cent for the first four 
months of 2008. As STAR Plus, KBC 
and Bachchan demonstrated eight 
years ago, it takes just one show to 
make a channel a winner—and 
the star a superstar once more. B 
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Presenting Exclusive Lifestyle Towers at Unitech € 
Two masterpieces of skyscraping architecture 






e TALLEST TOWERS IN NCR - AQUA & TERRA 
e Apartments with plunge pools e Sky gardens * Designed by Callison 
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r details, contact us at: Unitech Ltd., Unitech Signature Towers, Gurgaon. Tel.: 0124 455 2000 OR 6, Community Centre, Saket, New Delhi. Tel.: 011 
, Sector 18, NOIDA. Tel.: 0120 401 6800 OR SMS Name «space» Grande «space» Convenient time to contact to 53030 (for 
nail: grande @unitechgroup.com Visit www.unitechgrande.com. Offices are open 7 days a week. 
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BITTE but Surely, the Indian 
Ero is moving towards a more secure 
Us rement. A special report on 


SHALINI S. DAGAR & SHAMNI PANDE 











DAWN AI DUS. 


As the building blocks of the government's New Pension System fall into place, 

there is change on the anvil even at India's largest private sector pension fund— 
the Employees' Provident Fund Organisation. Indians may finally be on their way 
to getting some semblance of social security. 


ALM PREVAILS AT THE 
office of Employees' 
Provident Fund 
Organisation at Bhikaji 
Cama Place, a busy 
commercial office complex in south 


Delhi. The office is an archetypal 
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government set-up with its spacious 
but somewhat confusing corridors 
and dim-lit interiors. Yet, within the 
somnolence there are small changes 
that are taking place. On April 17, 
2008, EPFO, which administers pen- 
sion for workers in the organised 


private sector, invited bids from 
fund managers to manage its hefty 
corpus of more than Rs 1,30,000 
crore. Elsewhere, the building blocks 
of the revamped pensions system 
under the New Pension Scheme are 
being put in place. Here central gov- 





Urgent need: Barely one-ninth of 
the total workforce is covered 


ernment employees (those who have 
Joined after January 1, 2004) are 
part of the scheme where they con- 
tribute a defined amount, as against 
the prevailing scheme earlier where 
the pension benefits were defined. 
Nineteen state governments, too, 
have promised to join the NPS. 








INVAASOD DIHOVM 


INDIAS PENSION MARKET 


Less than 40 million Indian workers are covered 
under retirement pension. 


PAID WORKFORCE (321 MILLION") 





COVERED 
WORKFORCE 


|! 





Formal 
Private 


15 million 


Servants 
22 million 


For governments creaking under 
ballooning pension liabilities, the 
NPS will go a long way in reducing 
the burden, besides providing em- 
ployees better returns on their 
mandatory savings. For EPFO, too, 
similar forces are at play. 

Better returns to workers is, how- 
ever, Just one reason why pension 
management in the country needs 
sweeping reforms. Inadequate cov- 
erage is another. Of the more than 
321 million paid workers (in the 
age group of 18-59 years) in India, a 
bare 37 million are covered under 
any pension scheme. For the rest, re- 
tirement is not really an option. In 
fact, even for those with pension, not 
working isn't an option because of 
the value of their accumulated sav- 





Savers 
Informal (NPS) 


22 million 


Source: Invest India Incomes and Savings Survey 2007, IIMS Dataworks 





Low Income 
Interested 


61 million $ 82 million 








112 million 


* Between 18 and 59 years of age 


ings doesn't beat inflation, as pension 
funds (at least the EPFO’s) only get in- 
vested in debt instruments; but more 
on that in a bit. The vast majority has 
to keep working to ensure a monthh 
income. There are ways in which 
such workers can be brough: 

der a pension scheme (see Cover 
for the Uncovered). Meanwhile, it’s 
the existing pension schemes that 
are getting a makeover. Let’s start 
with EPFO. 

Come September (hopefully), 
the EPFO's corpus will be managed 
by not one fund manager (State 
Bank of India) but multiple ones. 
Why? A. Viswanathan, Central 
Provident Fund Commissioner, 
EPFO, says the decision stems from a 
need for comparative monitoring 





You don't play a gramophone anymore. 
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AMIT KUMAR 


special 


India's population of 
people above 60 years 
of age is expected to 


quadruple from 


to 330 million 
by 2050 


NUMBERS 
OF NOTE 


of the investment performance and 
improvement in returns. “Even if we 
earn about 10-15 basis points more, 
it is a good return for our stake- 
holders,” he says. EPFO’s rate of re- 
turn follows an administered rate— 
it was 8.5 per cent for 2006-07. 
The rate for 2007-08 has not been 
decided, leave alone for the cur- 
rent financial year 1.e., 2008-09. 
The objective of improved ret- 
urns may have been better served 
by investing a small portion of the 
corpus in equities as it is a well- 
proven fact that equities as an asset 
class provide superior returns in 
the long run. Yet, on that issue 
EPFO’s 45-member Board of 
Trustees remains opposed to in- 
vestment in equities, even when 
the Finance Ministry allows in- 
vestment of up to 15 per cent of 
the corpus in equity-linked instru- 
ments for non-government pen- 
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80 million in 2005 


RAJKUMAR 


Only 12-13% 
of the total workforce 
of 425 million is 
covered by any 
formal pension 
system today 








sion funds. Viswanathan is quick to 
clarify that the trustees’ position is 
not carved in stone, but adds that 
they are leery of equities, given 
that there is an element of specu- 
lation in stock prices. They feel 





Implicit pension debt 
of providing pension 
security to less than 

3 per cent of the 

workforce is estimated 
at around 65 per 
cent of GDP 





*workers' money should not be 
speculated upon. 

This despite the fact that in try- 
ing to stay good on its adminis- 
tered rate of return, the EPFO has 
been running into a deficit of nearly 





Blue-collar workers: There is a 
tremendous latent demand for pen- 


sions among the uncovered (above) 
EPFO office: Signalling change 


Rs 450 crore. Viswanathan says 
that the situation is not problematic 
as of now but may become so in 
another 30-40 years. 

Given its predilection for debt, 
what is the reason for the EPFO to be 
seeking multiple fund managers? 
After all, the fund managers will 
continue to invest in fixed income 
instruments. Does the arrival of the 
New Pension Scheme—an alternate 
pension system that comprises the 
defined contributions of govern- 
ment servants (barring defence 


92% of all workers The aggregate private 
in India are in the pension fund corpus 
unorganised sector in India will grow to 
80 million informal over Rs 12 trillion 
sector workers are ($300 billion) by 
already interested in 2019-20 

saving for retirement 





forces) who joined service after 
January 1, 2004—have something 
to do with the speed of work? 
Viswanathan merely says: *I look 
forward to the setting up of the 
NPS." That is likely to be the case. 
The Nps will allow fresh wind to 
blow even in the moribund EPFO 
office. The organisation for years 
has been accused of not catering to 
its chief constituency. In over 55 
years of its existence, it covers only 
444,464 establishments and has a 
membership of 40 million. 

It seems like a large number till 
you consider that a country like 
Malaysia, which has a population 
of 24 million, has a similar num- 
ber of establishments in the country's 
Employees' Provident Fund scheme. 
For years, the EPFO in India has been 
plagued by high premature with- 
drawals, high costs, complicated and 
inefficient administration, among 
other things. So certainly, appointing 
multiple fund managers seems like a 
step forward, even though a small 
one in this vast journey. 

The technical and financial bids 
of the 17 short-listed bidders are ex- 
pected to be in by mid-June. And 
the EPFO says it is moving fast on the 





issue. It intends to select maybe 
three managers for an initial pe- 
riod of two years. And it is the 
cream of the crop ranging from 
ICICI Prudential, BNP Paribas, 
Reliance Capital to several more 
that is in competition. ^We intend 
to transfer the funds to the pen- 
sion fund managers by September," 
says Viswanathan. 


NPS Trigger 


In the meantime, a small beginning 
has been made on what were 
steadily bloating government pen- 
sion liabilities. Recruits into the 
central government service from 
January 1, 2004 onwards have 
moved to the defined contribution 
pension scheme. This was a major 
departure from the defined benefit 
scheme, which was prevalent till 
then. The earlier scheme merely 
fixed the pensions benefits that one 
continued to receive through old 
age, whereas the new scheme re- 
quires fixed monthly contributions, 
which then lead to market-linked 
returns at retirement. 

A major step in this journey was 
taken at the beginning of this finan- 
cial year when about Rs 1,200 crore 
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“We are now tapping nearly 
100,000 unorganised workers 
across the country through a 
'micro-pensions' initiative" 
U.K. Sinha/ CMD/ UTI AMC 





"Even if we earn about 10-15 basis 
points more (by having multiple 
fund managers), it is a good return 
for our stakeholders " 

A. Viswanathan/ EPFO Commissioner 
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PENSION ‘PILLARS 


According to the World Bank, 


a multiplicity of solutions needs 
to be incorporated in the design 
of the pension systems. 





Zero Pillar: A non- 
contributory social 
pension that 

provides a minimal 
devel of protection 


First Pillar: A 
contributory 
pension that is 
linked to earnings 
and seeks to 





Second Pillar: 
Mandatory, 


replace a portion ¢ of the in income 
almost like an 
individual's 


IUE savings ac account - 
arrangements that 
benefit, defined contribution) 


can take many 
but are essentially flexible and 


Third Pillar: 
HII forms (individual, 
discretionary in nature 


Voluntary 
employer-sponsored, defined 


was transferred to three public sector 
pension fund managers selected by 
competitive bidding. These are spon- 
sored by Life Insurance Corporation 
of India, State Bank of India and 
the UTI Asset Management 
Company. This sum will now be 
invested in a ratio of 85:15 in fixed 
income and equities as a default op- 
tion till more choices are made avail- 
able to the contributors. 

And the returns are likely to be 
an improvement on the 8 per cent 
that the government was assuring. 
An added advantage has been the 
fund management fee of 3-5 basis 
points of assets under manage- 
ment—a far cry from at least 2 per 
cent and more charged by mutual 
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"Returns from our pension entitlements are paltry and inadequate to take 
care of our old age requirements. It is our investment in other assets that 
is helping us today Mr & Mrs Sarin/ New Delhi/ Retired officers from DDA and STC 


funds and insurance companies. 

However, there is more to come. 
The National Securities Depository 
(NSDL), the central record-keeping 
agency (CRA) for the NPS, too, is 
ready with the backbone for the 
system. Government offices and the 
Pension Fund Regulatory and 
Development Authority (PFRDA) have 
been testing the system over the last 
month. And it is likely to be opera- 
tional anytime in June. The CRA will 
maintain subscriber accounts and 
Issue a unique Permanent Retirement 
Account Number (PRAN) to each 
subscriber. “In this system, deduc- 
tions towards NPS will be made from 
the subscriber's salary on a monthly 
basis and an equal amount of con- 
tribution will be made by the gov- 
ernment. The accumulated amount 
will be reflected in the employee's 
Permanent Retirement Account 
while the employee is working and 
shall use the accumulations at re- 
tirement to procure a pension for the 
rest of her life," says Gagan Rai, 
MD and CEO, NSDL. 

The cra will provide portabil- 
ity to the users across jobs and loca- 
tions, choice of pension funds and 
investment schemes, freedom to 
switch between service providers 
and capping these services with an 
annual statement. Hence, the sub- 
scriber will also have nationwide ac- 
cess of CRA system through Internet 


and toll-free telephone number. CRA 
will also provide an online platform 
to the subscribers for logging griev- 
ances and viewing their resolution. 
That apart, CRA will record compli- 
ance of mandatory contributions by 
governments, ensure efficient and 
timely transfers between fund man- 
agers, and capture errors in transfers. 
And it will charge an annual fee of 
Rs 350 for its services. 

Ajay Shah, senior fellow at Delhi- 
based think tank National Institute 
for Public Finance and Policy (NIPFP), 
believes that in scale and breadth 
of its attempt, the NPS is similar to 
the revolution that occurred in the 
equity markets between 1994 and 
2001. However, he cautions: *The 
challenge in NPS is to deliver on the 
promises that have been made." 


Implementation Issues 

And that in itself is a gargantuan 
task. At present, even as the NSDL’s 
system has been tested and is ready 
to run, no individual data has been 
transferred by the government to 
the NSDL or the fund managers. 
There are concerns that the data 
of contributions of government em- 
ployees joining after January 1, 
2004 is neither complete nor clear. 
*Nobody knows names, contribu- 
tions, account balances for all these 
employees. It's going to be a real 
struggle to catch up with this past,” 


says NIPFP's Shah, adding that in 
some other countries, efforts at eat- 
ing into such a backlog have floun- 
dered, resulting in a big mess. 

Shah also fears that the pension 
fund managers can lobby with PFRDA 
to wriggle out of the good auction 
outcome of low fees. “It's just like 
what we are seeing with many in- 
frastructure projects: winning bid- 
ders quote very low prices but then 
renegotiate," says Shah. And it does 
seem to be a serious issue with the 
fund managers. Deepak Chawla, 
Deputy Managing Director, SBI, 
which is one of the Nps fund man- 
agers, says that “a fee of 3 basis 
points is clearly low at current vol- 
umes." U.K. Sinha, Chairman and 
Managing Director, UTI Mutual 
Fund, agrees and points out that 
the fee for managing National 
[Investment Fund (NiF was formed 
from the disinvestment proceeds) 
is 12 basis points. 

However, this seems like a short- 
term pain point, as volumes are 
only likely to grow strongly over the 
next few years. According to 
Gautam Bhardwaj, Director, Invest 
India Economic Foundation (IEF), 
around 1 million employees with 
funds of over $1 billion are already 
a part of Nps. Another glitch may be 
the tax treatment for the NPs—ex- 
empt, exempt, tax (EET) at the time 
of contribution, accumulation and 
withdrawl—while other savings op- 
tions such as EPFO are fully exempt 
(EEE) at all stages. 

Even as PFRDA Chariman 
D. Swarup is confident of an equi- 


G. KESHAV RAJ 


"EPF hardly offers good returns and at this stage of my life | can take risks. 





| have opted for LIC's pension plan, which works as a long-term investment 
and also offers tax benefits" s. Balu/ Chennai/ Account Manager, Hakuhodo Percept 


table treatment for the NPS, IIEF's 
Bhardwaj points out that there is 
merit in EET treatment. “Since EET is 
a consumption tax, it encourages 
a smoother consumption pattern 
in old age and is more likely to en- 
sure that the elderly do not end up 
splurging their savings.” 


HOW PENSION 


REFORMS COULD HELP 


It will improve returns and unlock capital. 





m Pension contributors could earn 
_ better returns a 
m The pension burden on the Union 
_ and state governments will ease _ 
m Post-retirement financials of 
_ more Indians will be secured — 
m Capital markets will get not 
just more funds but more 
_professionalism —^ . — — 
m More Indians will be encouraged 
to save and thus create capita 


You don't use a PCO anymore. 


True, NPS is the big hope as far 
as providing social security to vast 
swathes of Indian population is con- 
cerned. And as tIEF's Bhardwaj says: 
“No pension system is perfect on 
Day One." He believes that the Nps 
offers identical rights, low costs and 
high returns to all sections of the so- 
cial network as it puts a civil servant 
on par with the informal sector em- 
ployee. More importantly, *each 
year of delay is expensive as it affects 
the terminal wealth of the saver. 
And we have already lost a decade," 
Bhardwaj adds. 

Yet, the whole process has been 
caught in political posturing with the 
PFRDA Bill still pending. However, 
PFRDA's Swarup is optimistic about 
moving forward on pension reforms 
even during the current govern- 
ment's tenure (see page 112). After 
all, he says, the PFRDA Bill is an en- 
abling legislation that allows PFRDA 
to penalise and fine fund managers 
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SHEKHAR GHOSH 


“| am happy with the pension I get. It has given me a sense of dignity 


"inso 





that | am able to support myself in my old age" 
Mr & Mrs B. Sen/ Haridwar / Retired officer, Home Ministry 


for indiscretions. The same purpose 
can well be achieved through con- 
tractual arrangements with fund 
managers. There are enough indi- 
cators that the government may also 
allow non-government employees 
to participate in the NPS on a purely 
voluntary basis. That will indeed be 
a major step in pension reforms. 

Once that comes through, the 
PFRDA will appoint institutions for 
points of service through the country 
where the NPS contributions can be 
collected. The very structure of NPS, 
which is relying on existing institu- 
tions to deliver its promise, is geared 
to cater to the bottom of the pyramid 
by virtue of its low costs. Swarup 
pushes his point when he says: “This 
is a very transparent, cost-effective 
and efficient system that we are 
promising to deliver to the country. 
The systems are in place. The inter- 
mediaries have confidence of the 
people. There is no reason for the 
system to not succeed." 


Cover for the Uncovered 

Indeed. And there is a huge pent-up 
demand for pension products. There 
are more than 80 million workers 
who see the need for, and value of, 
a voluntary contributory retirement 
savings system. This is roughly four 
times the estimated 20 million peo- 
ple who are currently saving for 
their retirement in life insurance 
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and other financial products. “If 
the latent demand for pensions from 
these groups were fully harnessed, 
Indian workers could contribute an 
estimated Rs 57,000 crore to the 
NIS in the first full year of operations 
and that number is estimated to in- 
crease to Rs 12,03,538 crore by 
2019-20. Up to a fifth of these 
workers (16 million) we believe are 
prime prospects and likely to start 
saving for their retirement as soon as 
appropriate products are offered 
to them," says the Invest India 
Dataworks Income and Saving 
Survey 2007. 

Even among the 37 million gov- 


PENSION 
DRAWBACKS 


The existing pension systems 
are far from perfect. 





m There's just one investment 
option (debt) irrespective of the 
risk appetite as well as the age 
profile of the contributor 


m Portfolio is almost completely ` 
invested in government securities 
or government-linked securities, 
which result in low returns to 

the contributor — — — 


m Funds have no exposure to 
equities, which could help build 
a sizeable nest egg 


m No scope for diversification of 
country or political risk with ` 
entire proceeds invested in India 


ernment and private sector work- 
ers who are covered by various man- 
dated pension schemes, there are 
many who feel that their entitle- 
ments are inadequate. For this chunk, 
currently, pension plans of insur- 
ance and mutual fund companies 
come in handy. Deepak Satwalekar, 
MD and CEO of HDFC Standard Life 
Insurance, points out that the cus- 
tomers have recognised that while 
taking advantage of tax breaks is 
important, it is even more important 
to save beyond that, since tax-driven 
savings will not help them live com- 
fortably in their retirement. “Our 
average premiums are higher than 
what can be justified if they were 
influenced only by tax considera- 
tion," he says. Pension savings ac- 
count for over 40 per cent of HDFC 
Standard's premium collection. 
This latent demand is also visible 
in some private organisations com- 
bining pension benefits with ESOPS to 
retain employees. *Companies have 
been rolling in some punch into 
the employee pension schemes as 
part of their retention strategy, 
where deferred benefits are sought 
to be given to employees as part 
of their overall package," says Sanjay 
Aggarwal, National Industry 
Director, Financial Services, KPMG. 
[n fact, in times to come, companies 
will increasingly look at pension 
options as part of overall employee 
packages, especially in infrastruc- 
ture and real estate sectors, where 
projects take time to fructify. 
However, as K.P. Kannan, mem- 
ber of National Commission for 
Enterprises in the Unorganised 
Sector, points out: “Currently, nei- 
ther the EPFO nor the NPs deals with 
unorganised workers." Especially at 
the bottom of the pyramid. What 
exists for them is a form of old age 
pension that does not depend on 
their work status. For example, un- 
der Indira Gandhi National Old Age 
Pension Scheme (IGNOAPS), 
Rs 200 per month per beneficiary is 
provided by way of central assis- 


RAJASTHAN S CO-CONTRIBUTION PENSION SCHEME 


announced a social security scheme 

for low-income unorganised workers. 
Known as the Vishwakarma Contributory 
Pension Scheme, it intends to benefit 20 
categories of unorganised sector work- 
ers between the age of 18 and 60 years. 
These employment-based categories such 
as beedi workers or taxi drivers are tar- 
geted through their professional associa- 
tions. The scheme, of course, excludes 
the agriculture occupations, small and 
marginal farmers and the workers who 
benefit from other pension schemes. The 
state government would match the 


| AST YEAR THE RAJASTHAN GOVERNMENT 


tance to a person who is 65 
years or older and belong- 
ing to a household below the 
poverty line. Not- 
withstanding government ini- 
tiatives, there seem to be 
other interesting efforts too. 

For instance, UTI Asset 
Management Company is 
now tapping nearly 100,000 
unorganised workers across 
the country through a 
'micro-pensions' initiative. 
The scheme, a sub-set of the 
existing UTI Retirement 
Benefits Scheme that has 
been running since 1994 and 
has delivered 12.5 per cent 
in returns over the years, is 
targeting many of these 
workers through self-help 
groups and worker unions. 

For instance, some 
30,000 sEWA Bank members 
in Ahmedabad joined the 
scheme last year. They 
pooled together over Rs 2.2 
crore to invest for their pension re- 
quirements in the UTI scheme. This 
underscores yet again the latent de- 
mand for pension products. *We 
were also surprised to see that 
women who earn such low incomes 
were keen to save for such a long 


SATISH KAUSHIK 


amount contributed by the workers with 
the highest limit of Rs 1,000 per worker 
per year. Launched on 1st Sept., 2007, 
the scheme currently has 5,069 workers 
within its fold but state labour secretary 
Lalit K. Panwar expects around 60,000 
workers to be enrolled by end of the cur- 
rent financial. The state has set aside Rs 
50 lakh for 2008-09. "We are in the 
process of short-listing the public financial 
institutions where the contributions would 
be accepted," he says, adding that there 
will be no budgetary constraints for this 
open-ended scheme. In the interim, the 
whole contribution of the workers as well 





Government employees at the 


Central Secretariat: New recruits 
to see changes in their pensions 





term. There is a huge demand; the 
question is how to reach it,” says 
Renana Jhabvala, National 
Coordinator, Self Employed 


as that of the government will be credited 
into interest-bearing public account. 
Initially, the interest being paid is 8 per 
cent on the combined contributions. 
Eventually, the corpus will be invested in 
accordance to pension sector guidelines by 
pension fund managers. Invest India Micro 
Pension Services, jointly owned by SEWA 
Bank, UTI Mutual Fund and other pension 
experts, is the implementation agency for 
the scheme. The whole record of the pen- 
sioners would be maintained by the cen- 
tral record-keeping agency that will shortly 
be appointed broadly along the lines of 
the New Pension Scheme. 





Women's Association (SEWA). 

“There is no single but- 
ton that can be pressed and 
the poor then line up for 
support," says Ashish 
Aggarwal, Executive 
Director, Invest India Micro 
Pension Services, adding 
that addressing them 
through groups is a viable 
option. Low delivery costs 
have to be buttressed by 
high returns for the poor, 
since even when they save 
for long periods of time, 
they often do not save 
enough for them to live 
above poverty in their old 
age. Here, people like 
Jhabvala and Aggarwal be- 
lieve the government could 
step in with a co-contribu- 
tion to make the effort 
worthwhile. The good 
news is that there are some 
good signs here (see 
Rajasthan’s Co-contribu- 
tion Pension Scheme). Perhaps, 
instead of wasting money in 
unproductive schemes that don’t 
benefit the poor, the government 
should consider this route to 
reach its much-vaunted goal of 
inclusive growth. 8i 
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INTERVIEW: D. SWARUP 





S THE CHAIRMAN OF THE 
Avenir Fund Regulatory c 
evelopment Authority 
(PFRDA), D. Swarup is the man who 
will oversee the New Pension Scheme 
for central and state government 
employees. Although Parliament is 
yet to pass the PFRDA 2005 Bill, 
Swarup says all systems are ready 
to go. End May, Swarup took time 
off his hectic schedule to explain to 
BT why he thinks the NPs is nothing 
short of a revolution in retirement 
planning. Excerpts: 


Are you happy with the way things 
have gone with the New Pension 
Scheme (NPS)? 

Everything’s in place. We promised 
the Ministry of Finance that we 
will be ready for operation by June 
1 this year, and we are already 
ahead of schedule. We are, in fact, 
ready to invest the money. We are 
now waiting for the release of indi- 
vidual data from the government. 


How are you deciding the investment 
strategy at this point? 

We have a default policy where if 
the investor does not specify then it 
automatically opts for a 85:15 mix of 
fixed income instruments and equity. 


How different and financially savvy is the 
NPS going to be for contributing workers? 
The Nps has some very efficient and 
great features woven into its make- 
up. For instance, it offers seamless 
portability, which means that a per- 
son will get a Permanent Retirement 
Account Number (PRAN) from the 
central record-keeping agency (CRA) 
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` [here Cannot be Separate 
Systems for Pensions 


like the PAN card and it would work 
in any geographical location and 
also take care of change in jobs. 
So, the place of work will not mat- 
ter and this will be transferred to 
wherever the person is working. In 
a financial sense, the beauty is that 
there will be very minimum ad- 
ministration charges: there will be 
no exit and entry load. Also, the 
charges will be low as the scale of 
investments is very high and we 
have gone through open bidding 
process, where we have got very 
competitive rates. Our charges will 
be about 3-5 basis points. In case of 
administration charges, the gov- 
ernment is willing to foot the bill. 
Elsewhere, the employer can offer 
to pay for it, depending on how it 
wants to structure employee bene- 
fits. Initially, we will allow one 
switch between schemes in the be- 
ginning as we want to be very con- 
servative about it. Maybe once the 
market matures we will think of 
other options. 


Will you appoint more fund managers? 
We have already selected UTI, SBI 
and Lic. In time we will consider 
licensing more pension funds, 
including private ones. 


How can the New Pension Scheme 
work for a private organisation? 

It will not apply to private organi- 
sations already under the purview of 
EPFO, but on a voluntary basis, in 
time to come, they can be part of 
the NPs—as long as they fulfill their 
existing obligations. 


Are you worried that there might be some 
glitches as the Bill is yet to be passed? 

| am pretty optimistic as all prob- 
lems have been ironed out. And we 
have been advised by the govern- 
ment through executive instruc- 


tions to regulate the scheme through 
contractual arrangements between 
PFRDA and the fund managers. 


Is taxation an issue for the NPS? 

It's a concern, but we have taken up 
this issue with the government and 
feel that some sort of level playing 
field will come into place between 
PPF, EPF, etc. And when people see 
how NPS is working and actually 
beginning to bear fruit, in terms of 
the returns on investment, there 
will be a natural pressure for parity. 


How sure are you of NPS being a better 
performer than existing schemes and 
that many will seek voluntary 
participation? 

Wait for exactly a year till we de- 
clare results. We are reasonably 
sure that the way the money will 
grow in NPS will surpass the returns 
for employees in other schemes. In 
fact, the success of NPS is already 
putting pressure on other schemes 
to appoint fund managers through 
a transparent bidding process as 
well. In fact, the day is not far when 
probably the insurance companies 
that offer pension plans will think of 
joining us. The demand for pen- 
sion is huge in the country and a 
survey conducted by tIEF showed 
that 20 million people want to join 
NPS. We are targeting a corpus, not 
unreasonably, of $300-billion in 
another 10 years. Going forward, in 
time, | am of the view that there 
cannot be separate systems for pen- 
sions—a mainstream has to emerge. 
Let people decide which system 
Is better. 


How do you think NPS will impact 
the capital and debt market? 

It will deepen the debt market and 
the entry of pension funds will lend 
stability to equity markets, too. M 
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The Fine Artof 
Portfolio Composition 


What's the best way to create an optimal portfolio that combines risk, 
returns, diversity and style? Here are your options. ROHIT VISWANATH 


NVESTORS HAVE BEEN AT THE 
receiving end of troubled debt 
and equity markets over the 
last few weeks. Both markets 
are concerned over high oil 
prices and soaring inflation. As a re- 
sult, the net asset values of long- 
term bond funds and stock prices 
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have been hit. 

Yet, even in a downturn, smart 
planning complemented by incisive 
advice can help investors get the 
better of the downturn and make 
decent returns. The key lies in the 
way one builds and manages one's 
portfolio. In fact, all asset classes 


THE NEW. 
ASSET CLASSES 


Investors are slowly warming up 
to alternative asset classes and 
paper investing. 


e Art & Art Funds: Art collectors and 
new investors are turning to art, 
which is fast emerging as a new 
asset class. Art funds, managed by 
art experts, have already made a 
splash in the Indian market 


e Real Estate Funds: Real estate funds 
are going to make it easier for small 
investors to hold real physical assets 
in paper form. Although the price of 
the real estate will be marked to 
market regularly, it will make real 
estate assets more liquid 
for investors 


e Gold Funds: Physical gold investing 
is giving way to paper gold investing 
through gold funds. Gold funds, 
which hold the gold in physical form 
for you, can be easily bought and 
sold on the market 


e International Commodity Funds: It 
was unknown till a few years ago, 
but commodity investing is slowly 
finding its way into an individual's 
portfolio thanks to the arrival of 
commodity exchanges, which make 
it easier to invest in commodities like 
aluminium, oil, copper, etc 


don't move in tandem and, there- 
fore, the trick is to diversify your 
portfolio across assets and cut risks. 

[Investors can combine hedging 
tools to reduce risks and make a 
decent return. New asset classes 
have emerged, giving investors a 
chance to diversify and seek re- 


turns. International markets, 
too, are open for investments; 
they allow investors to invest 
not only across different asset 
classes but also across geogra- 
phies. Real estate funds will 
soon see the light of the day. As 
the financial services industry 
innovates to bring you new 
products, investors must also 
prepare their portfolio strategy 
to make the best use of them. 


Take a Holistic Look 
When building a portfolio, in- 
vestors can embrace dynamic 
asset allocation strategies. Over 
the last year, some assets have 
moved up faster than others. 
Gold prices, for instance, in- 
creased nearly 66 per cent last 
year, while US stocks (Nasdaq 
100) rose only 19.24 per cent. 
Had you invested in US equi- 
ties, you would have lost, in re- 
lation to gold. Therefore, mix 
your assets, but look at your 
portfolio as a whole. This will 
allow you the leeway to move 
out of one asset class and get 
into another, and help you ride 
the winning asset class. 
Because asset classes are dy- 


"Asset allocation allows investors 
to mould portfolios to meet 

their risk tolerance" 

Ambareesh Baliga, 

Head (Research), Karvy Stock Broking 





INVASOD HSIWN 


namic, diversification is essen- 
tial. Very often, investors make 
the mistake of staying in familiar 
territory. For instance, you may 
want to accumulate equity of 
the industry you are employed 
in. This is risky, as your daily 
income is primarily from this 
sector. *This is a common, but 
grave mistake," warns Amitabh 
Chakraborty, President, Equities, 
Religare. Other investors are too 
thinly spread out, or rely only on 
a single asset class and forget 
there are other asset classes avail- 
able for investment. 


Tune in to the Dynamics 

To be successful in the stock 
market, one needs to keep 
abreast of market realities. Not 
all sectors react similarly to the 
same news. “For example, not 
everyone understands that in 
times of an oil crunch, aviation 
stocks may not do well, but oil 
exploration stocks will do bet- 
ter," says Chakraborty, adding 
that the common investor is not 
equipped to discern that there 
may be good companies in bad 
industries and bad companies in 


good industries. The truth is that 
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“This (reliance on one particular 
asset class) is a common, but 
grave, mistake’ 


Amitabh Chakraborty, 
President (Equity), Religare 
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KULDEEP 


investors must keep their ear to the 
ground, keep abreast of the changes 
that impact a portfolio and move 
swiftly to incorporate the changes. 
“Wealth creation is no rocket sci- 
ence," says Ambareesh Baliga, Head 
of Research, Karvy Stock Broking. 


Scout for Inflation Beaters 
Assets should beat inflation over 
long periods, and equities fare well 
in this regard. This is because in- 
flation generally leads to an increase 
in prices of products and, thereby, 
increases profitability for compa- 
nies and consequently a better per- 
formance on the stock market. But 
high inflation in the economy can be fer 
counterproductive, as it drives up ret 
prices of primary goods and affects cen 
consumption, reduces a company's all 
consumption offtake, lowers its prof- anc 
its and hampers its stock perform- pol 
ance. At times, other asset classes anc 
also beat inflation, like gold has 





done this year. All 
If : 
Assess Risk Closely mu 


Portfolio managers of high net- risk 
worth individuals are increasingly fix; 
realigning the portfolios of their has 
clients according to their risk ap- mu 
petite. At Karvy, for example, the hig 
portfolios are classified as aggressive, inc 
optimum or defensive, according deg 
to the client's inclination. This clas- the 
sification is based on a number of sch 
factors, including age of the in- fix: 
vestor, his net worth and experience sch 
with investments. Nevertheless, no wh 
investor, irrespective of his profile, tur 
should avoid risk completely as it of- — lov 


MIX THEM WELL 


If you want a less risky portfolio, lighten up your equit 
Sx it CS, 40 Equities 2( 
` A 9 Fixed income instrui 
9 Gold 5 — 
40 Property 5( 
9 Cash 15 ` 
9 Foreign Equity 
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The 10 Most Widely-held Stocks 


There are many stocks in the market, but only a T few make it to almost 
every fund portfolio. Should you invest in them? MANU KAUSHIK 


thousands of stocks 

in the market to se- 
lect potential winners. 
One measure to judge 
whether a stock can do 
well is to see how many 
mutual funds hold them 
in their portfolios. The 
more widely-held the 
stock, the better its 
chances of doing well. 
Usually, the most popular 
stocks with mutual funds are 
companies with huge market capi- 
talisations. Liquidity makes it easier 
to enter or exit stocks. Besides, fund 
managers also want to keep a big 
chunk of their portfolios in stocks 
that closely follow their benchmark 
indices. Still, not all the liquid stocks 
make it to the 10 most popular 
stocks. Fund managers usually pick 
these companies after looking at 
their future potential, their valua- 
tions and whether they can give bet- 
ter returns. Says Bhavesh Shah, vP 
(Research), Asit C Mehta Investment 
Interrmediates, a broking firm: "Since 


bo ABOUT SIFTING THROUGH 










Indian mutual funds are doing a 
good job of giving decent returns, im- 
itating their strategy could prove re- 
warding." Not surprisingly, these 
companies are from the core growth 
sectors of the Indian economy (See 


The Most Popular Stocks). 


Reliance Industries 
It's not surprising that this index 
bellwether is the most popular stock 


THE MOST POPULAR STOCKS 


The top 10 most widely-held stocks are from diverse industries. 


No of 
Funds Invested 


Reliance Industries ee 210 


Company 





Top Fund Holders 


Holding* 


10.12 
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among Indian mutual funds. Says 
Hitesh Agrawal, Head (Research), 
Angel Broking: “With nine oil and 
gas discoveries during the last fi- 
nancial year and a portfolio of ex- 
ploration blocks, the company holds 
great promise in the exploration 
business." Reliance Industries’ (RIL’s) 
petrochemicals business is also ben- 
efitting from strong demand and 
firm product prices in both the do- 
mestic and international markets, 
says Agrawal. Additionally, the re- 
fining business is expected to per- 
form better on the back of higher 
margins and volumes growth after 
Reliance Petroleum's new refinery 
becomes operational later this year. 
This, along with growing contri- 
bution from the retail business, 
provides a well-diversified growth 
opportunity. Angel Broking main- 
tains a buy on the stock with a tar- 
get price of Rs 3,344 over the next 
12 months. 


Larsen & Toubro 

Engineering giant Larsen & 
Toubro (L&T) has kept itself busy 
building new roads, power plants 
and refineries. It's Rs 50,000-crore 
order book, which is nearly thrice 
its 2007-08 revenues, spans sectors 
like hydrocarbons, urban infra- 
structure and power. Also, L&T 
has consistently improved its op- 
erating profit margins, even as 
competitors are reeling under spi- 
ralling steel prices. L&T's entry into 
the highly lucrative super-critical 
boilers and turbines business, 
through a joint venture with 
Mitsubishi, is a smart move since 
BHEL is the only other major player 
in the field. Analysts recommend 
that the correction in the market 
should be used as an opportunity 


Reliance Industries 


to buy the stock. Analysts at 
Prabhudas Lilladher maintain an 
outperformer rating on L&T with a 
price target of Rs 3,586 over the 
next one year. 


BHEL 

Bharat Heavy Electricals (BHEL) is a 
dominant player in Indian markets 
with a sound track record of man- 
ufacturing power plant equipment 
that are suited for Indian coal, 
which has a low calorific value. 
The company plans to expand its 


Larsen & Toubro 


of the previous financial year. The 
bank has been steadily clocking a 
growth rate in excess of 20 per 
cent in its core business. Angel 
Broking maintains a buy on ICICI 
Bank with a target price of Rs 
1,228 over the next one year. 


Bharti Airtel 

Mobile telephony has brought 
connectivity to more than 300 mil- 
lion Indians, and Bharti Airtel is 
leading the charge. The company 
has arguably the widest network in 





the country, covering 71 per cent 
of population, and has over 
860,000 retail outlets. It expects its 
population coverage to reach 80-85 
per cent by March 2009. Mobile 
revenues constituted around 81 
per cent of its total 2007-08 rev- 
enues of Rs 27,291.85 crore, and 
this is set to grow further. Says 
Shah: "Despite increasing compe- 
tition and tightening regulatory 
policies, we believe that with strong 
earnings visibility and an excellent 
execution record, Bharti will con- 


power plant equipment 
manufacturing capacity to 
15,000 Mw by December 
2009, from 10,000 Mw 
now. Says Shah: “A strong 
order-book, ongoing ca- 
pacity expansion and ef- 
forts to tackle competition 
in the super-critical seg- 
ment are factors that en- 
hance BHEL’s prospects for 
earnings growth over the 
medium term." Analysts 
at Prabhudas Lilladher 
maintain an outperformer 
rating on BHEL stock with a 
price target of Rs 1,750 
over the next one year. 


ICICI Bank 

Apart from its bread-and- 
butter business of banking, 
ICICI Bank has valuable 
subsidiaries in broking, life 
insurance and general in- 
surance businesses that it 
soon plans to list on the 
stock market. This will un- 
lock value in the 1cict Bank 
stock. In its core banking 
business, it has added a 
large number of branches 
during the last quarter of 
2007-08, taking the total 
number of branches to 
1,308 from 755 at the end 


THE POWER PLAYERS 


These companies have sound fundamentals and 
growth prospects. 


Price (Rs) EPS (Rs) PE 





Company 


Holds a great promise in the exploration, petrochemicals, refinery 
and retail business 


The company has been consistently improving its operating 
profit margins 


Strong order-book, ongoing capacity expansion and entry into new 
business segments can spur growth in the medium term 


It added a large number of branches during the last quarter 
of 2007-08 


It will continue to be a market leader with 25 per cent market 
share till the end of 2009-10 


It is expected to hog the limelight in the stock market and has begun 
giving shape to its plans to boost its capital base 


It is evolving into one of the most integrated telcos with a significant 
presence in the wireless and fibre cable space 


Diversifying into higher-value solutions like consulting, package 
implementation, systems integration and infrastructure management 


The company is focussing on high growth in emerging as well as 
developed markets 


Its domestic production is set to increase from marginal fields and through 
improved oil recovery initiatives 


Price PE, EPS as on June 2, 2008 Source: Prowess, B7 Research 
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tinue to be the market 
leader with 25 per cent 
market share till the end of 
2009-10. Accordingly, we 
continue to remain positive 
on the stock with a price 
target of Rs 1,086 over the 
next six months.” 


State Bank of India 
State-run banking behemoth 
State Bank of India (sBi) has 
begun to move ahead with 
plans to boost its capital 
base. In the fourth quarter of 
the last financial year, SBI re- 
ported a bottom line of 
Rs 1,880 crore, which far 
exceeded the market expec- 
tation of Rs 1,650 crore, 
largely on account of healthy 
net interest income, higher 
fee-income and lower bad- 
debt provisions. During the 
same period, SBI registered 
an operating profit of 
Rs 4,370 crore—which was 
also way above the market 
estimates of Rs 3,930 
crore—as it cut back on op- 
erating expenses. Analysts 
at Emkay Share and Stock 
Brokers maintain a buy rat- 
ing with a price target of 
Rs 2,200 over the next 
one year. 
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Infosys 


Reliance Communications 

Reliance Communications is evolv- 
ing into one of the most integrated 
telecom companies in India, with a 
significant presence in the wireless 
and fibre cables space across the 
world and rollouts planned in broad- 
band, enterprise solutions, BPO and 
related areas. Says Agrawal: “The 
company has aggressive rollout and 
expansion plans for 2008 and 2009 
which envisage investments of $6 
billion (Rs 25,800 crore)." Analysts 
at Angel Broking maintain a buy on 
the stock with a target price of 
Rs 763 over the next one year. 


Infosys Technologies 
Internationally, IT services compa- 
nies have been reporting better than 
expected earnings growth as well as 
outlook. Market watchers expect 
[nfosys to raise its guidance after the 
first two quarters of the current fi- 
nancial year. Also, Infosys has been 
consciously focussing on reducing 
its dependence on plain vanilla serv- 
ices and has steadily diversified into 
higher-value solutions like consulting, 
package implementation, systems in- 
tegration and infrastructure man- 
agement. Hence, it has been able to 
more effectively tap into the rr budg- 
ets of its clients by offering them a 
wider range of services and solu- 
tions. Taking these factors into ac- 
count, analysts at Prabhudas Lilladher 
maintain an outperformer rating on 
Infosys stock with a price target of 
Rs 2,400 over the next one year. 


Tata Steel 

Tata Steel has turned out to be a 
winner after its acquisition of Corus. 
With the help of its strategically-lo- 
cated production facilities in Western 
Europe and its global sales and dis- 
tribution network, Tata Steel is fo- 
cussing on achieving high growth 
in emerging as well as developed 
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Tata Steel È 


markets. Also, international global 
majors such as Nissan, Volkswagen 
and Renault have identified Tata 
Steel as the local steel partner for 
their automobile manufacturing proj- 
ects in India. Demand for steel has 
been rising sharply, which means 
lots of opportunities for Tata Steel. 
Analysts at Prabhudas Lilladher 


maintain a market performer 


rating on Tata Steel, with a price 
target of Rs 950 over the next 12 
months. 





Oil and Natural Gas Corp. 
ONGC is investing in improving 
oil recovery from small and mar- 
ginal fields and has also decided to 
revamp its infrastructure at a cost of 
nearly Rs 15,000 crore. Risks exist 
in the form of increased subsidy 
burden that may impact revenues 
and profitability. Analysts at 
Prabhudas Lilladher maintain a mar- 
ket performer rating on ONGC with 
a price target of Rs 1,150 over the 
next one year. 


TWO STEPS BEHIND 


Fund managers have shown interest in other big names, too. 


UTUAL FUNDS HAVE TURNED INTO A FORMIDABLE FORCE IN THE STOCK MARKET OVER THE 

past five years—their holdings have risen from a negligible amount to 
Rs 2 lakh crore in equities alone. Not surprising then, the top 20 stocks that mutual 
funds have invested in account for about 25 per cent of their equity corpus of 
Rs 48,557 crore. In terms of investment size, Reliance Industries stands tallest 
with mutual funds holding more than Rs 7,858 crore worth of the stock. This is 
nearly double that of their second-largest holding, in ICICI Bank, which accounts for 
about Rs 4,008 crore. This is closely followed by engineering behemoth Larsen & 
Toubro (Rs 3,687 crore) and banking giant State Bank of India (Rs 3,060 crore). 
It's no surprise then that all but a few of the top 20 companies that mutual funds 
have invested in are part of the Sensex. That's because most of these companies 
have large market capitalisations, diversified investor bases and fairly liquid stocks. 
The two companies that are not part of the Sensex are Sterlite Industries and Jai 
Prakash Associates, in which domestic funds hold Rs 1,279 crore and Rs 2,387 
crore worth of equity, respectively. Fund managers, too, have shown a preference 
for the most popular stocks. For instance, ICICI Prudential Infrastructure Fund has 
the highest investments (per fund) in five of the top 20 companies. 


OTHER POPULAR STOCKS 


These stocks are also very popular with MFs. 


Value Top Fund Holders Holding* 


(Rs cr) 


Funds 
invested 


Company 




















ese ES a ee a . 3.11 
HDFC 123 1,807.79 Franklin India Bluechip 6.18 
Jai Prakash Associates 116 238690 Reliance Diversified Power Sector — 344 
Satyam Comp. Services 109 1,330.69 Fidelity India Special Situations 7.54 
Sterlite Industries (India) — 107 — 127948 ICICI Prudential Infrastructure — — 223 
Maruti Suzuki India 100 987.02 Reliance Vision 3.89 
Grasim Industries — — — 100 — 140420 Reliance Vision = = 4.10 
Mahindra & Mahindra 98 69617 Magnum Contra 3.06 
Tata Consultancy Services 88 — 1,013.69 Franklin India Fle $302 
Crompton Greaves 87 1,400.97 HDFC Equity 3.58 


As on April 30, 2008 


*Percentage of respective portfolios Source: Value Research 


The gold that'll power India in the 21st century is black. 


And the time to make a fortune out of it is now. 


THE global economy is expected to double its size to $90 trillion by 2030. India is, and will continue to 


be amongst the fastest growing economies. 


Energy is the veritable lifeblood of the global economy and fossil fuels will continue to dominate bw 
supplying nearly 6096 of the world's energy needs through 2030. India, the fifth largest consumer of energy, is 
expected to up the demand for it by 4096 in the next 10 years. 


The growing interest in oil exploration is aptly demonstrated by the numerous private and 
multinational companies that have set up operations, supplementing the giant oil PSUs like ONGC and OIL. Howeve er, 
all these investments are nothing without trained human resources - manpower that can address competently a range of 


managerial, technical, economic, environmental and social challenges. 


To address this growing need, the Ministry of Petroleum & Natural Gas, Government of India, has set 
up the Rajiv Gandhi Institute of Petroleum Technology through an Act of Parliament, on the lines of the IITs. 





— ADMISSIONS OPEN — 


MBA in Petroleum & Energy Management - for the Academic Year 2008-09, from NOIDA, U. E 


Commencing Soon: B.Tech in Petroleum Production & Reservoir Technology and B.Tech in Petroleum Refining, from Rae Bare! 


About Rajiv Gandhi Institute of Petroleum Technology 


Rajiv Gandhi Institute of Petroleum Technology has been 
declared an Institute of National Importance, on par with the 
Indian Institutes of Technology. RGIPT is co-promoted as an 
energy domain specific institute by the six leading Oil PSUs 
(ONGC, IOCL, OIL, GAIL, BPCL and HPCL) along with the 
Oil Industry Development Board, and is empowered to award 
degrees in its own right. The Institute is in touch with leading 
International Universities and Institutions specializing in 
Petroleum Technology. 


From the academic year 2008-09, RGIPT will offer an MBA 
program in Petroleum & Energy Management at its NOIDA campus 
and a Technology programme from its Rae Bareli (U.P.) campus. It 
will gradually expand its offerings over the next few years in several 
areas related to Petroleum, Energy and allied fields. 


MBA in Petroleum & Energy Management 


The program is designed to facilitate students in 
understanding, developing, integrating and applying knowledge of 
both core and specialized areas of management and their concepts 
and practices in the Petroleum & Energy Sector. 


Apart from the MBA, Executive MBA and PG Diplomas, 
specialized short-term continuing education programmes will be 
available for working professionals on emerging business concepts. 
The focus will be to impart extensive training in the various areas ; 
specialization through electives, thereby providing a wide array 
career opportunities in the sector. 


Focus Areas 


Management Systems Design including MIS, Operations 
Management, Industrial Marketing, Finance Management, Human 
Resource Management in Oil & Gas Sector, International Trade in 


Oil & Gas, Petroleum Law & Policies, 
Economics and Retailing. 


Petroleum & Energy 


Eligibility and Fees 


For the detailed eligibility criteria, fee structure and 
information regarding the placement programme, log on to ou: 
website www.rgipt.in and download the application form or email us 
at info@rgipt.in or write to Rajiv Gandhi Institute of Petroleum 
Technology, C/o Bharat Petroleum Corporation Ltd, Plot No. 


A-5 & 6, Udyog Marg, Sector 1, NOIDA - 201301 (U.P.) 





fames uggi 


Rajiv Gandhi Institute of Petroleum Technology 


*count No. 33104 
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HE WILDLY SWINGING STOCK 
market has spooked 
investors into playing the 
waiting game. But financial plan- 
ners say this may not be the smartest 
thing to do. They argue that instead 
of backing off, investors must learn 
to cope with volatility, which is a 
natural market phenomenon. Says 
Hemant Rustagi, CEO of Wise Invest 
Advisors: “The market has been ex- 
tremely volatile since January. 
Investors have been looking for 
ways to insulate themselves from 
this volatility. But the key is to recog- 
nise that volatility exists in the mar- 
ket and will continue to do so.” 
So, what are the options available 
to investors in a volatile market? 
According to the basic rules of direct 
equity investing, stock selection on 
the basis of their market cap should 
be avoided in a volatile market. 
Instead, one should look at “safe” 
sectors. Explains Gaurav Dua, Head 
(Research), Sharekhan, a broking 
firm: “Traditionally, pharma and 
FMCG have been seen as defensive 
sectors in volatile market condi- 
tions. I also believe that IT stocks 
are likely to outperform the broader 
markets over the next 6-12 months.” 
Listed below are some sectors—as 
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KULDEEP 


well as the conditions favouring 
them—where you can invest with a 
longer-term horizon: 


Information Technology 

Analysts believe that most Indian 
vendors in the IT space have moved 
up the value chain and also diversi- 
fied their services, making their 
businesses more resilient. Their busi- 


It's Facing the Heat... 


The Sensex is under a lot of pressure. 


20,300.71 
Jan. 1, '08 






16,063.18 
June 2, '08 


Source: BSE 


Figures show Sensex movement 





... With Rising Volatility 


Wild swings have become a daily phenomenon. 


0.67 


SAU 
June 2, ‘08 
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Fieutes show daily returns in per cent Source: BT Research 
Standard deviation, which measures the variation in daily returns 
of the Sensex, has risen to 2.32 this calendar year compared to 1.54 
in 2007, showing a marked increase in volatility 


Stock 
of the 
nation 


The market is going through a rough phase as i i vicates 
cross-currents. What should investors do? MANU KAUSHIK 





ness mix is also well diversified in 
terms of client mix and geographi- 
cal spread. The dependency on the 
US is declining steadily, though it 
remains the major revenue con- 
tributor. Says Ashok Jainani, Head 
(Research), Khandwala Securities: 
“We believe the global slowdown 
could impact demand. However, 
prospects of increased off-shoring 
offer hope for reasonably strong 
growth in 2008.” 

Factors such as an emphasis on 
cost-cutting, increasing acceptance 
of outsourcing in Europe, adop- 
tion of technology in the emerging 
markets, and increasing compliance 
with regulatory requirements for 
automation by the financial serv- 
ices sector augur well for Indian IT. 
Says Dua: “Among tech stocks, we 
prefer Satyam and TCs. Satyam has 
performed consistently over the last 
eight quarters and is likely to out- 
perform its peers in the current 
financial year. TCS is a contrarian bet 
purely due to a widened valuation 
gap vis-a-vis Infosys.” 


FMCG 

This sector is least affected by global 
worries and is mainly driven by 
domestic consumption. Says 





NISHIKANT GAMRE 


‘A large untapped population will keep 
the growth momentum intact in telecom” 
Ashok Jainani, Head (Research) Khandwala Securities 


Jainani: “The sector is expected to 
continue to grow at over 12 per 
cent, given the strong growth in 
domestic demand due to rising in- 
comes, changing demographics and 
the rising number of working 
women. Also, India’s per capita 
consumption is still low compared 
to other emerging markets and, 
hence, provides room for growth.” 
This is leading to rising aspirations 
and food consumption pattern, 
which augur well for FMCG, retail 
and packaged food companies. 

The sector will also benefit from 
the farm loan write-off, reduction in 
income tax and the Sixth Pay 
Commission awards, as all these are 
expected to put a lot of money into 
the hands of consumers. Govern- 
ment policies favouring rural devel- 
opment are also expected to boost 
consumption. Stocks such as ITC, 
HUL, Dabur, Godrej and Nestle can 
be added to the portfolio. 


Telecom 

India’s telecom sector is the fastest 
growing in the world, adding over 
8 million subscribers every month. 
Over the past 12 months, over 90 
million subscribers have been 
added, increasing the tele-density 
to 27 per cent in May 2008, from 








Share oa 


"IT stocks are likely to outperform the 
broader markets over 6-12 months" 
Gaurav Dua, Head (Research), Sharekhan 


17.5 per cent in January 2007. 
Says Jainani: "Low penetration 
levels and a large untapped popu- 
lation with rising aspirations will 
keep the growth momentum 
intact in telecom.” However, a lack 
of clarity on spectrum allocation, 
likely hike in spectrum charges as 
well as policies regarding tariff lev- 
els may affect sentiment. Stocks 
such as Reliance Communications, 
Bharti Airtel and Spice Communi- 
cations may see some action in the 
short to mid-term period. 


Pharma 

Pharma stocks seem quite insulated 
from the current volatility, living 
up to their reputation as defensive 
stocks during bearish phases. 
Increasing health awareness cou- 
pled with rising lifestyle-related dis- 
orders will ensure a demand for 
pharma products. Besides, pharma 
companies are adopting fiscal meas- 
ures to improve their bottom lines. 
Says Dua: “In pharmaceuticals, we 
are bullish on Sun Pharmaceutical 
and Ranbaxy Labs. Both the stocks 
have a number of upside triggers in 
the short term. In the mid-cap space, 
we prefer Ipca Laboratories and 
Lupin purely because of robust 
results and compelling valuations." 
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RAMEN SARKAR 


BUMPY RIDE 


The stock market will remain 
volatile over the medium term. 





As domestic stock markets 
integrate with the global capital 
markets, they are influenced not 
only by local investment funds 
but also by the trends in global 
capital flows 


A fallout of the subprime crisis 
has been an increase in risk- 
aversion to highly risky assets, 
which has hit global liquidity and 
investor sentiment 


The macroeconomic environment 
has worsened due to soaring 
inflation, a rising trade deficit and 
moderating industrial growth 


A tight monetary policy to combat 
this could see corporate earnings 
come off 


Differing and often opposing views 
on policy initiatives by the 
coalition government 


STEERING IT RIGHT 


Five quick tips to navigate a 
volatile market. 


Invest in good company stocks 
only. Never invest in rupee or 
penny stocks 


Research well before buying a 
Stock. Never buy stocks based on 
tips from brokers and friends 


It's a good idea to spread your risk 
by investing in different sectors 
and in stocks that have strong 
fundamentals 


Never forget to set a stop loss 
price. It will minimise losses in 
case your calls go wrong 


Be patient—over the long term 
you are likely to be rewarded 
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The Best 
Mutual 
Funds 


It has not been easy to 
beat this five-year bull 
market consistently. Here 
are four funds that did it. 
CLIFFORD ALVARES 





performance in bull markets to 

build a track record. So, 
if you are looking for equity 
funds, check the funds that have 
outperformed the markets consis- 
tently on a yearly basis. You might 
think that the long bull market 
made it easier for fund managers to 
pick stocks, but which are the ones 
that consistently beat the rest? 

When picking a fund, it is a 
good strategy to see which funds 
fine-tune their investing strategy 
according to the changing market 
conditions. Stock markets are con- 
stantly changing, as stocks and sec- 
tors move in and out of favour. 
Strategies that may have worked, 
say, this year, may not work next 
year. For instance, mid-caps were 
the hot favourites just two years 
ago, but since then, have been left 
out of the bull race. A fund loaded 
with mid-caps may have found it 
difficult to beat the indices over 
the last two years. 

Consider this: during 2003-04, 
when this bull run began, 76 out of 
94 equity funds that existed then 
(80 per cent of the universe) man- 
aged to beat s&P CNX Nifty. That 
year, many stocks in the market 
participated in the bull market, 
which made it easier for a large 
number of funds to outperform the 
Nifty. In the subsequent financial 
year, the list got whittled down to 


[ REQUIRES A CONSISTENT 
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THE STEADY MOVERS 


These four funds beat the market every year over the last five years. 


DSPML EQUITY FUND 





20.21 : 

Top 5 Investments Net Assets (76) 
Reliance Industries — te 5.87 
Infosys Technologies : 3.59 
Satyam Computer Services — — — 332 
Larsen & Toubro | 3.21 
Hindustan Unilever 3.12 





DSPML TOP 100 EQUITY FUND 










Tap 5 Investments Net Assets (75) 
Reliance Industries x 250i 
HDFC 5.28 
Larsen & Toubro 4.98 
Infosys Technologies 48 
Satyam Computer Services 4.3 
B Giant W Large-cap 


"This is a market where you 
to be active. Just a buy-and-hold 
strategy may not work" 
Anup Maheshwari, 

Executive VP, DSP Merrill Lynch MF 


have 


MAGNUM EQUITY FUND 









Top 5 Investments 


Net Assets (76) 
Jindal Steel & Power — . —  — 836 
Kotak Mahindra Bank — 181 
BHEL = 151 
Sun Pharmaceuticals 6.48 
Jai Prakash Associates 5.93 


RELIANCE EQUITY 


Top 5 Investments 


Net Assets (75) 

Divi's Laboratories —— 4.49 

Reliance Industries 4.26 

Jindal Steel & Power — — AMS 

Jai Prakash Associates - 3.06 

Jindal Saw 2 3.05 
Bi Mid-cap 


B Small-cap 





"We are opportunistic investors, 
and follow a bottom-up investing 
strategy” 

Sunil Singhania, 

Executive VP, Reliance MF (Equity) 


70 funds. The overall bull market 
still made stock picking look easy 
during that financial year. 

As we headed into the next year 
of the bull market, fewer funds 
were able to beat the market. In 
2005-06, the list got further pruned 
to 52 funds, or about 55 per cent of 
the 94 equity funds at the beginning 
of this bull market. 

In the 2006-07, the list shrank 
further. Only 10 funds managed 
to do better than the Nifty. Since 
then the rally in the stock market 
was concentrated in very few sectors 
like oil & gas and capital goods. 
Fund managers that did well to 
buy these stocks were the ones that 
came out ahead. Again, in 2007- 
08, the market's upside was a result 
of an increase in the stock prices of 
a few large companies. As a result, 
funds that moved early into them 
managed to do better. And as we 
head into the 2007-09 financial 
year, only four funds (see The 
Steady Movers) remained from our 
original list. 


Star Performers 
All these four funds are actively 
managed, and their mandates 
allow them a bit of aggressiveness as 
well. These funds can load up on 
cash levels when the markets are 
down, thus, protecting investors' 
wealth. Among the top four funds, 
DSP Merill Lynch has two funds, 
DSP Top 100 Equity Fund and psp 
Equity Fund. Says Anup Maheshwari, 
Executive Vice President and Head 
of Equities, DsP Merrill Lynch 
Mutual Fund: *This is a market 
where you have to be active. Just a 
buy-and-hold strategy may not 
work. We have managed to identify 
sectors early, and moved out of the 
down sectors early as well." 
Another fund that has done well 
is SBI Mutual Fund's Magnum 
Equity Fund. Says Jayesh Shroff, 
Fund Manager (Equity): “Our fund 
is selective, focusses on a few good 
companies and invests aggressively 


The Road to the Top 


How these funds fared each year since April 2003. 
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“Aggression can hit you on the 
downside, but we have got the fund 
back on track” 

Jayesh Shroff, 

Manager, Magnum Equity Fund, SBI 


in them. It’s a bottom-up selection 
fund.” As the fund focusses on a 
few stocks and sectors, the strat- 
egy can also backfire if the sectors in 
which the fund has invested 
aggressively get badly hit. Says Shah: 
“Aggression can hit you on the 
downside, but we have got the fund 
back on track.” 

Another star performer through- 
out the bull market has been the 


Figures in per cent 


Reliance Growth Fund. Says Sunil 
Singhania, Executive Vice President 
Equity, Reliance Mutual Fund: “We 
don’t hold stocks for any fixed pe- 
riod. We are opportunistic investors, 
and follow a bottom-up investing 
strategy.” That strategy has worked 
for the fund over the last five years. 
As of now, the fund has increased its 
cash levels to 25 per cent of its cor- 
pus. Says Singhania: “Whenever we 
get an opportunistic price, we will 
deploy our cash.” 

In a market that is dynamic, and 
where styles and sectors are con- 
stantly changing, the better man- 
aged funds are the ones that have 
their fingers in the pudding. It’s, 
perhaps, better to follow them. 
Active fund managers have to strive 
to beat the indices on a regular ba- 
sis. Active fund management is dif- 
ferent from passive management, 
in which funds imitate an index’s 
portfolio and mirror its perform- 
ance. The former requires fund 
managers to use different strategies 
to design portfolios. It’s here that 
the skill of the fund manager and 
research staff comes into play if 
funds have to do well, and beat the 
benchmarks consistently. 


" 
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NEWS ROUND-UP 


The IPO Lull 


The turbulent stock market has hit the flow of initial public offerings, 
but a few still managed to pull through. MANU KAUSHIK 


T HAS BEEN SAID THAT THE 
Ls (initial public offer) 
market offers a good 
pointer to the direction 
of the secondary market, 
at least over the next few 
months. Going by recent 
form, the IPO market 
seems to be getting back 
on track despite the slump 
in the equity market. 
Several recently-listed 
stocks have done much 
better than the market. 

Recently, the Ipo of 
drug ingredient manufac- 
turer Anu's Laboratories, 
which was oversubscribed 
8.43 times, debuted at 
Rs 260 on BSE, a premium 
of 23.80 per cent over its 
issue price of Rs 210. The 
stock is currently trading 
at 287.80. It hit a high of 
Rs 288.40 on the day it 
listed. Yet, another IPO, of 
Gokul Refoils and Solvent, 
was oversubscribed 4.27 
times. The stock debuted 
at Rs 203.45, a premium of 
4.33 per cent over its offer 
price of Rs 195. Its current 
price is Rs 203.50. The 


company is engaged in the Gokul Refoils June 4, '08 139 195 
business of solvent extrac- Anu's Laboratories June 4, 08} 80.22 210 
tion, refining of edible oils Aishwarya Telecom May 7, 08 14 35 


and vanaspati manufactur- 
ing. Another IPO that has 
done well is that of Aishwarya 
Telecom, which debuted in early 
May at Rs 50.10, a sharp pre- 
mium of 43.14 per cent over its 
issue price of Rs 35. The issue 
received a good response from 
investors and was oversubscribed 
20 times. It is now trading at 
Rs 73.45. 

Market experts say that the 
success of these IPOs is mainly be- 
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SAILING THROUGH 


Stocks of a few IPO companies are trading at a 
premium to their offer prices. 


Company 


**|n Rs crore 






A 


Issue 
Size** 


Date of 


Listing 





*|n Rs 


cause of sound fundamentals, 
attractive valuations and focussed 
IPO promotion strategies. Says 
Sanjeev Khandelwal, Executive 
Director, Prime Database: “Robust 
support from both institutional 
and retail investors helped these 
companies sail through the Ipo 
market comfortably. I think 
we're seeing a reversal of trend 
in the IPO market." 


RNIT: 
Price* 


^ As on June 5, 2008 


This has came as a 
relief for the market, as 
investors developed cold 
feet on public issues in 
the wake of massive 
volatility. Issues such as 
Wockhardt Hospitals 
(Rs 5,644 crore), Emaar 
MGF Land (Rs 5,436 
crore) and  SvVEC 
Constructions (Rs 32 
crore) had to be called 
off due to the poor 
sentiment. 

According to Prime 
Database, as many as 24 
companies have received 
clearance from sEBI but 
have not tapped the 
markets. Also, 32 other 


NOT ALL THAT ROSY 
The IPO market has 
turned dull after a 
bright start. 






1,981.47 


2003 1,699.80 
2004 13,121.47 
2005 853 9905 
2006. 19,852 46 
= 2007 34,179.11 
2008* 15,210.55 

73.49 *Till May 2008 


Source: Prime Database 


companies have filed applications 
for listing. This shows that the 
pipeline is huge, but the appetite 
is lacking. Says Khandelwal: 
“Stability in the market could see 
companies such as Reliance Infratel, 
Jaiprakash Power Ventures, KSK 
Energy Ventures, UTI Asset 
Management gearing up to hit the 
markets.” Let’s hope the markets 
stabilise soon. 
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Room for Growth 


The investment management industry is set for 
exponential growth in the Asia-Pacific region. 


HE INVESTMENT MANAGEMENT INDUSTRY IS DEVELOPING 

at a rapid pace in the Asia-Pacific region despite 
the fact that it has to contend with different regulatory 
environments and even regional fragmentation. But 
Asian investment managers have been able to 
respond quickly to the dynamics of the market, 
according to a report released recently by consulting 
firm KPMG, titled State of the Investment Management 
Industry in Asia Pacific. The region's healthy demo- 
graphics and rising levels of wealth have paved the 
way for growth. 

One factor affecting the Asia-Pacific region is the 
increased influence of global investment trends. Foreign 
mutual funds are recognising the need for local expertise, 
and many have managers, research analysts and distri- 
bution set-ups in the region. The Asia-Pacific region's 


WHERE ARE THE 
MONEY MANAGERS 


Japan dominates the investment 
management industry in Asia-Pacific. 













Australia 175 — 34 
China —— 658 — 
HongKong 280 44 
India CARE aS 
lapan OOI SSS 
Korea (50.0 
Singapore — 109 — 

Taiwan Z- ` 


No. of companies, 2007 Source: KPMG 


diversity of cultures and languages also pose a challenge 
for companies looking for growth in the region. The 
report also notes that the global trend of polarisation of 
the market between large, branded fund managers and 
niche institutional players like hedge funds is also preva- 
lent in the region. Regulatory constraints like currency 
and capital controls, criteria for foreign institutional 
investors and conflicts due to multiple regulatory bodies 
are major hurdles for companies planning to enter the 
Asia-Pacific market. 

But despite the hurdles, Japan and Hong Kong 
dominate in terms of the number of funds and fund 
managers, which have the largest assets under man- 
agement. For instance, life insurance companies in 
Japan have more AUM than their counterparts in the rest 
of the region combined. The region's preferred medium 
of investment is equities. BM 

CLIFFORD ALVARES 
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The top performers category-wise. 


RANK 1-MONTH 
RETURNS" 


DIVERSIFIED EQUITY 
1 DSPML Natural Resources and New Energy Inst. 10.42 — 0.28 
2 DSPML Natural Resources and New Energy Reg. 10.41 0.19 


3 Templeton India Equity Income 1591 -1.67 
4 Tata Growing Economies Infrastructure Plan B 9483 -2.29 
5 Fidelity International Opportunities 10.64 -3.89 
1 HSBC Tax Saver Equity 10.87 -6.43 
2 Tata Tax Saving | T 45.0 -6.72 
3 DWS Tax Saving - 13.51 -6.92 
4 DSPML Tax Saver 13.05 -7.20 
5 UTI Equity Tax Savings 34.65 -7.25 


SECTOR FUNDS 
1 Principal Global Opportunities | .1910 593 
2 Birla Sun Life International Equity Plan A 1047 4.52 


3 HSBC Emerging Markets co o AND AR 
4 DWS Global Thematic Offshore Fund 1031 3.41 
5 Franklin Infotech | 4444 267 


BALANCED FUNDS 


1 Benchmark Equity & Derivative Opportunities 10.50 — 0.61 
2 UTI CCP Advantage 1182 -3.23 
3 Birla Asset Allocation Moderate 20.0] -3.39 
4 BoB Balance — č 2619 -343 
5 Principal Child Benefit 76.28 -3.92 
Ot E 
1 Birla MIP II Savings 5 13.03 0.82 
2 Templeton MIP-DM | 105 032 
3 BoB MIP 12.07 0.18 
4 MMiPFloatr — — | .1171 0.07 
5 DSPML Savings Plus Conservative 12.75 0.06 
l ICICI Prudential Long-term 17.25 0.90 
2 Sahara Income 1446 0.78 
3 Tata Dynamic Bond A 13.31 0.76 
4 ICICI Prudential Flexible Income 1516 0.75 
5 Kotak Flexi Debt Regular 1283 0.73 


LIQUID FUNDS 

1 ING Treasury Management 

2 Escorts Liquid | 
2 ICICI Prudential Liquid Inst | 
4 Templeton India MMA | 
5 HDFC Cash Mgmt Savings 17.15 0.72 


*Absolute returns percentage as on June 3, 2008 
Source: Valueresearchonline.com 
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orld Environment Day was established by the 

United Nations General Assembly in 1972 to 

mark the opening of the Stockholm Conference 
on the Human Environment. Another resolution, adopted by 
the General Assembly the same day, led to the creation of 
UNEP. 

World Environment Day which is commemorated each 
year on 5 June, is one of the principal platform through which 
the United Nations tries to stimulate worldwide awareness of 
the environment and enhances political attention and action. 

The World Environment Day slogan for 2008 is Kick the 
Habit! Towards a Low Carbon Economy. UNEP is asking 
countries, companies and communities to focus on greenhouse 
gas emissions and means to reduce them considerably. The 
World Environment Day will highlight resources and initia- 
tives that promote low carbon economies and life-styles, such 









here’s a myth amongst ur- 
banites that solar energy is 
more suited for rural appli- 
cations. While acknowledging the 
fact that solar energy has contrib- 
uted significantly to build rural in- 
frastructure, it can in the same vein 
impact the urban populace and cor- 
porates. The impact would be evi- 


Mr. K.Subramanya 
CEO, Tata BP Solar 


dent in the coming years as the rel- 
evance of energy security gains in 





importance. Tata BP Solar, India’s 
largest solar company has been leading the solar revolution 
and developing path-breaking solar solutions for Industries 
and corporates. 

Grid-connect solar systems are at the centre of many 
a discussion today ever since the government recently an- 
nounced a support policy for generating power through such 
Megawatt systems and feeding them back into the grid. A 
grid-connect system is a solar power plant connected to the 
electricity grid that would help the user to use electricity 
both from the grid and solar power plant. 

Tata BP Solar has been at the forefront of installing 
and commissioning grid-connects systems and developed 
expertise with close to 2 decades of experience. The 100 
KWp grid-connect system which the company has executed 


World Environment Day 


Tata BP Solar: 


Industries and Corporates! 


as improved energy efficiency, alternative energy sources, for- 
est conservation and eco-friendly consumption. 

The main international celebrations of World Environment 
Day 2008 were held in New Zealand. 

The day’s agenda was to give a human face to environ- 
mental issues; empower people to become active agents of 
sustainable and equitable development; promote an under- 
standing that communities are pivotal to changing attitudes to- 
wards environmental issues; and advocate partnership, which 
will ensure all nations and peoples enjoy a safer and more 
prosperous future. 

On this World Environment Day, let us examine the state 
of our environment. Let us consider carefully the actions 
which each of us must take, and then address ourselves to our 
common task of preserving all life on earth in a mood of sober 
resolution and quiet confidence. 


for Vikas Soudha, Bangalore (replica of Vidhana Soudha) is 
one such prestigious project which helps in supplementing 
grid electricity and meeting peak load requirements. The 
company has also executed a 200K Wp grid-connect system 
for PEDA (Punjab Energy Development Authority) in Khat 
Kar Kalan village that meets the power requirement of rural 
communities. The company has also commissioned grid- 
connect systems for L&T, Tata Power, Tata Housing, CII 
and other corporates / organisations. 

Tata BP Solar has been doing a pioneering work in de- 
signing and installing solar power systems for highly spe- 
cialised Offshore platforms that pump oil and gas from un- 
der the sea. The customers to whom such projects have been 
executed include L&T, ONGC, PT Sempec,NPCC,Mazagon 
Dock etc. 

In the rapidly growing infrastructure and service sectors, 
the company has a large number of dedicated solar power 
systems providing reliable energy at remote locations for 
Banks, Telecom, Railways, Defence and Transport. 

Solar solutions can seamlessly integrate into any appli- 
cation and considerably enhance value to consumer. They 
are highly reliable and economically viable. With further 
improvements in PV technology on the cards, the possibili- 
ties with solar energy are limitless. 

Mr.K.Subramanya, CEO, Tata BP Solar India Ltd can be 
reached at tatabp@tatabp.com. 





TOWARDS A LOW CARBON ECONOMY 


We Care for Earth 
Naturall ty! 















EP There is a global 
— drive to move 
swiftly towards 
d - carbon neutrality. In 
i Mono with this 
global objective, 
NMDC, India's single 
largest producer of iron 
ore, reiterates its 
commitment to the cause of 
f integrating environment friendly 
criteria into its operations, to make a 
positive impact on the environment. 


Some environment friendly activities and 
recognition: 


NMDC has 


e Created sound and eco-friendly 
environment for sustainable development 
at all production projects. 


e Planted more than thirty one lakh trees at 
the mines and operational townships with 
a survival rate of +80%. 


e failing dams and check dams have been 
constructed to prevent water pollution. 


e Undertaken adequate measures for dust 
X. suppression at mines and ore processing 
plants to prevent air pollution. 


e Regularly monitored environmental 
parameters to check pollution levels in 
mining and allied activities. 


e NMDC mining projects are accredited with 
14001: 2004 for Environment Management 
Systems (EMS). 


NMDC mining Projects have bagged 
many Awards in the field of 
Environment Management and Social 
Awareness such as: 


m Shri Sitaram Rungta Memorial Social 
Awareness Award (FIMI). 





B Environmental Excellency Award (FIMI). 











m Shri Abheraj Baldota Environmental 
Award (FIMI). 


B Green tech Environment Excellency 
Award, etc. 


NMDC Limited 


(A Government of India Enterprise) 

Regd. Office: "Khanij Bhavan", 10-3-31 1/A, 
Castle Hills, Masab Tank, Hyderabad - 500 173. 
Website: www.nmdc.co.in 
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World Environment Day 
NMDC’s Environmental Activities 






nvironmental performance in Indian corporate is typi- 

cally an ad-hoc and restricted to compliance aspects, 

however NMDC Limited follows a proactive approach 
instead of compliance approach. The likely environmental 
impacts of the mining activities and other allied activities are 
assessed prior to the commissioning of the production in the 
mines. Consequently pollution control measures and environ- 
mental improvement works along with massive afforestation 
progmammes are planned based on the anticipated extent of the 
significant impact and for successful control of the impact. 

The objectives of 
NMDC Environmental 
Management Systems as 
per ISO: 14001:2004 are 
to minimize wherever 
possible or to eliminate 
environmental impacts 
of its activities, demon- 
strate total compliance 
with applicable environ- 
mental laws, rules and 


regulations and strive 


EY 


Mr. Rana Som 


for environment protec- 
tion, optimize resource 


consumption, promote 





CMD of NMDC i 
employees and public 


participation in company’s environmental management 
activities. 

NMDC’s four production units, Bailadila Iron Ore Mine 
Deposit -14/11C, Bailadila Iron Ore Mine Deposit Dep-5 in 
Chhattisgarh, Donimalai Iron Ore Mine in Karnataka and Dia- 
mond Mining Project in Madhya Pradesh are ISO 14001:2004 
EMS certified units. 


September 2006 for continual improvement, surveillance audit 


Latest ISO certification was made on 


is done at regular interval by ISO certificate Agency M/s Det 
Norve Veritas. 
The new project of Deposit 11B in Bailadila sector has got all 
the statutory clearances and the mine is under construction stage. 
NMDX initiatives in the field of Environment Conversa- 
tion are: 


* Created sound and eco-friendly environment for sustainable 





development at all production projects. 
* Planted more than thirty one lakh trees at the mines and op- 
erational townships with a survival rate of +80%. Nearly 4 
lakh trees have been planted in the projects with the survival 
rate of +90% during the last four years itself. 
* The slimes generated by washing of ore at Bailadila 14/11C 
is being sold directly to M/s HGPL (ESSAR) along with fines 
generating revenue and indirectly solving the problem of wa- 
ter pollution. 
* Tailing dams and check dams have been constructed to pre- 
vent water pollution. 
* Undertaken adequate measures for dust suppression at mines 
and ore processing plants to prevent air pollution. 
* Regularly monitored environmental parameters to check 
pollution levels in mining and allied activities. 

In NMDC all the environmental norms, as prescribed by the 
Ministry of Environment & Forests / State and central Pollu- 
tion Control Boards are being followed meticulously. The regu- 


lar guidance from the concerned regulatory agencies facilitates 


complying with the stipulated standards. 





NMDC mining Projects have bagged many Awards in 
the field of Environment Management and Social Awareness 
such as 
* Shri Sitaram Rungta Memorial Social Awareness Award 
(FIMI); 

* Environmental Excellency Award (FIMI): 
* Shri Abheraj Baldota Environmental Award (FIMI); 


* Greentech Environment Excellency Award, etc. 
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Grooming Future Leaders 


Here's a look at how the next generation of India Inc’s leaders is being primed. 
SAUMYA BHATTACHARYA & RAHUL SACHITANAND 


SATISH KAUSHIK 


OBILITY HAS LITER- 
ally been Christ- 
opher Tobit’s ca- 
reer over the last 
nine years. When 
he joined Bharti Airtel in February 
1999 as Head of Corporate Sales, 
all he wanted to do was showcase 
his expertise in the B2B space. 
While doing that, he was moved 
to the role of Head of Channels 
and then was given the charge of the 
all-important customer service. Next 
on Tobit’s radar was UP West (COO), 
Maharashtra and Goa (COO) and 








Christopher Tobit, Director, Sales and Operations, Enterprise Services, Bharti Airtel 


“When you move up, you are as good as the weakest link. People are 
absolutely vital in my scheme of things” 


then Delhi (COO). Over this period, 
Tobit has had an assortment of di- 
verse roles (eight to be precise) to 
play as this wildlife fanatic and avid 
golfer was identified as a potential 
business leader early in his career. 
Tobit, who has been Director, Sales 
& Operations, Enterprise Services, 
Bharti Airtel, since January 2008, 
represents the next generation of 





business leaders in India, who are a 
curious mix of their organisation's 
DNA, their own drive and the ever- 
evolving requirements of the glob- 
alised world. Says Tobit: “When 
you move up, you are as good as the 
weakest link. People are absolutely 
vital in my scheme of things." 

In today's scenario, the demand 
for business leaders far outstrips 











"Just as there are different routes to reaching God, 
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SHORING UP MANAGEMENT 


BANDWIDTH 


e Start early. Leaders are identified 
across all levels—especially 
at the junior levels 


@ Provide cross-functional exposure 
to the potential business leaders 


e Global exposure in tie-up with Ivy 
League, other well-known institutes 


@ Exposure to training—from 
classroom training to 
experimental learning 


@ Devise customised career plans 
for each of the profiles (for 
example, at Bharti) 


e Identify skill-sets intrinsic to the 
company’s DNA. LG Electronics 
has its 10 commandments while 
Bharti swears by it 5 competencies 





their availability—what with the 
very rapid expansion of sectors like 
retail, telecom and financial services. 
“These sectors are pulling away a lot 
of ‘tested’ business leaders from 
other sectors. There is more 
mobility at this level,” says Gauri 
Padmanabhan, Partner, Heidrick 
and Struggles. Therefore, compa- 
nies have to look at their strategies 
for retaining what they have and 
also build a second line. 

Come July, and 55-60 execu- 
tives from LG Electronics India will 





Chandra Shekar Kakal, 
Senior Vice President, Infosys Technologies 


“There is a formal process of 
identifying different leaders at the 
organisational level” 








Sangita Singh, Senior Vice President, Wipro 





“There is an accelerated learning curve at Wipro, and we are expected 


to learn the ropes quickly” 





head to the University of Michigan 
where management guru C.K. 
Prahalad and other eminent pro- 
fessors will impart lessons in lead- 
ership. This is the first time that 
the company is taking its leadership 
training to the global stage. 
The objective: to develop global 
leaders with global skills. Says Y.V. 
Verma, Director (HR), LG Electronics 
India: “As a global company in ex- 
pansion mode, we need leaders 
with globally relevant mindsets and 
leadership skills.” These future lead- 
ers will be taught about the chal- 
enges of operating in a business 
environment, their role in enhanc- 


ing the value of their “borderless” 
brand and being leaders in subor- 
dinate development. 

Finding and nurturing future 
leadership talent is a primary con- 
cern for most organisations. So, 
how do they identify top people, 
guide and mentor them, and re 
tain them? 

Common to all leadership de- 
velopment programmes across com 
panies are the tried and tested for- 
mula—360 degree appraisals, 
coaching programmes across al! 
levels and exposure to global prac 
tices in the context of the com- 
pany's requirements. However, to 





there are different ways of becoming a leader” 


SATISH KAUSHIK 


lobs Today 


Krish Shankar, Director, HR, Bharti Airtel 


“We have career plans for each of the leadership 
profiles. It’s a mix of the different roles that he would 
do within his function and cross-circle" 





find the perfect fit for their DNA, 
most companies devise their own 
mechanism. 


Finding the Perfect Fit 

Therefore, it's all about figuring out 
the organisation's DNA and then find- 
ing the perfect leadership fit. And 
this search for leadership starts early. 
At the Aditya Birla Group, there is a 
three-tier coaching programme that 
prepares the climate for leadership. 
Building leadership has to start at 
the junior level. “These are build- 
ing blocks; you cannot ignore the 
foundation and build the roof. 
Leadership has different values at 
different levels. For example, at the 
junior levels, it is taking initiative. 
At senior levels, the crucial leadership 
trait could be strategic thinking," 
says Santrupt Misra, Group HR & 
IT Director, Aditya Birla Group. He, 
however, cautions that organisations 
make a mistake and focus only on 
truly high potential (executives), who 
by definition are self-driven. "It is 
the next level of people that requires 
handholding, care and nurturing,” he 
says, adding: “Leadership is not 
everyone’s cup of tea; you have to 
hone it under diverse circumstances.” 
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Santrupt Misra, Group HR & IT Director, Aditya Birla Group 


To do exactly that, IT industry 
icon Infosys Technologies has a for- 
malised leadership institute. Spread 
across 217 acres and located on the 
outskirts of Mysore, in southern 
Karnataka, the Infosys Leadership 
Institute (ILI) is the nerve centre of the 
company's initiatives to groom sec- 
ond- and third-rung management 
to manage the company's rapid 
growth. According to Infosys exec- 
utives, around 700-800 employees 
are trained every year to bolster its 
management bandwidth. “This cre- 
ates a leadership development system 
for Infoscions all over the world 
and the institute works towards en- 
hancing management depth and 
grooming leaders who can take re- 
sponsibilities for critical activities," 
says an Infosys spokesperson. The 
top management of Infosys, includ- 
ing its chairman, CEO and the Board 
of Directors, are closely involved in 
the design and rollout of pro- 
grammes for the next generation 
of leaders. 

“Interventions include classroom 
training to experiential learning by 
way of leading from the front. 
There is a formal process of identi- 
fying Tier-I, Tier-II, and Tier-IHi 


"Leadership has different values at different 
levels, and it is not everyone's cup of tea; you have 
to hone it under diverse circumstances" 





leaders at the organisational level 
and further at the unit level," says 
Chandra Shekar Kakal, an ILI grad, 
member of Infosys’ Executive 
Council and Senior Vice President 
& Global Head of the Enterprise 
Solutions business unit. 

For its part, Bharti Airtel has a 
leadership programme with the Us- 
based Center for Creative Leadership 
(CCL). As part of this initiative, CCL 
coaches work with circle CEOs indi- 
vidually to hone their leadership 
skills. “We have career plans for 
each of the leadership profiles. It's a 
mix of the different roles that he 
would do within his function, cross- 
circle and cross-function (as in the 
case of Tobit) and wherever re- 
quired, a stint in expertise roles—say 
a sales person spending two years in 
marketing," says Krish Shankar, 
Director, HR, Bharti Airtel. 


Waiting in the Wings 

It isn't just about CxO level. Once the 
recruits are in the door, companies 
groom them in ways that can prove 
useful later. At Maruti Suzuki India, 
grooming leaders starts at the time 
of talent acquisition—pre- 
dominantly at the entry level. The 
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S.Y. Siddiqui, 


Managing Executive Officer, Head (HR, IT & Finance), Maruti Suzuki 


"Grooming leaders starts at the time of talent 
acquisition. The company picks up people from 
various streams so that it has 'a good basket" 


company picks up people from var- 
ious streams so that it has “a good 
basket", points out S.Y. Siddiqui, 
Managing Executive Officer, Head 
of HR, IT & Finance, Maruti Suzuki 
India. The company needs to 
broadbase its leadership to drive 
its ambitious expansion, he adds. 

At Pantaloon Retail, part of the 
Future Group, the creation of a 
leadership pipeline at the store man- 
agement level as well as at the CxO 
level is considered crucial. Says 
Sanjay Jog, HR Head, Pantaloon 
Retail: “Leadership creation is done 
across all levels with the help of 
processes that help enhance com- 
petencies." The crucial frontline 
sales (3,000 people are employed in 
India) is the basket from which 
Bharti also identifies its future lead- 
ers. "Around 300-400 potential 
leaders are identified and groomed,” 
points out Shankar. 


Passing the Baton 

At Wipro, leadership begins with 
the company’s Chairman, who has 
taken on a more hands-on 
approach after recently appointing 
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Sanjay J 
Hea (UR) Bantaloon Retail 


competencies” 


two joint CEOs. “I teach a lot at 
employee programmes... interactive 
sessions and | have to mould 
them,” the silver-haired Premji 
told BT in an interview recently. 
On the ground, Wipro has a struc- 
tured talent review process for all 
critical jobs, covering about 500 
top leaders. 

Sangita Singh, 39, has spent 
about 15 years at Wipro. Over this 
time, she has grown from being a 
product manager (she won the Best 
Product Manager award for five 
years in a row) and became its Chief 
Marketing Officer in her mid-thir- 
ties. She now handles enterprise ap- 
plications services business at the 
company. “There is a huge accel- 
erated learning curve at Wipro; 
we're expected to learn the ropes 
quickly and the management backs 
that up with intensive classroom 
programmes,” she says. 

Wipro executives point to a tie- 
up with the London Business 
School, where the faculty doesn’t 
just deliver lectures, but selected 
company managers join their coun- 
terparts from the likes of cosmetics 





“Leadership creation is done across all levels 
with the help of processes that help enhance 


giant L'Oreal and power compo- 
nent maker Schneider Electric to 
take management development pro- 
grammes. “The rules of the game 
are the same for every Wiproite 
whether it’s a senior manager or a 
22-year-old who joins us today from 
the campus. Empowerment is a cru- 
cial element in encouraging 
‘Intrapreneurship’. We expect them 
to take ownership of their busi- 
nesses,” says Wipro’s HR Head 
Pratik Kumar. 

These future business leaders 
are all products of their compa- 
nies’ cultures. As Misra says: “Just 
as there are different routes to 
reaching God, there are different 
ways of becoming a leader. Across 
organisations, the paths are differ- 
ent but the aim remains the same.” 
However, most organisations agree 
that leadership is all about self- 
awareness—who we are and where 
we stand. The organisation can 
provide the opportunity but it is 
up to the individual to make the 
most of it. Like Jack Welch says: 
“Control your own destiny or 
someone else will.” 
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Build a Designer Career 


The semiconductor industry is looking for talent. SAUMYA BHATTACHARYA 


EMICONDUCTOR COMPANIES IN 

India are in hiring mode. India is 
considered one of the emerging 
markets in the semiconductor space. 
According to the ISA-IDC report on 
the Indian Semiconductor and 
Embedded Design Service Industry 
(2007-2010), the Indian semicon- 
ductor design market is expected 
to cross $7.37 billion (Rs 31,691 
crore) in 2008. The Indian design 
market is pegged to grow at a com- 
pounded annual growth rate (CAGR) 
of around 21.7 per cent between 
2007 and 2010. 


Industry watchers estimate that 


the semiconductor industry will 
need 15,000-20,000 professionals 
in 2008 alone. Talent is required 
across all segments, including hard- 
ware board design engineers, em- 
bedded software engineers and 
very-large-scale integration (VLSI) 
design engineers. Says Vivek 
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'Chip'ping in with talent 





Sharma, Country Director and vp, 
Emerging Market Region, 
sTMicroelectronics: “If the industry 
is growing 20-25 per cent, talent re- 
quirement will grow at a similar 
pace.” The Noida-based company 
has a total workforce of 2,000. 

The semiconductor design services 
industry in India employed an esti- 
mated 130,000 people in 2007. Of 
this, the bulk of the jobs were in em- 
bedded software (82 per cent), fol- 
lowed by visi design (11 per cent) 
and hardware/board (7 per cent), 
according to the ISA-IDC report. 

Texas Instruments India, a major 
player in this segment, hires a large 
part of its HR requirements from 
various campuses. “We do hire lat- 
erally but our focus area remains 
campus recruitment,” says Ravi 
Kyran, Director, HR, Texas 
Instruments India. 

According to Rahul Arya, 
Marketing Director, Cadence Design 
Systems (the Indian arm of the San 
Jose-based Cadence Design Systems): 
“India has always had a pool of tal- 
ent in the semiconductor space. 
With the complete ownership of 
the projects on the rise in India, the 
talent requirement has grown qual- 
itatively as well.” 

The compensation across the 
semiconductor industry varies in 





FACT BOX 


WHO'S HIRING: Leading players in 
the semiconductor space such as 
STMicroelectronics, Cadence 
Design Systems and Texas 
Instruments, among others 


WHO'RE THEY HIRING: Hardware/ 
board design engineers, 
embedded software engineers, 
VLSI design engineers 


AT WHAT LEVELS: The maximum 
demand is for professionals with 
2-5 years of experience. Entry- 
level hirings account for around 
20 per cent of talent acquisition 


AT WHAT SALARIES: Compensation 
varies with experience. Entry-leve! 
Salaries are upwards of Rs 4 lakh 
p.a., while professionals with five 
years of experience can get up- 
wards of Rs 20 lakh p.a 


WHAT ARE THE NUMBERS LIKE: 
The industry will recruit about 
20,000 professionals in 2008 





line with experience. Professionals 
with experience of around five years 
are much sought after and can 
command close to Rs 20 lakh 
per annum, depending on their area 
of expertise. Exposure to global 


market, diversity will come in 
handy to make you stay ahead of 
the curve. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Hero Corporate Services Ltd, GM - 
Operations, Gurgaon, 15 - 25 years, 
Job ID: 4658586 

Responsible for agreed targets of profitability, 
sales growth & plant upgradation. Overall 
responsibility of the Plant operations. 
Responsible for Achieving business goals, 
Budgeting and cost control, etc. 
Information Technology Mgmt India 
Pvt Ltd, Senior Consultant, Bangalore, 
Chennai, 10 - 15 years, Job ID: 5517425 
Person will be the lead consultant on the 
Domain and will lead a team of PC's in 
providing / architecting solutions for Global 
Multi-billion $ clients. S/he will have exp in 
leading Global implementations and 
managing multiple clients simultaneously. 


Yotak India, Director Marketing/VP 
Marketing, Mumbai, 6-15 Years, Job 
ID: 5559304 

Candidate will be responsible for 
conceptualizing and executing the overall 
marketing strategy. Developing a 
comprehensive consumer & market 
understanding and taking ownership of this 
understanding. | 
Maytas Infra Ltd, Country Mgr, 
Hyderabad, 25 - 35 Years, Job ID: 
5512670 

Applicant will organize and approve 
promotional campaigns. Prepare and present 
teports concerning activities, expenses, 
budgets, govt statutes and rulings, and other 
items affecting businesses or program 
services. —— 

Nortel, Business Operations 
Managet, Gurgaon, 10 - 15 Years, Job 
ID: 5535612 

The overall purpose of this role is to support 
project manage Order Fulfillment initiatives 
and ensure the pro-active management of the 
operational, information, system or processes 
related to response on product delivery across 
designated products. 

Fidelity, Director of Investigations, 
Bangalore, 15 - 20 Years, Job ID: 
5542392 

Responsible for evaluating the criticality of 
investigative issues referred to the group, 
while demonstrating both organizational and 
interpersonalastuteness. 
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HP, BPO Account Delivery Manager, 


Bangalore, 15 - 30 Years, Job ID: 


5541886 

The ADM is an accounting experienced 
individual who understands how the delivery 
of accounting transaction processing is 
performed, is experienced in customer 
perceptions of service delivery, and is able to 
motivate and drive the accounting delivery org 
in the meeting of customer expectations. 
Hub Soft Solutions Pvt Ltd, Vice 
President (Operations), Hyderabad, 
15-20 Years, Job ID: 5523111 

The candidate is expected to lead the 
operations of the business unit as a profit 
centre. He would be primarily responsible for 
total affairs of the plant and has to act as the 
*plant incharge”. 

Nicco Internet Ventures Ltd, Head 
(Project)- Sr GM / AVP, Ranchi, 15 - 25 
Years, Job ID: 5524618 

The major challenge of this position is to 
successfully implement a large project in a 
remote area after absorbing the latest 
technology from Pechiney. 

Emptoris, Development Manager, 
Pune, 10-15 Years, Job ID: 3868599 
Candidates should have minimum 10 to 12 
years of IT experience including experience in 
Object-Oriented technologies and in 
implementing Web-based applications. Good 
leadership/ Managerial abilities. 


ARMS Private Limited, Vice 
President - Manufacturing, 
Bangalore, 20 - 25 Years, Job ID: 
5529753 

Wiill be responsible to build manufacturing 
capability of the organization by establishing 
world-class lean production and quality 
processes that makes the customer 
competitive by creating value added tooling 
systems and solutions. 

US Tech Solutions, Senior Project 
Manager, Pune, 7 - 15 Years, Job ID: 
5506436 

Aspirant should have experience in 
Distributed computing (CORBA / J2EE / 
.NET) frameworks, C/C++, Java. Hands-on 
experience in SS7 signaling & Voice-over- 
Packet networks. Sound experience in SIP, 
H.323, MEGACO, BICC, SIGTRAN. 


To know how to apply for these jobs, go to finance jobs listing page. 


National Stock Exchange of India 
Ltd, Senior Manager, Mumbai, 10 - 20 
Years, Job ID: 5536123 

He/She will help implement the trading 
solution and its integration with the system 
operator. Oversee the customization of the 
matching engine including further 
enhancements in the functionalities of the 
front end. 

The Yash Birla Group, Business 
Head, Aurangabad, 18 - 20 Years, Job 
ID: 5547458 

Incumbent should have Degree / Diploma 
holder in Mechanical or Production 
Engineering. Additional qualification in 
Management would be preferred. About 18- 
20 years experience in Precision Tools / 
Engineering Industry with hands on 
experience in manufacturing. 


Eaton, Manager Quality, Pune, 5 - 10 
Years, Job ID: 5550936 

This position is responsible for supporting the 
regions in handling customer quality issues 
and the plant in managing customer 
complaints and material returns. 


Cisco Systems (India) Pvt Ltd, 
Program Manager IT, Bangalore, 10 - 
17 Years, Job ID: 5553796 

In this role, you will provide leadership in 
creating, maintaining, and managing the 
interaction between Cisco IT and key vendors, 
providers, and/or suppliers of IT goods and 
services to Cisco Systems. 


Moolchand Medcity, Manager - 
Quality & Systems, Delhi, 6 - 8 Years, 
Job ID: 4999664 

Will be responsible to improve Quality of In- 
coming products & services by implementing 
six sigma techniques. Implement quality 
improvement projects. Organize/conduct 
awareness programs on TQM. 


T John Group of Institutions, 
Director of Mgmt, Bangalore, 10 - 15 
Years, Job ID: 3019935 

Aspirant should have worked in a 
Management College. Good at inspiring 
students & placement of all Management 
Students, Strong at taking individual decisions 
instantly. Sound knowledge of Management 
Teaching & Administration. 
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MC Software, Sr. Application 
eveloper, Pune, 6 - 8 Years, Job ID: 
9475583 
vandidate should have at least 2-3 years of this 
| hould include significant Remedy AR 
evelopment experience. 


‘itesse Semicondutor India Pvt Ltd, 
— erification Manager, Hyderabad, 8 - 
—2 Years, Job ID: 5504016 
. Senior ASIC Verification Manager to be a 
(xy member of the ASIC verification team; 
esponsibilities will include developing the 
tification methodology, selecting tools, test 
lans & verification. 


Soft India Pvt Ltd, Senior R&D 
ngineers(Next Generation 
echnologies), Bangalore, 4 - 14 

‘ears, Job ID: 5499235 

‘he candidate must be a self-starter and have 
xpertise in building highly scalable, fault 
;lerant, distributed systems. Exceptional Java 
evelopment skills and familiarity with open 

[bource libraries and their integration is 

iequired. 

e» otorola India Pvt. Ltd, SIP/VoIP 
Jeveloper, Bangalore, 4 - 10 Years, Job 
.D: 5540111 
vandidate with 4- 10 years experience in 
evelopment of VoIP products or VoIP 
3ateways; 2 years in leading test teams, 

_ tarting up teams with good communication 

Wills, ability to work with remote sites, test 
ycle scheduling, tracking and status 
eporting. 


"Amdocs Development Centre India 
?vt Ltd, Clarify CRM Developers, 
?une,1-6 Years, Job ID: 5428688 
ixpertise in Amdocs CRM (Clarify), Java and 
2EE technologies. : 2+ years of relevant 

experience * Experience with UML, SQL, 
EA Weblogic, UNIX 


merson, Lead Engineer - 
mbedded Software Development, 
une, 4-7 Years, Job ID: 4923719 
"Will be responsible for Programming in a 
Linux environment using Linux tools such as 
Ecc, gdb. Application of C language 
rogramming skills. Operation of the Linux 
2.6 kernel. Hardware driver development and 
board bring-up, etc. 
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Capgemini, SAP IS-Banking Delivery 
Manager, Hyderabad, 3 - 5 Years, Job 
ID: 5550510 

The executive will be largely responsible for 
strategy, growth, and client delivery for the 
firm's growing SAP Financial Services 
Practice. Contribute broad expertise in 
strategic and tactical planning, operations, and 
delivery. 

Think Future Technologies, QA 
Automation Engineer, Gurgaon, 3 - 5 
Years, Job ID: 4970588 

Aspirant should have a good computer science 
degree with specialization in QA. Should be 
awate of the SDLC, test case planning, manual 
and automated testing. Good scripting 
experience on at least one QA tool like QTP, 
Silk Test etc. is mandatory. 

Xansa India Ltd, Senior Solution 
Architect, Noida, 10 - 13 Years, Job ID: 
5557840 

Incumbent will work in the MIS Team to 
prepare infrastructure designs for various 
service offering (Viz.BPO, Testing, Remote 
support and offshore devlopment) and work 
closley with solutioning team while proposing 
solutions to clients. 

Nexsus Techno Solutions Pvt Ltd, 
Technical Support Engineer, 
Bangalore, 0 - 3 Years, Job ID: 
5405595 

He/She should be able to pick up the support 
calls on an individual level after a month time. 
Preparation of weekly schedule with your 
senior for Support Calls. 

Safenet InfoTech Pvt Ltd, Senior 
Software Engineer, Noida, 4 - 6 Years, 
Job ID: 5355772 

The incumbent would be responsible for 
independent module leader ship in Java 
Toolkit dev and mentoring team members on 
technologies, estimating tasks & commitment 
to estimations. 

BMC Software, Lead Application 
Developer, Pune, 9 - 13 Years, Job ID: 
5475447 

Remedy AR System, Remedy scripting, 
Remedy workflow and experience with 
Remedy Customer Support System (CSS), 
Remedy ITSM required; capacity planning, 
performance monitoring or other BMC 


Software. 


Cybage Software Pvt. Ltd., UI 
Developer, Gandhinagar, 1 - 3 Years, 
Job ID: 5557207 

Candidate must have HTML Coding using 
CSS Experience of Photoshop, Dreamweaver 
2 to 3 years of experience and Good 
communication skills - client communication 
is required in the project. 


Triumph Systems And Solutions Pvt 
Ltd, Ab-Initio Professionals, 
Bangalore, Chennai, 5 - 8 Years, Job 
ID: 5557140 

Required Abinitio Professionals which are 
proficient and have relevant experience in the 
applicable area. 


IP Soft India Pvt Ltd, Senior Oracle 
DBAs, Bangalore , 5 - 15 Years, Job ID: 
5239373 

Will have 5-12 years of exp in managing 
enterprise class production critical VLDBs. 
From reputed engg college and working in 
Topnotch Organizations. Excellent 
communication and interpersonal skills. 


Yahoo Software Development India 
Pvt Ltd, Tech Lead, Bangalore, 6 - 10 
Years, Job ID: 5475500 

Applicant will lead the design, development 
and implementation of the next generation 
Yahoo! products and technologies and will 
work in a dynamic environment on a highly 
visible product and technology problems, 
defining, designing, implementing, testing, 
and releasing new features. 


ARMS Pvt Ltd, EAI Developer, 
Bangalore, 4-7 Years, Job ID: 5516773 
Developer should have 3 to 6 years exp in 
developing Core Java applications. Should be 
very strong in Core Java concept and well 
versed with using Collection Framework 
classes. 


Hyderabad Industries Ltd, 
Dy.Manager - Projects, Hyderabad, 5 
- 7 Xears, Job ID: 5556567 

Manager should have experience in process 
plants, planning including vendor sourcing & 
evaluation, Scheduling, Cost Monitoring, 
knowledge of fabrication and machineshop, 
foundry, knowledge of hydraulics and 


pneumatics. 









Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Autodesk, Education Sales Manager, 
Mumbai & Delhi, 8 - 10 Years, Job ID: 
5559453 

Responsible for direct sales and management 
of sales through education channel partners 
to education accounts & experience in 
handling Indian education sales would be an 
advantage. 

IIHT (Indian Institute of Indian 
Technology), Manager - Marketing 
Communication, Bangalore, 6 - 14 
"Years, Job ID: 5500425 

Person will identify growth areas and growth 
opportunities and design communication 
strategy to address these. Work closely with 
BU Heads to cteate hi- impact campaigns that 
lead to market expansion / increased adoption 
of IIHT's services across the globe. 

Mahavir Enterprises India Pvt Ltd, 
Marketing Manager, Hyderabad, 10 - 
20 Years, Job ID: 5450754 

MBA (Marketing) with 10+ yrs. of marketing 
exposure to handling product launches & 
brand promotions. Should have hands on 
exposure to below the line promotion 
activities like road shows, melas, consumer 
awareness campaigns etc. 

Symantec Corporation, Assoc 
Manager, Enterprise Sales (BFSI), 
Bangalore, 10 - 12 Years, Job ID: 
5305706 ` 

Responsible for the Symantec sales and 
business relationship with the customer. 
Ability to build strategic relationships with 
.CxO profiles people within a customer 
organization and sell the value proposition of 
Symantec at a business level. 

"Vision Infinity, Regional Manager, 
Delhi, Ranchi, 7 - 9 Yeats, Job ID: 
. 5414409 

Manager will play an active role in planning 
activities to be undertaken at regional level to 
increase the productivity. 

Novattis Healthcare Pvt Ltd (OTC 
BU), Business Executive Retail, 
Hyderabad, 0 - 2 Years, Job ID: 
5559328 

Person will be responsible to ensure that 
window display is given in the market for 
better visibility of products as the prime focus 
and primary locations are captured for the 
Same. 


Atlas Copco (India) Ltd, Sr. Sales 
Engineer-Rental, Delhi, 2 - 3 Years, 
Job ID: 5558535 

Looking for SrSales Engineer to establish, 
develop & grow the business so as to enable 
Atlas Copco India to be a market leader in 
specialty rental oil free, high pressure and 
compressed air applications. 


Neilsoft Ltd., Business Development 
Mgt, Bangalore, Pune, 5 - 7 Years, Job 
ID: 5558829 

Applicant will focus on generating new 
business for engineering services in the plant 
design, automotive, industrial machinery, and 
shipbuilding / marine equipment segments in 
the Asia Pacific markets. 


Credence Analytics (I) Pvt Ltd, Sales 
Manager, Mumbai, 1-3 Years, Job ID: 
5558804 

Responsibilities include: Lead Generation and 
Qualification, Negotiation, Contract Closure, 
Campaign. 

Hyper City Retail India Pvt Ltd, Sr. 
Officer - Visual Merchandiser, 
Mumbai, 2 - 3 Years, Job ID: 5086204 
Incumbent will ensure Standardization of 
Visual Presentation. Executing Merchandise 
presentation with inputs from B&M 
Department through the Corporate VM. MIS 
and Vendor Management. To handle ticketing 
requirement of stores. 


Autodesk, Marketing Program 
Manager, Delhi, 7 - 10 Years, Job ID: 
5559558 

Required MBA with specialization in 
Marketing and 8-10 years of experience with 
the last 2-3 years in a similar profile, focused, 
strong marketing acumen, metrics driven and 
able to nurture and effectively manage inter 
personal relationships. 


Landmark Group, Department 
Manager , Ahmedabad, Hyderabad, 3 
- 6 Years, Job ID: 5558425 

The Department Manager will be responsible 
for Sales Management, Staff Management, 
Visual Merchandising, Inventory 


Management, Customer Relationship 
Management, Shrinkage and Pilferage 
Control. 


monster.com 


IPsoft India Pvt Ltd, Senior Manager: 
International Sales, Bangalore, 8 - 1€ 
Yeats, Job ID: 5425505 

Responsible for client delivery assurance anc 
business development globally. Will head the 
team of Senior Business Developmen 

Executives and Senior Engagemen 

Managers. Client relationship management 

managing relationships with CXO's. 


Yagava Systems And Services Pvt Ltd 
Business Development Manager 
Chennai, 3-8 Years, Job ID: 5557962 
Candidate should have three to four years ofi 
successful experience promoting IT products 
and services. Experience in Enterprise 
solutions will be added advantage. Exposure 
and knowledge of the Shipping & Logistics 
Industry will be a definite advantage. 


Cherry E-commerce Services Pvt Ltd. 
Client Relationship Manager, Delhi. 
Noida, 1-10 Years, Job ID: 5557761 

The candidate would be responsible for day tc 
day communication with the clients 
understanding the needs, problems and issue: 
of the clients and co-ordinating with the 
operations team to ensure that the clients are 
satisfied with the level of services delivered. 


Aarti International Ltd, Marketing 
Manager for Textiles, Ludhiana, 5 - 1€ 
Years, Job ID: 5557643 

Responsible for the sale in both domestic and 
export market. Aarti International Ltd. ha: 
total of 143000 spindles and has a good market 
sharein theinternational market. 


Nexsus Techno Solutions Pvt Ltd, 
Business Development Manager, 
Bangalore, 0 -2 Years, Job ID: 5343391 
Applicant will pro-actively sell products tc 
both existing and new customers in order tc 
achieve and exceed sales revenue targets anc 
other performance targets. Maintaining anc 
developing strong relationships witł 
customers through regular client meetings 
responding to client's requests and feedback ir 
a timely manner. 


To know how to apply for these jobs, go to finance jobs listing page. 
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inance Jobs 


ead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


XA Business Services Pvt Ltd, Mgr - 
ccts, Bangalore, 7 - 12 Years, Job ID: 
561178 

‘his position is end to end responsible for the 
atire Accounting function of AXA BS which 
idudes expense management, period end 
tosures, implementation and maintenance of 
iternal control system, the related audits, 
-atutory compliances within the purview of 
.ccounting team. 


cope International Pvt Ltd, Officer - 
tanking Operations, Chennai, 0 - 10 
ears, Job ID: 5560876 

Vill be responsible to ensure execution of all 
'ansactions within the agreed timeliness and 
curacy as specified in the SLA with CPC or 
iternally with any unit. 

Vipro Technologies, Finance Associate 
vonsultant, Bangalore , 4 - 6 Years, Job 
D: 5560564 

'erson would be responsible for Support / 
ollout / Implementation projects in JDE 
.nterprise One / World soft A7.3 which 
icludes supporting production systems for 
jnance / Distribution / Manufacturing 
1odules. 


ammin- A Division of Piramal 
interprises, Accounts Assistant, 
Mumbai, 2 - Years, Job ID: 5134683 
\pplicant should have knowledge of 
itatutory Compliances like BE, E.S.LC., 
'.D.S., filing of Returns/S.T./I.T. 
tesponsible for preparing Excel Reports, 
"'reparing Monthly M.I.S/ Inventory / Various 
tock statements, etc. 


P Associates, Chief Financial 
Jfficer (CFO), Mumbai, 15 - 20 Years, 
ob ID: 5559882 
[he Candidate will be independently handling 
k heading the financial functions of the 
'roup. He/she will be responsible has a 
inancial head for one of the verticals, apart 
rom making the balance sheet. 


Jobseekers - To apply for above jobs 







|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the “Go” button 


Suzlon Energy Ltd, Assistant 
Manager- Internal Audit, Pune, 3 - 5 
Years, Job ID: 5559703 


Position requires to work as team member in 
internal audit. It includes providing assurance 
on completeness of audit as per scope with 
focus on key risks and implications, 
compliance with audit methodology, etc. 
Wipro BPO, Fixed Assets Accountant, 
Pune, 2-4 Years, Job ID: 5558764 
Individual will serve as the team lead for an 
anticipated global Fixed Asset Accounting 
function. Responsibilities include: System 
Overview/Reconciliation, Month-End 
Processing, Account Opening, Account 
Ownership, Monthly/Quarterly Reporting — 
Internal (Head Office), 

Hyper City Retail India Pvt Ltd, 
Assistant Manager - Banking & 
Corporate Accounts, Mumbai, 4 - 7 
Years, Job ID: 4800660 

Incumbent will update bank transaction 
entries on daily basis. Ensure that all collection 
( cash & credit card ) are flowing in the Central 
poolaccounts. Prepare daily cash flow. 
Information Systems Resource 
Centre Pvt Ltd, Financial Analyst 
(Hyperion), Pune, 1- 3 Years, Job ID: 
5246685 

Candidates must possess excellent in-person 
and over-the-phone communication skills and 
analytical capabilities. Experience 
administering and/or supporting Hyperion 
Enterprise, Hyperion Essbase, etc. 

Software Solutions India, Account 
Executive, Baroda, 3 - 8 Years, Job ID: 
5558344 

The selected incumbent would be responsible 
for all finance and accountant matters 
including finalization of accounts. 
Preparation of trail balance, payroll and 
financial accounting, MIS reporting, cash flow 
management. 


or 
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Xansa India Ltd, Commercial 
Manager, Noida, 6-9 Years, Job ID: 
5557892 


Aspirant will exercise commercial judgment 
w.r.t commercial / sales processes and 
controls, cost-benefits, risk mitigation 


including contractual governance. Financial 
management, including accounting, reporting 
and monitoring, and the ability to identify risk 
areas. 


Ras Al Khaimah Ceramics, Chartered 
Accountant, Mumbai, 2 - 4 Years, Job 
ID: 4557006 


Candidate should be a C.A with 2-4 yrs 


experience in Accounts in a Large/ Medium 
Organisation. 

Infotech Enterprises Limited, 
Vertical Finance Incharge, 
Hyderabad, 1 - 4 Years, Job ID: 
5325931 

Responsibilities include: Prepare budgets 


annually and projections every quarter, Billing 
/control on WIP, Analysis of MIS, sales tax 
service tax implications, Feedback to 
delivery teams & sales reg PO balances 
remaining to be executed. 


Moolchand Medcity, Assistant 
Manager - Costing, Delhi, 3 - 4 Years, 
Job ID: 4873213 

Incumbent will develop a robust framework 
to understand service line economics. Create a 
cost/ pricing database. Create a framework for 
allocating costs. Create cost analysis template. 


Genpact, AM - Reporting, Gurgaon, 1 
-3 Years, Job ID: 5556404 

This role requires quarterly reporting to 
“Commercial Finance" which 
submitted to SEC along with monthly closing 
activities. It also requires working in night 
shifts and working for at least 16 hrs in every 
quarter over 15-20 day period. 
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HE COUNTDOWN HAS BEGUN FOR DETERMINING INDIA'S BEST 
employers this year. Companies wishing to be part of the 
best-in-its-class Business Today-Mercer-TNS study of the 
Best Companies to Work for in India must register before 
the June 30th closing date. So hurry. The greater your 
participation, the more broad-based will be the study, now in its eighth 
edition. We have made some changes this time, though: besides an over- 
all ranking of top 15 companies, we will publish the top rankings for each 
quadrants. As always, names of participating companies other than the 
winners will be kept confidential. For details on how to participate, log 
on to: http://survey.tns-global.co.in/BestCompanies2008/Home.htm. 


HOW TO PARTICIPATE 


m Participation in this survey is open to any 
company that operates in India, irrespective 
of its ownership. 





m Participating companies must have been in 
existence in India for a minimum of four years, 
and must employ at least 200 management/ 
executive-level personnel in India. 


To participate, companies should log on to 
http://survey.tns-global.co.in/BestCompanies2008/Home.htm 
and register online. Additionally, participating 
companies should download the registration form 
from the website, print it on the company 
letterhead and fax or courier the completed form 
to the following address: 

Ms Shivangi Singhal/Ms Neha Ahluwalia 

TNS India 

30, Hauz Khas Village 

2nd Floor, Power House Complex 

New Delhi 110 016 

E-mail: shivangi.singhal@tns-global.com 

Fax: 011-2656 1255 

Note: Both online & offline registration is a must 


m Participating companies will be required to 
nominate a point person for the study who 
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will be the study coordinator on behalf of 
the company. 


Participating companies will have to share 
information regarding their people practices, 
provide employee details from which a sample will 
be administered a questionnaire, and should be 


. willing to throw themselves open to a physical 


audit by the survey partners. 


The last date for companies to register is June 
30, 2008. 


By participating in the survey, companies are 
signalling their willingness to be part of the special 
issue Business Today plans to bring out on the 
Best Companies to Work for in India. 


The Business Today, Mercer Human Resource 
Consulting and TNS teams are committed to 
maintaining the absolute confidentiality of the 
study participants. 


At no stage will the names of the participating 
companies be released to any third party. And 
only the names of those companies that are 
recognised as The Best Companies to Work 
for in India will be publicly released. 


bt reporter’s diary 
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Farmers in Barabanki have turned successful mentha entrepreneurs 
with a little help from a technology institute, discovers KAPIL BAJAJ 


MAY 30, 2008 


Lucknow and Barabanki, 
Uttar Pradesh 


N A HOT, SUNNY DAY AT A 
trial farm of the Central 
Institute of Medicinal 
and Aromatic Plants 
(CIMAP), Lucknow, I bend over to 
smell the dark green leaves of 
mentha arvensis, a mint species 
grown on almost 150,000 hectares 
in north and east India. The aroma 
is exhilarating and I take it in. It 
reminds me of chewing gum, 
mouthwash, toothpaste, shaving 
creams, Vicks Vaporub, and sev- 
eral other FMCG products, roughly 
in that order. I can now better 
understand why about 
300,000 farmers in Uttar 
Pradesh, Uttaranchal, Punjab, 
Haryana, Bihar, and a few 
other states work hard over 
three-to-four months every 
year to grow the herb, the 
demand for which has been 
growing handsomely. 





“Mentha arvensis is not 
exactly pudina, the variety of mint 
commonly used in kitchens,” 
S.P.S. Khanuja, Director, CIMAP, 
tells me. “It’s the feedstock for an 
essential oil that contains menthol, 
the substance that finds application 
in FMCG, pharmaceutical, cosmetic, 
and other products.” 

Since 1993, when CIMAP started 
its “Improved Technology for 
Menthol Mint Essential Oil Project”, 
India has become the largest pro- 
ducer of menthol mint oil in the 
world, overtaking China. With a 
production of about 17,000 tonnes, 
the country now commands a 78 
per cent share of the annual global 


A helping hand: CIMAP's Khanuja 


output of menthol mint oil. Of the 
total estimated spice exports of 
Rs 4,435.50 crore in 2007-08, 
exports of mint products (mint 
oils and menthol) were worth 
Rs 1,280.50 crore, a share of 
almost 29 per cent. Over the last 
two-to-three years, farmers have 
generally been able to command a 
price of Rs 400 per kg or more for 
their menthol mint oil. This means 
they are able to earn Rs 30,000- 
40,000 per hectare as profit, says 
Khanuja. Incidentally, on June 2, 
2008, the spot price of the oil at UP’s 
Chandausi mandi, as quoted on 
MCX, was Rs 510 per kg. 

So, what's doing the trick for 
India's mint oil economy? The 
answer lies in the four varieties 
of mentha aruensis (Himalaya, 
Kosi, Saksham, and Kushal) 
developed by cIMAP. These 
varieties have improved traits 
and higher content of menthol. 
It's for this reason that farm- 
ers in Barabanki have found in 
menthol mint a crop that's ideal 
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Early adopters: (From Left) Rakesh Kum 
for plugging the gap between the 
rabi crop (wheat or potatoes) and 
kharif crop (rice). Almost 70 per 
cent of the total arable land in the 
district is being used to cultivate 
the *bonus" cash crop in addition 
to the traditional food crops. 
Barabanki lies in the Terai region 
that is ideal for mint cultivation 
and it accounts for 80 per cent of 
the crop in India. 

At Muzzarfar Mau village, we 
(BT photographer Shekhar Kumar 
Ghosh and I) learn how the mint 
economy has established itself in 
the farms and marketplaces of the 
district. Rakesh Kumar, a 31-year- 
old farmer, shows us his two-hectare 
farm, half of which he uses to grow 
the Kosi variety of mint that has a 
crop cycle of 90-95 days. He trans- 
planted the “suckers” (the mentha 
roots that he sources once every 
two years from CIMAP) in March 
and will harvest the crop by the 
second week of June. As harvesting 
progresses, he will start putting his 
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Guiding force: A CIMAP 
workshop in progress 
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crop into the steam distillation unit 
that he has sourced from CIMAP and 
installed in his farm to produce the 
oil. Depending on a number of fac- 
tors, including cultivar used, time of 
planting and harvesting, and cli- 
mate, 20-40 tonnes of herbage will 
produce 125-200 kg per hectare of 
essential oil. 

The marketing of mint oil 
isn't a problem; Kumar can either 
sell it to traders and commission 
agents, who visit the farms looking 
for the commodity, or take it to 
the nearby mandi at Masauli. The 
buyers will test his oil and pay him 
according to the percentage content 
of menthol. 

Last year, Kumar produced 
about 60 kg of oil and got a price of 
Rs 490 per kg. His turnover was, 
thus, Rs 29,400. His costs— 
including procuring suckers, irri- 
gation, disease control, fertilisers, 
payments to farm hands, etc.—did 
not exceed 50 per cent of his 
turnover, thus ensuring a neat profit. 
Ram Lakhan (35) and Rajendra 
Prasad (35), also farmers and 
Kumar's neighbours, say they both 
are growing mint for 9-10 years 
and earning good profits. 

Khanuja points out that the price 
discovery for mint oil has improved 
since his institute began working 
with commodity exchanges like 
MCX and NCDEX to develop a system 
of fixing prices according to the 
content of menthol. 

Elsewhere in Barabanki, we 
meet more mint farmers. Beni 
Prasad (70) and his son Ram 








Oil's well: A mint distillation 
unit at CIMAP 
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The more (crops), the merrier: 
Shri Kishan (left) with his son 


Chander at Dalyan Pur village and 
Shri Kishan (48) and his son 
Rajkumar in Kinwadi say they have 
been growing mentha along with 
two food crops for several years. 

“Mentha requires good irriga- 
tion, which we have in Barabanki. 
Extracting the oil is also easy. If 
we don’t have our own distillation 
unit, we rent it from a neighbouring 
farmer. Selling the oil is also easy,” 
says Ram Chander. 

Uttar Pradesh, the leader in mint 
cultivation (farmers in Bihar are now 
aggressively bringing larger areas un- 
der mint cultivation), is also facing its 
share of problems, notably a mandi 
tax of 2.5 per cent imposed by the 
state government on mint oil. 
Farmers and traders have been up in 
arms against the move. “The mandi 
tax will put UP out of business. Bihar 
will gain at the cost of UP," says 
Kapoor Babu Gupta of Gupta 
Suppliers, a large buyer of mint oil. 

Having met the farmers who've 
benefitted from mint farming, one 
hopes the state government will 
pay heed to their problems. 8 


bt bookend 


Steel Saga 


A corporate potboiler on Mittal Steel's hard-fought 
battle for Arcelor. TEJEESH N.S. BEHL 


COLD STEEL WO YEARS TOO LATE. THAT'S THE FIRST 
Tim Bouquet & Byron Ousey | reaction to Cold Steel. The next reac- 
Little. Brown tion? Too little. It's a pity that the 
Pages: 340 saga of one of the world's most fiercely- 
Price: Rs 650 


fought corporate battles should make a book 
that, while being excessively complimentary 
to its protagonists Lakshmi Niwas Mittal and 
his son Aditya, offers little fresh insight. That, 
however, is not to say Cold Steel isn't grip- 
ping. In fact, the narrative is so dramatic 
(“Mittal looked at the croissants. They stayed 
where they were.") that had the authors not 
been writing about a real takeover drama, it 
could have made a racy corporate potboiler. 

Details of meetings, locales and even 
moods of the people in the drama are fleshed 
out excruciatingly, with some poetic licence 
thrown in. Take, for instance, the authors' 
description of the dinner meet at Mittal's 
Kensington Palace Gardens mansion in 
London. There are only four men at the din- 
ner table—Arcelor's Guy Dollé and Alain 
Davezac, and Lakshmi Mittal and Aditya—but the narrative seems 
partial to the Mittals. Dollé's discomfort at the dinner—in fact, every- 
thing from the opulence of the Mittal mansion to Aditya's *brash- 
ness"—is seen from the perspective of his host. Sample this: *Guy 
Dollé had no time for Aditya. As far as he was concerned, he had 
been born rich and lucky... What Davezac took for brilliance, Dollé 
regarded as an irritating brashness." 

There's no doubt that the authors adore their subject. But what's 
not fair is that they show some of the other players in this drama in 
poor light. Dollé, for instance, is portrayed as someone prone to 
stupidly shooting his mouth off—unlike the slick and sophisticated 
Mittal. Yes, Dollé did make some remarks that some Indians found un- 
savoury, but to characterise him as a bumbling executive with oversized 
ambition probably isn't fair. 

The authors prove they are out of their depth when it comes to 
understanding India or its politics. There's a lengthy chapter on 
Mittal’s trip to India that coincides with French President Jacques 
Chirac's visit, but Bouquet and Ousey are unable to deliver a nuanced 
dissection of the subtle politics Mittal must have played behind the 
scenes. Also, they have no clue that Hindi is the language and Hindu, 
a follower of Hinduism. Ergo, their reference to the Hindi language 
media as *Hindu' media. The book is also marred by some minor 
typos (“Aditya bounded in like (a) Tigger" (sic)). 

Just the same, Cold Steel must count among the rare corporate 
page-turners. It is a racy read, where the only tragic character turns out 
to be a Frenchman—Guy Dollé. 
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CLASSIC DRUCKER 
Peter F. Drucker 


Harvard Business Press 
Pages: 221 
$14.95 (Rs 643) 


F THERE'S ONLY ONE MANAGE- 
ment thinker you choose to 
follow, let it be Peter Ferdinand 
Drucker. In a remarkable 
career that stretched over seven 
decades, Drucker literally 
invented the discipline of man- 
agement. Drucker, born in 
Vienna in 1909, was more than 
a management thinker; he was 
a seer. He was very different 
from other writers on manage- 
ment for a fundamental rea- 
son: he didn't believe in buzz- 
words that seem to so charac- 
terise management writing of 
recent decades. Fundamentally, 
Drucker, who died in November 
2005, eight days ahead of his 
96'^ birthday, was an analyst 
and an investigator; he was 
deeply interested in the man 
in ‘management’ and how that 
man interacted with others in 
an organisation. Classic Drucker 
is a compilation of 15 of his 38 
articles written for Harvard 
Business Review, and carries an 
introduction by HBR's editor 
Tom Stewart. Needless to say, 
HBR editors serve up a selec- 
tion that’s not just wholesome 
but stimulating. Take, for in- 
stance, Drucker’s wonderful 
piece on Managing Oneself. 
Although written almost a 
decade ago, it is relevant even 
today and, no doubt, wil! re- 
main relevant for a long time to 
come. Reading Drucker is like 
having the future told—for the 
manager and his organisation. 
R. SRIDHARAN 
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Young Turks in the Works 


The National Entrepreneurship Network is pushing college students towards 
entrepreneurship and has attracted some high-profile backing. RAHUL SACHITANAND 


AURA PERKIN, 43, HAD HER 
first brush with entre- 
preneurship at the age 
of nine, when she used 
all of her mother’s balls 
of yarn to design and sell pom- 
poms to kids in her neighbour- 
hood. She proceeded to split the 
proceeds with two friends to whom 
she had outsourced the weaving 
of these pom-poms, while she 
focussed on design and distribu- 
tion. She ran this “venture” until, 





inevitably, her raw material (her 
mother’s yarn) ran out and her 
business ran aground. 

The seeds of entrepreneurship 
were, however, sown for Perkin, 


who, over the next couple of 


decades, dabbled in several enter- 
prises, ranging from selling insur- 
ance in small town America to set- 
ting up banks and healthcare com- 
panies. Perkin, who grew up in 
Hong Kong (and speaks fluent 
Cantonese), moved to the US to 


chase her entrepreneurial dreams 
in the mid "70s. She finally reached 
India for a brief stint at Ashoka 
Foundation in 1999, before moving 
to the National Entrepreneurship 
Network (NEN), a not-for-profit ini- 
tiative started by the Bangalore- 
based Wadhwani Foundation in 
2002. For a country in which a sta- 
ble job (and salary) has traditionally 
been given priority, NEN and its 
Executive Director Perkin had their 
task cut out over the past five years. 





The Genesis 

NEN began with six colleges (win- 
ners of a competition in 2002 called 
Lock Stock and Trade) in Mumbai 
and spent the next few years build- 
ing its own team, bank of students’ 
cells and entrepreneur-advisors as it 
sought to effect a change in the 
mindsets of students. “Five years 
ago, when we launched NEN, there 
was a clear need to accelerate 
entrepreneurship in India, espe- 
cially at the college and university 
levels," says Romesh Wadhwani, 
serial entrepreneur, whose epony- 
mous foundation runs this network. 
The original goal for NEN was to 
launch thousands of first-genera- 
tion entrepreneurs over 10 years, 
creating 100,000 high quality jobs 
and accelerating economic devel- 
opment in India. *Five years on, 
we have come a long way and made 
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a big difference. Today, there are 
nearly 400 colleges and universi- 
ties with entrepreneurship pro- 
grammes and over 50,000 college 
students are now actively engaged 
with us. Then, there is a network of 
resources that can be accessed and 
used by any NEN member at no 
cost," he adds. 

In February this year, some 
250,000 students across 360 edu- 
cational institutes took part in NEN 
EWeek (entrepreneurship week). 
And over the course of the event, 
they took part in group discussions 
and met investors and successful 
entrepreneurs. They also spent three 
days on a *Rs 50" game, where 
they had to devise out-of-the-box 
businesses (with an investment of 
Rs 50) in three days and prove their 
viability. These businesses ranged 
from dog washing to salsa classes, 
printed T-shirts and costume jew- 
ellery. At Bangalore's Mount 
Carmel College, students baked a 
cake for Rs 50 and sold one slice of 
that cake for Rs 20 and used the 
surplus to bake more products and 
make a handsome profit—all this to 
eventually learn being well-rounded 
entrepreneurs. 


Widening Compass 

Besides nurturing first-time entre- 
preneurs, the next step for NEN is to 
play a broader role in building an 
entrepreneurship ecosystem in the 
country. “We need to encourage 
college students to consider a future 
in start-ups—not just in founding 


companies, but working in these 


start-ups and understanding the 
nuances of working with them," 
says Biocon founder and CMD Kiran 
Mazumdar-Shaw, a strong votary of 
NEN's activities and an advisor to 
the network. Wadhwani also makes 
a social case for NEN's growth that 
goes beyond the purely economic 
rationale for it. “I’m a living proof 
of the value that entrepreneurs can 
create for society. I also believe 
that each of us, who has been for- 
tunate enough to succeed at this 
level, has an obligation to give 
something back to society,’ 
Wadhwani explains. 

Over the past five years, NEN's 
extensive network has been lever- 
aged by several students to further 
their fledgling businesses. For stu- 
dents and wannabe entrepreneurs, 
incubation can otherwise be a 
strong magnet to work with pro 
grammes such as NEN, since finding 
space and funding for their projects 
can be next to impossible. At the 
same time, NEN has snagged the 
attention of a raft of high-profile 
executives like Naina Lal Kidwai, 
Country Head of HsBc, Harsh 
Mariwala of Marico and Arun Seth, 
Country Head of BT India, as well 
as top notch venture capitalists like 
Randy Komisar, Partner, Kleiner 
Perkins Caufield & Byers and 
Consulting Associate Professor, 
Stanford Technology Ventures 
Programme, among others, and in 
vestors such as the Indian Angel 
Network to act as hands 
advisors. “There is an interest 
entrepreneurship not just among 
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eager college students, but also at a 
senior management level," says 
Kanwaljit Singh, Partner at Helion 
Ventures, and advisor to NEN. 
And there are examples galore. 
Hari Rastogi used the network's 
reach to get himself into the incu- 
bation centre at Irr Kanpur when he 
was in his eighth semester at 
Bangalore's Mvj College of 
Engineering. He started Excelan 
Consultancy, a financial services 
company offering financial plan- 
ning solutions and claims to have 
tied up with the likes of IT giant 
Capgemini to offer its employees fi- 
nancial planning solutioms. Rastogi, 
who underwent a three-month 
World Bank-assisted programme at 
Vellore Institute of Technology on 
entreprenuership and a one-week 
refresher course at IIT Kanpur, says 
his company offers solutions across 
a range of insurance and multual 
fund companies and earns revenues 
from these companies for hawking 
their products. *I wanted to be an 
entrepreneur since Í was in high 
school and NEN gave me the plat- 
form to follow this path rather than 
force myself into a dead-end job," 
says Rastogi. Elsewhere, Ankur 
Gattani, a graduate from irr Bombay 
and rM Calcutta, has set up Onelife 
Knowledge Services and the first 


Alok Mittal, MD, Canaan Partners 


"The market in India is different 
from the one in the US and pro- 
grammes need to be customised" 


product, lifeinlines.com (LiL), was 
started a year ago. “Lifeinlines is a 
personal archive of your life. It in- 
tegrates multiple technologies to 
make it simpler for people to record 
moments and instances from their 
lives that touch them— something 
like an ongoing autobiography, as 
life happens. You could use the 
web, e-mail, instant messengers, 
SMS or even a phone call to record 
moments to your LiL account and 
store them privately or to share 
with selected people," he says. 
Gattani hopes to earn revenues 
from online advertising, by mon- 
etising his user base and is also look- 
ing at other revenue streams 
including custom application 
development for corporates. 


Nurturing is WIP 


Entrepreneurs associated with NEN 
point out that unlike in the West, the 


@ Procedure: Colleges need to sign a memorandum of understanding with 
NEN consultants. The institute will designate faculty, who will then build 
the programme. The faculty also needs to undertake training programmes 


to sharpen its skills 


@ Who can access it? It is open only to member colleges and individuals; in 
total, around 380 educational institutes are members 


e What does one need? One only has to be a student of a member college 


@ How does NEN help? NEN conducts workshops, puts budding 
entrepreneurs in touch with angel and venture capital investors and 
also gets well-known senior managers and serial entrepreneurs to provide 


advice and guidance 


@ Contact: email: info@nenonline.org; 


Phone: 080-41689192, 022-26006158 


@ Who else is doing it? Other entrepreneurship movements such as Proto 
and Open Coffee Club; others such as Kickstart and angel investors such as 
Seed Fund and Indian Angel Fund also support entrepreneurship 
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Romesh Wadhwani, Serial Entrepreneur 


"There are nearly 400 colleges 
and over 50,000 college students 
actively engaged with us” 


support ecosystem in India is a work 
in progress. “There are 30,000 angel 
investments every month in the US 
and angel funding in universities is 
well-established. We also don't have 
any ‘war stories’ (read: comebacks 
after failures) from our entrepre- 
neurs,” complains Raman Roy, serial 
entrepreneur, VC and Founder-CEO 
of Quattro BPO and an industry vet- 
eran. Others such as Alok Mittal, 
MD, Canaan Partners India (and 
founder of jobsahead.com), 
say Indian universities are begin- 
ning to realise the value of nurturing 
entrepreneurs. ^We need to recog- 
nise that the market in India is dif- 
ferent from that in the Us and rest 
of the West. So, programmes here 
need to be tailored to local condi- 
tions," he contends. 

As NEN gains momentum, it 
needs to consider ways of generat- 
ing its own funds and literally cut its 
umbilical ties with the Wadhwani 
Foundation. While Wadhwani says 
he is in this journey for the long 
term, seasoned advisor-entre- 
preneurs feel NEN needs to establish 
its own identity independent of 
Wadhwani Foundation. “Now, the 
challenge (for NEN) is to scale up to 
cover more institutes and eventually 
make it self-sustaining by generating 
its own funds,” says Mazumdar- 
Shaw. NEN faces other challenges 
too; seasoned entrepreneurs say 
that the network needs to avoid 
the pitfalls of other start-up move- 
ments and retain its free-flowing 
set-up, rather than get into an overly 
structured business framework, to 
ensure its longevity. BM 
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Grand Theft Auto IV is Here 


Need a reason to get a new console? Here is a very good one. KUSHAN MITRA 











































HERE ARE MANY THINGS YOU 
can buy for Rs 2,499. You 
can even get a mobile hand- 
set for that amount. But when it 
comes to pure entertainment, you 
cannot do much better than GTA 
IV. The game that 
takes place in 
‘Liberty City’ 
(which is loosely 
based on New 
York City) is 
an amazingly 
detailed game. 
] have 
just about 
managed 
to get 
through a 


third of the way througl 
game—enough to get flabbergasted 
at everything, from the amount of 
detailing and the depth of the sto- 
ryline. This game is a great contin- 
uation of the sex-drugs-and- 
violence-filled gameplay of GrA-Vice 
City and GTA-San Andreas. 

This is not a “softy” of a game. 
The GTA franchise has never been a 
soft franchise. No whacking piñatas 
or alien characters here, but unlike 
earlier games, this one has a major 
change: character guilt. 

Sure, the lead character Nico 
Bellic, a refugee from the Balkan 
conflict, blows holes in the brains of 
people, but there is a feeling that this 
guy is almost human. That is a 
remarkable thing to say about a 
game character, but then again, vou 
are playing the game. 

Now, gameplay is pretty similar 
to previous versions of GTA, and 
newcomers to the franchise might 
take a while getting used to it. But 
even more experienced franchise 
hands will find the new phone and 
Internet features pretty cool. Bellic 
has a phone that he can use to call 
people and surf the Internet to read 
about the aftermath of his actions. 
Plus, the game has a fan 

tastic soundtrack. 

Tracks have been rem 

ixed and re-mastered to 

throw in references to 
Liberty City. If you want 
to experience the sheer 
power of next-generation 
consoles and have no moral 
issues about doing certain 
things in the virtual world, 
get this game. 

For the first time, the game 
has been released both on the 
XBox360 and the PlayStation3, so 
you do have a choice of machines to 
play it on. 
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RAMEN SARKAR 





A Strong Foundation 


HE ROUTINE MOST LIKELY TO GET NEGLECTED IN GYMS ARE LEG 

u workouts. And, as l've noticed, it's more men that tend to neglect 

working out their leg muscles than women. Yet, the leg muscles— 

the hamstring, the quadriceps and the calves—perform the most taxing 

of work in everyday life. Just think of how much time you spend on your 

legs, standing, walking or running. It's a different matter, if you're a couch 
potato. In that case, what are you doing reading this column? 

The best exercise for the legs is the squat. You could use dumb-bells, 
barbells or just your body weight to do squats as long as you keep your 
form correct. Squats target your quads—the front part of your thighs— 
and there are a couple of things to remember when you're doing them: 
keep your back in its natural arch, shoulders back and ensure while you 
are going into the squat position that your knees don't extend beyond your 
toes. The squat builds muscles and you should do four sets 
of 8-10 repetitions as the first exercise for your legs. 
The illustration shows how to do dumb-bell squats. 

Squats can be followed by leg presses, which are 
usually done on machines. Depending on where you 
place your legs on a leg press machine you can vary what 
part of the thigh muscles are targeted by the exercise. If 
the feet are placed far apart, the 
inner thighs are worked more; if 
they are placed close to each 
other then the outer thigh gets a 
better work out. The best option 
is to keep your feet about 10-12 
inches apart and in the centre or 
top half of the platform. Again, 
four sets are optimal. 

Two other leg exercises— 
the leg extension, which also 
targets the quads, and the leg 
curl, which targets the hamstring 
muscles—complete the upper leg routine, which can be followed by calf 
raises for the lower leg workout. Both the exercises are done on ma- 
chines—the leg extension machine usually doubles as a leg curl machine. 
But even dumb-bells can be used for a good hamstring workout in the 
straight leg deadlift but it is not an easy exercise and can create compli- 
cations in people with lower back problems. 

Some form of exercise for the legs—quads, hamstrings and calves— 
should be an essential part of your exercise regimen. Besides getting a pro- 
portionate physique with a well-balanced upper and lower body it is lit- 
erally a way to get a strong foundation. Now, there is this thing about leg 
exercises: leg muscles take time and a lot of effort to build and it helps if 
you keep increasing the weight from set to set. So go heavy! 

MUSCLES MANI 








write to musclesmani@intoday.com and read the Treadmill blog 

at www. businesstoday.in 

Caveat: The physical exercises described in Treadmill are not recommendations. 
Readers should exercise caution and consult a physician 

before attempting to follow any of these. 
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STANDING UP TO 
BACK PAIN 


HINK OF HOW HARD YOUR BACK 
| works every day. Even if your 
job involves sitting at a desk, your 
back is constantly on the move— 
bending up and down, swaying side- 
to-side, twisting and turning. These, 
and other activities, can lead to back 
pain. Here’s how you can avoid it. 


What are the causes? 

The lower back, which supports a 
major part of your body weight, is the 
most vulnerable. Says Dr Yash Gulati, 
Senior Consultant, Indraprastha 
Apollo Hospitals, New Delhi: “Lower 
back pain is often a result of strained 
back muscles and ligaments due to 
Stress, improper posture, heavy lift- 
ing and muscle spasms.” 


Who's affected? 

Back pain usually afflicts those who 
are overweight or those who sit 
slouching for long periods of time. 
Says Dr Shankar Acharya, Senior 
Consultant, Sir Ganga Ram 
Hospital, New Delhi: “Back pain 
can occur at any age, but the peak 
time is between the ages of 40 


and 59. Men and women tend to 


be affected equally." 


How to cure it? 

The road to recovery varies from 
individual to individual and you'll 
have to work out what suits you. 
However, there are a few general 
points. 


li Seek specialist help before acute 


problems become chronic. 


E Says Dr Gulati: “Applying alternate 
hot and cold compresses to the af- 
fected area may help relieve pain.” 


Bi Says Dr Acharya: “Use an up- 
right chair that supports your lower 
back. Stand up and stretch every 
30-40 minutes.” 


m To keep your spine strong, you 
need to get enough calcium and 
vitamin D every day. These nutri- 
ents help prevent osteoporosis, which 
is responsible for a lot of the bone 
fractures that lead to back pain. 

| MANU KAUSHIK 
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On the Move 


THIS IS A HOMECOMING OF SORTS. NEELAM DHAWAN, 
48, has quit as Managing Director, Microsoft 
India, to head Hewlett-Packard in India. But there 
is more than meets the eye here, despite a company 
issued release making all the right noises. "Being a 
part of the leadership team at Microsoft India has 
been one of the most rewarding roles of my pro- 
fessional life and the decision to leave was a difficult 
one to make," Dhawan was quoted as saying. 
However, the popular (unofficial) blog ‘Mini 
Microsoft’ had a damning post on Microsoft India 
which stated Dhawan was leaving the company— 
10 days before the announcement happened. 
Despite the controversy, Dhawan will have her 
hands full at HP trying to integrate EDS operations 
into HP’s services business. For the IT veteran, it will 
be a return to the place where she made her 
name—before joining Microsoft India, Dhawan 
was a Vice-President at HP India. 
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Calling It a Day 


*GO VODAFONE' IS THE PERK-UP PHRASE ARUN SARIN, 
53. uses to end his monthly memos to Vodafone em- 
ployees. As the India-born CEO prepares to bid adieu 
to the world's largest mobile phone company, his 
efforts to motivate the Vodafone team seem to have 
had the desired effect. During his five-year stint, the 
company returned to profitability with net profits of 
$13.2 billion (Rs 56,760 crore) for the year ending 
March 31, 2008. Sarin's focus on emerging markets 
like India, Turkey and Romania ensured that the 
company's global customer base doubled on his watch 
from 120 million to 260 million. That also sounds like 
an exercise in silencing his critics (at the company's AGM 
in 2006, over 10 per cent shareholders wanted his 
exit). No wonder then, Sarin continues to beam his 
broad smile because he's leaving—as one British news- 
paper said —“while at the top of his game”. 





In Expansion Mode 


A GOOD TEACHER MUST KNOW THE RULI 

pupil, the exceptions. IIM-A alumnus SHANTANI 
PRAKASH, Managing Director, Educomp Solutions 
seems to have understood both. An entrepreneur 
who created a Rs 6,048-crore firm (market value). 
from scratch, Prakash, 42, has now entered into tw 
50:50 Jvs with the Singapore-based Raffles Education 
Asia-Pacific’s largest private education group. The 
rationale? “The India Jv will bring the entire suite of 
Raffles’ job-oriented courses to the country, thus pro 
viding Educomp’s large student population with 
meaningful alternatives when they graduate from 
high school. With Rs 1 lakh in capital and two 
employees in 1994, Educomp has come a long way. li 
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has over 4,000 professionals, serving over six million 
à learners and educators across India, USA and Singapore 
> Prakash, by all means, is on the right course. 
> 
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Gardener Writer 


SOME MONTHS AGO, SUBROTO BAGCHI, 50, THE 
founder of Bangalore-based IT services company, 
MindTree Consulting, created waves when he stepped 
away from an operational role at the firm and 
re-assigned himself a more strategic role as its 
‘gardener’. While this new quirky role saw him turn a 
mentor, coaching MindTree’s top 100 young leaders 
and building business readiness, Bagchi is all set to kick 
off sales of his second book Go Kiss the World 
(poignantly, the last words of his mother) in mid- 
June, published by Penguin. Bagchi is already a pub- 
lished author (with The High Performance Entrepreneur 
in 2006) and his second book is an autobiographical 
look at his rise from rustic Orissa to co-founding 
MindTree in 1999. “This book is targeted at India’s 
young professionals and is a collection of life’s lessons, 
which I have picked up from my own challenging up- 
bringing,” he says. After all, tending young minds 
comes naturally to him. 








SATISH KAUSHIK 
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Role Reversal 


AFTER REGULATING INDIA'S CAPITAL MARKET FOR THREE YEARS, 61-YEAR-OLD MELEVEETIL DAMODARAN 
other side of the fence now. The former chairman of Securities and Exchange Board 
(SEBI), UTI Mutual Fund and IDBI has joined the Netherlands-based ING Group as a 

sentative and advisor in India. In the new role, he will be guiding the group in expanding its tl 


nesses—banking, insurance and investment business. Considering his love-hate relationshi 
media, it's interesting that he has also become an honorary ombudsman for Financial Chron 
new business paper launched in March. To his credit, he did bring about changes in the IPO | 
and introduced new capital market products. Post his retirement from SEBI, it was expect 

will renew his interest in practising law, but he dismisses it as a rumour. And what abc 

on football that he has been planning to write since his UTI days? "It's work in progre 
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UMESH GOSWAMI _ 


Like Father, Like Son 


FEW YEARS AGO, ON BOARD A CRUISE LINER STEAMING OFF THE WEST COAST OF INDIA, 
Sanjiv Bajaj looked a happy man. After having taken control of Bajaj Auto’s finances 
when he returned to Pune after completing his management degree at Harvard 
Business School, the younger of Rahul Bajaj’s two sons was looking to repair the company’s 
books, while elder brother Rajiv tried to get the company’s products straightened out. 
i S l It was while doing this that Sanjiv realised the need to better utilise the huge cache of 
Xf 8 Mit cash in Bajaj Auto's chest. So, Bajaj Auto started an extremely successful treasury operation, 
TE 1 veered into consumer finance and, later, tied up with German insurance major Allianz for 
Experience joint ventures in the life and non-life segments. Under his stewardship, and despite fierce 
ee: competition from established financial services players, both Bajaj-Allianz (in life insurance) 
BlackB ' rry : and Allianz-Bajaj (in non-life) have risen to the top of the pile in their respective segments 
A = among private insurance companies. But while he was leading Bajaj Auto into the financial 
services space, Bajaj was also playing a critical role in the parent company. Bajaj, who is also 
a mechanical engineer from the University of Pune, and headed Bajaj's international 
team, quickly made forays into South East Asia and Latin America, where like in India, the 
Pulsar has become a huge hit. Thanks, in no small measure to his far-sightedness, Bajaj Auto 
exported over 600,000 units in 2007-08, a quarter of its total production. 

When, in the middle of last year, Rahul Bajaj decided to split the financial and auto- 
motive parts of his business, some speculated that he was doing this to prevent another gen- 
erational war, like the one that has plagued Rahul Bajaj’s relationship with his brother 
i | Shishir. But Sanjiv pointed out that this was not done to prevent a future squabble between 
Monthly Rentals | him and Rajiv, but rather to unlock shareholder value. 
start from Rs.249 sl [n the first week after listing, the separated companies unlocked over Rs 1,000 crore 
> a eae in additional value for shareholders. However, with the global economy weakening and 
the impact about to hit India, Sanjiv, hands-on and always thinking of new opportunities, 


will need to use all his resources to make sure the good times keep rolling. 
KUSHAN MITRA 
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di YOUR NEW BLACK & WHITE 
PRINTER ALSO DELIVERS 
EXCELLENT COLOR. 


The new HP Color LaserJet CP1215 and CP1515r 

you print black-only pages for the same cost^ as a HP bl. 
white LaserJet. And that's not all, they deliver 22% riche: 
more vibrant colors plus impeccable color consistency tron 
the first page to the last. Impress with color. Save with black & 
white. The next generation of HP Color LaserJets is here 
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HP Color LaserJet 
CP1515n Printer 


HP Color LaserJet 
CP1215 Printer 








Rs. 17,299/- Rs. 21,699 /- 
* Up to 12 ppm ° Up to 12 pp: 

e 264 MHz processor ° 45( MHz DI 

* 16 MB device memory ° 96 MB expand 





Hp ET For more information 
Dial-a- Ë SMS NEW to 57575 
cartridge | Call 1800 4254 999 (toll free, from 








3030 4499 | MTNL/BSNL lines) or 3030 4499 
| 1800 4254 999 (from mobile, prefix your STD code) p 
(from MTNL/BSNL lines) - 4 j 

| Visit ww w.hp.com/in WHT Do You HAVE SAY? 


^ Compared to HP LaserJet P1505 printer (single function) and Laserjet M1522 MFP/ M1120 MFP. Assuming customer is printing at least 30° of total pages in col 
les! suite (www.iso.org/itc] /sc28) and overall average job length of three pages. Yields established using ISO/IEC test standards. Actuol yields and costs vary cor 
af calar nanes nrinted and other factors. * MRP. "Conditions apply. © 2008 Hewlett-Packard Development Company, L.P 
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Presenting Solar Photovoltaic Street Lighting Systems 
Sharp began research on solar cells in 1959, almost 48 years ago and today it is leading the way into the 
era of Clean Energy with Solar Power. Sharp has been the world leader in solar cell production for seven 


years in a row, since 2000. 


To know more please call Sharp Business Systems (India) Limited at: 
North: 9810635310, 9310078313; East: 9831575559. 9954066977; South: 9840297709, 9845995692; West: 9960400994, 9892600166, 


1800-4254-321 (Toll Free), e-mail us at info@sharp-oa.com or visit www.sbsil.6ora/Sharpsolar 
Hakuhodo Percept ‘De harr 
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Jobs Today 


PLUSH CAREERS 


Go Luxe, Get Hired 


Luxury goods purveyors, who see a rich market in India, are hunting 
for talent. ANUMEHA CHATURVEDI AND VIRAT MARKANDEYA 


took a shot in the dark. The 
38-year-old left Marico, where 
he cut his teeth and worked for 
14 years in FMCG functions like 
materials planning, plant set-up 
and commodity buying, to plunge 
head long into high-end retail, as 
Director-Operations, Madura 
Garments. It was a 180 degree di- 
rection change. Says Iyer: “FMCG is 
all about high volumes and low 
prices; high-end retail is all about 
low volumes but higher price 
points. This sets the context for 
organisation structures, systems and 
processes across the value chain." 
However, his last job as Head, 
Operations, at Marico's successful 
Kaya Skin Clinic, made the transi- 
tion slightly easier. As he puts it: 
“Both were start-ups (Madura is 
eyeing super-premium brands), and 
I love being a player rather than a 
bystander." The key, he adds, is to 
have an entrepreneurial mindset. 
"Taking decisions and moving for- 
ward is better than the analysis- 
paralysis syndrome. While some 
like me have taken the risk, there 
are many who are comfortable in 
their existing domains." 3 
If Saloni Nangia, Vice President, CUPS 
Technopak, is to be believed, Iyer ^ B 
nas, in all rotat, hit the Dus B “Taking decisions and moving forward is a better place to be in 


eye with this change in career path. 


“There are lots of opportunities in R as compared to analysis-paralysis syndrome" 


[: FEBRUARY THIS YEAR, RAM IYER 


- 
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the arena of luxury brands at the Ram lyer, Director, Operations, Madura Garments 

moment and the people who make 

the most of it now will be the fron- India Is Chic China and India. Ergo, talent is a 
trunners in future. That's exactly With us sales weakening, top lux- big issue. 

the same thing that happened in  ury brands are counting on growth Says Kris Lakshmikanth, 


organised retail earlier,” she says. from emerging markets such as Founder CEO & Managing Director, 
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The Headhunters: *The watershed 
for the luxury segment was the gov- 
ernment's decision to allow single 
brands in retail." He pegs the luxury 
segment at Rs 20,000 crore, and it 
Is growing at 25-35 per cent annu- 
ally. “It is the fastest-growing mar- 
ket after the Gulf,” he says of the 
Indian luxury market. 
Elaborating, Sanjay Kapoor, 
Managing Director, Genesis 
Luxury, says: “Initially, the retail 
presence of luxury brands will 
be limited to A class cities such as 
Delhi, Mumbai, Bangalore and 
Hyderabad. However, as the cul- 


WHAT’S YOUR 





LUXURY QUOTIENT? 


e Foremost is ability to 
understand brand attributes 


e Flair to differentiate brands 
and sell 


e Good merchandising aptitude 
e Well-rounded personality 
e Exceptional communication skills 


" You need someone who 
understands luxury—someone 
who knows how to differentiate 
brands and sell them" 


Manishi Sanwal, GM, LVMH Watch & Jewellery 








‘As the culture of luxury trickles down, we'll expand through 
monobrand boutiques, and stock brands in multibrand stores 


Sanjay Kapoor(extreme right), MD, Genesis Luxury 


ture of luxury trickles down, we 
will look at expansion in cities 
such as Ludhiana, Chennai, 
Chandigarh and Kolkata. We 
will primarily expand through 
mono-brand boutiques and then 
gradually stock our brands in pre- 
mium multi-brand stores." Genesis 
Luxury markets and distributes 
clothing brands such as Canali, 
Kenzo, Paul Smith, Aigner and 


Just Cavalli. 


Talent in Short Supply 
So, where are these luxury brand 
sourcing talent from? Banker 
turned-luxury entrepreneur Kapoor 
points out: “Organised luxury retai 
is a relatively recent phenomeno 
the country; hence, we hav 
to look at sourcing talent fro: 
mium and bridge brands and th« 
hospitality sector." 

Luxury brands that are p 
ning to set up shop and expand 
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_ on growth from emerging markets such as China and India 
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operations in India, will 
be looking at talent from 
the hospitality industry 
as the basic level of serv- 
ice remains the same. 
Nangia says: “Luxury is 
synonymous with a well- 
groomed personality and 
excellent communication 
skills that enable one to 
be well-versed with the 
brand. The maximum 
opportunities are at the 
level of store managers 
and in the field corpo- 
rate communications and 
PR. The former, in par- 
ticular, will need to be 
good merchandisers 
who understand the 
Indian psyche well and 
can sell the brand name 
to consumers." 

Manishi Sanwal, GM, LVMH, 
however, says: “It is not really a 
question of the industry the 
prospective person is coming from. 
You need someone who under- 
stands luxury—someone who 
knows how to differentiate brands 
and sell them—someone who is 
aware about brands, and under- 
stands their UsP. For example, (at 
TAG Heuer) it's sports that is its 
USP." On sourcing talent from other 
sectors, Sanwal says: *If they were 
to source (floor sales people) from 
another industry, it would be cars. 
(Selling) watches is quite similar to 
selling cars....We need people who 
can talk machine and talk machine 
with conviction." Sanwal has hired 
people from the auto sector for his 
company's operations in Delhi 
and Chandigarh. 

There is shortage of trained 
manpower in the luxury retail 
space across the spectrum. Every 
luxury brand is looking for people 
at the shop floor level—managers, 
associates and sales people are in 
huge demand. There are also 
openings at middle-to-top levels- 
country managers, CEOs, and 
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“There are lots of o 
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marketing heads. 

That's not all. Ashok Goel, 
Brand Consultant for Gucci and 
Corum, says: "It's a wide-open 
field and the opportunities are 
immense. There's a lot of empha- 
sis on visual merchandising when 
we talk of luxury brands." 


High End, High Expectations 
Is there a specific skill-set needed 
for working in a luxury brand? 
Foremost is to have good com- 
portment—from the sales girl at 
the shop floor to the CEO. Says 
Lakshmikanth: “The degree you 
have is not half as important as the 
passion the candidate has for fash- 
ion. You need to eat, breathe, drink 
fashion and have the ability to spot 
what is fashion." 

Persuasive skills come in handy, 
too. There's no specific skill set 
as such but the person should be 
able to identify with the brand 
that he is selling and should be 
able to convince the consumer 
about the same, and that will requ- 
ire one to possess a well-rounded 
personality and good communi- 
cations skills, say experts. 


pow in the arena of 
luxury brands and the peop who make the 
most of it now will be t 


Saloni Nangia, Vice President, Technopak 


e frontrunners in future” 





Another important 
skill set required is an 
understanding of the at- 
tributes of luxury brands, 
which are vastly different 
from those of FMCG 
goods. These attributes 
are experiential and, 
therefore, demand a dif- 
ferent treatment. “The 
Indian market is yet to 
fully mature to the idea 
of paying premium 
prices for this differenti- 
ation. Hence, the peo- 
ple who represent the 
brand must be fully edu- 
cated in these details. 
Above average commu- 
nication skills and a very 
high presentability quo- 
tient are necessary pre- 
requisites,” adds Gen- 
esis's Kapoor. He is looking at 
talent from premium Indian 
brands and the hospitality indus- 
try that can then be trained in- 
house to the requirements of the 
luxury brands he markets. 

There’s a lot of emphasis on per- 
sonality when it comes to working 
for a luxury brand, as the clientele is 
completely different from that of 
regular brands. The important thing 
is that they should be able to identify 
with the employee. “You should 
know what you’re selling and a cer- 
tain degree of finesse is required 
which should complement the 
brand,” says Goel. 

Compensation packages in the 
luxury segment are as varied as the 
products themselves. While a sea- 
soned sales pro can get up to Rs 24 
lakh per annum, top level salaries 
are in the range of Rs 1-1.5 crore 
per annum. 

The road ahead is no less excit- 
ing. Says Lakshmikanth: “Within 
luxury, one can move within seg- 
ments. You can sell anything from 
high-end cars like BMWs and 
Porsches to high-end villas costing 
$2 million (Rs 8.6 crore).” 
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Legal Eagles ‘lake Wing 


Lawyers ride an M&A tailwind. VIRAT MARKANDEYA 


HE OPENING UP OF THE ECON- 
š Carai has galvanised the old- 
world profession of law. Going be- 
yond the thrust and parry of court- 
room litigation, it has led to the rise 
of the corporate lawyer, now being 
spoken of in the hushed tones usually 
reserved for MBA whizkids. And the 
demand will continue to hold. 

Within corporate law, capital 
markets, private equity, infrastruc- 
ture and project finance are the ar- 
eas where the demand is red hot, 
while corporate practice in debt 
capital markets, convergence law 
and competition law promise to be 
areas of growth. Says Vishnu 
Jerome, Senior Associate with 
Mumbai-based corporate law firm 
AZB & Partners: “M&A and PE deals 
in India have become even more 
significant given the current volatil- 
ity in capital markets since such 
deals represent more stable invest- 





Legal career gets rewarding 





ments in the India story." 

The average size of acquisitions 
by Indian companies has risen 10- 
fold over the past few years, 
according to another corporate law 
firm FoxMandal Little, and law 
firms have been the big winners. In 
April, corporate firm Khaitan & Co 
(which handled the Hutch sale) was 
ranked as Asia's fourth-biggest legal 
advisor for M&A deals in 2007. 

“The key role played by major 
Indian law firms in such deals is 
to structure transactions within the 
existing foreign investment regu- 
latory regime (which has become 
increasingly complex due to regu- 
latory concerns over unchecked in- 
flow of hot money into India) 
and bring a reality check on the 
nature of instruments and struc- 
tures under which investments are 
made," explains AZB’s Jerome. 
Complexity is the operative word 
here. Firms bill by the hour and 
not transaction size. 

Nikhil Chandra, CEO, Rainmaker 
T&R, makes another point: “While 
India provides 70,000-80,000 law 
graduates every year, only a small 
percentage have the required skill 
sets and exposure to move directly 
into non-litigation based work.” 

Foreign firms swooping into top 
law colleges is another factor sending 





FACT 


BOX 


WHO'S HIRING: Corporate law firms 
like Amarchand Mangaldas, AZB, 
FoxMandal & Little and Trilegal, 
among others 


WHO'RE THEY HIRING: LLBs from 
top law schools at the entry level. 
For middle and senior levels, 
lateral hiring from in-house coun- 
sels of companies, investment 
banks and even Indians retuming 
after stints with foreign firms. 


AT WHAT LEVELS: At fresher, 
middle, senior levels 


AT WHAT SALARIES: Typically, an 
associate at a top law firm will get 
Rs 12-14 lakh p.a., Senior 
Associates Rs 25-45 lakh p.a. 
while a partner could take in 

Rs 80 lakh-Rs 1 crore p.a. 


WHAT ARE THE NUMBERS LIKE: 
There are about 3,000-5,000 
corporate lawyers at present and 
demand could rise to 7,000-8,000 
over the next two years. 





salaries—at least at the entry level- 
soaring. At Bangalore's National Law 
School, for example, more than one- 
fourth of the batch this year was of 
fered jobs by London firms like 
Clifford Chance, Herbert Smith and 
Linklaters at salaries around £35,000 
(Rs 29.75 lakh) per annum. 

With salaries going up expo- 
nentially and foreign firms still 
knocking at the gates, this is one 
space to watch. m 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


IP soft India Pvt. Ltd., Senior 
Manager, Bangalore, 8 - 15 years, Job 
ID: 3677355 | 

Responsible for client delivery assurance and 
business development globally. Will head the 
team of Senior Business Development 
Executives and Senior Engagement 
Managers. Client relationship management: 
managing relationships with CXO’s. 


InteractCRM, Technical Manager, 
Mumbai, 7 -10 years, Job ID: 5176474 
Responsible to manage the 
development/engineering team (schedule, 
allocate & monitor tasks) to build / enhance 
the next generation Contact Center solutions 
forour customers. 

Itech People, Branch Mgr, Chennai, 
Trichy, 5-10 Years, Job ID: 5484816 
Manager have to realise targeted premium 
revenues and related targets through a team of 
Assistant Branch Mgrs, Sales Mgrs and branch 
operations. Plan, monitor and ensure 
achievement of sales targets through team of 
Assistant Branch Mgrsand Sales Managers. 
Wings Pharmaceuticals Pvt Ltd, 
General Mgr, Delhi, 15 - 18 Years, Job 
ID: 5484298 

Responsible for Product selection, Pricing 
structure & Launching in new states, Making 
new plans, Selection & Recruitment of field 
staff (Sales officer, ISR, Beauty Advisors), 
Promoting production in exhibitions & 
Institutions. 

AHA Air Hostess Academy Pvt. Ltd, 
Branch Manager, Delhi, 5 - 15 Years, 
Job ID: 5484220 

Manager have to ensure Branch Target 
Achievement in terms of Business 
Generation, Training Administration and 
Placement of Trainees. To ensure a smooth 
functioning and quality control of all 
Branch/Departmental Process. 
Moolchand Medcity, Manager- 
Procurement, Delhi, 6 - 10 Years, Job 
ID: 4793589 

Will be responsible for Systems development 
1.1 Develop a manual for procurement and 
materials mgmt for the hospital. The manual 
should encompass capital purchases, 
transactional repeat purchases (e.g. soap, 
paint, etc.) pharmacy purchases, etc. 
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Sejal Architectural Glass Ltd, HR 
Manager, Mumbai, Vapi, 10 - 20 Years, 
Job ID: 5483925 

Incumbent will be responsible for grounding 
of Job description & setting of KRA, 
Recruiting and Staffing Logistics, Managing 
manpower planning, recruitment & 
orientation of new recruits; benefits and 
compensation, career planning sessions with 
unit members. 


Shriram Value Services Pvt Ltd, 
Project Manager, Kochi, 5 - 8 Years, 
Job ID: 5483496 

Responsibilities will be: Planning, Maintaining 
and controlling of Telecom Infrastructure 
Project (Towers Erection 2) Leading the Team 
and delivering the solutions to the reputed 
clients on schedule and within the budget. 


Infotech Enterprises Ltd, Liaison 
Officer, Hyderabad, 8 - 15 Years, Job 
ID: 5483487 

Candidate should have minimum 10 yrs 
experience in handling all liaison matters with 
various departments of the Central as well as 
State Government at different levels. 


Flat Products Equipments (I) Ltd, 
Design Manager, Mumbai, 8 - 15 
Years, Job ID: 4596861 

Graduate BE Mech. with minimum 8 to 15 
years experience with good academic record & 
aptitude in design. Interested candidate shall 
have ability to think creatively, read & visualize 
drawing. Sound engineering fundamemtal & 
analytical ability. 


Infotech Enterprises Ltd., Practice 
Head, Hyderabad, 20 - 25 Years, Job 
ID: 4416396 

Responsibilities include:Service offering 
definitions, compelling reason for the 
offerings, Segment definitions, value drivers 
and value proposition. 

J P Associates, DGM Compensation 
& Benefits, Mumbai, 10 - 15 Years, Job 
ID: 5483285 

The incumbent should be a post graduate in 
HR from a recognised, premium institute. He 
should have experience of about 10 years in a 
multinational or good Indian company. He 
should be heading the the Comp & Benefit 
team of atleast 4 to 5 people. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Clearway Advisors, Deputy Manage 
HR, Mumbai, 5 - 8 Years, Job IL 
5483041 

Will be responsible for overall management o« 
HR activities for the HR shared services uni 
The role involves manpower planning 
recruiting and induction, employe 
engagement, performance management an» 
Training and development. 


Reliance Communications, Sr 
Manager, Calicut, 5 - 10 Years, Job IDI 
4724769 

Manager will be establishing and improvin 
distribution Infrastructure, establishment of 
chain of Preferred Retailers, Design scheme 
& promotions to increase distribution width & 
depth, Drive merchandising excellenc 
including the use of signages & vinyls fos 
visibility, etc. 

Crimson Interactive Pvt. Ltd. 
Manager Administration, Mumbai, 5 
10 Years, Job ID: 5473260 

Responsible to handle the entire sourcing 
process right from vendor identification tc 
finalizing the purchase order, Procurement oz 
stationery and accessories, Coordination with 
vendors for all commercial aspects. 

HDIL, Dy. Asst.General Manager 
Mumbai, 10 - 15 Years, Job ID: 4537265 
Candidate should have Graduate + Pos 
Graduate Degree or Diploma (Equivalent tc 
Degree) in brand building and promotions 
strategy building, development anc 
implementation. The ideal candidate shoulc 
possess 10-15 years relevant workin 
experience in sales and marketing. 

Mobile Tech Services India, Direci 
Marketing - Manager, Bangalore, 
Delhi, 7 - 11 Years, Job ID: 5482605 
Aspirant should have experience serving at 
least one of the following verticals:BFSI, 
Large Enterprise, Education/Government, 
BPO/Software industry verticals. 


Integra Software Services Pvt. Ltd., Sr. 
Manager, Pondicherry, 8 - 15 Years, 
Job ID: 5482550 

Will be responsible for financial management, 
co-ordination with Banks/Financial 
Institutions for arranging and availing long 
term and short term facilities; finalization of 
Indian, US and UK Company Accounts. 
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wead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


W.MC Software, Associate Application 
Developer, Pune, 2 - 4 Years, Job ID: 
475605 
.equired candidate should possess 2-3 years 
T development experience with at least 1-2 
wears of this should include significant 
.emedy AR development experience. 


AP Labs India Pvt Ltd, Partner 
ervices Advisor, Gurgaon, 3 - 6 Years, 
2b ID: 5177793 

SA will provide remote services (technical 
dvice, enablement support, personal 
elationship and others) to a dedicated group 
f partners (Software Solution Partners) and 
irthermore interact with technical SAP 
xperts throughout the company. 
"ision NXT Technologies, ERP 
«rainee, Delhi, Noida, 0 - 2 Years, Job 
PD: 5486659 

Must be a Fresher MBA+ Fresher 
"ICA/B.E/B.Tech. Selected candidates need 
» undergo a self support training period of 2 
onths then they would be recruited as ERP 
rofessionals. 
5ecova, Developer, Chennai, 2 - 4 
Wears, Job ID: 5486627 
Aspirant must have minimum of 2 to 4 years 
»f experience in design and development of 
Applications using VB, ASP, ASP.Net, C£, 
Web Services. Minimum of 1 to 2 years of 
experience in VB and ASP. Need good 
‘xperience of SOL Server, etc. 
Rajshri Media Pvt Ltd, Flash 
Programmer, Mumbai, 1 - 4 Years, 
fob ID: 5486602 

Ihe candidate should have hands on 
experience with Web and Multimedia 
Programming (Flash Action Script, 
Macromedia Flash, XML, JAVA Script, VB 
Script, ASP, HTML, XHTML, DHTML, CSS, 
XSLT), Web Development, Web Designing & 
Graphic Designing. 

Fujitsu Consulting India Ltd, Unix / 
Solaris / HP OVO Administrator, 
Noida, 2-5 Years, Job ID: 5486563 
Incumbent must have Solaris administration 
experience. Unix shell scripting. Openview 
Operations (OVO) for Unix 2 years. 
Openview Internet Services (OVIS) 1 year. 
Knowledge of alerting protocols, especially 
SNMP. 


Tech Tree IT Pvt. Ltd., Sr.Software 
Developer/Team Lead, Delhi, 4 - 6 
Years, Job ID: 5486545 

The ideal candidate should be 
MCA/BE/M.Sc Computer Science with 4-6 
yeats of experience as system integration & 
application development. Should proficient in 
technologies including but not limited to 
JAVA, Struts, J2EE, JSP, Web Server, 
Application Servers, etc. 

Axiom EDA Products India Pvt Ltd, 
Verification Engineers Grade - II, 
Bangalore, 2-6 Years, Job ID: 5486544 
Must have hands on experience on Verilog / 
Vera / SystemVerilog / SystemC. BFM design 
and coding experience a must.Desirable - 
C/C++, Perl, make file, scripting know how 
and expertise. Emulation/FPGA validation a 
plus. 

Aztecsoft, White Box Tester, 
Bangalore, 5 - 8 Years, Job ID: 5486537 
Strong onsite C++ developer with capacity 
for writing Java scripts who will work closely 
with the development team in code 
walkthroughs and unit test development. 
Strong communication and teamwork skills 
required. 

BMC Software, Staff Application 
Developer, Pune, 6 - 8 Years, Job ID: 
5475598 

Excellent troubleshooting techniques and a 
solid understanding of Web-based Multi- Tier 
Application support with intermediate 
RDBMS (Oracle or SOL-Server) background. 


Atrenta India Pvt Ltd, Corporate 
Applications Engineer, Noida, 3 - 5 
Years, Job ID: 3963708 

Candidate will be responsible for interfacing 
with customers on one hand and R&D on the 
other so that the product is tuned or 
developed as per customer's requirements. 


California Software Co Ltd, SQL - 
Project Lead, Chennai, 5 - 9 Years, Job 
ID: 5486373 

Aspirant must have 5+yrs overall experience 
in IT. 3yrs - 4 yrs experience in SQL Server. 2+ 
yrs experience in .Net. Good communication 
skills. Must have lead a team of minimum 2 - 3 


people. 


Wipro Infotech, SAP FICO 
Consultant, Noida, Delhi, 3 - 7 Years, 
Job ID: 5266733 

Would be responsible for implementation of 
the specific module. Should have prepared the 
blue print. Should have experience ein End to 
end Implementation. 
Communication & Interpersonal skills are a 
must. 


DNDC Infrastructures Ltd, Network 
Security Admin, Hyderabad, 4 - 8 
Years, Job ID: 5350979 

Should be B.E / B. Tech / M.E /MBA/ 
M.Tech / M.C.A / M.Sc (CS) / B.Sc (CS) , 
B.C.A/Diploma. Have knowledge of Cisco 
Routers, Cisco Switches, PIX / ASA Firewalls, 
IDS, IPS. 


Excellent 


Cognizant Technology Solutions Pvt 
Ltd, Oracle Pl/Sql/ - Lead Role, 
Chennai, 5 - 9 Years, Job ID: 5281495 
Must be graduate and have 54 
experience ein Oracle Pl/Sq! 


Tesco India, Oracle pl Sql, Pro C, 
Unix -SE/SSE, Bangalore, 2-4 Years, 
Job ID: 5442929 

Should be a developer in ProC, Oracle Forms 
and PL/SOL. Should be capable of Coding, 
Unit Testing and doing peer reviews. Atleast 2- 
4 years of exp in Oracle - ProC, Forms and 


PL/SQL. 


New Media Guru, Flash Action 
Scripter, Delhi, 1 - 9 Years, Job ID: 
5486047 

Flash application development in Acton 
Script 2.0, XML and database integration, 
Product based applications development; lead 
a team of junior flash developers, Interact 


vcars 


with customer for requirements, 
documentation. 
Prast Systems, UNIX / Java 


Developer, Chennai, 0 - 1 Years, Job 
ID: 5486143 


Freshers 2007 /2008 Passout with atleast 80% 


score on 10th Standard and 12th 
Standard.Must have atleast 75 » Score In 
BE.Right candidate will possess excellent 
analytical and communication 


skills. Knowledge of Operating Systems & 
Prog skills must. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ramco Systems Ltd, Presales / 
Implementation Consultant, 
Mumbai, Delhi, 3 - 8 Years, Job ID: 
5407788 

Ramco System is looking for Presales / 
Implementation Consultant with knowledge 
on Manufacturing / Logistics/ Finance with 
any ERP experience at HYD, CHE, BLR, 
MUM & DEL. 

ICRS Management Systems Pvt Ltd, 
Marketing Representatives, 
Hyderabad, 0 - 10 Years, Job ID: 
5487305 

Applicant must be Graduate / Diploma 
holders / Engineers in any discipline between 
22 to 40 Yrs. 

HDFC Standard Life Insurance 
Company Ltd, Sales Executive, 
Thanjavur, Tiruvananthapuram, 1 - 5 
Years, Job ID: 5487291 

MBA in Finance/Mktg with 1-2 yrs exp in 
retail sales. Strong Leadership qualtities and 
ability to coach and mentor others. 
Knowledge of the Mkt Place. Excellent Verbal 
and written Communication Skills. 

Legrand India Pvt Ltd, Sr. Sales 
Executive, Delhi, Mumbai, 2 - 10 
Years, Job ID: 2615330 

Incumbent will be responsible for achieving 
given sales targets as per the companies sales 
policy by developing new potential areas and 
promoting company's products in industry, 
residential & commercial segment. 


Career Forum Limited, Executive 
Sales, Pune, 0 - 1 Years, Job ID: 
5486956 

Responsible for Pre sales strategies, 
presentations and demo's, Market Research, 
Identifying and qualifying prospects based on 
business demands, Scheduling meetings for 
the front end business development teams. 
Zavenir Daubert India Private 
Limited, Regional Manager - North, 
Delhi, 8-15 Years, Job ID: 5486594 
Aggresive business development & brand 
promotion. Includes managing a team of 
executives/engineers (Company & 
Distributors), key accounts, distribution 
partners. Candidate should have experience in 
selling value/concept based industrial 
products to industries in the Northen Region. 


Amjey Chemicals, Sales and 
Marketing Executives, Mumbai, 1 - 4 
Years, Job ID: 5486387 

Aspirant will be responsioble to define and 
develop selling strategy in conjunction with 
the regional manager. Develop and manage 
prospect and customer relationships. 

IPsoft India Pvt Ltd, Senior Mgr- 
International Sales, Bangalore, 8 - 18 
Years, Job ID: 5425505 

Engineer/MBA from a school of repute with 
strong commercial and negotiating skills and 
also be able to demonstrate success in 
coaching high-achieving teams. Exp been 
gained from a major Managed Services 
Provider (MSP) or Internet Service Provider 
(ISP). 

Sri Salasar Balaji Agrotech P Limited, 
Cotton Market Analyst, Hyderabad, 
2-5 Years, Job ID: 5485939 

Job for guideing company and giving regular 
information for associate clint of company, 
Gathering market information, watching 
market updown, sending regular mail and sms 
service, maintaing bulk sms and mail service. 
Makro Technologies Pvt Ltd, 
Marketing Manager, Hyderabad, 5 - 7 
Years, Job ID: 4305262 

Marketing Manager will manage a team of 
Mktg Executives to assisst the US Marketing 
Director in supporting the US sales teams with 
marketing strategy, leads generation, CRM 
maintenance and client/ prospect data mining, 
maintenance and analysis. 

Spider Infotech, Asst. Manager- 
Marketing, Bangalore, Mumbai, 2 - 5 
Years, Job ID: 5485325 

Responsibility: to identify and qualify large 
Indian Cos, MNCs, NGOs and govt. Meet 
decision makers and find the process 
automation requirements. Bring awareness on 
information management concepts, close 
orders. 

Itech People (KK Group), Branch 
Manager, Chennai, Trichy, 5 - 10 
Years, Job ID: 5484816 

Will bew responsible to realise targeted 
premium revenues and related targets through 
a team of Assistant Branch Managers, Sales 
Managers and branch operations. Plan, 
monitor and ensure achievement of sales 
targets through team. 


PCS Technology Ltd, BDM 
Datacentre, Bangalore, 2 - 7 Years, Jol 
ID: 5484689 

Selected candidate will be responsible fc 
business development of ^ Datacentr 
Solutions to Banks, Institution: 
Corporates, etc., and meet target. 

Anu Coco Food Products Pvt. Ltd 
Marketing Executives (Jr's 6 
Sr's), Hyderabad, 1 - 3 Years, Job ID 
5484590 

Any Graduate M/F with goo 
communication skills with minimum of 1 to 
years experience in FMCG. Specially in so! 
drinks. Candidates are required for twin citie 
&all major towns in Andhra Pradesh. 


Wings Pharmaceuticals Pvt Ltd 
Territory Sales Manager, Delhi, 6 - 1 
Years, Job ID: 4118526 

Incumbent should be Graduate 28+ year 
having 6+ years successful experience i 
Selling Pharma/OTC/FMCG as Medicz 
Representative or Sales Representative o 
working supervisor like Sales Officer for 1 to. 
years. 


Alcove Technologies Pvt Ltd, Fiel 
Sales Executive, Hyderabad, 0 - 
Years, Job ID: 5483827 

The candidates can be any graduate /undet 
graduate. Should have pleasant personalit 
The profile is strictly a target oriented. Shoul 
have some knowledge in I” 
services/products/solutions. An 
engineering graduate/MCA/BCA/Diplom 
Holders are eligible to apply. 


SPSS South Asia Pvt Ltd, Sale 
Executive (IT Sales), Bangalore, 0 -. 
Years, Job ID: 5483641 

Will be responsible to handle end to end o 
Sales for our Software SPSS. Meet and interac 
with customers in the field of Academic: 
Corporates, research, NGOs, Hospitals 
Defence & Govt Sectors. 


Nicco Internet Ventures Ltd, Channe 
Development, Ahmednagar 
Kolhapur, 3-7 Years, Job ID: 5483050 
Resposnibilities include: Supporting th: 
Sales/Unit Managers for recruitment of FOS 
team. Conducting promotional activities 
seminars,campaining for recruitment process. 


To know how to apply for these jobs, go to finance jobs listing page. 
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ead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ramco Systems Limited, Business 

Analyst - Finance, Chennai, 2 - 10 

wears, Job ID: 5479586 

.amco System is looking for Business Analyst 
Finance with functional experience in Cost 

Accounting, Taxation and Management 

"Accounting. 


P Associates, CFO, Mumbai, 20 - 25 
wears, Job ID: 5489292 
.esponsible for financial monitoring and 
olicy/decision support to ensure realization 
bf topline and earnings targets. Play a crucial 
ole in developing operating plans and budgets. 
*rovide strategic inputs to formulate business 
trategy as part of the Leadership Team. 


Aneja Associates, Internal Auditor, 
Mumbai, 0 - 10 Years, Job ID: 5223919 
Applicant should be CA, CIA, CISA, MBA, 
CWA. Responsible for conduct of 
»perational and management audits in 
manufacturing, capital market, insurance, 
onstruction, etc. Industries. x 


Viteos Capital Market Services 
Limited, CA Fund Accounting 
Operations, Bangalore , 4 - 12 Years, 
fob ID: 5489256 

Good experience in handling securities 
narket operations for large customers, right 
through reconciliation and break resolution. 
Experience in handling large volume 


operations, stringent deliverables, ensuring 
deliverables are met within SLA’s. 


Rhythm & Hues Studios Pvt. Ltd., Sr. 
Finance Mgr, Mumbai, 7 - 9 Years, 
Job ID: 5297954 

Handling Accounts up to finalization stage 
independently. Funds Management. Lead all 
linearity activities for all Core Business. 
Designing simplification solutions and 
assisting the implementation of structural 
changes. 


Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs” box on the 


homepage 
3. Click the "Go" button 


Symphony Services, Internal Finance 
- Associate Manager, Bangalore, 1 - 5 
Years, Job ID: 5417263 


This position requires significant breadth of 
competencies including financial analysis, 
systems and project management and 
leadership skills along with a strong 
understanding of general financial accounting 
work involved in day to day internal finance 
work environment. 

Mailing Lists India Private Limited, 
Accountant, Mumbai, 2 - 5 Years, Job 
ID: 5487209 

One should be independently handling 
Accounts up to Finalization. Good knoweldge 
of MS Office, Tally 7.2, Internet, Email, 
maintaing stock, etc. Should have good 
command over English. 

IDG Media Private Limited, Assistant 
Manager Accounts, Bangalore, 4 - 14 
Years, Job ID: 5486511 x 
Applicant must be able to independently 
handle till finalisation of accounts. Hands on 
experience on : Tally. Good communication 
skills. Team worker and also able to manage a 
team. Mature and good subject command. 
Inexo Cast Metal Solutions Pvt Ltd, 
Senior Executive - Accounts, 
Chennai, 10 - 15 Years, Job ID: 
4347071 

Should have at least 10 - 12 years exp in 
Manufacturing environment and be well 
versed in Tally, MS Office and ERP system. 
Should have adequate exp and update on Sales 
Tax, Income Tax, Central Excise. Finalisation 
of Accounts. 

Sri Salasar Balaji Agrotech P Ltd., 
Accountant, Nizamabad, 2 - 10 Years, 
Job ID: 5485029 

Required well exp min post graduate Accts 
Head who is able to handle a complete 
accounts of well organised Industry located 
at Adilabad (AP) with capacity of 25000 
spendles with 500 workers strenth. 










or 
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Moolchand Medcity, Assistant 
Manager-Costing, Delhi, 3-5 Years, 
Job ID: 4873213 

Responsible to develop a robust framework to 
understand service line economics. Create a 
cost/pricing database. Create a framework for 
allocating costs. Create cost analysis template. 
Create cost analysis template to enable costing 
of different products/services offered by 
hospital. 

MDL Technologies India Pvt Ltd, 
Executive Accounts, Visakhapatnam, 
5-15 Years, Job ID: 5483961 

Should have basic awareness of Companies 
Act, Income Tax Act and 
Standards. Participated in at least one cycle of 
— Statutory audit under Companies Act, and 
Tax audit under Income tax Act. 

Prithvi Prakashan Pvt Ltd (Lokmat), 
Manager-Finance/Accounts, 
Aurangabad, 2 - 8 Years, Job ID: 
5483869 

The candidates will be overall responsible for 
all aspect of Financial Accounting including 
MIS working capital management, Budgetary 
conttol and Treasury function of the group 
should be C.A. /ICWA/ with experience in 
corporate sector. 


HDIL, Management Trainee 
(Finance), Mumbai, 0 - 1 Years, Job 
ID: 4665843 

This position essentially requires good 
computer knowledge and thorough practical 
knowledge in your respective spheres of 
working. 

Marathon Next Gen Realty limited, 
Account Assistant, Mumbai, 2 - 4 
Years, Job ID: 5482566 

B.com with having minimum 2-3 years of 
relevent work exeperince. Should be having 
detail knowledge of Tally and Ms- 
Office.Candidate form central mumbai will 
preferred. 


Accounting 
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The West Bengal government’s stand on the coastal regulation zone has left 
Mandarmoni hoteliers puzzled. RITWIK MUKHERJEE takes stock. 


Mandarmoni (East Medinipur), 
184 km off Kolkata 


T’S THE LAST LAP OF OUR THREE- 
and-a-half hour drive from 
Kolkata to the country’s largest 
motorable beach, Mandarmoni, 
on the autobahnesque Kolkata- 
Mumbai National Highway. The 
road disappears and is replaced by a 
14-km stretch that is not motorable 
by any stretch of imagination. After 
a little over half-an-hour ride through 
this appalling road, we are greeted by 


an amazingly clean, sprawling beach 





and the roar of the sea. 
Mandarmoni is one of the two 


coastal belts in West Bengal's 


Medinipur district; the other be- 
ing the celebrated Digha beach. 
While Digha has been a traditional 
sea beach destination for tourists, 
Mandarmoni is relatively unknown 
but is still giving the former a run 
for its money. This newly-found 
tourism destination, though, is in 
troubled waters. The reason? The 
West Bengal Pollution Control 
Board has issued closure notices 
(and demolition threats) to as many 
as eight hotels on the Mandarmoni 


beach. The notices have been served 
on the grounds that these hotels 
are flouting the inter-tidal zone reg- 
ulations (pertaining to the distance 
of hotels from the beach) and have 
not obtained necessary permission 
from the Coastal Regulation Zone ` 
Authority (CRZ). 
We meet Sandipan Biswas, 49, 
Managing Director, Sana Beach ` 
Resort, and the man instrumental in | 
turning this unknown and virgini 
seashore into one of the hotteš 
beach locations in just over tv 
and-a-half years. Says Biswas, 
“I landed up at this place on ñ t 
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wheeler in January 2005, thanks to 
my passion for visiting new places. 
The first thought that came to my 
mind was that this place would one 
day become one of the best beach 
locations in the country. I bought a 
little over 7 acres of land for 
Rs 50,000 per acre." Incidentally, 
the land price has now soared to 
Rs 20-25 lakh per acre. 

That sudden flash of inspiration 
has changed the fate of Mandarmoni 
over the last three years, because 
Biswas’ endeavour was followed im- 
mediately by others—Rose Valley 
Resort, Tarangamala Resort, 
Samudra Sakshi Resort, Samudra 
Vilas Resort and Debraj Hotel. On 
offer at Mandarmoni are 300 rooms 
(the place currently has 25 hotel- 
cum-resorts and eight more are lined 
up), which is nothing compared to 
Digha, which has more than 550 
hotels. But this beach is already eat- 
ing into and luring away tourists 
from Digha, sending ripples along 
the Bay of Bengal. 

These hotel plans have been 
sanctioned by Kalindi Gram 
Panchayat #8 that has its own jus- 
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The discoverer: Sana Beach Resort's Biswas spotted the beach's potential 


tification for doing so. Says Ashok 
Maity, former Panchayat Pradhan: 
“As per the original Mouza map 
of Mandarmoni available with the 
Panchayat office, there is sufficient 
gap between the boundary walls of 
these hotels and the sea." There 
are nearly 220 metres of rayati 
(privately-owned) and 305 metres of 
kbas (government-owned) land in 
front of the boundary walls (to- 
talling 525 metres) of these hotels, 
including sandy area. And as per 
CRZA guidelines, such permanent 
constructions are supposed to keep 
a distance of 500 metres from the 
sea, at the max. So, they didn't do 
anything wrong by sanctioning these 
plans under certain environment 
protection guidelines. 

The state tourism department 
has largely been a silent and passive 
onlooker to this legal battle between 
Kalindi Sea Coast Hoteliers' 
Association and WBPCB, although it 
highlights Mandarmoni beach as the 
country's best and longest motorable 
beach in its promotional materials. 


The State Directorate of Tourism 
has also included the Mandarmori- 








Tourist trappings: (L-R) A restaurant; tourists joyriding on Pradhan's motor tri-cycle; local art and crafts on display 


Purushottompur Beach in its Beach 
Circuit Tourism, where tourists can 
visit nearby beaches at Digha, 
Shankarpur, Udaypur and Mandar- 
moni in one go. However, the state 
tourism department hardly has any 
presence on the beach. This place not 
only lacks road infrastructure, it 
doesn't even have electricity. All the 
hotels are run on 24-hour diesel 
generator sets. 

As we move along the beach, 
we come across the socio-economic 
twists in the story. Says Nitai 
Pradhan, who takes tourists around 
on his motor-driven tri-cycle and 
earns Rs 200 per trip per group of 
four-five: *These hotels are bringing 
in tourists, giving us a livelihood. 
What would we do without them?" 

Biswas, who is also the President 
of the Kalindi Sea Coast Hoteliers' 
Association, has already taken up 
the issue with all concerned au- 
thorities, including state Chief 
Minister Buddhadeb Bhattacharya. 
*What we need is infrastructure 
support... this place has the poten- 
tial to come up as a real money 
spinner not only for private hote- 
liers, but also for the state as well. 
Around 1,000 acres of government 
land is still lying idle in the area, 
which can fetch nearly Rs 200 crore 
at current market price, if the state 
decides to sell out to private hospi- 
tality players. This will bring a sig- 
nificant sum to the state coffers," 
adds Biswas. 

By afternoon as we set out on 
our return journey, the results of the 
recently-concluded Panchayat polls 
start coming in, indicating a near 
rout for the ruling party from the lo- 
cal governing bodies in the area, 
sending out perhaps a signal of dis- 
content to the powers that be. m 
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The Global Elite 


A riveting read on how the rich and the powerful are 
shaping our world today. SWAPAN SETH 


SUPERCLASS OWER CORRUPTS. ABSOLUTE POWER IS 
David Rothkopf — po of neat.”—John Lehman. There 
Farrar, Straus and Giroux are what I call “phenomenon publi- 


Pages: 376 cations”. Paperbacks that make their grand 
i 1.118) entrance just when the phenomenon has 





Superclass is one such. Early in the book, 
David Rothkopf tables his disclaimer that 
his work is not an “eat-the-rich” tome. 
And to be honest, barring a few jibes such 
as the fact that the rich give back just 1 per 
cent of what they make to the poor, 
Rothkopf does not indulge in billionaire 
bashing. What he does, however, is faith- 
fully present this tribe called the Superclass. 
A bunch of about 6,000 people who kind 
of run the world. 

To his credit, Rothkopf's work is in- 
deed a large canvas with Jackson Pollock- 
like brushstrokes that colour politics, busi- 
ness, media and entertainment (can the 
last two really be distinguished these days?). 
He Ao sets the definition of the Superclass rather early in the book. 
According to him, *The defining, distinguishing feature of these indi- 
viduals is power that on an ongoing basis touches millions of lives... They 
are the few who have accrued immense influence by virtue of talent, 
work, fortune or a combination of all three." 

With that in place, he goes straight to the second home of the 
Superclass: Davos. From the fondue at Gentiana to the Davos Dip, which 
involves the bending of the knee and casting a subtle glance at the name 
badge to know who is who, Rothkopf takes Paulo Coelho as a classical 
example of the anonymity that suddenly casts a shadow over even 
the famous if they are not part of the Superclass. 

At one point, he touches a sore point of the Superclass when he states 
that their abiding yearning is access. And therein, for me, lies the irony 
of the age we live in. In business as in politics—the “I must be in" syn- 
drome is really all that the rich and the powerful seek. In sum, even the 
rich must beg, suggests Rothkopf. 

Where the book scores is in the fact that it goes beyond the borders 
of conventions and enters new countries of culture: blogging and social 
networking. Rothkopf examines the Superclass of the Information 
Age and looks at how the information age and free speech have passed 
the baton of power to the supposed powerless. Even how technology has 
empowered the ordinary. 

Finally in a disappointing end, he suggests a formula of how one can 
become a part of the Superclass. Having said that, Rothkopf has cobbled 
together a book that is mandatory reading if one wishes to under- 
stand why *the world is what it is." 
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GLOBAL EDGE 
Joel Kurtzman and Glenn Yago 


Harvard Business School Press 
Pages: 220 
$29.95 (Rs 1,288) 


S ECONOMIES AROUND THE 

world open up and global 
investors rush in, they are getting 
tripped up by a number of fac- 
tors they didn't quite anticipate 
early on in their forays. Things 
like safety of their intellectual 
property, a biased judicial sys- 
tem, corrupt bureaucracy, or 
politicians hand in glove with 
local businessmen. As a result, 
their investments either end up 
as failures or take more years to 
break even than expected. Not 
entering newer markets is not an 
option for the global corpora- 
tions of today. Global Edge, 
therefore, is all about how to 
manage risks in cross-border 
business. Kurtzman and Yago, 
experts at the Milken Institute, 
offer a CLEAR framework to 
understand the nature of risks 
ranging from effectiveness of le- 
gal systems to transparency of 
accounting to quality of en- 
forcement. Their Opacity Index, 
which measures "the lack of 
clear, accurate, formal and widely 
accepted practices where busi- 
ness, finance, and government 
meet", is meant to be "a new 
system for rating and thinking 
about risk". On their opacity 
scores for various countries, India 
ranks at 38, above Pakistan and 
China, but well below other 
countries such as Thailand and 
Malaysia. Ultimately, though, as 
the writers argue, opacity in itself 
is not a problem; the inability to 
assess it and respond to it is a 
bigger problem. 
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Dream Factories 


Sriperumbudur is humming with change as telecom and electronics majors 
transform the lives of young women. NITYA VARADARAJAN 


Adding colour to life: Women employees at Samsung's CTV fa 


N THE LAND OF HOPE, THERE'S 
never any winter. K. 
Narmada, all of 19, epito- 
mises this. She grew up in 
Katpadi, a small town in 
Tamil Nadu, and her dreams have 
brought her to a rented accom- 
modation at Kanchipuram, 70 km 
from her home. Daughter of a free- 
lance painter, Narmada works in 
Sriperumbudur near Chennai and 
supports her family of five living in 
one of Katpadi slums. Her most 
immediate dream: to see her 
younger sister in college. Narmada, 
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who is sustaining her family with 
the majestic Rs 4,000 that she 
earns, says: “I have to work and I 
am glad there is work.” She also 
wishes to pursue a B.Com degree 
through correspondence while 
working as that would increase 
her future earnings potential. Not 
very long ago, the same Narmada 
was sitting at home after complet- 
ing her 12th standard. 

B. Mohanavalli, 22, hails from 
village Iyengarkulam near 
Kanchipuram. The onslaught of im- 
itation silks and the prohibitive cost 


ctory in Sriperumbudur 





of pure silk have practically killed 
her father’s business of silk weaving. 
She had to abandon her desire for 
higher studies and the ambition of 
working in a bank in favour of im- 
mediate earnings. Mohanavalli is 
working and waiting for her brother 
to finish his studies and get a job. “I 
will then get married and quit,” she 
says firmly. 

Narmada and Mohanavalli are 
not alone. There are thousands of 


-women in Sriperumbudur, who 


have turned dream weavers for their 
families, thanks to their work. 
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Giving wings to these aspirations 
are an eclectic mix of companies— 
which in the case of these two is a 
company that specialises in con- 
necting people, Nokia. 

Says a Nokia spokespe; ;on: “You 
will find that 70 per cent of our 
workforce is women." This is not 
due to any discrimination but simply 
.. because “women pass our dexterity 
rice: $c. than male walk-ins,” says 

== Director (Operations 
SA Hn lja India. Nokia 
has 8,004 *. [| fi | ‘s and has com- 
pleted more tnig two years of 
operations at its Sriperumbudur SEZ. 


Like Nokia, there are scores of 


telecom and electronics majors in 
Sriperumbudur, which are em- 
ploying increased number of 
women—who constitute over 40 
per cent of the workforce. Girl 
power in the region had never been 
so sttóng. Apart from Nokia, there 
are"Dell, Motorola, Samsung and 
Flextronics that have set up shop 
here. Says a senior Flextronics ex- 
ecutive: “We employ women wher- 
ever electronics is deployed, and 
employ men for heavy-duty ma- 
chining—this is simply to ensure 
lesser risk for women." 

Inside the Nokia SEZ, suppliers 
such as Salcomp, Aspocomp, 
FoxConn, Perlos, Jabil, et al employ 
workforce that are 40-50 per cent 
female. “Women get employed not 
by deliberate design. It's just that 
they are eminently suited for the 
telecom manufacturing industry or 
wherever electronic components 
are used," says Sunder Vadivel, 
Head (HR), Perlos. The SEZ collec- 
tively employs at least 7,500 
women in an area spanning 
210 acres. 


On the Job 
"These days, fathers (in 
the region) depend 


Samsung: It’s all 
about girl power 
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A mouthful of sky: Nutrition is part of the perks at N 


more on their daughters rather than 
sons to sustain their families," says 
T. Claimans, Senior Manager, HR & 
General Administration (GA), 
Samsung India Electronics. 
Claimans is not exaggerating. 
S. Chitra, 20, a worker at Samsung, 
hails from Punnapadi village in 
Arcot district. Her father was a 
farmer but with the groundwater 
drying up, the family found itself in 
choppy waters. Her younger sib- 
lings are both in school. Chitra 
herself had taken up tailoring till 
she found her calling at Samsung. 
“There is work freedom here,” she 
says. Congenial surroundings are 
a great incentive, second only to 


the regular monthly salary that 
feeds her family. 

At Samsung, the girls are bub- 
bling with enthusiasm about their 
work. In fact, so zealous are some of 
these girls that they want to come to 
work even on holidays. “It becomes 
boring during the weekly offs,” say 
S. Shankari and D. Sangeetha in 
unison, “even if we go home, we 
talk to our parents and siblings 
about the number of Tvs we made 
and other company matters.” 

Samsung, which has a low at- 
trition rate in Sriperumbudur, cur- 
rently has only one shift 
for these women— 
the day 







































Saxena: “Many of our employees 
never did the things normal kids 
do. For some of them, chocolates 
were a rarity and an indulgence, 
and here they get it every day." 

At Nokia, these women get 
hired between ages 19 and 22. 
They are encouraged to pursue 
their studies (if they can with their 
earnings) for better prospects and 
better employment at a later stage. 
Sometimes, these women opt for 
diploma courses specified by the 
company, which, in turn, help them 
change their job profiles through 
internal transfers. 

There is no lacking of the fun 
quotient at work. At Samsung, pic- 
nics are organised on a regular ba- 
sis. However, talk to women empl- 
oyees in Samsung and you discover 
a flip side of this extraordinary 
life as well. Unlike their counter- 
parts at Nokia, women employ- 
ees here are less interested in pur- 


(Clockwise f from top) Mohanavall second from right). the Nokia ETER and Narmada Vela right) 


shift, which allows them to main- 
tain sensible hours. The HR team 
under Claimans makes it a point to 
visit every family personally and 
enquire about their well-being. 
Problems and complaints are also 
sorted out. *If our workers have 
inhibitions in their workplace 
about anything, we get to know 
from their parents and rectify 
them," he says. 


162 BUSINESS TODAY JUNE 15 2008 






JUR o 
Pi PR 


i "* A 
Fi x , 
fi 


Nurturing Hope 
For their part, these companies are 
giving impoverished young girls in 


the region a chance to live life out of 


the ordinary. At Nokia, each em- 
ployee is given a smart card, which 
has food credits. At the end of the 
month, employees can buy biscuits 
and other snacks for their families 
with the credits left, a feature much 
appreciated by all. Says Nokia’s 
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suing higher studies. “We are very 
happy here and would like to be 
with Samsung as long as we can,” is 
all they say. 

For every girl working in these 
high-tech factories in Sriperu- 
mbudur, the place has become a 
beacon of hope. Much more per- 
haps, than the patron saint of 
Sriperumbudur Sri Ramanujacharya 
had envisaged centuries ago. 
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Are You Game? 


Nokia is making sure that it gets its N-Gage gaming 
platform right the second time around. KUSHAN MITRA 


ACK IN 2003, WHEN NOKIA 

introduced the N-Gage hand- 

set, it seemed an obvious ex- 
tension to the mobile device. After 
all, cameras were slowly becoming 
standard, and several of Nokia's 
younger users in the developed 
world also owned portable gam- 
ing handhelds like the Nintendo 
GameBoy. The problem with the 
device was that it was poorly 
designed—not quite a good phone 
(you had to hold it sideways to 
talk) and changing the games 
required the phone to shut down 
and reload. The updated version 
of this phone also didn't set the 
sales registers on fire. 

But with the success of the 
Nintendo Ds, which has sold over 
70 million units worldwide, you 
would assume that Nokia would 
have made a play for gaming all 
over again. After all, on devices 
such as the N95 8GB, you already 
have almost everything you could 
want. Now, the best thing about 
the new N-Gage (or N-Gage 2.0 to 
keep up with the fad of adding a 


Bored? N-Gage is at hand 


2.0 on newer versions of every- 
thing) is that it can be loaded on a 
whole host of Nseries devices and 
eventually, the plan is to support 
all Nokia handsets that work on 
Series 60, and maybe, handsets man- 
ufactured by others, though 
SonyEricsson might have issues with 
that, given that there is a Playstation 
branded phone in the works. 

So, how is it to use? The N95 
8GB is still your typical mobile 
device, and the keypad isn't what 
you would call “game-friendly”. 
But, as any fan of “Snake” from 
the late '90s will admit, getting a 
game anytime, anywhere is bloody 
addictive. The interface is fairly 
clean, and on a device with a rel- 
atively fast processor, there is no 
jerkiness. You can download trial 
editions of all the games—there 
are nine at the moment—before 
you decide to buy them. Nokia 
India has not built a payment gate- 
Way as yet, so if you want to buy a 
game, you will be billed in us dol- 
lars. We went ahead and bought 
Asphalt 3: Street Racing for 














$7.99 (Rs 344). 

The game is quite good, and 
considering that you are on a 
phone, the graphics are pretty good 
too. The game physics could be 
better, though, and have a touch of 
Playstation1 to them. As far as rac- 
ing games go, this is no Graz 
Turismo 5. However, this is just 
the first batch of games, and even 
on the Microsoft XBox 360 and 
Playstation3, some of the first games 
had minor gameplay or gai 
physics issues. 

There are some other niggling 
issues as well—battery drain while 
gaming is on the heavy side, 
especially if you log onto Nokia's 
N-Gage Arena, a sort of play 
hub/social-network where you ca: 
load scores, chat and find players to 
compete against. Good idea, but 
ideally, stick to logging on from 
Wi-Fi network rather than India's 
crowded mobile data networks. 

Downloading the application 
is free as are the trial versions o! 
the games. You can download 

the application either *over-th: 
air” directly from your hand 
set or install it via your 
from www.n-gage.com. 
But you need to have 
fairly new Nseries device 
to play it right now. Yes 
the keys are not that 
great and the gameplay 
isn't perfect, but you can 
really grow to like this. 
Really! It beats the hell 
out of getting bored 

out of your wits at a 

crowded 

lounge. Or you could 

P” buy a Nintendo Ds, but 

what was that thing abou 
too many devices? 
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Four for the Shoulders 


HIS IS ONE ROUTINE THAT TENDS TO GET SHORT SHRIFT IN THE STRENGTH 
| training sections of gyms. While most men tend to focus a lot on chest 
exercises, like the ever popular bench press, or on building their bi- 
ceps and triceps, the shoulder muscles are often dealt with cursorily. 1 
have a theory that could explain why that happens. Most men and women 
who train with weights regularly exercise four or five days a week and their 
programme usually begins with chest exercises on the first day, followed by 
back exercises on the second day, arms and/or legs on the third day and, per- 
haps, shoulders on the fourth day. So, by the time they get down to the shoul- 
ders, it is the fag end of the week when there's a pretty good chance of their 
shoulder routine becoming a chore. 

Yet, wide and strong shoulder muscles are a key to a powerful 
physique. Not only do wide and well-developed shoulders make you look 
good, strong shoulder muscles (the deltoids—posterior, anterior and lat- 
eral) help prevent injuries during exercise besides giving you more 
power to lift, push and pull—all things that you need to do in the gym 
when you're exercising different muscle groups. | 
Here are four exercises that can help you build strong 
shoulders: 

1. The Shoulder Press. Use a barbell (or two dumb-bells) with 
a wide grip. Press the weight upward until your arms are fully 
extended. Return to the starting position where your upper 
arms should be parallel to the floor (see illustration). The key 
is to go heavy with the weights. Try to use weights that you 
can raise 8-10 times per set and do three or four sets. The 
shoulder press, done well develops the entire shoulder 
muscle group. 

2. The Lateral/Side Raise. Sit or stand holding dumb-bells. 
Bring the weights up together sideways to a level where the 
dumb-bells are parallel to the shoulders. This exercise, as is 
evident from its name, targets the lateral deltoids. 

3. The Bent-over Side Raise. Hold dumb-bells as in the lat- 
eral raise, only bend your torso from the waist at a 45 degree 
angle. Raise the weights simultaneously and hold them for 
a second or two at the end of the movement before returning 
to the starting position. As you may have guessed, this ex- 
ercise targets the posterior deltoids. 

4. The Shrug. Holding a heavy dumb-bell in each hand by the side of your 
upright body, shrug your shoulders as high as they can go. Hold them in that 
position for a second or two and then slowly bring them down to the start- 
ing position. That is a single repetition. As in all the other exercises, do 8- 
10 rep sets. The shrug is a great exercise for building muscle mass in the 
shoulders. Instead of dumb-bells, shrugs can also be done by holding a bar- 
bell across the thighs while in an upright position. 

These four exercises should form the core of any shoulder routine. The 
key is to use progressively heavy weights as you go along. As soon as doing 
8-10 reps becomes easy, you should go in for heavier weights. For instance, 
you could add 5 Ibs or 2.5 kg to the weight you lift for every successive set. 

MUSCLES MANI 





write to musclesmani@intoday.com and read the Treadmill blog 


at www.businesstoday.in 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these, 
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HOW TO STAY 


ENERGETIC ALL DAY 





UMMER IS THE PERFECT TIME TO GET 
fit, lose weight and start taking 
care of your health—and it doesn’t 
have to be a struggle. Find out how. 


When energy levels dip... 


You go through periods of higher 
activity, which contrasts with times of 
relaxation. The problem occurs when 
more energy and concentration is 
required than we can give, or when 
we try to sleep and can't. 


How can you cope with it? 


gm Eating healthy can be a big factor 
in staying healthy. Says Dr Suman 
Bhandari, Senior Consultant, Escorts 
Heart Institute & Research Centre, 
New Delhi: “Maintain your energy 
levels by limiting your intake of fat 
and sugar; focus on carbohydrates, 
fruits and vegetables. Choose foods 
with high water content, such as 
fruits (e.g. watermelons, coconut 
water, grapes) summer vegetables 
and salads.” | 


m On sweltering days, prevent heat- 
stroke by staying hydrated. Says Dr 
Vinay Goel, Senior Consultant, Max 
Healthcare, New Delhi: “Avoid di- 
uretics such as alcohol and caffeine. 
It is recommended that you drink 
about 2 litres of water every day.” 


E “Take a 15-20 minute power nap 
after lunch. Even if you just close 
your eyes and let your mind drift, 
you will be refreshed for the after- 
noon,” he adds. 


B Says Dr Bhandari: “Combining 
simple exercises with 30 minutes 
of brisk walking in the morning is the 
best way to rev up your endurance 
levels for any kind of activity through- 
out the day." DU 


lii Poor air-conditioning can leave 
you short of breath and cause your 
heart to race when doing even simple 
things. Says Dr Goel: "If you suffer 
from breathing problems, watch the ` 


air quality in your office area and 


make sure that you take in fresh air 
(take a 5-minute stroll in the open)." 
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Tireless Retiree 


NEARLY A YEAR AFTER GIVING UP DAY-TO-DAY 
responsibilities at Infosys, the IT services company 
he founded with six others in 1981, NAGAVARA 
RAMARAO NARAYANA MURTHY, 62, is no less 
busy. Juggling an assortment of other responsibilities, 
he has now got yet another role—this time on 
the Board of Trustees of the New York-based Ford 
Foundation, a non-profit grant-making organisa- 
tion. Although Murthy himself couldn't be reached 
for comments on his appointment, Kathryn Fuller, 
chair of the Ford Foundation Board of Trustees, said 
the Infosys founder *will play a critical role in 
advancing our efforts to improve lives and create 
opportunity for people throughout the world". For 
the moment at least, a full retirement appears some 
time away for Murthy. 
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Winning Ways 
SHE IS ARGUABLY ONE OF THE FINEST MINDS IN MEDIA 
planning today. No wonder, Lowe Worldwide has 
named LYNN DE SOUZA, 47, Chairman and CEO of 
LMG (Lintas Media Group). That, however, is not 
her sole claim to fame. Multi-faceted De Souza is 
also a published author (A Dog’s Life), tennis champ, 
trained veterinary nurse and animal-rights activist. 
Incidentally, LMG and Lodestar Universal are the 
Interpublic Group’s (IPG) two media agencies op- 
erating in India. De Souza’s elevation comes after the 
other media units of the company—Digital 
Initiatives, Media Futures, Second Opinion, Insight 
and Interactions—were consolidated to form LMG. 
For her part, De Souza says the consolidation and 
creation of Lintas Media Group will only strengthen 
the agency’s position. It sure will, with De Souza in 
the driver’s seat. 
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IRDA’s New Helmsman 


HE PIPPED SEVERAL OTHER CONTENDERS TO THE COVETED POST AND IS SET TO STEER THE INSURANCE REGULATORY 
and Development Authority (IRDA). JANDHYALA HARINARAYAN, 60, former Chief Secretary of 

\ Andhra Pradesh, takes over from C.S. Rao as the new chairman of the authority. While his name 
was vetted by a search committee headed by Finance Secretary D. Subba Rao, Harinarayan's 


impressive credentials easily clinched the job in his favour. He was the secretary to the Union 
Ministry of Water Resources Development besides serving in various administrative capacities 
in Andhra Pradesh. He takes over at a time when the government is looking to push through 
crucial reforms in insurance, particularly in the non-life segment. Harinarayan will cer- 
tainly need all his administrative acumen to take reforms forward in the face of significant 

political opposition from the Left. 





166 BUSINESS TODAY JUNE 15 2008 








TWO DECADES AFTER ITS FLEDGLING (AND 
home-grown) business started, Grover Wines is set 
to get its first in-house expert. This expertise comes 
in the form of 23-year-old KARISHMA GROVER, a 
third generation vintner, who unlike her grandfather 
and father, will use three years of undergraduate ed- 
ucation at University of California, Davis, (in the field 
of Viticulture) to provide critical inputs to the busi- 
ness. Her expert attention couldn't have come at a 
better time. Grover Wines is more than doubling its 
crushing capacity and is in the final stages of intro- 
ducing new variants. *I think our wine has im- 
proved tremendously over the last few years and the 
future looks bright," she says. There's more. Before 
Karishma can actually get her feet wet in this busi- 
ness, she'll be refining her craft with the ‘Flying Wine 
Maker' Michelle Rolland in France later this year. 
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Civic Crusader 


KIRAN MAZUMDAR-SHAW, 55, THE OUTSPOKI 

of biotech major Biocon, has been among the mos: 
stringent critics of Bangalore's crumbling in! 
structure over the last few years, attacking th 
ernment for the tardy progress of several projects 
few days after leading vocal protests by Banga! 
Connect, an NGO, to keep the existing 
HAL Airport in Bangalore open, 
Mazumdar-Shaw was present at 
an offline briefing organised by 
the embattled Bangalore Metro, 
where she took a front row seat 
at the proceedings. “This is our 
city and we must be able to 
have transparency in the im- 
plementation of these proj- 
ects," she says. Mazumdar- 
Shaw walked the talk too; 

a day later, she led a rally 

in front of the old air- 
port, demanding that 
the facility re- | 
main open. 
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AFTER SPENDING CLOSE TO SEVEN-AND-A-HALF YEARS IN MAX INDIA, B. ANANTHARAMAN HAS FINALLY DECII 
re-define his career aspirations. While mum's the word for Ananth on his future plans, the man surely has 
something big on his mind with more than 24 years of rich and wide experience in the areas of finance and 
business. During his stint with Max India (ending on June 30), 53-year-old Ananth has been more thai 


confidant of Chairman Analjit Singh. It was Ananth who spearheaded Max's restructuring efforts and 
successfully tied up the resources to fund the high-growth core businesses of life insurance and 
healthcare. As the joint managing director, he played an assortment of roles in the area: 
finance, business and resource planning in the group's diverse businesses of life insurance, healt 
care, clinical research, healthcare staffing and specialty plastics et al. This experience 
by all accounts, come in handy for his future endeavours. 
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Air | bt Vol. 17, No.12, for the fortnight June 2-15, 2008. 
Released on June 2, 2008. 
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IG IS ANIL AMBANI'S MEDIA BRAND AND THE NAME SEEMS TO DEFINE HIS AMBITIONS IN THE 
| sector. The world's sixth-richest man, with a networth of $45 billion (Rs 1.93 lakh 
| crore), will now be pumping in a billion dollars into razzmatazz's ultimate pilgrimage, 
Hollywood—producing 10 movies over a period of 18 months. And unlike the Amritraj 
brothers, who started off with small-budget entertainers, Ambani Junior is gunning for 
Hollywood's top guns, having signed co-production deals with Nicholas Cage's Saturn 
Productions, Jim Carrey's JC23 Entertainment, George Clooney's Smokehouse Productions, 
Chris Columbus’ 1492 Pictures, Tom Hanks’ and Gary Goeztman's Playtone Productions, | 
Brad Pitt's Plan B Entertainment and Jay Roach's Everyman Pictures. | 
Ambani, who, many say, has set his sights on becoming India’s media baadshah 
through his company Reliance Entertainment, is aiming for core strengths across content 
and distribution platforms for a commanding presence in the Rs 43,700-crore industry. The 
company entered media and entertainment space in 2004, when Reliance Infocomm, then 
managed by elder brother Mukesh, was involved in active test runs for broadband Tv and 
| gradually moved into mobile entertainment. Then came the approval for its DTH licence 
application, under the name of Reliance Skymagic—later changed to Reliance BlueMagic 
to avoid confusion (the Tata group's DTH brand name is Tata Sky). Today, Ambani's 
entertainment business encompasses production, exhibition, music, home entertainment, 
radio, television software, IPTV, gaming and even social networking. The company's busi- 
| ness model is based on the four-screen paradigm—Cinema Screen for filmed entertainment, 
multiplex and digital cinema business; TV-Screen for DTH and IPTV initiatives; PC-Screen for 
x triple-play broadband services of content, voice over internet protocol (VOIP) and enter- 
tainment delivery through internet; and lastly, Mobile-Screen for content through its R-World 
portal. That, in effect, is a four-pronged attack to take on the likes of STAR India and Network 
18—which should make for an interesting media stakeout. 
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ANUSHA SUBRAMANIAN 


168 BUSINESS TODAY JUNE 15 2008 










Experience luxurious privacy 
en route to San Francisco. 


Jaily flights from Mumbai via Shanghai 
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-ly aboard the Jet Airways First Class, in the all-new Boeing 777-300ER for unparalleled in-flight privacy. Close the dual-slidii 
create your own room in the sky. Your personal space comes with a wardrobe, 23” flat-screen TV and even a dinner table í 
here you can enjoy international and Indian cuisine with select beverages. For recreation, there's the award-winning in-flight ent 
system loaded with on-demand movies, music and games. In-flight privacy doesn't get more luxurious. For details, call 1800 22 
| )22 3989 3333, contact your travel agent or visit jetairways.com 
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JUL WILMONS OF THEM. 


IBM helped Bharti Airtel, India's fastest-growing telecom company — discover ways 
to launch new products in days Instead of weeks. Start growing. your business at 
ibm.com/doing/in/outsourcing STOP TALKING START DOI! 
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